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A GOLD MINE IN A BOX / 
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Hundreds of dealers have found a 
profitable gold mine in Webster’s 
Micrometric Carbon Paper, for it is 
unlike any other carbon paper that 
is made. Its five extra sales features 
give you the edge over competition. 


You have something new, something 
different with which to get more busi- 


FS. WEBSTER COMPANY seems 


Mutt Kop, 





ness. Once sold, a customer will come 
back again and again for more. And 
this repeat business is protected by 
the Micrometric patents and the 
Webster dealer franchise. So use this 
profit-maker to increase your sales 
in every department in your store. 





OTHER STARS IN THE 


WEBSTER LINE 


Carbon Papers 


* MULTIKOPY 
* WEB-STAR 
* OLD OAK TREE 








Typewriter Ribbons 


* STAR BRAND 
* HUB BRAND 
* BATTLESHIP 
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OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a Clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 


Office Appliances 


(To the World's Principal Market Places} 


@ 
Published on the first of every month by The Office Appliance 
Co., 20 North Wacker Drive, Chicago, Illinois. Cable Address: 
Applico, Chicago, Telephone Franklin 0205 


¢ 
ESTABLISHED 1904: Succeeding and embodying American 
Stationer, New York, established 1873; Typewriter Trade 
Journal & Office Systems, New York, 1904; The Office, Fnank- 
linville, N. Y., 1904; The Office Appliance Journal, Chicago, 
1905; Business Equipment Journal, Chicago, 1908; Office Out- 
fitter, Chicago, 1908; the original National Stationer, New 
York, 1909. 
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Associate Editor; tag E. Meason, Assistant Editor; W. P. Mudgett, Circu- 
lation Manager; C. Wallsten, Copy Department Manager; Otto Kney, 
Service Bureau eh H. W. Martin, Special Representative for South- 
ern California at Redondo Beach. 


NEW YORK OFFICE: 
418 Pershing Square Bldg., 100 E. 42nd St. Phone Ashland 4-8319. 
C. H. Everly, Eastern Manager; G. C. Wheeler, Assistant Eastern Manager. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
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ceived before the fifteenth of 
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These advertisements present the products of the leading manufacturers in each division of the industry. 





ADVERTISEMENTS 


Because of the ground 








for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. They do, 
A 

Acco Products, Inc 

Ace Fastener Corp. 


Acme Card System Co. 
Staple Co. 

Henry T., Mfg. Co. 
J. Co 


Acme 
Adams, 
Aigner, G. 


Allen & Co. 


Allen-Wales Add. Mach. Corp. 


All-Steel-Equip. Co. 
Desk Co. 
File & 


American Can 


Alma 
Amberg Index Co. 
Co. 

Machine Co. 


Mach. Co. 


Amer. Number. 


Amer. Writing 
Ames Supply Company 


Armstrong & White 


Artility Metal Products, Inc. 
Art Metal Construction Co. 
Art Steel Co., Ine. 
Automatic File & Index Co. 
B 
Bankers Box Co. 
Barkley, C. L., & Co. 
Bassick Company 
Beach Publishing Co. 
Bentson Mfg. Co. 
Better Packages, Inc. 
Bickett, L. M., Co. 
Blaisdell Pencil Co 
A. E. Boyce Co. 
Bright Chair Co. 
Bristow, Stanley R. 
British Stationer 
Browne-Morse Co 
Cc 
Calvert Lamp Co 
Carter’s Ink Company 
Cel-U-Dex Corp. 
Clarotype Co., The 
Cleanereno Chemical Co. 
Cloyes Gear Works 
Codo Mfg. Corp. 
Collier-Keyworth Co. 
Columbia Rib. & Car. Mfg. Co. 


Columbia Steel Equipment Co 
took, The H. C., Co. 


Yorona Typewriter 


-~ a 


Corry-Jamestown Mfg. Corp 


Cramer Air-Flow Chairs 


Crown Ribbon & Carbon Co. 

Cushman & Denison Mfg. Co 
D 

Darnell Corp. 

Dawn Mfg. Corp., The 

Dick, A. B., Co 


Doppelt, Chas., & Co. 


Downey, C. lL... Co 


Elliott Address. Mach. Co 


Elliott-Fisher Back C 


Esterbrook Steel Pen Co. 


however, 


129 


161 


150 


146 


167 


164 





offer their services in resolving any disagreements which result from relations established 
through the journal. 
Evansville Desk Co. 14 Keen Mfg. Co. +) Perfect Peerless Calendar Co...159 
Exline, William, Ince. Kellogg, A. W., Co. 160 Perfect Rub. Seat Cush. Co.....165 
F Kilian Mfg. Corp. 143 Phillips Process Co. 118 
Faber, A. W., Inc. 12 Koh-I-Noor Pencil Co., Inc. 164 Polar Mfg. Co. 143 
Fastener Corporation 139 L Pronto File Corp. 126 
Feultless Caster Corp 165 oe ae 124 Pruitt Co., The 164 
Fulton Specialty Co 140 Loose Leaf Metals Co 155 Q 
G M Quality Park Envelope Co. 108 
Gaylo Mfg. Co. 154 Manifold Supplies Co. 91 Quality Ink & Carton Co. 147 
General Fireproofing Co. 89 Marchant Calculat. Mach. Co...117 
Gilson-Bolens Mfg. Co. 145 Markilo Co. 165 . 
Gingg, J. G. Supply Co. 135 Markwell Mfg. Co. 156 Reliable Tw. & A. M. Corp....161 
ints araninien wo, 93, 105 oo ee eae 166 Remington Rand, Inc. 123 
Graff, Geo. B., Co. 162 Meilicke Systems, Inc. 165 tishel, J. K., Furniture Co....155 
Graphie Duplicator Co. 144 Metal Office Furniture Co. 112 Rivet-O Mfg. Co. 161 
Guardian Trading Corp. 167 Metalstand Co. 162 Rockwell-Barnes Co. 133 
Guide System & Supply Co. 110 Methodes 166 Royal Metal Mfg. Co. 163 
H Meyer & Wenthe 1g9 Royal Typewriter Co. 168 
H. A. Ink Eradicator Co....165 | Mimeograph, The - s 
Hall-Welter Co. 148 Mitchell Binder Co. 164 St. Johns Table Co. 147 
Hanson Scale Co. 153 Mittag & Volger, Inc. 113 Seat. Dr., Chemical Co. 161 
Harding, Milo, Co., Ltd. 159 Moore Push-Pin Co. 164 Seiwab “Kafe Co. 148 
Harriman-Welts Products Co.....166 Morse, J. S., Typewriter Co.....164 Security Steel Equip. Corp. 97 
Harter Corporation, The 160 Munson Supply Co. 154 Service Industries, Inc. 149 
Heyer Corporation 169 Murphy Chair Co. 149 Shaw-Walker Co. 142 
High Point Bd. & Chair Co.....146 N Sheaffer, W. A. Pen Co. 94 
Hotchkiss Sales Co. 144 Nat’l Brief Case Mfg. Co. 139 Sheppard, C. E., Co. 156 
I Nat'l Business Show Co. 127 Sherman-Manson Mfg. Co. 96 
Imperial Desk Co. Nat’l Engraving Co. 162 Shipman-Ward Mfg. Co. 140 
Imperial Mfg. Co. 120 Neva-Clog Products, Inc. 104 Smith, L. C., & Corona 
indians Desk Co. 126 New Indiana Chair Co. 136 Typewriters Inc. 87 
Ink Specialties Co. 136 0 Speed Key Mfg. Co. 164 
Invincible Metal Furniture Co. 119 Ober, Incorporated 141 Speed-O-Print Corp. 151, 152 
J Old Town Ribbon & Carbon Co. 163 Spencerian Pen Co. 161 
Jammer Chale Co. 90 Oxford Filing Supply Co. 162 Sponge Rubber Prod. Co, The.136 
Satna Maite Ie. 132 P Stark Calendars, Ine. 150 
Jasper Office Furniture Co. 157 Pacific Cb. & Ribbon Mfg. Co...137 Stationers Loose Leaf Co. 138 
Jasper Seating Co. 156 Parrot Speed Fastener Corp.....159 Stationers Manufacturing Co...162 
K Peerless Key-ImperialMfg. Co.120 Storms, H. M., Co. — 
Kahn, David, Inc. 144 Peerless Steel Equip. Co. iq «Snore atk Sover 
T 
Technygraph, The 165 
THE SERVICE BUREAU," Mes! Penton co 
Triner Scale & Mfg. Co. 138 
of Office Appliances is maintained for the exclusive , 
use of subscribers and advertisers. In the execution E 7 
: Underwd.Elliott-Fisher Back Cover 


of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles ot 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 

desirable 

| 





| 

pares advertising copy, furnishes list of | 

agents and dealers in nearly every country, aids for- | 
eign dealers in securing U. S. A. lines, and in many 

other ways performs useful service, all without charge. 

Subscribers in every land have made, and are making, | 

good use of this bureau; manufacturers in every sec- 

tion of the field have evidence of its proved value. 

Subscribers’ requests for catalogues to bring their files 

up to date, or to replace the file in case of fire or 

| other form of destruction, are broadcasted in a bulle- 







| tin which is mailed frequently to leading manufac- 
| turers. 





Ribbon Mfg. Co. 
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Vv 
Vail Manufacturing Co. 


Varat, Murray, Co. 


Victor Safe & Equipment Co. 
Ww 
Wabash Cabinet Co., The 
Wagemaker Co. 
Warshaw Mfg. Co. 
Webster, F. S., Co. 
Weis Mfg. Co. 99, 100, 101, 
Wholesale Typewriter Co. 
Wolbker Mfg. Co. 
Y 


Yawman and Erbe Mfg. Co. 


157 


102 
132 


121 


161 








For the benefit of the subscribers the lines advertised are here classified. 


Adding Machine Parts 


Ames Supply Co Y 
Cloyes Gear Works 163 
Shipman-Ward Mfg. Co 140 
Adding Machine Rolls & Paper 
Rockweil-Barnes Co 1 
Adding Machines 
Allen-Wales Add. Mach. Corp 162 
Guardian Trading Corp 167 
Marchant Cale. Machine Co 117 
Remington Rand Inc 123 
Sundstrand sack Cover 
Adding Machines (Stylus) 
Reliable Typewr. & A. M. Corp 161 
Adding Machines, Rebuilt & Used 
Morse, J. S., Typewriter Co 164 
Pruitt Co., The 164 
Reliable Typewr. & A. M. Corp 161 
Adding Typewriters 
Underwood Elliott Fisher 
Co Sack Cover 
Addressing Machines 
Elliott Address. Mach. Co 161 
Adhesives 
(See Inks, Adhesives, et« 
Arch and Clip Board Files 
Armstrong & White 165 
Cushman & Denison Mfg. Co 163 
Globe-Wernicke Co 93, 105 
Rockwell-Barnes Co 133 
Shaw-Walker Co 142 
Yawman and Erbe Mfg. Co 161 
Bank Books 
Exline, William, Ine 159 
Banker's Note Cases 
Art Steel Co 13] 
General Fireproofing Co 9 
Globe-Wernicke Co 93, 105 
Victor Safe & Equipt. Co 166 
Billing Machines 
Remington Rand Ine 123 
Underwood Elliott Fisher 
Co Back Cover 
Binders, Catalog and Periodical 
Acco Products, Ine 145 
Aigner, G. J., Co 142 
Mitchell Binder Co 164 
Binders, Permanent Storage 
Bankers Box Co 141 
Binders, String 
Bankers Box Co 141 
Blank Books 
Rockwell-Barnes Co 13% 
Blueprint and Plan File Cabinets 
All-Steel-Equip. Co 109 
Art Metal Construction Co 165 
Art Steel Co. 131 
Browne-Morse Co 167 
Columbia Steel Equip. Co 103 
Corry-Jamestown Mfg. Corp 115 
General Fireproofing Co 89 
Globe-Wernicke Co 93, 105 
Peerless Steel Equip. Co 128 
Shaw-Walker Co 142 
Yawman and Erbe Mfg. Co 161 
Bond Boxes 
Art Steel Co 131 
General Fireproofing Co xo 
Globe-Wernicke Co 93, 105 
Book Cases 
All-Steel-Equip. Co 109 
Alma Desk Co. 131 
Art Metal Construction Co 165 
Browne-Morse Co 167 
Corry-Jamestown Mfg. Corp 115 
General Fireproofing Co xo 
Globe-Wernicke Co 93, 105 
Peerless Steel Equipment Co 128 
Shaw-Walker Co 142 
Wabash Cabinet Co., The 122 
Weis Mfg. Co 99, 100, 101, 102 
Yawman and Erbe Mfg. Co 161 
Book Rings 
Adams, Henry T., Mfg. Co 160 
Bookkeeping Machines 
Underwood Elliott Fisher 
Co. Back Cover 
Box Letter Files 
Art Steel Co. 131 
Globe-Wernicke Co 93, 105 
Rockwell-Barnes Co 133 
Weis Mfg. Co 99, 100, 101, 102 


Brief and Zipper Cases 
Doppelt, Chas. & Co 
National Brief Mfg. Co 
Varat Murray, Co 


Case 


Business Shows 
Nat'l 


susiness Show Co 


Calculating Devices 
Meilicke Systems, Ine 


Reliable Tw. & A. M. Corp 


Calculating Machines 
Allen-Wales Add. Mach. Co 
Guardian Trading Corp 
Marchant Cale. Machine Co 


Sundstrand Back C 
Calculating Machines, Used 

Pruitt Co., The 

Reliable Tw. & A. M. Corp 
Carbon Papers 

(See Ribbons and Carbons) 
Card Index Boxes and Trays 

All-Steel-Equip. Co. 

Amberg File & Index Co 

Art Metal Construction Co 

Art Steel Co. 

tentson Mfg. Co 

Columbia Steel Equip. Co 

Corry-Jamestown Mfg. Corp 

Globe-Wernicke Co 93 


Guide System & Supply Co 


Invincible Metal Furn. Co 
Metal Office Furn. Co. 
Peerless Steel Equipment Co 


Security Steel Equipment Corp 
Shaw-Walker Co 

Wagemaker Co. 

Warshaw Mfg. Co. 

Weis Mfg. Co 99, 100, 

Yawman and Erbe Mfg. Co 


Cash Boxes 
Art Steel Co. 


General Fireproofing Co 


Casters, Caster Bearings, Slides 
Sassick Co 


Darnell Corp. 
Faultless Caster Corp 
Kilian Mfg. Corp 


Celluloid Envelopes 
Markilo Co 


Chair trons 
Bassick Co 
Collier-Keyworth Co. 
Gilson-Bolens Mfg. Co 


Chair Mats 
Bickett, L. M., Co 
Globe-Wernicke Co 93, 
Polar Mfg. Co 
Shipman-Ward Mfg. Co. 
Chairs 
Artility Metal Products, Inc 
Cramer Air-Flow Chairs 
Gaylo Mfg. Co 
General Fireproofing Co. 
Harter Corp 


High Point Bd 
Jasper Chair Co. 


& Chair Co 


Jasper Seating Co 
Murphy Chair Co 
New Indiana Chair Co 
Royal Metal Mfg. Co 
Shaw-Walker Co 
Toledo Metal Furn. Co 
Chairs, Folding 
Gaylo Mfg. Co 
Chairs (Posture) 
Artility Metal Procucts, Inc 
Cramer Air-Flow Chairs 


Gaylo Mfg. Co 


General Fireproofing Co 


Harter Corp 

High Point Bd. & Chair Co 
Jasper Chair Co 

Jasper Seating Co. 

Murphy Chair Co 

Royal Metal Mfg. Co 
Shaw-Walker Co 

Toledo Metal Furniture Co 


Check Cases, Pocket 


Exline William, Ine 


Check Protectors & Writers 
Hall-Welter Co 


Check Protectors & Writers, Used 
Pruitt Co The 
Reliable Tw. & A. M. Corp 


101, 


144 
139 
167 


165 
161 


162 
167 
117 


over 


164 


161 


109 
148 
165 
131 
163 
105 
115 
105 
110 
119 
112 
128 

97 
142 
160 
147 
102 
161 


131 


89 


116 
148 
165 


143 


165 


116 
164 
145 


155 
105 
143 
140 


106 
160 
154 

xu 
160 
146 

90 
156 
149 
136 
168 
142 


98 


106 
160 
154 

8 
160 
146 

90 
156 
149 
163 
142 


98 


159 


Checks, Stamped Metal 

Meyer & Wenthe 
Coin Bags, Trays and Wrappers 

Art Steel Co 

Downey, C. L., Co 
Copyholders 

Acco Products, Inc 

Dawn Mfg. Corp., The 
Costumers 

Peerless Steel Equipment Co 

Royal Metal Mfg. Co 
Cushions and Pads, Chair 


Bickett, L. M Co 


Cushion Co. 


Perfect Rubber Seat 

Polar Mfg. Co 

Shipman-Ward Mfg. Co 

Sponge Rubber Products Co.* The 


Cuspidor Mats 


Polar Mfg. Co 

Shipman-Ward Mfg. Co 
Cuspidors 

Art Steel Co 


Dating Stamps 


Amer. Number. Machine Co 
Fulton Specialty Co 
Meyer & Wenthe 


Rivet-O-Mfg. Co 


Desk Bumpers 
Polar Mfg. Co 


Desk Calendar Pads 
Perfect Peerless 
Stark 


Calendar Co 
Calendars, Inc 


Desk Lamps 
Calvert Lamp Co 


Desk Pads & Tops 
Aigner, G. J Co 
Polar Mfg. Co 
Wagemaker Co 


Desk Pending-Letters Holders 
Acco Products, Inc 


Desk Pen & Ink Sets 
Sheaffer, W \ Pen Co 


Desk Trays 
Aigner, G. J., Co 


Art Metal Construction Co 
Art Steel Co., Inc 

Automat. File & Index Co 
Corry-Jamestown Mfg. Corp 


General Fireproofing Co. 
Globe-Wernicke (< 


Peerless Steel Equipment Co 
Shaw-Walker Co. 

Weis Mfg. Co 99, 100 
Yawman and Erbe Mfg. Co 


Desk Work Distributors 
Art Steel Co Ine 
Bristow Stanley R 
Globe-Wernicke Co 


Polar Mfg. Co 

Victor Safe & Equip. Co 

Weis Mfg. Co 99, 100 
Desks 

Alma Desk Co 

Art Metal Construction Co 

Autmte. File & Index Co 

Bentson Mfg. Co 

Srowne-Morse Co 


Columbia Steel Equip. Co 
Corry-Jamestown Mfg. Corp 
Evansville Desk Co 

General Fireproofing Co 
Globe-Wernicke Co 

Imperial Desk Co 

Indiana Desk Co 


Invincible Metal Furn. Co 
Jasper Desk Co 
Jasper Office Furn. Co 


Leopold Co., The 

Metal Office Furniture Co 
Peerless Steel Equipment Co 
Rishel, J. K Furniture Co 


Royal Metal Mfg. Co 
Security Steel Equipment Corp 
Shaw-Walker Co 

Victor Safe & Equipt. Co 


Wagemaker Co 
Yawman and Erbe Mfg. Co 
Duplicating Machines 

Dick, A. B Co 


Elliott Address. Machine Co 
Graphic Duplieator Co 
Harding, Milo, Co., Ltd 


93 


101 


101 


145 
148 


128 
163 


155 
165 
143 
140 
130 


143 
140 


160 
140 
160 
161 


147 


142 
143 
160 


142 
165 
131 
164 


105 


102 


161 


131 
163 
105 
143 
166 
102 


131 
165 
164 
163 
167 


103 


Heyer Corporation, The 
Mimeograph, The 

Ober, Inc 

Rivet-O-Mfg. Co 
Shipman-Ward Mfg. Co 
Smith, L. C., & Corona Type 
Speed-O-Print Corp 151 


Wolber Mfg. Co 


Duplicating Machines, Used 
Pruitt Co., The 


Duplicating Machine Supplies 
Columbia Rib. & Carb, Co 
Dick, A. B., Co. 

Gingg, J. G., Supply Co. 
Graphie Duplicator Co 
Harding, Milo, Co., Ltd 
Heyer Corp., The 

Ink Specialties Co 
Manifold Supplies Co. 
Mimeograph, The 


Mittag & Volger, Inc 
Ober, Ine 
Quality Ink & Carbon Co 


Shipman-Ward 
Smith, L. C., 
Speed-O-Print 
Technygraph, The 
Victor Safe & Equipt. Co 
Wolber Mfg. Co. 


Mfe. Co 
& Corona Type 


Envelope Sealers 
Elliott Addressing Machine Co 


Envelopes 


Globe-Wernicke Co 93, 


Quality Park Envelope Co 


Envelopes, Celluloid 
Markilo Co 


Eradicators, Ink 
Carter's Ink Co., The 
H. A. Ink Eradicator Co 
Heyer Corp., The 
Erasers, Rubber 
Blaisdell Pencil Co 
Faber, A. W., Ine 
Koh-I-Noor Pencil Co., 
Exhibitors, Office 


National Business Show Co. 


Expense Books 
Beach Publ. Co 


Eyelets & Eyelet Fasteners 
Markwell Mfg. Co. 
Rivet-O-Mfg. Co. 


File Boxes, Collapsible Corrugated 
Bankers Box Co 
Barkley, C. L., Co. 


Globe-Wernicke Co. 93, 


Guide System & Supply Co. 


Oxford Filing Supply Co. 

Pronto File Corp. 

Weis Mfg. Co. 99, 100, 101, 
File Boxes, Metal 


Art Metal Construction (Ce. 
Art Steel Co. 
Corry-Jamestown Mfg. Corp. 
Peerless Steel Equipment Co. 
Pronto File Corp 
Rockwell-Barnes Co. 

Victor Safe & Equipt. Co. 


Filing Cab. Ball & Roller Bearings 


Kilian Mfg. Corp. 


Filing Cabinets, Insulated 
Shaw-Walker Co. 
Victor Safe & Equipt. Co 


Filing Cabinets, Metal 
All-Steel Equip. Co 


Art Metal Construction Co 
Art Steel Co. 

Autmte. File & Index Co 
Bentson Mfg. Co. 
Browne-Morse Co. 
Columbia Steel Equip. Co. 


Corry-Jamestown Mfg. Corp 
General Fireproofing Co. 


Globe-Wernicke Co. 93, 


Invincible Metal Furn. Co. 
Metal Office Furn. Co. 
Peerless Steel Equipment Co. 
Pronto File Corp. 

Remington Rand Ine 

Security Steel Equipment Corp 
Shaw-Walker Co. 

Victor Safe & Equipt. Co 
Yawman and Erbe Mfg. Co. 


THE CLASSIFICATIONS 


(Continued on page 6) 


Corp 151, 


Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 

obligation. 


169 
85 
141 


105 
108 


165 


129 
165 
169 


140 
135 
164 


156 


161 


141 
160 
105 
110 
162 
126 
102 


165 
131 
115 
128 
126 
133 
166 


143 


109 
165 
131 
164 
163 
167 





5) 
THE CLASSIFICATIONS 
(Continued from page 5 
Filing Cabinets, Wood 
Globe-Wernicke ¢ ; 0 
Wagemaker ¢ 
4 oo ol iw 


Mfg. ¢ , 
Erbe Mfg. Co 


Weis 


Yawman an 


Filing Supplies 
Acco Products 
Aigner, G J ue 
Amberg File & Index ¢ 
Art Metal Constru 
Barkley. ‘ L 
Morse ©0. 

Jamestown 


srowne 
Corry 
General Fireproofing 
Globe-Wernicke } - 
Guide System «& I y 0 

Metal Office Furniture | 
Oxford Filing 
Pronto File Cory 
Quality Park Envelope ©o 
Rockwell-Barnes ¢ 
Shaw-Walker (<¢ 

Victor Safe & Equipt. Co 
Wabash Cabinet Co., The 
Warshaw Mf er 

Weis Mfg. ¢ 99 100. 101. 102 


Yawman and Erbe 


Pads 


Speed I} 


Finger 


Parrot Corp 


“astener 


Folders (See Filing 


Special Prtd. 
E., Co 
Mfg 


Supplies 


Forms, 
s0yvCE A 


ioners 








Fountain Pens 

Ink Co., The 
Pen (¢ 
In 14 


(carter 8 
Esterbrook 
Kahn, David 
Sheaffer, W. A 


Pen (< 


Steel 


Pen Co M4 


Spencerian 


Gummed Cloth Rings 
Graff, Geo. B., Co 16 


Warshaw Mfg. Co 147 


Incex Card Signals 
Cook, H. ¢ ( Ir 15 
Graff, Geo. B Co 162 
Victor Safe & K« Co 16¢ 
index Tabs 
Aigner, G J Co 1? 
Barkley, ¢ L.. & 
Cel-U-Dex Corp 161 
Globe-Wernicke (« 4 105 
Guide System & 
Markilo Co 165 
Parrot 
Shaw 


Viet 


Supply Ce 
Speed Fastener Corp l 
Walker (« l 


w Safe & Equipt. (« 


Adhesives, Ete 
Ink (<¢ The 
Harriman-Welts Pre 
Ink Specialties Co 
Rivet-O-Mfg. ¢ 
Sheaffer, W \ Pen Ce “4 


Inks, 


Carter's 


Inkstands 
Cushman & Denison Mf ( lf 
Leacs for Mechanical Pencils 
Faber A.W Ine 135 
Kahn, David, I 144 
Sheaffer, W \ 


Leather Goods 
Doppelt, ¢ s & CC 
National Brief Case Mf Co l 
Varat Murray ( lt 


Leather Upholstered Furniture 
tright Chair (« 

Jasper Chair C¢ 90 
New Indiana ¢ iir ¢ l 
Letter Trays (See Desk Trays 
Letterheads 
stat ne 


Mfg. ¢ 62 


Library Equipment 





Shaw 


Yawmar 


Lockers and Storage Cabinets 
All-Steel-Equiy 
Art Metal ¢ 
Art Steel (¢ 131 
Browne-Morse ( 
Corry-Jamestown Mfg. Corp 





nstruction (¢ ‘ 





Loose Leaf Books & Systems 


Adams, Henry T Mfg. ( 
Aigner, G I. Co 
sovee \ I Cc 
Sheppard, The ¢ E., ( 
Stationers Loose Leaf ( 

Loose Leaf Envelopes, Celluloid 
Markilo Co 

Loose Leaf Metals and Devices 
Adar Henry T.. Mfg. ¢ 
Loose Leaf Meta ( 


Loose Leaf (¢ 


Stationers 


Mail Distributors 


Bristow. Sti t 


nley R 
Wernicke Co 
Safe & Equipt. ¢ 


Globe 
Victor 
Map Tacks 

Graff, George B., (« 
Moore Push-Pin Co 
Matched Office Suites 
Art Metal 
General Fireproofing ¢ 
Globe-Wernicke Co ) 0 
Leopold Co The y 
Royal Metal Mfg. Co ‘ 
Memorandum Books 

Rockwell 
Memorandum Devices 
Stanley R 


Construction ¢ 


sarnes Co 


Bristoy 
Mending Tape 

Warshaw Mfg. Co 14 
Moisteners 

Better Package's, Ince 160 

Kellogg i; Co. 160 

Rivet-O-Mfg. (<x 
Numbering Machines 

Amer. Numbering Mach. ¢ 
Office Partitiors and Railings 

Globe-Wernicke Co } 0 


Pads, Figuring 
Rockwell 
Paper 
Rockwell 
Paper Clamps 
Acco Products. Inc 
Denison 
Per 


Sarnes (< 


Sarnes Ce 


Mfg. lt 
Mfg. ¢ 


Cushman & 

Esterbrook Steel 
Paper Clips 

Acco Procucts Ine 

Cook, H. C.. Co 

Cushman & Denison 


Specialty Co 


Mfe. (« 
Fultor 
Graff, George B., Co 
Vail Manufacturing Co 12 

Paper Fastening Machines 
Ace Fastener Corp 11 
Acme Staple Co 
Fastener 
Hotchkiss 
Markwell 


\ 


Corp 139 
Sales (¢ 144 
Mfg. Co l 
Products, Inc 104 
Speed 


eva-Clog 
Parrot Fastener Corp 19 
Industries, Ine 149 
Safe & Equipt. ¢ 
Inks, Adhesives, Et 
Sharpeners 

George B ar H2 
Koh-I-Noor Pencil Co Ine 164 
Pencils, Wood Cased Lead 

Faber 4. W Ine 

Koh-I-Noor Pencil Co Ir 164 
Pencils, Mechanical 
Carter’s Ink (« 
Esterbrook Steel 
Kabn, David, In 
Sheaffer, W A 


Service 


Victor 


Paste (See 


Pencil 
Graff 


The 129 


Pen Ce 


Pen Co ) 
Pencils, Paper Wound 
Blaisdell Pencil Co 
Pens 
Esterbrook Steel Pen (¢ 
Pen Co 
Hooks 
Push 
Pin Containers 
Manufacturing Co 


Spenceriar 
Picture 
Moore 
Pins and 
Vail 
Platens, 
Ames 
Shipman-Ward 
Postal 
Hanson 
Marvel Scale Co f 
Shipman-Ward Mfg. Co 0 
& Mfg. (% x 


Pin Co 


Typewriter 
Supply Co 

Mfg. ¢ 
Scales 

Seale (<x 


Triner 
Publishers 

British 

Methoces 


Seale 


Stationer 


Punches 

Acco Products, Inc 
Wernicke ¢ 
Mitchell Binder Co 


C lobe 


Push Pins 
Moore Push-Pin (C¢ 
Ribbons and Carbons 
Allen & Co LSS 
\ s Supply C« 
Ink Co., The 129 
Codo Mfg. Corp lf 
( imbia R. & C. Mf ( 


Ribbon & Carbon (« 
Imperial Mfg. Co 
Manifold Supplies Co 


Crowr 


M ag & Volger, Ince 

Old Town Ribbon & Cartx c 
Pacific Carbon & Ribbon Co 
Phillips Process Co 

Quality Ink & Carbon Co 
Remington Rand Ine 

Royal Typewriter Co., Ir 
Shipman-Ward Mfg. Co 

Smith L. ¢ Corona Tws 
Spencerian Pen Co 


Storms. H. M.. Co 


Underwood Elliott Fisher 
Co Back 
U. S. Typewriter Rib. Mfg. C« 
Webster, F. S cc 
Rubber Bands 
Faber, A. W Ine 
Shipman-Ward Mfg. Co 


Rubber Stamps 


Meyer & Wenthe 
Rubber Type Outfits 

Fulton Specialty Co 
Safes 


Art Metal Construction Co 


General Fireproofing Co 
Globe 


Remington Rand Inc 


Schwab Sefe Co The 
Security Steel Equipment Corp 
Shaw-Walker Co 
Victor Safe & Equipt. Co 
Yawman and Erbe Mfg. Co 
Salesbooks 
Stationers Mfg. Co 
Scraobooks 
Globe-Wernicke Co 93 
Weis Mfg. Co 99, 100, 101 


Secretary Desks 
Art Metal Construction Co 


General Fireproofing Co 


Globe-Wernicke Co 9 

Peerless Steel Eqvinment Co 

Wabash Cabinet Co The 
Shelving 

All-Steel-Equip. Co 


Art Metal Construction Co 
Art Steel Co. 
Morse Co 


Jamestown 


Browne 
Mfg 

General Fireproofing Co 
Globe-Wernicke 


Corry (Corp 


Security Steel Equipment Corp 
Smoking Stands, Office 

Royal Metal Mfg. Co 
Stamp Pads 

Carter's Ink Co., The 

Fulton Specialty Co 

Mever & Wenthe 

Phillips Process Co 

Rivet-O-Mf: Co 

Rockwell-Barnes Co 

Victor Safe & Equipt. Co 


Stands for Office Machines 
All-Steel-Equip. Co 
Ames Supply Co 
Art Steel Co 


Corry-Jamestown Mfg. Corp 
Gaylo Mfg. Co The 

General Fireproofing Co 
Globe-Wernicke Co ) 
Harter Corp 

Metalstand Co 

Peerless Steel Equipment Ce 
Pruitt Co., The 
Sherman-Manson Mfg. Co 


Mfg. ( 


Furniture 


Shipman-Ward 
Toledo Metal 


Staple Extractors 
Ace Fastener Corp 
Markwell Mfg. Co 


Staples and Stapling Machines 
Ace Fastener 
Acme Staple C¢ 
Fastener 
Hotchkiss 
Markwell Mfg. Co 
Neva-Clog Products, Inc 
Parrot Speed F 
Vail Manufacturing Co 


Corp 


Corp 
Sales Co 


astener Corp 


Stationery, Engraved, Lithotr 
National Engraving Co 


Note Books 


garnes Co 


Stenographers’ 
Rockwell 


Storage and Transfer Cases 
All-Steel-Equip. Co 
Art Metal Construction Co 
Art Steel Co. 
Bankers Box Co 
Barkley, C. L., & Co 
Bentson Mfg. Co 
Morse Co 
Steel Equip. Co 
Mfg. Corp 


Browne 
Columbia 


Corry-Jamestown 


Wernicke Co 93 


Co 93 


1460 


140 





OFFICE 


General Fireproofing Co 


Globe-Wernicke Co 93 

Guide System & Supply Co 

Invincible Metal Furn. Co 

Metal Office Furniture Co 

Oxford Filing Supply Co 

Peerless Steel Equip. Co 

Pronto File Corp 

Rockwell-Barnes Co. 

Security Steel Equipment Corp 

Shaw-Walker Co 

Wagemaker Co 

Weis Mfg. Co 99, 100, 101, 

Yawman and Erbe Mfg. Co 
Swinging Typewriter Stands 

Globe-Wernicke Co 93 

Weis Mfg. Co. 99, 100, 101 
Tables 

Art Metal Construction Co 

Art Steel Co 

srowne-Morse Co 

Corry-Jamestown Mfg. Co 

General Fireproofing Co. 

93 


Globe-Wernicke Co 

Peerless Steel Equipment Co 
Shaw-Walker Co 

St. Johns Table Co 

Victor Safe & Equipt. Co 


Tabulating & Statistic Machines 
Remington Rand Inc 
Telephone Accessories 
Victor Safe & Equipt. Co 


Telephone Stands 
Art Metal Construction Co. 
Art Steel Co 
General Fireproofing Co 
Globe-Wernicke Co 
Peerless Steel Equipment 
Shaw-Walker Co 
Yawman and Erbe 


Mfg. Co 


Thumb Tacks 
Graff, George B Co 
Moore Push-Pin Co 
Vail Manufacturing Co 


Type, Typewriter 
Ames Supply Co. . 
Shipman-Ward Mfg. Co 


Typewriter Cleaning Material 
Ames Supply Co 
Clarotype Co 
Cleanereno Chemical Co 
Mittag & Volger, Inc 
Rivet-O-Mfg. Co 
Scat, Dr., Chemical C 
Shipman-Ward Mfg. Co 
Webster, F. S., Co 


) 


Typewriter Cushion Keys 
Ames Supply Co 
Munson Supply Co 
Peerless Key-Imperial 
Shipman-Ward Mfg 

Key Mfg. Co 


Mfg. 





Speed 


Typewriter Cushion Knobs and Bases 


Ames Supply Co 

Bickett, L. M., Co 

Peerless Key-Imperial Mfg. (« 
Shipman-Ward Mfg. Co 


Typewriter Parts and Tools 
Ames Supply Co 
Shipman-Ward Mfg. Co 


Typewriters, Mfrs. of 
Corona Typewriter 
Remington Rand Ine 
Royal Typewriter Co 
Smith, L. C., & Corona Tws 
Underwood Elliott Fisher 


Co Sac 


Typewriters, Rebuilt ard Used 
Amer. Writing Machine Co. 
Morse, J. S., Typewriter Co 
Pruitt Co., The 
Reliable Tw. & A. M 
Shipman-Ward Mfg. Co 
Wholesale Typewriter Co 


Corp 


Visible Systems Equipment 
Acme Card System Co 
Aigner, G. J., Co 
Art Metal Construction Co 
Automatic File & Index Co 
Globe-Wernicke Co 


Remington Rand Ine 


Shaw-Walker Co 

Sheppard, C. E., Co 

Victor Safe & Equipt. Co 

Yawman and Erbe Mfg. Co 
Waste Baskets 

American Can Co 

Art Steel Co 

Corry-Jamestown Mfg. Corp 


General Fireproofing Co 
Globe-Wernicke Co 

Metal Office Furniture Co 
Peerless Steel Equipment Co 
Shaw-Walker Co 


) 


k 


92 


Cc 





APPLIANCES 





165 
131 
167 


115 


105 
128 
142 
147 


166 


166 


165 


105 
128 
142 
161 


162 
164 


125 


95 


140 


95 
154 
120 
140 
164 


155 
120 
140 


95 


140) 


over 


128 
164 
164 
161 
140 


29 





89 
105 
112 
128 


142 
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[WANTS AND LOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


POSITION WANTED by middle age experienced stationery man, 
with 25 years’ training; Commercial, Social Stationery, Printing, 
Office Furniture, as 


well 


Embossing, Lithograph, Loose Leaf and 

as Filing Systems. Has served as Manager, Buyer and Sales. Well 
versed in merchandising, creating sales, etc., wishes to connect with 
a firm in the east or middle west, wishing to return close to rela- 


tives, family and friends. Can furnish Al 
qualifications, ete. Jack E. Adams, Box 34, Coytesville, N. a 
FORMER STEEL FURNITURE MANUFACTURER with excellent 
record in special contract work desires to return to the industry after 
an absence of eight years in other fields. Has developed and executed 
large installations. Is open for connection on staff of manufacturer, 
preferably in special or contract sales department. Free to locate in 
any part of the country. Wonderful record, excellent health and un- 
usual ability. Address H-147, care Office Appliances, Chicago. 


MAN, COLLEGE GRADUATE, aged 39, with fifteen years’ experi- 
ence in selling office machines; excellent record in sales promotion 
and agency organization; especially familiar with adding, billing and 
bookkeeping machine field; well acquainted with appliance dealers in 
southeastern states; desires position as factory representative in sales 
promotion and organizing capacity; would prefer traveling expense 
arrangement plus overriding on sales. Address H-140, care Office 
Appliances, Chicago. 


references as to ability, 
J 


SITUATION WANTED. Executive, thirty-six years old, with wide 
experience in selling and purchasing of office supplies, equipment and 
printing, and the management of salesmen, will be available September 


Ist for permanent position in office supply or large industrial firm. 
Correspondence confidentially exchanged. Address H-141, care Office 


Appliances, Chicago. _ as? 


OFFICE FURNITURE SALESMAN who sold own business some years 
ago is available for connection as manager of office furniture depart- 
ment for retail office equipment dealer. Has specialized on contract 
work in addition to regular stock lines. Qualified to design and follow 
through on any installations however large or small. A good sales 
producer and a good manager. Will locate in any section which offers 
suitable opportunity. Address H-146, care Office Appliances, Chicago. 
SALESMAN with twenty-five years active selling experience including 
specialties, advertising, fountain pens and pencils, is open for a new con- 
nection. Experience includes East, Middle West and South. A high grade 
producer with an excellent record. Interested particularly in calling upon 
retail trade, office equipment and supply manufacturers. Present location 
Chicago. Address H-149, care Office Appliances, Chicago. 





YOUNG LADY, bookkeeper and sales person in commercial stationery 
store, seeks new connection, preferably in Indiana or nearby state. One 
and a half years experience in office and sales. Most sales experience has 
been in the store but has also sold outside. Business college graduate. 
Previous employer has liquidated business. Good references. Address 
H-150, care Office Appliances, Chicago. 
TYPEWRITER MECHANIC AND SALESMAN, 25 years’ experience 
all makes. Now located Chicago. Go anywhere. First-class references. 
James Fletcher (H-148). care Office Appliances, Chicago. 
WELL-EXPERIENCED typewriter office machines mechanic wants 
salaried position; sober and reliable. No selling. References. Address 
H-143, care Office Appliances, Chicago. 





SALESMEN WANTED 


IF YOU SELL DIRECT to offices, you can sell our high grade 
Typewriter Specialty profitably. Liberal profit on each sale. Pro- 
tection given. Quickly becomes a major line. Write for details, giving 
territory you cover. Address W-257, care Office Appliances, Chicago. 
SALESMEN WANTED National Manufacturer introducing new type- 
writer, many radical improvements, needs 
salesmen in large cities, agents and dealers in 
smaller communities. Real opportunities to 
make money. Send personal history, picture, 
references and all qualifications. Address 
DEALERS WANTED W-261, care Office Appliances, Chicago. 
PACIFIC DESK COMPANY of Los Angeles requires the services of 
two thoroughly experienced up-to-date office furniture salesmen. Men 
with some training in interior decorating and background of selling 
fine merchandise will be considered. Interviews in Chicago can be 
arranged for the week of August 14th. Address all replies in care 
of Office Appliances, 20 North Wacker Drive, Chicago. 

IF YOU SELL QUALITY—here’s the most profitable sideline in the 
field. Ames filing and mailing supplies direct to banks, lawyers, 
accountants, office, etc. Liberal commission, exclusive territory. Our 
representatives chosen carefully—-send full particulars about yourself. 
Ames Safety Envelope Co., Boston, Mass. 

COMMERCIAL STATIONERY HOUSE in lively Indiana city has 
an opening for a capable experienced steel equipment salesman to 
manage its office furniture department. This is a good opportunity 
for man with right qualifications. Send complete information to 
W-252, care Office Appliances, Chicago. 

STEEL FURNITURE MANUFACTURER has opening for a salesman 
to work with district representatives and dealers. Must have steel 
experience, an _ excellent record and_ ability to cooperate’ with 
other men. Give complete history and references. An opportunity for 
an aggressive producer. Address W-253. care Office Appliances. Chicago. 
THERE’S AN OPENING for a young man between twenty-five to 
thirty years of age. Selling a specialty item. Applicant need not te 
experienced, but must be ambitious, honest, industrious and have sell- 
ing ability. College education desirable, but not necessary. Liberal 
compensation will be paid while training. Address, with complete 
history, Box W-259, care Office Appliances, Chicago. 

SALESMAN WANTED to call upon commercial stationery trade in 
Missouri and Kansas and parts of Illinois, Indiana and Kentucky. This 
is an opportunity for person with right qualifications to join the staff 
of an enterprising commercial stationery manufacturer. Address W-264, 
care Office Appliances, Chicago. 


AGENTS WANTED 


MANUFACTURER offers unusual opportunity to aggressive experi- 
enced filing equipment salesmen, to sell, full time basis, a new proven, 
patented line. Send complete particulars in first letter. Confidential. 
Address W-256, care Office Appliances, Chicago. 





OFFICE SUPPLY SALESMEN to represent well known manufacturer 
of typewriter ribbons and carbon paper. This is an opportunity to 
increase your income very substantially. Address W-258, .care Office 
Appliances, Chicago. 

SALESMEN WANTED—For exceptional high-profit side line. 
igan, Indiana and Ohio. Individual states or combination. 
W-251. care Office Appliances, Chicago. 

SALESMEN WANTED—Three major lines: Typewriters, Adding Ma- 
chines and Cash Registers. Established 20 years. White Bear Type- 
writer Exchange, 1081 Main St., Dubuque, Ia. 


SALESMEN WANTED—Manufacturer of well known loose leaf line 
has some good territory open for all or part time salesmen. Liberal 
commissions. Write for particulars. Address W-255, care Office Appli- 
ances, Chicago. 


Mich- 


Address 


IMPORTANT manufacturer of ribbons and carbons has opening for 
wholesale salesman. Require experienced ribbon and carbon man with 
dealer following in either New England or Southern States. Address 
W-250, care Office Appliances, 100 E. 42nd Street, New York. 


REPRESENTATIVES AVAILABLE | ; 


HAVE YOU LIVE REPRESENTATIVES in the southwest? Thor- 
oughly competent salesman with wealth of experience is open for 
connection as representative of stationery or office equipment manu- 
facturer on salary and commission basis. Well known to all sta- 
tioners in the district. Qualified for technical lines such as loose leaf 
or filing systems or any other article whether stationery or furniture 
sold by retail dealers. References from prominent men in the indus- 
try. Interested particularly in Texas, Oklahoma, Arkansas and pos- 
sibly other adjoining territory. Address H-144, care Office Appliances, 
Chicago. . 


SALESMAN WITH EXPERIENCE in territory and as district man- 
ager for filing equipment and supply manufacturers wants one line or 
several non-competing lines to sell to the trade in Pacific Coast ter- 
ritory. Formerly lived in that section and prefers to return to it. 
A capable sales producer, can sell anything in commercial stationery, 





SALESMAN covering the southeast is open for a desirable line. Well 
acquainted in files and supplies, furniture and stationery lines. Covers 
Florida, Georgia, Alabama, Mississippi, Louisiana, Tennessee and Ken- 
tucky. Contacts both retailers and jobbers. Address H-145, care Office 
Appliances, Chicago. 


BUSINESS OPPORTUNITIES 


OFFICE SUPPLY STORE doing nice business. No local competition 
in city of 14,000. Eight smaller towns in territory. $6,000 will buy it. 
Located middle west. Address W-263, care Office Appliances, Chicago. 

MECHANICS WANTED 
MECHANICS WANTED—typewriter mechanic, also adding machine 
mechanic. Pruitt Corporation, 425 North LaSalle Street. Chicago. 
BURROUGHS-Moon-Hopkins Man—between 25 and 35. Must be good 
worker. Wonderful opportunity for right man. Answer in own hand- 
writing. 4578 S. First Street, Louisville, Ky. 
WANTED—TYPEWRITER AND ADDING MACHINE MECHANIC. 
Must also be able to service all makes of office machines such as cal- 
culators, check protectors, cash registers, duplicators, ete. Good salarv 
to right man—small southern city. Address W-260, care Office Appli- 
ances, Chicago. 


TYPEWRITER, ADDING AND OFFICE MACHINE mechanic wanted 
by old well established concern in college town of 30,000 Middle West. 
Must be reliable, of good general ability, willing to work. Steady 
employment. Send full particulars, including references. Address 
W-262. care Office Appliances, Chicago. 
ELLIOTT-FISHER MECHANIC~—possibly combination Sundstrand or 
some other, a real place to work and live in hustling South Western 
City. Don’t be afraid to answer. W-254, care Office Appliances, Chi- 
cago. 


SALES LETTERS 
LETTERS WILL BUILD SALES: For years I have built letters that 
pull sales. You need them more than ever now. Send me your data 
for new letters, or unsuccessful letters for reshaping. Particulars on 
request. Address H. M. Goldthwait, 123 Washington Avenue, Santa 
Fe, N. Mex. 


c 


ADDING MACHINE PARTS, TYPE. ETC. 


Ue 


NEW PRICE LIST of adding machine parts, ribbons and type now 
ready. Send for yours. The Pioneer Adding Machine Parts Man 
I. A. Dehn, Jr.—1450 102d Avenue, Oakland, Calif. 





_ a FOUNTAIN PEN REPAIRI (a 

AT PRESENT WE FEATURE “CONKLIN” Pen Repair Service. If 
you are dissatisfied with your present ‘“‘Conklin” service, send them 
all to us—as well as all other makes of pens—usually 24 hour service. 
Gold Points, Plated Points, Sacs, Caps, Fillers. Clips, ete. Standard 
Prices. Welty Pen & Repair Co., 38 S. State Street, Chicago. 
(Since 1904.) 
FOR SALE AND WANTED TO 2, a 
ELLIOTT-FISHER MACHINES—Burroughs, Moon Hopkins—Adding 
Machines——-Caleulating Machines—-bought and sold. Chicago Office Ap- 
pliance Co., 533 S. Dearborn, Chicago. 





WANTS AND FOR SALE—Continued on page 8. 








WANTS AND 


FOR SALE AND 


ELLIOTT-FISHER 


roughs and Monroe 


bought and sold. Teeter- 


ELLIOTT-FISHER 


wood Fanfolds and 


bought and sold. The 


Street, Houston, Tex: 


ELLIOTT-FISHER 


equipment, bought and 


Bldg., Milwaukee, Wis. 


BURROUGHS, MOON 
everything 


ing Machines and 


model, serial number 
national Office Appliances, 


Machines, 


machines, 


sold 


MACHINES, 


Acme 


HOPKINS, 


and we will 


Inc., 


Office 


typewriters, 


Ww. 


J. Crowley 


Elliott-Fisher, 
in the office 
quote highest 


326 Broadway, 


Appliance 


adding 


FOR SALE—Continued from 


Comptometer 


WANTED TO BUY—Continued from 
Adding Machines, 
Calculators, Typewriters and all 
Warsh Co., 849 N. 3rd St., 
Remington, Moon 
bookkeeping machines and 


Company, 


machines 
Company, 


Remington 
machine 
cash 


New 


Hopkins, 


OFFICE APPLIANCES 


BURROUGHS—Duplexes, Moon Hopkins, Bookkeeping Machines, Kar- 
dex. All types office machines bought and sold. Fort Pitt Typewriter 
Co., 644 Liberty Avenue, Pittsburgh, Pa. : See eee 
DICTAPHONES, EDIPHONES-all models, select machines, prompt 
deliveries, profit-making prices. Sole distributor rights to our Clear- 
ne cylinders being granted to dealers. American Dictating Machine 
Co., 1141 Broadway, New York City. 
DICTAPHONES, EDIPHONES, SUPPLIES—headquarters—machines 
bought, sold—-Wholesale, Retail—Write us. Chicago Dictating Ma- 
chine Co., 19 S. Wells St., Chicago. 
ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. Write for FREE Money Mak- 
ing Circular. Pruitt, 527 Pruitt Bldg., Chicago. 
KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all 
types bought and sold. We specialize in this field and offer full 
cooperation to dealers. Commercial Card System, 395 Broadway, New 
York City. 
MULTIGRAPH RIBBONS remanufactured. Duplicator inks and type- 
writer ribbons. Established over ten years. Write us, save money. 


Lewis Co., 953 N. 4th Street, Milwaukee, Wis. 


Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 
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BUSINESS OPPORTUNITIES 





Important to Manufacturers 


The following detailed inwyuiries. received direct from readers of OFFICE 
APPLIANCES, are tangible business opportunities 


Where inquirers submit references mention is made 


Wanted Abroad 


Lithuanian Dealer Seeks Typewriter Agency  Thie fi: 


dento Gve Nr. 4a, Kaunas, Lithuania, wishes to negotiate f 
some American typewriter This business was established 


sells European made typewriters as well as mechani 


industries A letter signed by T. Kacas gives reference 


States Consulate and the Lithuanian State Bank, both 


Wanted Here at Home 


Coast Representative by Chicago Men k. EF. Wils 
Letter Service, 223 West Madison Street, plans to represent 


non-competing organizations In west coast territory 
district manager for one of the leading filing equipment 
facturers, and was later connected with another mar 


in the same line of business He is in Chicago as this 
thou 


but mail addressed as above will be delivered even 
the time be located elsewhere. 
>. 


Corporation Financial Statements 


Net earnings of Internat il Business Machines ¢ 





ix months ended June 30, 1938, as reported today, wer 


deducting $385,768 blocked foreign net profits and befo 


federal taxes They compare with net earnings for 


1937 period of 84,745,059 after deducting $437,989 blocked 
profits applicable to that period from the $5,183,048 reported 
After providing for estimated federal taxes, the ne 


first six months of 1938 was $4,019,303, equivalent to 
814,674 no par capital 


for the correspondir 1987 period of 83,940,059 after 


federal income tax but before providing for surtax on undistribu 


ind after deducting $437,989 blocked foreign net profits 
period from the $4,378,048 reported 

rhe report notes that the proportionate rmount Di 
tributed profits not deducted from the first six montl 
was 8300,200 The surtax was fully deducted at the end 
figures for the 19 ix months’ net ir me reflect 
increased federal corporation income taxes which were 


ir indistributed 


The report further notes that blocked foreign net pr 


1 and 50 cents February 


cents went for materials and other expenses; 
2 cents for depreciation; 


440, or 76 cents each on 734,300 shares, in. the quarter ended 


income was $928,943, equal 
each 


France-U. S. Supplementary Quotas 


Department of Commerce offered helpful information 
regerding certain supplementary 


shares outstanding It compares 


from 58,800 kilos to 


oncluded by an exchange 
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three quarters 
year, 
net 


on 
in Janes- 


The company 


received 
March 31, according to 
state- 
2.8 cents 
cents 
(Chi- 


its 
income 
before 
on 
of 
quarter and 
March 


quotas under the 
Article 6, paragraph 
and 
has revised the supplementary quotas on 
The 
of 
radio 
compensation 
supple- 
re- 
action 
French 
governments 
of notes on July 


ii, 
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PATENTS 





Coptes of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 


2,121,853. Tapeertter. Raymond G. Bower, Bloom- 
field Hills, ich., assignor to Burroughs Adding 
Machine Company, Detroit, Mich., a corporation of 
Michigan. Application December 4, 1936, Serial No. 
114,153. Granted June 28, 1938. 

2,122,386. Pencil Sharpener. William F. Wells, 
Minneapolis, Minn. Application May 6, 1937, Serial 
No. 141,037. Granted June 28, 1938. 

2,122,431. Calendar Writing Instrument. Leo 
Lowy, ‘Brooklyn, N. Y. Application August 5, 1936, 
a No. Granted July 5, 1938 

56. Chair Iron. Thomas W. Foote, 

Application February 1{5, (936, 
Granted July 5, 1938. 
Typewriter Stop Mechanism. James F. 
oodstock, lil., assignor to Woodstock Type- 
writer Company, Woodstock, Il!., a corporation of 
IIlinois. Application May 20, 1935, Serial No. 
22,299. Granted July 5, 1938. 

2,122,815. Stapling Machine. Augie L. Hansen, 
Chicago, Ill., assignor to A. L. Hansen Mfg. Co., 


Cleve- 
Serial 


Koea, 


a corporation of Illinois. Application January 9, 
1937, Serial No. (19,813. Granted July 5, 1938. 
2,123,110. Self-Filling Fountain Pen. William 
Frederick Johnson, London, England, assignor to 
Mentmore Manufacturing Co., Limited, London, Eng- 
land, a company of — Britain. Application June 
{, 1937, Serial, No. 145,901. In Great Britain 
June 6, 1936. Granted July 5, 1938. 

2,123,149. pone Binding. Walter Grumbacher, 
New York, N. Application August 18, 1936, 
Serial No. 96,572. Granted July 5, 1938. 

2,123,170. Back Gauge for Punches. George H. 
Dawson, Chicago, IlIl., assignor to ilson-Jones 
Company, Chicago, IIl., a corporation of Massa- 
chusetts. Application September 19, 1{934, Serial 
No. 744,629. Granted July 12, 1938. 

2,123,280. Typewriting and Like Machine. Fred- 


erick A. Hart, Fallbrook, Calif., assignor to Reming- 
ton Rand, Inc., New York, N. Y., a corporation of 


Delaware. Application October 17, 1934, Serial No. 
748,694. Granted July 12, 1938. 
2,123,406. Fountain Pen. Frank C. Deli, Chicago, 


lll., assignor to Autopoint Company, Chicago, Ill, 
a corporation of Illinois. Application September 3, 
1935, Serial No. 38,873. Granted July 12, 1938. 
2,123,511. Pencil Sharpening Device. Herman 
Lobel, Brooklyn, and Louis Di Spalatro, New York, 
N. Y. Application July 30, 1935, Serial No. 33,818. 
Granted July 12, 1938. 


2,123,514. Device for Delivering Slips of Memo- 
randum Paper. Friedrich Martens, Hamburg, Ger- 
many. Application March 17, 1936, Serial No. 
69,251. Granted July 12, 1938. 

2,123,590. Calculating Machine. Ernest Racz, 
Detroit, Mich., assignor to Burroughs Adding Ma- 
\chine Company, Detroit, Mich., a corporation of 
Michigan. Application September 28, 1936, Serial 
No. 102, Granted July 12, 1938. 

2,123,687. ees sang Table. Welton W. Wells, 
Englewood, . J. Application November 5, 1936, 
Serial No. 109,254. Granted July 12, 1938. 

2,123,756. Typewriting Machine. Russell G. 
Thompson, West Hartford, Conn., assignor to —. 


wood Elliott Fisher Company, New You... Vor 
corporation of Delaware. Application February 20. 
1937, Serial No. 126,905. Granted July 12, 1938. 


2,123,810. Magazine Pencil. Gordon Severin, Okla- 
homa City, Okla. Application August 9, 1937, Serial 
No. (58,217. Granted July 12, 1938. 

2,123,877. Typewriter Erasing Attachment. Mar- 
garet Booth, New York, N. Y. Application Feb- 
4 18, 1936, Serial No. 64,433. Granted July 19, 

2,123,903. Pad of Paper Sheets. John D. Lane, 
Boston, and Ralph H. Wilbur, Melrose, Mass.; said 


Lane assignor to said Wilbur. Application February 
23, 1935, Serial No. 7,690. Granted July 19, 1938. 
2,123,938. Typewriting Machine. Carl Gabrielson, 
Syracuse, N. assignor to L. C. Smith & Corona 
Typewriters, Inc. Syracuse, N. Y., a corporation of 
New York. Application April 28, 1936, Serial No. 
76,727. Granted July 19, 1938. 

2,123,994. Record Strip Control for Autographic 
Registers. Louis Fred Hagemann, Niagara Falls, 
. Y., assignor to American Sales Book Company, 
Inc., Elmira, WN. Y., a corporation of Delaware. 


Application April 10, 1935, Serial No. 15,618. 
Granted July 19, 1938. 

2,124,178. Statistical Card Punch. William W. 
Lasker, Brooklyn. N. Y., assignor to Remington Rand 
Inc., Buffalo, N. Y., a corporation of Delaware. 
Application October 7, 1936, Serial No. 104,391. 
Granted July 19, 1938. 

2,124,277. Binder. Clarence D. Trussell, Pough- 
keepsie, N. Y., assignor to Trussell Manufacturing 
Company, Poughkeepsie, N. Y., a corporation of 
New York. Application September 4, 1936, Serial 
No. 99,353. Granted July 19, 1938. 

2,124,280. Fountain Pen. Frank M. Ashley, Great 
Kills, N. Y., assignor to Lewis Gompers, trustee, 
New York, N. Y. Application February 4, 1937, 
Serial No. 123,951. Granted July 19, 1938. 

2,124,312. Loose Leaf Binder. Arthur T. Newell, 
Hempstead, N. Y., assignor to The C Sheppard 
Co., Long Island City, N. Y., a corporation of 
New York. Application December 18, 1935, Serial 
No. 54,987. Granted July 19, 1938. 

2,124,383. Postage Meter Machine. Walter H. 


Wheeler, Jr., and Jacob W. Ogden, Stamford, Conn., 
assignors to Pitney-Bowes Postage Meter Co., Stam- 
ford, Conn., a corporation of Delaware. Application 


September 26, 1933, Serial No. 691,068. Granted 
July 19, 1938. 
2,124,511. Filing Drawer. Fred A. Schmitz, 
Cincinnati, Ohio, assignor to The Globe-Wernicke 
Co., Norwood, Ohio, a corporation of Ohio. Appli- 
cation March 30, 1935, Serial No. 13,822. Granted 
July 19, 1938. 
DESIGN PATENTS 

110.265. Design for a Barrel for Mechanical 
Pencil or Similar Article. Robert Back, Chicago, 
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Hll., assignor to The Wahl Company, Chicago, III., illinois. Application Serial Mo. 


Application February 5, 
Granted June 28, 1938. 
Autographice Register. 


a corporation of Delaware. 
1938, Serial No. 74,910. 
110,536. Design for an 


Robert Davol Budlong, Chicago, Ill., 
United Autographiec Register Co., a 


assignor to 
corporation of 


May 20, 1938, 
7,319. Granted July 19, (9 

110,556. Design for a Chair or Similar Article. 
Glenn D. Wood, Elkhart, Ind., assignor to Posture 
Research Corporation, Elkhart, iInd., a corporation 
of indiana. Application October 28, 1937, Serial 
No. 72,474. Granted July 19, 1938. 





In the top picture, framed within the white 
lines are, left to right, J. P. McWilliams, Midwest 
Typewriter Company, Kansas City, Mo., Secre- 
tary; Lamont H. Wood, Midwest Typewriter Com- 
pany, President; Mrs. Jessie |. Taylor, Globe Type- 
writer Exchange, New York, N. Y., Treasurer, all 
re-elected for a third term. The others in the 
picture, re-elected Directors, are, left to right, 
R. H. Preston, (front) Preston Typewriter Com- 
pany, Knoxville, Tenn.; Irwin Vincent, Western 
Typewriter Company, Topeka, Kans.; C. D. Bills, 
Typewriter Sales & Service Company, Washing- 
ton, D. C.; Frank Marin, Typewriter Sales & Serv- 
ice Company, Chicago; Elmer Young, Young 
Office Equipment Company, Chicago; F. C. 
Waltz, Waltz Typewriter Company, Cincinnati, 
Ohio; James P. Ward, Sr., Shipman-Ward Manu- 
facturing Company, Chicago; G. S$. Cambias, 
(front) Cambias Typewriter Exchange, New Or- 
leans, La. 

Middle row of pictures, left to right: John 





Executive Staff of the National Typewriter and Office Machine 
Dealers Association, 1938-1939, Elected at New York Last Month 


Loser, Noiseless Writing Machine Company, New 
York, N. Y., Vice-President and Director; re- 
elected Directors Theodore Schafer, United Type- 
writer Company, New York, N. Y.; W. T. Corney, 
Thomas & Corney, Ltd., Toronto, Ont., Canada; 
W. F. Clausing, International Typewriter Ex- 
change, Chicago; Samuel Hutter, Check Writer 
Company, New York, N. Y., Director and Con- 
vention Committee Chairman. 

Bottom row of pictures, left to right: Re-elected 
Directors H. E. Russell, Office Equipment Com- 
pany, Des Moines, lowa; Hugh J. Williams, lowa 
Supply Company, lowa City, lowa; J. S. Morse, 
Morse Typewriter Company, New York, N. Y. 

New Directors whose pictures were not avail- 
able at the time of going to press are as follows: 
E. W. Hall, E. W. Hall Company, Seattle, Wash.; 
Gerald Martineau, Quebec, Canada; Irving 
Ritchie, Addressing Machine & Equipment Com- 
pany, New York, N. Y.; James J. Sheehan, The 
Office Appliance Company, Providence, R. |. 


(Convention report starts on page 38) 
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Profitable Volume As 
Related to Merchandising 


io day of profitless selling is 
passing. Business, in all its divi- 
sions, is crusading against un- 
profitable sales transactions. The 
manufacturer, the wholesaler, and 
the retailer are coming to rec- 
ognize that profitless selling in- 
volves an ultimate cost too great 
to tolerate. Whether — profitless 
selling is deliberate or not is 
rather secondary to the serious- 
ness of the consequences. For it 
is common knowledge that the 
concern operating on inadequate 
profits not only jeopardizes its 
own existence, but as a competi- 
tive factor undermines _ trade 
health in the field of its activity. 
Business, therefore frowns upon 
the unprofitable sale. Its 
reflex upon business as a whole 
has been one of the prime factors 
in motivating the trend toward 
government regulation of trade. 
Even at this juncture, we have 
more of this class of trade legis- 
lation on the statutes than ever 
before in the history of the coun- 
try—Fair Trade Acts, state li- 
censing laws, extension of the 
powers of the Federal Trade Com- 
mission, etc. Besides, there are 
other measures proposed for en- 
actment; such as loss-leader leg- 
islation, Federal licensing, of busi- 
ness enterprises, etc. Not all of 
these measures have been foisted 
upon business, either. For much 
of the legislation has been passed 
at the request of business, seeking 
the elimination of various un- 
economic practices. 


Policies, Sales Program 


and Methods Keyed to 
Profit Concept. Fourth 
Article in a Series of 
Discussions on Modern 


Merchandising Practices 


The successful company sees it- 
self as a part of the greater pic- 
ture. Its views on trade relations 
are constructive, and it manifests 
a cooperative spirit. It subscribes 
to the principle that volume with- 
out a fair profit is worthless. Its 
policies, sales program, and mer- 
chandising methods—discussed in 
previous articles of this series— 
are based upon this sound con- 
cept of doing business. 


Depends on Management 


Net profits, in the final analysis, 
depend upon management. A 
business badly managed will not 
make a profit, whereas good man- 
agement, under normal condi- 
tions, should produce a fair net 
return. The difference lies chiefly 
in the emphasis given to gross 
volume, price, and net profit. 
Many merchants, through their 
hard work and that of their sales- 
men, sell a large volume of mer- 


chandise but make scarcely any 
profit. 

Upon the important subject of 
selling goods at a higher mark-up 
and pushing the lines which are 
especially profitable, there is 
much to be said. In passing, how- 
ever, mention is made of the fac- 
tors relating to losses incurred 
during the merchandising process, 
which reduce profits. 

Mark-downs, for instance, great- 
ly reduce profits. When prices 
are cut, the net profits melt away. 

Merchandise shrinkage also in- 
curs losses. Among the causes of 
shrinkage are the following: dam- 
age to merchandise from han- 
dling, exposure, and accidents; 
stock deterioration and obsoles- 
cence; over-measuring, over- 
counting, and over-weighing in 
making the sale; gifts and price 
reductions to friends and special 
customers; shoplifting; shortage 
in goods delivered from source of 
supply, and others. 

As indicated above, the chief 
problem centers upon gross profit 
and net profit realized on the 
sales made. Some commercial 
stationers try to build a big vol- 
ume on staple lines by cutting 
prices, and in turn trying to ob- 
tain substantial discounts from 
the manufacturers in accordance 
with the volume of their pur- 
chases. Building sales by loading 
up on stock and forcing mer- 
chandise by price cutting or over- 
stocking customers is hardly a 
satisfactory way of creating prof- 
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itable volume. Large volume pur- 
chases by individual customers 
may not increase consumption of 
the product. Often it means cut- 
ting off future sales to these ac- 
counts for a longer time than 
would normally prevail before re- 
peat orders. 

The course chosen by many 
successful dealers is that of con- 
centrating sales effort upon the 
items which afford a substantial 
profit. This does not necessarily 
discriminate between manufac- 
turers, but rather emphasizes the 
higher priced items within their 
lines. Accordingly, salesmen are 
encouraged to push these utilities, 
selling the low priced goods only 
upon demand. Featured displays, 
demonstrations, and advertising 
all are employed in promoting 
these lines. 

Selling specialties, in which the 
competition is comparatively lim- 
ited, also offers opportunities for 
developing more profitable vol- 
ume. In many cases the dealer 
enjoys the advantage of a wide 
market on these items. 


Base Sales Quotas on Gross Profits 
Instead of Gross Sales 


Harold J. Hampton, president 
of the National Stationers Asso- 
ciation and head of the Indian- 
apolis Office Supply Company, In- 
dianapolis, Ind., suggests that 
dealers “forget gross sales and 
pay particularly close attention to 
gross profits’. Drawing upon his 
own. successful experience in 
building profitable volume, Mr. 
Hampton is advocating the fore- 
going in his talks before the sta- 
tioners at various meetings. 

Mr. Hampton declares. that 
there were two distinct types of 
customers: 1. Large users who will 
buy the consumable articles at a 
price regardless, but who are also 
found to be good prospects for 
the small stationer because they 
will pay for service. 2. The aver- 
age customer who will pay a fair 
price for everything he buys be- 
cause he is personally interested 
in the dealer’s welfare. 

With customers thus classified, 
Mr. Hampton also divides the sta- 
tioners into two groups: 1. The 
super-stationer who is vitally in- 
terested in volume business at 
short margin. 2. The “garden va- 
riety stationer who is interested 
in the average sale.” This latter 
group he calls the backbone of 
the business and “the unit that 
puts forth the real selling effort 
that makes a market for goods.” 

Mr. Hampton believes that most 


management troubles with re- 
spect to profits develop from sales 
quotas. He points out that when 
a man starts in business he sets 
his goal on a certain amount of 
money he expects to net for him- 
self—not on the amount of goods 
he can sell, but on what he can 
net from the goods he sells. Plot- 
ting a retail business on sales 
quotas in an attempt to attain a 
certain volume may lead to trou- 
ble. In the first place, sales quotas 
tend to encourage salesmen to sell 
the easiest merchandise in large 
quantities, thus to reach their 
own quotas as quickly as possible. 
“But,” says Mr. Hampton, “we can 
pay for nothing, our bills, rent, 
salaries, etc., out of gross sales. 
These obligations are paid for out 
of gross profit.” So only two fig- 
ures should interest a dealer at 
the end of every month—gross 
profit and net profit. 

Mr. Hampton offers an alterna- 
tive for the usual method of com- 
putation of sales quotas for deal- 
ers’ salesmen. Instead of break- 
ing down gross sales, he suggests 
that quotas for salesmen be based 
on gross profit. When salesmen 
know their records are judged on 
gross profits rather than gross 
sales, they begin to thumb 
through their catalogues looking 
for the long profit lines. 

As the salesmen take hold of 
the idea, they begin to sell the 
bread and butter line at good 
prices, too. Mr. Hampton’s own 
actual experience in quotas of 
this nature showed a drop in mer- 
chandise cost from 62 per cent to 
56.1 per cent. 


Selling Methods 


Other successful dealers and 
salesmen advance helpful sugges- 
tions on methods of selling their 
profitable lines. The sales man- 
ager of an office equipment firm 
recently alluded to the fact that 
too many salesmen offer their 
customers low priced goods in- 
stead of the merchandise in the 
upper brackets. He said, “they try 
to sell a customer what they think 
would be all right for them to 
have, which may not be as high 
class as the customer could really 
be sold.” 

This dealer also pointed out the 
value of attractively displaying 
the more profitable goods. He 
cited an illustration of how it had 
recently helped to sell a fine oak 
desk. This desk was displayed in 
a model office finished in oak 
paneling. A customer saw it in 
these surroundings and exclaimed 
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that it was just what he had been 
looking for. The sales manager, 
in relating the incident declared 
that he doubted the customer 
would have been so impressed by 
this desk if it had been among 
the others out on the floor. This 
was no reflection upon the desk 
but rather confirmation of the 
point that proper atmosphere 
plays an important part in sales 
psychology. 
Salesmen Speak 

Cy Norton, manager of sales 
promotion for the Strathmore 
Paper Company, contends that the 
salesmen who are getting orders 
most consistently today are the 
ones who are doing the best job 
of selling. In an article appearing 
in “Printers’ Ink” for July 14, Mr. 
Norton presents the methods of 
twenty-one successful salesmen 
engaged in selling different com- 
modities, including office equip- 
ment, paper, appliances, and 
other products. 

The following are extracts from 
statements made by these sales- 
men, in telling how they are get- 
ting orders: 

“Sell profit.” A ‘salesman who 
is quality conscious says: “It may 
sound silly to say ‘sell profit’ but 
profit is what everybody is after. 
With prices unsettled and profits 
in many cases very small, jobbers 
and retailers should, wherever 
possible, push lines with a guar- 
anteed profit and in some cases, a 
high profit. One of my customers 
says, ‘Only so many articles can 
be sold today and so I always try 
to sell better quality merchandise. 
Many competitors undoubtdely 
sell the lowest-priced stuff they 
can and so to be different and also 
give the customer better value, I 
try to sell him higher-grade mer- 
chandise which in the long run 
will be best for him. It is surpris- 
ing how often I can do this and 
when I can’t , I can drop down to 
cheaper and _ less _s profitable 
goods.’ ” 

“Look for new sales arguments.” 
A salesman who believes that the 
only difference between a rut and 
a grave are the dimensions, says: 
“The best way I have found to get 
an order is to point out the un- 
usual sales point in our merchan- 
dise. In other words, what extra 
value our products offer. This 
takes thinking and also causes a 
change in previous selling but to- 
day people are really studying 
what they buy, and any product 
that has one or more advantages 
over competitive merchandise will 
usually get the order.” 





















aly I) ! 
K IKE 






Join The 


Stacyonere's Cavalcade To Chicago 
SEPTEMBER 26-27-28-29 
Greatest N.S.A. Convention! 


THE STATIONER MARCHES ON 


The Stationer as a Professional Man. 


(The Business as a Profession. Professional Standing possible.) 


The Stationer as an Engineer. 
(Planning. Office Engineering.) 


The Stationer as a Service Man. 


(Serving Business with the Tools of Business.) 


The Stationer as a Manager. 
(Management—lIts Need and Results.) 


The Stationer as a Salesman. 
(A Big Sales Rally with Outstanding Sales Presentation.) 


The Stationer as a Fair Trader. 
(Fair Trade Acts, Their Progress and Problems.) 


The Stationer as an Accountant. 
(The Value of Cost Accounting Knowledge to the Stationer.) 


The Stationer as a Business Man. 
(Where He Stands, His Problems and his Future.) 
* 
A new type of program under which the above will be discussed and ways 
and means suggested for achieving the best results. With it the finest, 
most colorful and comprehensive exhibit of commercial stationery and 
equipment in the history of this ancient and honorable business. 


PLAN NOW TO JOIN the Cavalcade and attend the 


trade's greatest convention. 
(From N.S.A. Bulletin) 
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Window Displays Have High Potential 
as Advertising Media 


What Has Been Done and 
Can Be Done to Increase 
the Value of Stationers’ 


Window Presentations 


By H. M. GOLDTHWAIT 


— dealer has in his window 
display advertising value compar- 
able with any newspaper adver- 
tising he may do. It is true also 
that he thus reaches a larger 
number of potential customers 
likely to be interested in his wares 
and what those wares will do than 
he reaches effectively in the news- 
paper space. 

Window displays clinch the ar- 
guments with the articles them- 
selves. At times “moving use” 
exhibits showing performance may 
be used with even more effective- 
ness. The newspaper “ad” must 
of necessity be “short” on pictures, 
using reading matter to impress 
the message; while in window 
display the dealer is “long” on 
illustration with the articles them- 
selves and enough “punch” may 
be gotten on a window card in a 
message of perhaps two sentences. 
Newspaper space has become so 
much of an “it” procession that 
some dealers feel they must be 
“in” if only to be represented. But 
it will pay to analyze the resources 
of windows, even to making shal- 
low windows deeper. 

If the dealer were disposing of 
such fast moving items as meats, 
groceries and dry goods, often 
with their bargain price appeals, 
he would be justified in liberal use 
of newspaper space. But office 
items, particularly the larger 
items, do not move so fast, and 
quantities sold in the most favor- 
able locations will not justify a 
fraction of the newspaper space 
used by department and _ food 
stores. Such bargain publicity 
would throw the office equipment 
dealer out of balance in no time. 
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DENIZENS OF THE DEEP HAVE NOTHING IN COMMON WITH STAPLERS BUT 

THEY DRAW ATTENTION.—At least, so Stevens Maloney & Company, Chicago, 

found out recently when the window display shown here was presented to Chicago 

citizens. The two huge fish were taken by William F. Weber, of the Ace Fastener 

Corporation, Chicago, while the Ace staplers and staples so attractively displayed 
were manufactured by his firm. 


And what an effort it would take 
to recover. If he does advertise 
bargains he is simply revealing 
that he is “long” on old stock, 
and would break the even sales 
flow of standard items. 








MR. GOLDTHWAIT 


During the height of the depres- 
sion we refer to at times, I made 
a leisurely trip from Los Angeles 
to New York, observing among 


other things the use various types 
of merchants made of their win- 
dows. To quite an extent our deal- 
ers seemed to feel the thing to 
do was to crowd windows with 
everything they could get in. At 
times there was more or less artis- 
tice arrangement. If window cards 
were used at all, they were some- 
thing the sign painter did, or one 
of the clerks dashed off. That was 
inexcusable with so many attrac- 
tive cards furnished by manufac- 
turers. Yet I often felt that the 
manufacturers cards, colorful as 
they were, were either too formal 
or too informal. There is a happy 
medium and it should have a 
sense of something local. 

Every window card should re- 
flect the dealer’s personality, with 
even a touch of humor at times, 
as: “Our Columnar Forms have 
kept many a good bookkeeper 
straight.” Having a product dis- 
play, a picture is not so necessary. 
Wording should clinch with the 
looker’s thought in stressing use 
points. The local buyer likes the 
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dealer to “get under his skin,” 
which needs more sales psychology 
than the sign painting man has. 
Being attractive is not enough— 
the card must have an apt sales 
application. 

The business of supplying arti- 
cles of office use is mighty com- 
prehensive, aS we well know, and 
there is always something new to 
put over. One must have been 
actively engaged in it for years 
to have become proficient. One 
must have a complete knowledge 
of applications to be convincing 
to the customer. Many sales- 
people work too fast to get what 
is in the customer’s mind. There 
is too much anxiety to get the 
sale on the books. One should 
diagnose like the physician or 
specify like the engineer. 


The Advertising Solicitor’s 
Technique 


Now see what happens when the 
advertising solicitor calls on us. 
He not only insists on our taking 
space but wishes to write the 
matter. His business is to make 
the “dead line,” and get the 
money, often on the “barrel head.” 
Our business is one of the hardest 
to visualize to the user, even if 
he does operate an office with our 
help. The advertising solicitor has 
not a bit of our experience. The 
dealer has experience but not the 
ability to do it advertisingly in 
words. So they collaborate often 
with indifferent results. It just 
about forces us to the advertising 
agency which the small towns do 
not have. The large towns do, 
but the work is done so thor- 


oughly that expense is a con- 
sideration which is always worth 
while within limits of the local 
field. 

The most effective window dis- 
play practice was found on the 
East and West Coasts and in the 
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AN EXAMPLE OF A “DIFFERENT” 

TYPE OF WINDOW CARD.—In addi 

tion to merely calling attention to 

merchandise by naming it, a message, 

spiced with a bit of humor, is in- 
cluded. 


larger inner cities. The most ’com- 
pelling examples of it were in 
department stores, which are in- 
clined to make unified displays 
even in their largest windows 
rather than a piled up display. 
In such windows the cards were 
a perfection of harmony with dis- 
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play. Crowded windows mystified 
rather than interested. Some win- 
dow displays were kept in longer 
than others not only because of 
assembly and designing but be- 
cause of current sales appeal. 
Intermittent changing introduces 
the profitable element of surprise. 
If you have only two windows, 
even more thought should be 
given design. Deepen shallow win- 
dows and tie with newspaper 
space, if you use such display ad- 
vertising. 


Stationer Has Materials for 
Window Cards 


No business in creation has so 
many stock items as the stationer 
from which to make attractive 
cards: cardboards, lettering pens 
and inks, lettering guides, cello- 
phane and cellophane ribbons, 
gay stickers. The girl who ties 
holiday packages can do a grand 
decorative job if some one can 
collaborate on lettering, some one 
on a sales message. But it is much 
better if one person can handle 
all. Pen work approximates ad- 
vertising in lettering; let the gen- 
eral merchandise store use paints. 
But all should be built around the 
merchandise; the sales message 
most of all; just a sentence or 
two. If you have only one win- 
dow, put the life blood of the 
business into it. 


NOTE.—-The two illustrations below and the 


large one on the opposite page reveal window 
displays used effectively last month by com- 
mercial stationery and office machines dealers. 
Although they vary in type, they are similar in 
purpose and impression—which is to attract 
the attention of passers by. The mounted fish 
window had a particularly high attention get- 
ting value. Because the fish was caught by an 
official of the manufacturer whose products 


were shown, the display was a “natural.” 
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TIMELY ADVERTISING.—When the annual convention of the 
Iowa County Officers Association was held at Sioux City, 
June 22-24, the Perkins Bros. Company, made up and displayed 
this timely window to remind the local and visiting officials 
that all types of county records were available at the store. 
Many of the delegates were impressed by this example of 
dovetailing advertising with current events. 





A ROYAL DISPLAY OF ROYALCHROME FURNITURE.—This 
window, dressed entirely with Royalchrome furniture of the 
Royal Metal Manufacturing Company, Chicago, was shown 
recently by the General Office Machines Corporation, 719 
Liberty avenue, Pittsburgh, Penna. The principal pieces mak- 
ing up the suite are Royalchrome booth No. 368, chair No. 370, 
table No. 110, quarter-circle booth No. 1104, and bar stool No. 94. 





Salesmanship in Direct Selling 


Tans procedures are involved 
in the selling activity of the office 
equipment salesman. These are 
contact, trial, and closing the sale. 
In making his initial contact, the 
salesman must arouse curiosity in 
his product and excite interest in 
what it will do. In placing the 
equipment on trial, he endeavors 
to create a desire for possession. 
In following up the trials, he con- 
centrates his energies upon clos- 
ing the order. 

If the salesman fails to keep 
these three activities in balance, 
his volume of business will suffer. 
For example, if he is so busy clos- 
ing orders and making sales that 
he neglects placing trials in the 
hands of other prospects, he will 
feel it next month and the month 
after. Recently, a salesman who 
realized the importance of keep- 
ing these activities on an even 
keel, was being congratulated for 
the larger number of sales he was 
closing. His quick response was, 
“Yes, but think of all the good 
trials I have spoiled.” He referred 
to the fact that making these 
sales had prevented his working 
ahead in securing placements for 
his machine, which would result 
in future sales. 

On the other hand, if a sales- 
man makes a lot of calls and puts 
most of his time on placing trials, 
he is in the same unbalanced 
boat. In this case, however, his 
present sales will suffer. 


Procedures Employed By 
Some Successful Salesmen 
And Their Organizations 


By H. E. SHIFFLETTE 


Chicago District Agent Marchant 
Calculating Machine Company 


Trials are, indeed, important. 
For a large percentage of the 
sales made in selling business 
machines are the result of placing 
demonstration equipment in the 
office of the prospective buyer for 
a given period of trial. In many 
cases, the salesman who is having 
a tough time today is the fellow 
who had it too easy three months 
ago. 


A Daily Itinerary and Record 
of Accomplishment 


A systematic record of the 
salesman’s calls is a great aid 
to both the salesman and the 
sales organization responsible for 
the territory. The larger organ- 
izations have a clerical force to 
keep a detailed record of the 
salesmen’s calls and the accounts 
in their territories. But even the 





smaller organizations need these 
records and they can be kept by 
the salesmen’s daily reports and 
a record card of each prospect. 

Every morning, our salesmen in- 
dicate on a printed form their 
day’s itinerary of calls. We had 
these forms made up in duplicate, 
with carbon attached. The sales- 
man fills out the form in the 
order of his anticipated calls, 
specifying the firm name, person 
to be interviewed, and the objec- 
tive of his call. Space is provided 
for indication of his objective by 
use of a code initial, referring to 
any of the following situations in 
this manner: O—Old Situation; 
N—New Situation (within four 
months); R—Reviving Old Situa- 
tion; Q—Quality User. 

The salesman keeps the orig- 
inal and leaves his copy at the 
office. During the day if a cus- 
tomer telephones a request to 
have the salesman call, reference 
to the latter’s itinerary enables 
us to reach him. Thus, the sales- 
man can get on the job promptly, 
and this quick response shows the 
customer how interested the sales- 
man is in his business. Instances 
have occurred when we have had 
a machine in a customer’s hands 
within a few minutes from the 
time of the customer’s call from 
outlying territory. 

At the close of the day each 
salesman makes notations on his 
itinerary sheet, indicating the re- 
sults of his calls and his plan of 
further action. The form thus be- 
comes a daily record of accom- 
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left side of the heading, space is 
provided for the following “Sum- 
mary of Accomplishment’: Orders 
Secured, Attempts to Close, Dem- 
onstrations Secured, Trials, In- 
struction Given, New Prospect 
Cards, Call Backs, and Non- 
Productive Calls. 

“Distribution of Time” is re- 
corded in space at the right side 
of the heading; including the 
total hours of productive time in 
offices of prospective purchasers. 

The carbon copies of these re- 
ports are kept in a binder for 
reference use. 

At the end of each week, the 
salesmen fill out a brief form giv- 
ing a “Summary of Sales Efforts.” 
This is arranged to cover a report 
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ITINERARY AND RECORD— 
Salesmen list day’s intended 
calls, noting results at night. 
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on nine points for the week, and 
for the year to date. Among the 
items are these: Total Calls, 
Number of Different Prospects 
Contacted, Marchant Users, Non- 
Users, Total Demonstrations, 
Trials Placed, Machines Sold, Now 
on Trial. 


Rely on Prospect Cards Instead 
of Memory 


It is logical that the salesman 
who makes the best success is 
the one who pays considerable 
attention to detail. He keeps his 
prospect cards before him all the 
time. Most salesmen have these 
cards, but many make the mis- 
take of trying to keep too much 
information in their minds. 

After a salesman has been in 
a territory a while, he may de- 
velop a tendency to feel that he 
knows just when a man is going 
to buy. If he acquires this habit, 
he makes a mental note as to 
when he will get around to see 
certain prospective purchasers. 
But time passes rapidly, and often 
sales are lost in this way be- 
cause the salesman’s mental re- 
minder failed to click on the dates 
he had intended making the calls. 
To avoid this, he should be very 
careful to date his cards so that 
they will come before him at the 
right time. 


Salesmen’s Attitudes and 
Qualifications 


A salve to the conscience when 
a potential sale is lost, is another 
thing that stands in the way of 
many salesmen: the attitude that 
it was just one machine, or one 
unit. But if they would associate 
the thought of each sale with its 
meaning to them, in terms of 
commission dollars, they would 
let no opportunity pass by. If the 
prospect should say, “Come back 
in September, and I will give you 
$100,” or an amount equal to the 
salesman’s commission, his state- 
ment would have more effect on 
the salesman than when he refers 
to the pending transaction simply 
as an order. In substance, how- 
ever, that is just what he is say- 
ing. 

While the foregoing serves as 
an incentive to aggressive effort, 
when the salesman goes into a 
man’s place of business he 
shouldn’t think of money. He 
should go into that office with 
a view to helping the man, seek- 
ing to be of assistance. He should 
put in the background of his mind 
any selfish motive. For if he per- 
mits the thought that “If I sell 


this man, I will make $100” to 
dominate his thinking, it will be 
reflected in his manner and con- 
versation. Instead, he should feel 
that he is presenting an article 
that will help the prospect in his 
business. 

We all recognize the importance 








H. E. SHIFFLETTE 


of a thorough knowledge of the 
application of the product. This 
is essential, as the salesman must 
not only find out if the prospect 
needs it, but he must be well 
qualified to tell what he has and 
why it would be a profitable in- 
vestment for the company inter- 
viewed. 

Above all, he should speak the 
truth. If he always does this, he 
will not need to make memos of 
what he tells his customers. 
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I believe that the average type 
of salesman who has the appear- 
ance, a pleasing personality, and 
who is industrious— making as 
many contacts, trials, and closing 
calls as his time permits—vwill 
get more business than the super- 
salesman who doesn’t make as 
many contacts. But the average 
salesman, in many cases, does not 
fully appreciate the value of his 
time. His only earning power is 
in the productive time he spends 
with the man whose money he 
wants. 

If he will keep a schedule of the 
number of minutes a day he 
spends in actual conversation 
with potential customers, he will 
find that his income per hours 
spent on calls is considerable. And 
his conclusion will be that he is 
wasting money when he uses his 
time otherwise. 

He is a wise salesman who never 
learns the shouldn’ts—which are 
sometimes advocated by the so- 
called super-salesmen. For in- 
stance, that you shouldn’t call on 
a prospect or customer before 10 
a. m.; you shouldn’t call after 
4 p. m.; and you shouldn’t call on 
Saturday. If he refuses to aocept 
the shouldn’ts and looks for op- 
portunities to use the time, he will 
find he can make many contacts 
before 10 a. m., after 4 p. m., and 
—strange as it may seem—on 
Saturdays. 





NEVER ARGUE 


-™ of the biggest sales managers in New York is fond of saying, “I 
know only one rule in selling: Never argue.” 


“I don’t mean,” he continues, “that there aren’t lots of other good prin- 
ciples that can be applied to selling. But there’s only one rule that should be 
invariably observed, and that’s the one about arguing. 


“You see, if you start arguing about objections, you’ve surrendered mas- 
tery of the interview. You’re just putting yourself in your prospect’s hands. 
Keep your mastery. You should guide the presentation. Steer it along the 
channels you want. And later approach the point of objection through your 


own channels, where you are master. 


“But the biggest thing about not arguing is this—it often happens that the 
objection raised will turn out—when carefully considered—to lead the way 
to a bigger and better sale. An objection isn’t a refusal; it’s merely a man 
saying he wants to do something his way. And maybe, if you let the objection 
cool off in your mind as well as in his, and if you think it all over meanwhile, 
you'll figure out how to do the thing his way and sell him an even bigger bill 
of goods. I’ve known it to happen countless times. Many a carload-lot order 
has grown out of a price-objection tactfully handled, and many a long-profit 
special-order job out of some objection to stock merchandise, which the 
ordinary salesman would feel tempted to argue away. That’s the main reason 
why I say always by-pass an objection for the moment and see if it can’t 


be turned to your advantage. 


—The National Resaler, Published by the 
National Blank Book Company, Holyoke, Mass. 
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DIRECT MAIL FOLDER USED BY LOWMAN & HANFORD—Holiday gifts were sug- 
gested by various manufacturers’ circulars inserted in the pocket of this attractive 
folder, which was sent to 10,000 customers. The pocket was formed by stapling the 





ls the hope “that others may 
realize that something can be ac- 
complished even in the face of ad- 
verse general conditions, provided 
sufficient courage and dollars are 
expended in that direction,” O. G. 
Bayless, vice-president of Lowman 
& Hanford Company in Seattle, 
Washington, enthusiastically tells 
how his firm substantially in- 
creased its Christmas sales last 
year by means of an intensive, 
coordinated advertising and mer- 
chandising program. The plan 
was so productive, in fact, that it 
boosted the volume on the com- 
pany’s entire business more than 
ten per cent for the month of 
December 1937, compared to the 
same period in 1936. Lowman & 
Hanford will use the plan again, 
according to Mr. Bayless, and 
other stationers, no doubt, will 
find interest in the suggestions it 
offers for inclusion in their cam- 
paigns which will come up for 
consideration this fall. 


Direct Mail Folder Filled With 
Several Circulars 


The principal feature was a di- 
rect mail folder containing at- 
tractive circulars, issued by man- 
ufacturers, describing products 
that would make appealing 


folded paper. 


Christmas gifts for various mem- 
bers of one’s family and circle of 
friends. These were mailed on 
November 15 to ten thousand of 
the company’s charge accounts. 
The mailing was released at this 
time, says Mr. Bayless, “to avoid 
the congestion of monthly state- 
ments and the deluge of advertis- 
ing accompanying them. 


Uses Manufacturers’ Circulars 


“The idea of utilizing manufac- 
turers’ circulars in this way, to 
our knowledge, has never been 
used before, but we assure you 
that it has very definitely in- 
creased materially our holiday 
sales on items that normally are 
not considered active as holiday 
gifts. 

“Far in advance, circulars that 
were attractive as to arrangement 
and color were ordered from va- 
rious manufacturers in quantities 
commensurate with the impor- 
ance of the item or line. All ten 
thousand of these mailing pieces 
were not identical. In some of the 
folders, the same circular ap- 
peared, but on the whole we cov- 
ered nearly the entire field of 
merchandise in which we deal. 

“Each enclosure,’ Mr. Bayless 
explains, “was intended to cover 


one particular item or line differ- 
ent from the others. Care was 
also taken, for instance, to see 
that only one fountain pen circu- 
lar or one typewriter folder of a 
certain brand was included. This 
detail was given thoughful atten- 
tion, so that the recipient would 
not be bored by looking at a half- 
dozen circulars showing four or 
five different makes of pens or 
typewriters, or what not.” 

The reproduction at the top of 
this page shows the inside of one 
of the mailing pieces, with the cir- 
culars placed in a pocket formed 
by stapling a two-inch fold of the 
paper stock. 


Sizes and Description of Christmas 
Mailing Piece 


The size of the mailing piece 
was 9xl1l inches when open, and 
515x9 inches when closed. Staples 
were used to fasten the folder for 
mailing. The circulars provided 
by the manufacturers measured 
6x314 inches; some having several 
pages. 

In the folder illustrated were 
brochures suggesting the purchase 
of a portable typewriter, desk 
lamps, Christmas cards, and mag- 
azine subscriptions. 

The paper stock used by Low- 
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man & Hanford in making up the 
folder was of duplex type, blue on 
the outside and white on the in- 
side. This afforded a pleasing 
color scheme, the blue pocket fold 
at the bottom of the inside con- 
trasting with the white above it. 


Arrow Points to Circulars 


As seen in the illustration, at 
the top of the left-hand side of 
the folder was a heavy black ar- 
row pointing across the page to 
the circulars in the pocket at the 
right. The word “Here” stood out 
prominently in white in the ar- 
rows’ shaft on the left page, im- 
mediately arresting the eye upon 
opening the folder and serving 
both to direct attention to the 
circulars and the message printed 
in black below it. The message 
read as follows: 

“Here are a few timely sugges- 
tions for you, your family, and 
your friends. 


“From some of these interesting 
enclosures you are sure to find 
some ‘inspiration’ to help you 
solve those 

“‘WHAT TO GIVE TO WHO’ 

“problems at Christmas time. 

“These are but a few of the 
many thousands of ‘useful gifts 
that endure’ awaiting your selec- 
tion at 

“LOWMAN & HANFORD CO.” 

Below this, the address was in- 
dicated, and across the blue pocket 
fold were these words: “Useful 
Gifts for Everybody.” 


Mailings Augmented by News- 
paper and Radio Advertising 


Augmenting the mail campaign, 
the company carried on an inten- 
sive newspaper and radio adver- 
tising program. “In addition to 
these mailing pieces,’ says Mr. 
Bayless, ‘we used a larger adver- 
tising appropriation in the daily 
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papers.” A few of these advertise- 
ments are shown in the accom- 
panying reproduction. 

In this effort, also, the company 
exercised careful planning and ef- 
fected further cooperation with 
the manufacturers. Mr. Bayless 
points out that they utilized as 
many mats available from the 
manufacturers as possible. For art 
work, they used the mat services 
of the newspapers. 

“These two methods,” he says, 
“reduced the cost of our advertis- 
ing, eliminating to a great extent 
the making of special illustrations 
and line etchings or halftones. 
This enabled us to spend more 
money for space, yet we believe 
our ads are quite presentable, con- 
sidering our type of business.” 

Regarding their campaign over 
the air, Lowman & Hanford had 
fifteen broadcasts daily over two 
radio stations. The message close- 
ly tied-in with the merchandise 
advertised in the newspapers and 
circulars and with the goods dis- 
played in their store windows. 


Unified Effort Builds Holiday 
Business Volume 


In summing up the entire cam- 
paign, Mr. Bayless declares, “Co- 
Ordinated advertising effort, plus 
a good sales organization, plus 
fifty-five years of reputable mer- 
chandising in Seattle, we believe 
were responsible for the increase 
in our holiday business. 


“The results obtained were very 
gratifying and our December bus- 
iness was appreciably ahead of 
December in the preceding year, 
despite the general depressed con- 
ditions existing throughout retail 
trade in the Northwest and in the 
nation as a whole. Our showing 
for December was in reality much 
better than the ten per cent in- 
crease would indicate. The mis- 
cellaneous merchandise covered in 
our advertising showed a very sub- 
stantial increase. This, however, 
was affected by the falling off in 
some other sections of our busi- 
ness — such as printing and office 
furniture — which reduced our to- 
tal showing for the month. The 
lines showing this substantial in- 
crease constituted better than half 
of our total month’s business.” 


SOME OF THE NEWSPAPER ADVER- 
TISEMENTS—(Left) The company in- 
creased its advertising appropriation 
and saved on art work by using mats 
provided by manufacturers and the 
newspapers. 








Visible File Control of 
Salesmen’'s Calls 


Foor years use of a visible file 
control of salesmen’s calls on cus- 
tomers has given the Perry & 
Buckley Company, office supplies 
and furniture dealers of New Or- 
leans, La., a systematic, highly 
satisfactory method of outside 
selling. 

This system, together with a 
visible file check on monthly sales 
of each salesman, per customer, 
was worked out and installed by 
Philip D. Lorio, secretary-treas- 
urer, and John D. Hanson, vice- 
president of the firm. 

Although it is so completely set 
up that the office has a check on 
and control over every contact the 
salesman makes with the cus- 
tomers, it also has that flexibility 
in its use necessary to good rela- 
tionships between customer and 
salesman. 


Customer and Prospect Cards 


Every morning, the Perry & 
Buckley office gives each salesman 
a number of pink cards; one for 
each of the customers or prospects 
on whom he is to call that day. 
(See figure 1.) 

Each of these cards contains a 
form at the top for the name of 
the firm buyer, below which is 
space for the names of clerks with 
whom he might talk when making 
his call. Near the bottom of the 
card is a place for the telephone 
number. Below this is a special 
columnar form for recordings over 
a five weeks period (breakdown of 
a single month); the information 
being the date of call and the 
salesman to make the call during 
a given week. At the very bottom, 
the visible edge of the card, is 
space for the name of the firm 
and address. 

The salesman receiving these 
cards makes his calls, and at night 
he returns them to the office. If 
he is to make a call on a day other 
than that on which the card auto- 
matically turns up in the file, he 
notes this in the space for this 


purpose on the back. (See figure 
2.) 


One of the virtues of the sys- 
tem is the clarity with which it is 
administered. Full instructions 
governing routine of calls are 
given at the base of the pink card, 


How Perry & Buckley Com- 
pany, New Orleans, La., 
Combines With Its Policy 
of Planned Customer Se- 
lection a System of Office 
Control and Stimulation of 
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on the back, in this informative 
note: 

“All cards must be returned to 
office on same day received. It 
will be assumed that all cards re- 
turned by you have been properly 
called upon. If you wish to call 
back on other than regular days, 
indicate date, and give reason. 
Accounts received today and not 
called on must be seen before your 
next regular call date. 


How Calls Are Handled When 
Holidays Interfere 


“Calls scheduled for days falling 
on holidays of Monday, Tuesday, 
and Wednesday should be taken 
care of on Thursday, Friday, and 
Saturday of the same week. Calls 
scheduled for days falling on holi- 
days of Thursday, Friday, and Sat- 
urday should be taken care of on 


Monday, Tuesday, and Wednesday 
of the same week.” 


File Folders 


The pink cards for both cus- 
tomers and prospects are filed in 
yellow folders in a single visible 
cabinet, in alphabetical order by 
firm name. The face leaflet of 
the yellow file folder (see figure 3) 
contains a form which is almost 
the duplicate of the pink card, 
with added notation at the bot- 
tom for “class” of firm. It has 
been slotted by punches on both 
sides, so that the clerk withdraw- 
ing pink cards for use the follow- 
ing day has but to slip them out 
at the side, with her finger. The 
face of the folder also has a small 
hole punched at the bottom edge, 
which makes it possible quickly to 
see whether the pink card is in 
the file. Thus, the clerk seeking 
this information can look down 
the face of the file drawer and see 
readily how many “blank” holes 
there are, representing the num- 
ber of cards out for the day. 

Flipped over, the back of the 
folder in the file presents a day 
to day record of five weeks—Mon- 
day, Tuesday, Wednesday, etc., for 
each week. The days are printed 
cn the upper edge of the file 
folder. (See figure 4.) If the cus- 
tomer whose card is contained in- 
side the folder is to be seen on 
Tuesdays and Fridays, for in- 
stance, a heavy pencil mark is 
drawn through these days, for 
each of the four, or five weeks of 
the month. 

Thus, a row of these file folders 
flipped back in the file, permits 
the clerk to go right down the 
line, for any given day, pick out 
those flagged for this day, and 
withdraw the pink cards quickly. 
This is done each day, preceding 
the day before the calls are to be 
made. 

The file folders are flagged ac- 
cording to the “customer de- 
mands”, which may be different 
for each customer, or class of cus- 
tomer. Thus, an “active” law firm 
might be called upon twice a 
week; whereas an “inactive” 
broker, might be called upon once 
a month. These haphazard de- 
mands of the trade, therefore, are 
automatically regulated by the 
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File folder used for the cards. 


flagging system, which sets out all 
calls to be made on any given day. 

When a customer, during the 
salesman’s call on a given day, 
asks to be seen on some other day 
permanently, or perhaps for the 
next week only, this notation is 
made on the back of the pink 
card. The clerk in the office then 
re-flags the file folder for this 
day, by erasing the pencil mark 
and marking the new day. 


Card for New Prospects 


No less care is used in the selec- 
tion of prospects and customers. 
Perry & Buckley Company, in fact, 
uses a very simple, general policy 
in its buying and selling. The firm 
tries, first, to select a line of mer- 
chandise which it believes in and 
can stand behind; and, second, to 
“select”’ and sell to customers who 
“can give us the business’”’. 

Customer selection means care- 
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Fig. 4. Back of folder. 


ful study of all available sources 
oi information; such as newspa- 
per accounts of business activities, 
credit reports, etc. Many of these 
selections are made through pros- 
pect names picked up by the sales- 
man. 

Salesmen are given small yellow 
cards, providing for the name or 
position of the new contact, name 
of the firm, its address, and the 
name of the salesman making the 
call. These cards are also used 
for mailing list purposes. (See fig- 
ure 5.) 

All sales must be made to the 
customers listed in the file—i.e., 
any new customers picked up by 
the salesmen must go into the files 
at once, before they can be cred- 
ited with these sales. 

If a salesman fails to sell a cus- 
tomer over a ninety-day period, or 
to win a prospect upon whom he 
is calling, this customer or pros- 


on which is listed all necessary information. 
purposes. i 

summary of total dollar volume of purchases by each account. Sketch 
shows how Fig. 3 and Fig. 4 make the file folder for the prospect or 
customer card, reproduced above at 


Fig. 6. 


This is later used for 
White record card which provides 


the left, in Fig. 1 and Fig. 2. 


pect card is transferred to another 
member of the sales staff. 


Visible Record of Customer 
Sales Per Salesman 


Invaluable as a stimulant to the 
salesman’s work has been another 
visible card file used by the Perry 
& Buckley Company. This record 
provides a monthly summary of 
the total dollar volume of pur- 
chases by each account. For this 
purpose, a white card is used 
which, like the pink one, measures 
four by six inches. (See figure 6.) 

At the top is space for the name 
of the salesman serving the ac- 
count. Down the column to the 
extreme left are listed the months 
of the year. Across the card, are 
columns for sales figures for each 
of these months during the six 
years extending from 1935 through 
1940—one column for each year. 

Totals for each year are given 
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at the bottoms of the columns. 


The name and address of the cus- 
tomer are recorded at the bottom 
of the card. 

A salesman referring to this file 
can check on any of his customers 
to see-how much business he ob- 
tained from them the previous 
month, and he can see at a glance 
whether this was more or less than 
the corresponding month of the 
year before. 

The office, of course, is inter- 
ested in the same information. 
Through study of these customer 
cards, the office also can easily 
check the work of any given sales- 
man. If the record shows cus- 
tomer sales dropping off, the man- 
agement can go into the problem 


with the salesman. The office can 
also tell at a glance whether any 
given account is on a productive 
basis. 

This visible file record of cus- 
tomer sales, per salesman, also 
serves another important purpose: 
it allows the firm to “localize’’ its 
direct by mail advertising accord- 
ing to salesmen’s routes. 

Assuming that the firm wishes 
to boost sales in a given article of 
furniture, for instance. Circulars 
for this piece are sent out to all 
customers of one salesman. The 
salesman is handed a copy of the 
circular, and asked to follow 
through on the mail promotion, 
with his sales talks to customers. 
Following this, the same procedure 
is used with salesman number two. 
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It is possible, of course, to send 
the circulars out broadside to all 
the customers in the file and have 
all salesmen follow through at the 
same time. But this would dimin- 
ish the “localization” feature 
which the file enables, a feature 
which permits thorough exploita- 
tion of the mail promotion, and, 
further than this, a check on the 
results of the mail pieces. 

The two systems together give 
Perry & Buckley a “study at a 
glance” picture of business on any 
day of the year, not to speak of 
the accessory uses to which the 
files can be put. It represents of- 
fice control of sales, on the one 
hand, and sales stimulation on the 
other. 


Techniques That Sell Loose Leaf 


_—_ our entire loose 
leaf merchandising program is a 
never ceasing effort to keep all 
members of the sales staff loose 
leaf minded. The most obvious 
way in which we accomplish this 
objective is through sales meetings 
devoted to emphasis on loose leaf 
systems and equipment. When- 
ever new items are added to the 
line we carry, they are presented 
and explained at these meetings. 
And, of course, we never fail to 
use the manufacturer’s “good will 
ambassador” for all that he is 
worth to us. A vast amount of 
knowledge concerning loose leaf 
and its appKcation, and how sales 
are made, comes from such con- 
tacts. 

A man selling loose leaf does 
not need to be an accountant or 
bookkeeper. Yet, any practical 
knowledge along those lines is 
valuable. The principal factor in 
any loose leaf sale is to discover 
the purpose for which the form or 
system is desired. Proper choice of 
equipment follows naturally. 


Keep in Touch with Accountants 


Friendly contact with account- 
ants pays dividends in the form 
of sales. In their work they are 
in a position to furnish many 
prospect leads. 

Three types of advertising are 
included in our publicity program 
—window displays, direct mail, 
and newspaper announcements. 
Our mail advertising included reg- 
ular use of envelope stuffers sup- 
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plied by the manufacturer. Win- 
dow displays emphasizing loose 
leaf are most effective in January 
and July. 

Exhaustive surveys of customer 
needs are advisable only for com- 
plicated installations of machine 
posting forms, visible records, etc. 
In such cases, a survey provides 
not only the information we need 
to select adequate equipment, but 
also convinces the customer that 
he has received everything pos- 
sible in the way of service and 
merchandise. More and _ better 
sales are made by our men who 
always keep the customer mindful 
of the service and facility in 
operation of the products we are 
offering. 


Build Future Sales 


At the time of a sale, if a cus- 
tomer buys only a binder, we as- 
sume that is all he needs at the 
time. Nevertheless, we take ad- 
vantage of the situation by show- 
ing some new form that may fit 
into the record routine of his busi- 
ness, or by demonstrating a new 
type of indexing that may be pur- 
chased in the future. 

Virtually seventy-five per cent 
of our loose leaf business is se- 
cured by our outside salesmen. 


Their most effective sales weapon 
is actual demonstration of the 
product we recommend for the 
particular need of the prospect. 
Our outside men carry with them 
a Skeleton binder, using it to dem- 
onstrate the performance and use 
of some form that will suit the 
prospect’s requirements. 


Follow-up Produces Sales 


Follow-up after an installation 
has been made is a valuable pro- 
cedure. Many sales are directly 
traceable to this type of call. After 
a record is kept for a certain 
length of time it becomes neces- 
sary to transfer it. Our men try 
to be on hand at the right time 
to sell transfer binders. Further, 
very often an installation that is 
giving satisfaction will lead to 
the replacement of obsolete equip- 
ment in use. 

One of our most recent loose 
leaf installations involved a num- 
ber of ring binders for use in 
housing geological data for one of 
the large oil companies. We sub- 
mitted four different types of 
equipment, each the best in its 
class. As the data to be recorded 
in the binders was of interest to 
all the officials of the oil com- 
pany, and because of the impor- 
tance of the records, we decided 
that only the best would be good 
enough. A fine impression was 
made and we were given the 
order, which amounted to 178 gen- 
uine leather, one-inch ring bind- 
ers, gold lettered. 





New Profits in the Stencil 
Duplicating Field 


Many a good stationer has be- 
come soured on the possibilities 
of making money in the stencil 
duplicating field. Perhaps he has 
been the victim of a high-pressure 
man who talked him into buying 
an excess stock of unsatisfactory 
merchandise, or perhaps he has 
simply felt that the sales and 
service problems in the field were 
too difficult for him to tackle. 

Right now is a good time to 
reconsider the entire problem in 
the light of changing conditions. 
At the present time there are sev- 
eral reliable manufacturers of 
duplicating supplies and there are 
several good machines available to 
dealers. In the supply field ninety 
per cent of the market has always 
been sold on quality merchandise. 
Selling to the remaining ten per 
cent is far more difficult and less 
profitable than is the quality 
market. Undue concentration on 
this latter ten per cent has been 
a source of much disappointment 
to dealers. Obviously, you cannot 
afford to give more than a tenth 
of your attention to the price 
market. 

Your principal problem then is 
to approach the quality market 
with the line of merchandise best 
adapted to meet competitive con- 
ditions. In selecting such a line, 
it is important to seek certain 
advantages in your stencil which 
can be easily and convincingly 
demonstrated to non-users. Among 
the factors you will consider in 
making this selection are the fol- 
lowing: 

1. Is the manufacturer well and 
favorably known and does he have 
a reputable history? 

2. Is the stencil well adapted 
for easy and attractive stylus 
work? 

3. Is the stencil easy for the 
typist to proofread, or does she 
find this process a source of eye- 
strain? 

4. Is the correction process sim- 
ple and effective? 

5. Will the stencil last suffi- 
ciently long under high-speed and 
hard usage to meet the needs of 
your most exacting users, and can 
it be satisfactorily filed away? 

6. Can the stencil be kept in 
stock for a period of months, or 
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is there danger from deteriora- 
tion? 

7. Does the appearance of copy 
produced by the stencil compare 
favorably in every respect with 
appearance of work done with 
other stencils? 

8. Is there any possibility that 
the stencil has a “bootleg” for- 
mula infringing on federal pat- 
ents? This could be a source of 
considerable embarrassment. 

9. Is the stencil free from any 
offensive odor and is its color and 
make-up attractive? 

10. Is the quality uniform month 
after month? 

11. Is the top print available? 

Any manufacturer who can 
meet all of the above requirements 
is worthy of your consideration. 
Failure to meet all eleven of these 
specifications will weaken your 


position in the quality field. Some 
of these factors are more impor- 
tant than others, and it is quite 
possible that other elements will 
enter into the sales picture from 
time to time. Wide public ac- 
ceptance of the “top-print” for 
instance has occurred only during 
the past two years, although the 
idea is an old one. For duplicators 
less commonly used it may never 
be necessary. 

In addition to the original blue 
stencil, the white stencil is now 
a sales factor in most parts of 
the country. Such stencils meet 
certain typing needs and some- 
times offer the customer a Sav- 
ing, but except for a small minor- 
ity, the blue stencil is preferred by 
the actual users. What use if any 
to make of the white stencil de- 
pends on the competitive situation 
and local preferences? 


Follow Manufacturers’ Suggestions 
on Correction Fluid and Ink 


Nearly all stencil manufacturers 
offer correction fluid and ink 
which they consider best adapted 
for use with their stencils and a 
wise dealer will take the manu- 
facturer’s suggestions seriously. 
Ordinarily, a thin fluid works most 
effectively with a carbon cushion 
sheet, while a heavy fluid is best 
adapted for correction when the 
fiber cushion is employed. The 
right kind of ink is particularly 
important. Much grief with pro- 
tein stencils can be avoided by 
careful attention to the sale of 
ink. Such stencils deteriorate 
and become sticky when used in 
connection with a hydroscopic ink 
which a few manufacturers sell 
for use in open cylinder dupli- 
cators. A stencil manufacturer 
can usually tell you just which 
inks will cause this trouble and 
you should demand this informa- 
tion. This problem is declining 
with the growing use of closed 
cylinder machines among the 
large users. Important factors in 
the sale of ink are blackness, 
freedom from oil separation, econ- 
omy, and drying qualities. Ordi- 
narily, the cheaper grade ink gives 
a somewhat lighter copy than does 
the best grade. With the grow- 
ing use of bond paper, a quick 
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drying ink is becoming increas- 
ingly necessary, and some manu- 
facturers give their principal at- 
tention to such inks. 

The increasing use of vivid col- 
ors makes it desirable that a 
dealer be able to show his cus- 
tomers how such work is done. 
Colored inks are often a con- 
siderable source of profit, and let- 
tering guides, styli, and scopes are 
becoming necessities in stencil use. 
Usually one or two men in an 
organization will show particular 
interest in the _ stencil process, 
and many dealers place the re- 
sponsibility of process work and 
sales promotion on them. The ex- 
cellence, economy and simplicity 
of the stencil process of duplica- 
tion has given great impulse to its 
technical development. Models to 
suit all needs, from the large ream 
feed autoniatic machines to the 
single rocker frames sold for a 
few dollars are now procurable. 
Machines at low prices have 
opened a field of new users whose 
amount of duplicating work was 
not sufficient to justify the pur- 
chase of expensive equipment. 





Many churches, schools, trade 
associations, fraternal orders, etc., 


’ have small enrolments. These and 


the proprietors of many types of 
small business can find applica- 
tion for such machines. Many of 
these small users are simply wait- 
ing to be asked to buy, and when 
they buy a duplicator their con- 
sumption of carbon, ribbons, fold- 
ers and other office accessories 
will tend to increase. You are 
doing your customer a favor in 
helping him keep up-to-date in 
his field, and the technical serv- 
ice you render him will be a val- 
uable source of good will. 

The line of duplicators you sell 
should be selected with the same 
care you give to the selection of 
supplies. Attention should be 
given to the reputation of the 
manufacturer, the history of his 
product, the range of models he 
offers, their durability, attractive- 
ness and mechanical excellence. 
Odd size cylinders, peculiar sten- 
cil punchings, and special inks 
should ordinarily be avoided, as 
such items simply complicate your 
stock problem and make it more 
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difficult for repeat orders to be 
properly filled. A domestic ma- 
chine is usually a better buy than 
one of foreign construction, al- 
though the latter may seem to 
have certain advantages. A well 
built machine when used accord- 
ing to directions should require 
little or no service. Feed pads, 
feed rolls, and impression rollers 
may need occasional replacement, 
and oiling is required. Manufac- 
turers offer complete information 
on the care and use of their 
duplicators, and an_ elaborate 
service department is not needed 
to keep them in operating condi- 
tion. There is a very good profit 
in machine cleaning, and this 
occasional work should prove a 
welcome source of additional rev- 
enue. Solvent, a tub, and a brush 
will equip you for the job. 

Despite active competition from 
other processes, the stencil dupli- 
cating process is today open to 
small user fields that have 
scarcely been touched. Whether 
these fields get the benefit of the 
process depends largely on the 
local stationer. 


SPECIAL “GF NEWS” ISSUE FEATURES COMPANY’S BIG PICNIC AND OUTING ON JULY 9 


Reproduced above is the center spread of a special issue of 
the "GF News” house organ of the General Fireproofing Com- 
pany. Youngstown, Ohio. The ‘‘extra’’ was published to com- 
memorate the annual picnic and outing of the company, it’s 
executives and employes. The saga of the day of celebration 
was told entirely in pictures in a clever and novel way. Each 
page bore snapshots of the various stages of the proceedings 
with the opening page showing arrival of the visitors under 
a caption of “They Came.’’ “They Played’ depicted the many 
exciting games and sporting events of the day; ‘They Watched” 
introduced those who preferred to ‘‘sit out’’ the events; ‘They 
Cheered’’ showed the rooters sections; ‘‘They Laughed’’ pic- 


tured the smiling diners, their ladies and the children; ‘‘They 
Rode’’ gave some fine action shots of the merrymakers riding 
the various amusement park devices; ‘‘They Swam’’ presented 
bathers, bathers and more bathers; ‘‘They Danced” pictured 
the winners of various dance numbers and “filled to the full 
with the joy of the day—happily homeward they went on their 
way” brought the day and the special issue, which also 
carried a photograph of General Outing Chairman G. R. 
Farrell, and a message from President George C. Brainard, to 
a close. Among those shown in the above picture are Chairman 
of the Board W. H. Foster, with hair blowing in the wind, and, 
directly to his left, President Brainard. 
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Operating Methods for School 
Supply and College Book Stores 


Sun selling of school supplies 
should be divided into four differ- 
ent classes—elementary grades, 
high school, college, and univer- 
sity. Naturally, such a general 
statement, when applied to the 
four classifications, is not inflexi- 
ble. Inevitably there will be some 
overlapping and exceptions, for 
which allowances must be made. 

A primary problem in selling to 
any of the groups is to determine 
the sources of the money used by 
the buyer. Generalizing again, 
purchases by elementary students 
are usually made under close su- 
pervision of parents. In many 
cases parents accompany the stu- 
dents and do the actual buying. 
High school students have a little 
more freedom in buying, but like- 
wise, they are limited. College 
students generally have allow- 
ances, some scant and some lib- 
eral, which are limited by the 
financial status of the parents. 
University students are sometimes 
in the class of college students, 
but usually.they are strictly “on 
their own” and consequently are 
spending their own income or 
savings. 

We cater to all four classes and 
find that a different appeal and 
different qualities of merchandise 
are absolutely necessary. 


Competition Is Strong 


For the past several years chain, 
department and drug stores have 
made a strong and determined 
effort to win the trade of elemen- 
tary and high school students. In 
many cases they have been suc- 
cessful. 

However, with this class of 
trade, location of the store is one 
of the most important problems 
in dealing with students. If the 
store has a good location and of- 
fers service, quality, and price, it 
has all of the necessary require- 
ments for the successful operation 
of a school supply store. 

An alert dealer can meet the 
keen competition of chain stores 
by making sure that his merchan- 
dise is equal in quality and price 
to the chain’s offerings. 

College and university students 
want and can be “sold” the better 
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grades of merchandise. They buy 
with service, utility and sometimes 
“school spirit” in view. 

In all cases it is necessary to 
keep in close contact with princi- 
pals, teachers, boards or whoever 
determines the kind of supplies 
to be used. 


Biggest Volume in September and 
February 


For elementary and high school 
sales, the busiest seasons of the 
year occur in September and Feb- 
ruary, the months when school 
semesters open. Similarly, stores 
serving colleges and universities 
operating on the “semester” sys- 
tem usually find September and 
February volume producing pe- 
riods. When the “quarter” system 
is used. as at the University of 
Chicago, the business rush occurs 
in October, January and April. 
Christmas and each graduation 


season are times for good business 
in gifts. 

With the volume trade periods 
so clearly defined, we have no dif- 
ficulty making and working plans 
to “cash in” on the opportunities. 
We use all our counters and tables 
for displays of students’ supplies 
and text books during the selling 
seasons. Our regular lines of mer- 
chandise are stored away, though 
readily accessible, so that we can 
meet the special demands of the 
busy periods. 

In our type of business we do not 
believe there is a place for outside- 
of-the-store selling. Instead we 
conduct a consistent campaign of 
advertising in an effort to attract 
trade to our store. We use space 
regularly in school publications 
and local newspapers. 

Window displays have an im- 
portant place in our advertising 
program. We are confident that 
they are the most effective media 
through which we make initial 
contact with students. Our win- 
dows are loaded with all they will 
carry in the way of merchandise. 
Each item is priced in plain fig- 
ures. The displays are timed for 
school openings and they are 
always made to synchronize with 
our store displays. In this phase 
of our business we proceed very 
definitely along the lines men- 
tioned. 

Window and store displays are 
changed frequently in keeping 
with the seasonal requirements of 
the students. To anticipate cus- 
tomer needs and display appro- 
priate merchandise at the appro- 
priate time is intensely important. 


Keeping Customer and Prospect 
Lists 


The frequency of changes makes 
it inadvisable to attempt the 
maintenance of a list of student 
customers. Further, nearly all of 
our student sales are in the store 
and for cash. However, we do 
maintain an up-to-date list of 
faculty and administration mem- 
bers, whom we circularize regu- 
larly. 

Among the lines with which we 
have made successful merchandis- 
ing records are portable typewrit- 





ers. The sales are largely to 
college and university students, 
who represent a constantly ex- 
panding market. We have never 
had good results with elementary 
or high school students, although 
occasional sales are made. Possi- 
bilities among these groups are 
developing steadily. We believe it 
will constitute a good field in the 
future. 

Portable machines represent 
about ninety per cent of our type- 
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Sienre forty years ago three wal- 
nut half-shells, carefully curved 
at the open side, lined with plaster 
of paris and containing a piece of 
sponge rubber shaped like a pea, 
were secrets of the shell game ar- 
tist. Now school boys use them as 
playthings, and they are no longer 
standard equipment at fairs and 
race tracks. No one ever beat a 
shell game because the “pea” was 
in the operator’s fingers, and after 
the bets were placed it was slipped 
under the _ shell carrying the 
smallest bet. Education—finding 
cut how it worked, usually at some 
expense to the student—killed the 
game. Now you wonder why men 
were fools enough to bet on it. 

Less than thirty years ago a 
buyer for one of our largest title 
companies signed what he thought 
was a request for a sample ribbon 
and a box of carbon paper, to cost 
his company nothing. The order 
was so worded that a box of rib- 
bons contained a dozen ribbons 
and a box of carbon paper a thou- 
sand sheets, and the price was by 
the ribbon and the hundred 
sheets. After the order was signed 
ii was checked with the buyer and 
rechecked, during which proce- 
dure these check marks became a 
figure four. Thus it appeared that 
the buyer had signed an order for 
41 dozen ribbons and 41000 sheets 
of carbon paper. The fine print- 
ing on the back of the order 
caused the legal department, al- 
though the trickery was discovered 
the day after the order was signed, 
to advise acceptance of the goods 
and payment of the bill. The mer- 
chandise was practically worth- 
less. 

A buyer for a large cotton goods 
house saw (with his own eyes) a 
carbon paper demonstrated. The 
operator (in this case the sales- 


writer sales. Maintaining a stock 
of machines for rental is an im- 
portant, prestige-building service. 
To make the handling of type- 
writers really worth while a repair 
aepartment is essential. 

Special services outside of our 
regular business, such as catering 
to the conveniences and needs of 
students, are desirable. For in- 
stance, we have a U.S. Postal sta- 
tion, local and long distance 
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telephones, a service of receiving 
and transmitting telegrams, a 
notary public, a package wrapping 
service, a rental library, a theatre 
ticket sales agency, and others. 
These are practically all non- 
profit producing. In fact, some do 
not even support themselves, but 
they emphasize the service idea, 
which is communicated to all ac- 
tivities of the business and is 
reflected in a steadily developing 
trade among students. 


Old Shell Game 


Grade-Marked Ribbons 
and Carbons Aid Distribu- 
tors in Selling on Quality 


Basis 


By ARTHUR G. WILSON 


Wilson’s Carbon Paper Co., Ltd., 
Los Angeles, California 














MR. WILSON 


man) could erase errors on all 
the copies by merely erasing the 
original. This operation so im- 
pressed the buyer that he traded 
in all the good stock he had and 
bought a year’s supply of the 
“wonder”. Then, to his consterna- 
tion, he discovered that a trick 
had been perpetrated. The dem- 
onstrator had merely hit the space 
bar four extra times, then erased 
over the blank space, then filled in 
the word “five”. There it was; no 
indication of the word “four”, 


which the demonstrator said he 
had erased; and of course there 
was no smear. That buyer became 
general manager for a large con- 
cern and is a prosperous, intelli- 
gent business man. 

A delivery in one of our eastern 
cities was made and supposedly 
1000 boxes of carbon paper were 
checked by the receiving clerk. Yet 
but 100 boxes remained on the 
shelves after the bill was paid. 
Four packages of 25 boxes each 
had made the rounds of the stock 
room and passed by the checker 
ten times. 

Other instances are too numer- 
cus to record, yet they make the 
shell game sink into insignificance. 
Modern purchasing methods, edu- 
cation, and finding out how it 
works, have almost eliminated 
these shell games in business. 


Trend Toward Identification 


Codes and laws have been tried 
and found wanting; but we finda 
growing tendency for the maker 
of good merchandise to protect his 
product by some form of trade 
mark, watermark, or identifica- 
tion. In so doing he protects the 
buyer and the ultimate consumer. 

The F. H. A. now demands grade 
marked lumber. Glass is now 
grade marked. Most wearing ap- 
parel is labelled. Paper is water- 
marked and in some cases the rag 
content is plainly shown. 

This movement on the part of 
manufacturers should eventually 
make laws and codes unnecessary, 
for the true value can be so con- 
clusively shown a buyer that there 
is no room for argument or ques- 
tion. 

The majority of carbon paper 
and ribbon manufacturers issue 
catalogues and price lists. Some 
mark each sheet of carbon paper. 
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Some grade mark each sheet. It 
is conclusive evidence of the value, 
if the manufacturer (who after all 
is the only one who _ knows) 
plainly marks and prices his mer- 
chandise. It is not reasonable to 
suppose that an article so priced 
at $4.00, is worth twice as much 
as one priced at $2.00? 

Distributors of carbon paper and 
ribbons should be able to demon- 
strate values; but when backed by 
grade-marked merchandise and 
authentic price lists issued by the 
maker, their products are rapidly 
emerging from the shell game 
tactics of the past. 

The idea that carbon paper and 


ribbons should be sold by price 
appeal, gained converts during the 
past decade; but permanency is 
far more important than price. 
The same vendors that stressed 
price have had and still have, high 
grade sheets in their lines. Per- 
manency can be easily demon- 
strated by placing a piece of car- 
bon paper, coated side down, on a 
piece of wet paper. If it bleeds 
purple—that is, leaves a purple 
stain on the wet paper—it would 
be well to expose a copy of the 
carbon paper to the sunlight, or 
just daylight. Comparisons can be 
made quickly if one-half of the 
carbon copy is put away, while 
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the other half is exposed to light. 

Comparisons of prices and quan- 
tity discounts of most of the car- 
bon paper and ribbon manufac- 
turers in this country reveal a 
surprising similarity. Competition 
is improving the better grades and 
the buyer is becoming suspicious 
of the vendor who keeps his best 
grades a secret, yet admits he has 
them when asked. Price only has, 
with the shell game, been rele- 
gated to the dark ages. 

The common law of business 
balance prohibits paying a little 
and getting a lot. It can’t be done. 
It is always best to buy quality 
first—then price. 


Comradery in Sales Contests 


How often should sales contests 
be conducted by the commercial 
stationer? When should the con- 
tests be held? What about the 
question of awards? 

The Industrial Printing and Sta- 
tionery Company, of Huntington 
Park, California, has answered 
these questions to its own Ssatis- 
faction—and with profit to both 
the house and its salesmen. This 
company conducts on the average 
of three sales contests annually— 
one in January and February, one 
in June and July, and one in Sep- 
tember and October. 

The first one is conducted at a 
time when business normally is 
good, and the thought is to make 
it better. At that time, the public 
is in a buying spirit, and the pur- 
pose is to make the most of it. 
The second contest is. conducted 
during the summer months, the 
dullest season of the year, and the 
thought then is to tone up this 
dull season as much as possible. 
The third contest is for the pur- 
pose of giving special impetus to 
the opening fall season, which fol- 
lows the opening of school, the 
closing of the beaches, and heralds 
the resumption of business at its 
regular stride. 

“However,” says H. A. Hirdler, 
office manager, “no good could 
come of a contest if an effort were 
not made to maintain good feeling 
and good fellowship. To do this 
it is necessary first of all to see 
to it that in every contest every 
salesman has a chance to win an 
award. If out of our nineteen 
salesmen only three could win, 
there would be great disappoint- 
ment. 


By J. EDW. TUFFT 


“Our method is to set what we 
consider to be a fair quota, and 
if the salesman reaches that quota 
he gets a cash bonus. We have 
found that the best method of 
establishing a quota is to take a 
man’s gross sales for the corre- 
sponding month of the past year, 
his average per month for the past 
year, and the amount that we feel 
he should sell. We add the three 
together and divide by three. That 
we feel makes a very fair quota. 
It makes room for varying condi- 
tions and is not wholly based on 
our ideas, which may be at times 
a bit over enthusiastic. 


“In most contests every man 
who makes his quota gets ten dol- 
lars in cash. The man who makes 
his quota first usually gets twenty- 
five dollars in addition to the ten 
dollars. There are likewise second 
and third prizes, always in cash. 


“Good feeling is sure to pre- 
dominate if everyone wins. 

“Contests of course, here as else- 
where, must have a feature value. 
That is, they must take on some- 
thing of the nature of a game. 
We have had mock football games, 
baseball games, horse races, and 
cross country races. We are care- 
ful to have a different angle if 
possible in each contest—perhaps 
a major stress on a certain article 
of merchandise or a certain com- 
bination of articles. 

“Sales meetings are held on 


Monday evenings from 7:30 to 
9:00. This has been found to be 
the best time and usually we have 
a 100 per cent attendance. An 
evening meeting, especially one 
held early in the week, usually 
means better attendance. Every 
sales meeting is a round table dis- 
cussion rather than an address by 
an individual. 

“No banquet or social event is 
necessary in closing a contest. 
Such events cost money that might 
better, we think, go into the total 
of the awards. By avoiding such 
costs we are able to make the cash 
awards large enough to be inter- 
esting. 

“In practically every contest we 
have ever held a majority, a large 
majority, of the salesmen have 
made their quotas and received 
cash prizes. More than that, most 
of the men have exceeded their 
quotas. 

“Contests are good for the house 
because they furnish a method of 
setting stakes, giving us something 
to aim at. They do the same thing 
for the salesman. They provide a 
means of creating enthusiasm and 
they help to make the work of sell- 
ing more interesting. They keep 
us all pepped up and on our toes. 
And when conducted in accord- 
ance with our plan they keep us 
all good natured.” 

The Industrial Printing and Sta- 
tionery Company operates in Long 
Beach and in Los Angeles as well 
as in Huntington Park. Office ap- 
pliances of all kinds are handled, 
with specialized attention given 
to steel office furniture. It is one 
of the largest concerns of the 
kind in the area. 








OFFICE 


WOOD & STEEL 








Furniture Cutouts Used on Floor Plans 


Prove a Profitable Service 


A COMPLETE office planning 
service involving the use of spe- 
cially prepared, scaled print floor 
plans, color sketches and demon- 
stration room settings has in- 
creased office furniture business 
an estimated twenty-five per cent 
in the last several years for the 
Rucker-Fuller Company,San Fran- 
cisco, Oakland and Sacramento. 

The service provided, one which 
enables the office manager to fully 
visualize his finished office before 
ever buying a piece of furniture, 
builds repeat business by provid- 
ing for customer satisfaction and 
also leads to a great many related 
equipment sales. In about fifty 
per cent of the offices where plan- 
ning surveys are made, the com- 
pany is able to put in 100 per cent 
installations—filing cabinets, in- 
dexes and so on. In showing the 
manager where he can improve 
efficiency by a rearrangement of 
floor space, the salesman has a 
logical opening for talking equip- 
ment. 

Where a customer contemplates 
a move, the planning work starts 
before the new office is actually 
selected. The salesman suggests 
that the company planning expert 
survey the old location and see 
whether an improved arrange- 


ment might make the proposed 
expansion unnecessary. In a good 
many cases, such surveys have 


Working and Counseling 
with a Prospect from the 
Time a Removal or Expan- 
sion Ils Contemplated Until 
the Activity ls Completed 
Increases Rucker-Fuller 


Volume Substantially 


By LUCIUS S. FLINT 


saved customers a heavy increase 
in overhead. Rearrangement of 
the old office sometimes means a 
complete change in locations of 
departments — maybe even a 
change in partitions. 

One of the first changes usually 
made in the old office which is to 
be re-arranged is to centralize the 
filing department and make it 
easily accessible. Second, the plan- 
ning expert gets a full report on 
routine in the particular office and 
from this develops an efficient 
traffic circulation plan. The de- 
partments which work the most 


closely together are placed near 
each other. Offices through which 
work flows in succession are placed 
in a row—to provide for a line 
production arrangement. Where a 
considerable number of people 
move back and forth between two 
departments, a wide aisle is left 
tc accommodate this traffic. Else- 
where, an aisle may be narrowed. 


The Planning Expert Gets on 
the Job 


With a new concern or where a 
company has found expansion ab- 
solutely necessary, the planning 
expert first gets either a scale 
drawing of the space or goes in 
and measures it. In the latter 
case, a scale drawing is made up 
on tracing paper—showing every 
detail, even to breaks in the walls, 
radiators, wash cabinets and so 
on. In the case of a particularly 
complicated office, this drawing is 
marked off into scaled squares, 
each scale representing a foot or 
more, depending on the scale. 
Thus, it is possible to examine 
every foot of space at a glance in 
planning the layout — without 
making individual measurements. 
The usual scale is one-fourth inch 
to a foot. 

From the original drawing, the 
company has a black and white 
print made—by the blueprint pro- 
cess but with black lines on white 
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paper. This print is pasted onto a 
sheet of mount board. Then rep- 
resentations of desks, chairs, files 
and other items are cut out of 
light-weight card stock and at- 
tached to the layout in the posi- 
tions the planning expert believes 
they should occupy. Each card 
cutout is carefully made to scale 
and is fastened to the solidly- 
backed layout with a thumbtack 
so that it is easily removed. Fin- 
ally, a paper cover is fastened over 
the edge of the board to fold over 
the top of the layout and keep it 
always presentable. 

Thumbtacks having heads of a 
variety of colors are used. Green 
tacks usually represent files. An- 
other color represents an oak desk, 
a third a walnut desk. In certain 
cases, different colors may be used 
to represent the furniture in each 
department. 


Indicate Changes Without Damage 
to Drawing 

Thus, when the finished layout 
is submitted to the customer, it 
gives him an exact picture of what 
the office will look like—and yet 
one in which he can make changes 
without damaging the drawing. If 
he wants a desk or a chair turned 
around or a piece added or taken 
out here or there—or the whole 
office rearranged—he can indicate 
those changes merely by pulling 
thumbtacks and moving cutouts. 
In the days before this plan was 
used, thoughtless customers would 
sometimes mark up a drawing so 
much that it was almost unintelli- 
gible and had to be done over 
again. 

When the layout has been fin- 
ally approved, the office furniture 
company draws in the furniture 
and equipment on the black and 
white print and has several blue- 
print copies made of the complete 


drawing. These are turned over to 
the telephone, buzzer and lighting 
people to aid them in advance in- 
stallation work. This little extra 
service has created a remarkable 
amount of good will. 

With large jobs, the company 
takes exceptional pains to make 
the drawings pleasing in appear- 
ance. Oftentimes, the colors to be 
used in the walls are shaded in. 
And, sometimes the plans are 
mounted on three ply wood in- 
stead of paper mount board. 

Occasionally, the planning serv- 
ice brings a larger sale than would 
otherwise be made. Again, it may 
bring a smaller one. But, it always 
provides for perfect customer sat- 
isfaction. If the space available 
won’t permit the size desk the cus- 
tomer has planned on, a smaller 
one is sold. In same cases, it has 
been necessary to order specially 
made furniture to house an office 
in the space available. 

An even more elaborate plan- 
ning system is used on executive 
offices. First, the company ascer- 
tains the extent of the financial 
outlay the customer is willing to 
make on his private office, what 
equipment and furniture he needs 
and what colors and furniture 
styles appeal to him. With this in- 
formation, a staff artist retained 
for the purpose, makes up a com- 
plete colored drawing showing 
furniture, walls, drapes, floor cov- 
ering, lighting and so on. 

If the customer likes the sketch, 
a demonstration setting of the 
furniture is arranged in one of a 
group of rooms built for this pur- 
pose in the San Francisco store. 
One of the seven rooms in this 
group, including three with con- 
necting doors which can be ar- 
ranged as a Suite, approximates 
practically every type of executive 
office. One large fifteen-foot by 
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twenty-two foot room can either 
be used for a large executive office 
or a director’s room. The others, 
each one different, are graduated 
down in size and shape. 
Normally, these display rooms 
are devoted to complete setups of 
the several most popular types of 
executive offices. But, whenever 
necessary, the standard display is 
moved out of one room and other 
furniture put in and arranged just 
as indicated in the color sketch. 


Large Volume in Executive 
Furniture 


Because of the exceptionally 
complete stock of executive fur- 
niture carried and the attention 
devoted to this line, the Rucker- 
Fuller Company’s total furniture 
volume is to a great degree com- 
posed of executive office goods. 
One of the first office furniture 
companies to feature’ colored 
leather, mohair and friese in ex- 
ecutive chairs, the company does 
a remarkably diversified business. 
Included in the Rucker-Fuller ex- 
ecutive stock is furniture of al- 
most every period and in num- 
bers of upholstery colors. One en- 
tire floor and part of another in 
the San Francisco store are de- 
voted exclusively to executive 
goods. The complete display here 
is continuously changed so that 
the floor is always kept interest- 
ing in appearance to salesmen 
and customers alike. 

As an additional means of help- 
ing the customer plan his office— 
the private office particularly—the 
company has an elaborate photo- 
graph album showing numerous 
representative installations. The 
customer who has little idea what 
he wants can take the book home 
for an evening and decide what 
appeals to him. Even though he 
doesn’t want to duplicate any of 
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This impressive battery of Automatic expanding and compressing files was recently installed in the office of 
the Royal Liverpool Group, San Francisco, Calif., a leading west coast insurance firm, by the M. G. West Com- 
pany, of that city, who are the local representative of the Automatic File and Index Company. Twenty-four 
letter size and two legal size standard grade 5-drawer files comprise this installation. Interiors of the expand- 


ing drawers were provided according to the customer's specifications. 


This photograph was taken at the 


factory at Green Bay, Wisc., just prior to shipment. 
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the offices shown, his comments 
give the planning expert some- 
thing to go on in getting up a 
color sketch. 


Decorative Service Included 


Customer satisfaction with the 
planning service has led to the de- 
velopment of an additional profit- 
able line—a decorative service. 


After seeing the care with which 


their problems are worked out, 


many customers want to turn over 
the complete office furnishings 
and decorative job to Rucker- 
Fuller. 

In such cases, the company in- 
cludes in its plans, all draperies, 
floor coverings, lighting—occa- 
sionally even marble work. Since 
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volume on this business is small, 
lighting, marble work and other 
jobs of that type are sub-con- 
tracted. Floor coverings and drap- 
ery installations are made by the 
company. 

The planning service is under 
the capable direction of J. C. Mc- 
Quilkin and W. E. Ristenpart, 
vice-presidents of the firm. 


Office Modernization Plan Sells 


Entire Furniture Lots 


A WELL-PLANNED merchan- 
dising arrangement, plus the facil- 
ities of expert office-systems de- 
signers, is bringing excellent re- 
sults in furniture sales for the 
Keith Safe Company, Denver, 
Colo. Several years ago, A. A. 
Keith, owner and president of the 
firm, became convinced that the 
road to better and more consistent 
office furniture selling lay in re- 
lated or planned groups and has 
built his business steadily on that 
basis. Although the Keith com- 
pany is always glad to sell single 
pieces of furniture, the accent is 
consistently on efficiently grouped 
entire lots, planned to fit the par- 
ticular office which purchases it. 

The actual sales arrangement 
of the Keith firm rests on a pros- 
pect-file system developed by the 
five outside salesmen who cover 
downtown Denver. There are five 
major districts, comprising most 
of the business area from Broad- 
way to Arapahoe, nine blocks in 
which ninety per cent of offices are 
concentrated. Approximately 320 
office buildings come within the 
plan, and all are steadily solicited 
on the complete-installation idea. 


Each Salesman Knows His 
Territory Thoroughly 


Each of the five outside sales- 
men is an expert with his own 
territory, and can tell within a 
few months the approximate age 
of all furniture in any given of- 
fice. In addition, the salesmen 
familiarize themselves with busi- 
ness conditions in all offices, and 
keep a file on each, which pro- 
vides a “gold-mine” of informa- 
tion for use in selling. For exam- 
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ple, in the case of highly seasonal 
businesses such as _ seed stores, 
which realize their best volumes 
during the spring, the salesmen 
begin their selling drives immedi- 
ately upon the first day of sum- 
mer. With the estimated cost of 
furnishing an office ready to hand, 
all preliminary work accom- 
plished, and knowledge that the 
prospect has funds for moderni- 
zation, a high productive average 
of sales has been reached. The 
same procedure is followed in any 
business which has short and 
highly profitable seasons. All sales- 
men make routine calls for the 
purpose of planning an office setup 
most likely to appeal to the pros- 
pect, and have complete informa- 
tion ready to hand when the time 
comes for actual selling. 


Furniture Stock Is Large 


In backing up the Keith repu- 
tation for efficiency in providing 
handsome and workable office lay- 
outs, the store has one of the 
largest assortments of office equip- 
ment west of the Mississippi. 
Desks, files, chairs, record systems 
and complete filing equipment 
make it possible literally to “tai- 
lor” the furniture to the office. 
With this merchandise, it is pos- 
sible completely to furnish an 
office, or add to equipment within 
a day’s notice. All salesmen carry 
charts and photographs which 


show each piece in a variety of po- 
sitions, which is helpful in giving 
a prospect an idea of what can be 
accomplished. 

Any member of the sales force 
is qualified to make recommenda- 
tions for improving the efficiency 
of an office setup. In addition, 
Mrs. Harriet Scanlon and Mr. 
Keith himself are often called for 
consultation. The _ preliminary 
steps are measuring ventilation, 
lighting, freedom of movement, 
number of steps required to make 
a routine business effort and the 
amount of labor required to use 
various files. 


Plan Suggested for Use By 
Average Office 


For example, in an average office 
of fourteen by eighteen feet, with 
an enclosed executive office and 
desks for three clerks, the Keith 
salesmen first plan for ventilation, 
making sure that no furniture can 
obstruct air currents. The type of 
work carried on in the office is the 
next important consideration. If 
a great deal of visual labor is rou- 
tine, the Keith company makes 
recommendations for lighting 
changes, and arranges furniture 
to get the maximum of light per 
window. All this kind of assistance 
is given as part of Keith service, 
and often effects considerable sav- 
ings in operating expense. 

Advertising the service has 
brought wide results. A telephone 
call brings a Keith man to estim- 
ate, or rearrange any office with- 
out charge. Service of this type 
has built goodwill which is cer- 
tain to be translated into later 
profits. 





Recent Furniture Installations 
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GF FILES AND FURNITURE IN LARGE INSTALLATIONS.— 


Above at the left is the general filing department and above 
at the right is a private office in the claim department of the 
Insurance Company of North America, whose offices are 
now equipped with General Fireproofing Company furniture 
throughout. This installation was made recently through the 
cooperative effort of T. T. McCarthy, manager of the GF 
Philadelphia branch, E. R. Dungan, GF manager at San Fran- 
cisco, and Mr. Dungan’s assistants, R. B. Hogan and J. S. 
Sheldon. The installation includes desks, files, aluminum 
chairs, and miscellaneous equipment. 

















At the right is pictured part of an installation of GF five- 
drawer Super-Filer cabinets. Shown is the second floor file 
room of Royal Neighbors of America, Rock Island, Ill. The 
original contact was made by the Byers Office Equipment 
Company, Davenport, Iowa, who made a convincing dem- 
onstration a short time ago. The problem was so extensive 
that the factory experts were called into service and helped 
to make a complete survey of the special filing requirements 
of the Rock Island organization. The Super-Filer installation, 
housed on the second and third floors of the Royal Neighbors 
office building, relieved an over-crowded condition and pro- 
vides for considerable expansion without the purchase of 
additional equipment. 

















DIGNITY AND SIMPLICITY IN THIS 
WEIS INSTALLATION.—The photograph 
shows only a part of the Weis Manufac- 
turing Company’s sectional bookcases 
recently installed in the Lincoln room of 
the Lincoln Memorial University at Har- 
rogate, Tenn., near the Cumberland Gap. 
The striking feature of the installation is 
the manner in which the dignified sim- 
plicity of the bookcases fits in with the 
general atmosphere of the room with its 
many pictures of Abraham Lincoln and 
framed historical documents pertaining 
to the assassinated president's tenure of 
office. 











EDITORIAL 


N. T. O. M. D. A. Grows in Importance 


@¢ A complete report of the Thirteenth Annual 
Convention of the National Typewriter and Office 
Machine Dealers Association, held in New York 
City, July 25 to 27, is presented in this number 
Of OFFICE APPLIANCES. 

One who gets the full significance of this re- 
port will perceive the increasing importance of 
the National Typewriter and Office Machine 
Dealers Association. The subjects discussed are 
indicative of the position of confidence and 
influence to which it has attained in the in- 
dustry. 

This journal has long conceived for this asso- 
ciation such a position. For here is a logical 
division of the office equipment field—a separate 
entity, in that it accentuates the business 
machine, focusing attention upon the methods 
and problems of office machine distribution. 

There is a very definite need for the associa- 
tion. It has its aims and objectives. It is per- 
forming a constructive service. And is making 
progress both in achievements and membership. 
Thus presaging a future of even greater service 
to the industry. 
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N. S. A. Convention Next Month 


@@ Next month Chicago will again be host to 
The National Stationers Association Annual Con- 
vention—September 26, 27, 28 and 29. 

Members of the industry here are combining 
all possible efforts to assist the national organ- 
ization in making the approaching convention 
eclipse the Chicago assemblies of the past two 
years. Their experience attained in entertain- 
ing the 1936 and 1937 conventions admirably 
qualifies the Chicagoans for their role as hosts 
for the third consecutive time. A distinction 
fittingly accorded to the birthplace of the 
N.S. A., and the meeting place where attendance 
and exposition records have reached their high- 
est peak in the association’s history. 

Commercial stationers the country over will 
do well to make plans now to attend the Chi- 
cago convention. A single idea obtained here 
may, when put to work in the dealer’s business, 
far more than pay expenses of the trip. And 
there will be innumerable ideas disseminated at 
every days’ session. 

National headquarters announces a new type 
of program for this year’s convention, which 
will cover virtually all operating functions of 
the stationery business. Comprehensive in scope 
and practical in treatment, the general outline 
will include helpful talks under the following 


headings: The Stationer as a Professional Man 
—as an Engineer—as a Service Man—as a 
Manager—as a Salesman—as a Fair Trader—as 
an Accountant—as a Business Man. 

The product exhibits of the concurrent ex- 
position likewise bid fair to outdo the preceding 
shows. Demands for display space have taxed 
to the limit the capacity of the Palmer House 
exhibition hall. A colorful exposition of the in- 
dustry’s manufactures—and an inspiring pro- 
gram beckon the stationer to Chicago! 





Planning for Holiday Sales 


@¢ In contemplating the merchandising pro- 
gram for the approaching seasons, particularly 
those activities requiring longer range planning, 
thoughts will include plans for holiday sales. 
Before getting into the mechanics of selling 
methods, it will be wise to consider the poten- 
tialities for making this seasonal business com- 
pensate for the normal reduction in volume of 
sales on certain lines during the month of 
December. 

The dealer may add to the opportunities of 
the Christmas season by concentrating upon a 
wider number of lines than those which have 
been habitually regarded as gift merchandise. 

The article in this issue entitled ‘“Coordi- 
nated Advertising Increases Christmas Busi- 
ness” tells how one enterprising commercial 
stationer employed the idea last year, with re- 
sults that substantially increased his December 
and holiday volume above the preceding year, 
despite less favorable retail business conditions. 
The article will be an inspiration to those who 
are planning in advance of the season. 





Story of the Advertiser 


@¢ Those who attach value to the development 
and experience of advertising in the decades 
past will find “a document to illuminate the 
future” in the fiftieth anniversary number of 
Printer’s Ink, published as section 2 of the July 
28 issue of this renowned “journal for adver- 
tisers.”” The 472 page volume is devoted to “the 
story of the advertiser.”’ It is a graphic portrayal 
of how the manufacturer during various pe- 
riods of the past half century “established con- 
tact with the consumer and shortened the time, 
distance, and cost between the factory and the 
market place.”” How he learned to sell greater 
quantities of goods at lower prices. From vol- 
uminous records, the editors have clearly 
presented the movements of marketing and 
merchandising through the several periods of 
modern history, showing the underlying forces 
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that influenced their course. Hence, the work 
has great value as an abridged record. And 
especially as a “basis for a renewed under- 
standing—sometimes badly needed in these 
turbulent days—of the fundamental workings 
of advertising and the related arts of salesman- 
ship.” 
jaime inti 


Swiss Trade Agreement Beneficial 


@¢ In approbation of the American trade 
reciprocity program, the June number of 
“Worldservice,” issued by the Worldservice Pub- 
lishing Company, Ltd., Zurich, Switzerland, 
contains a statement made by Congressman 
J. Burrwood Daly of Pennsylvania in the House 
of Representatives, on May 10, calling attention 
to the benefits to many lines of industry result- 
ing from the reciprocal trade agreement between 
the United States and Switzerland. 

Mr. Daly pointed out that the agreement went 
into effect on February 15, 1936. Switzerland 
granted definite or liberalized quotas on 19 
typical American products, reduced its duties 
on 10 products, and bound its duties against an 
increase on 19 products. Among the commodi- 
ties benefiting are office machines. 

“During 1937, the first full calendar year 
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under the reciprocal trade agreement with 
Switzerland,” Mr. Daly said, “the United States 
advanced from fifth to third place as supplier 
of the Swiss market. Swiss imports from the 
United States in 1937 were valued at $29,- 
000,000, an increase of 28 per cent over 1935, 
the calendar year prior to the agreement. Swiss 
imports from countries other than the United 
States in 1937 showed a loss of about 1 per cent 
in dollar value compared with 1935.” 

Increased purchasing power for American 
goods in Switzerland resulting in part from the 
ability of Switzerland to sell a larger volume of 
its products in the United States was cited by 
the congressman as a stimulant to Swiss im- 
ports of commodities from this country. 

“Since March 4, 1933, when the Honorable 
Cordell Hull assumed the duties of the office of 
Secretary of State, more than twoscore of simi- 
lar agreements have been made with foreign 
nations and each one has been of signal benefit 
to the United States,’ Mr. Daly said in opening 
his speech. “The good-neighbor relations have 
been established with most of the countries of 
the world,” he continued, “and amicable rela- 
tions have been entered into that will go far 
toward the maintenance of peace.” 


HERE AND THERE 


GIVES OLD TYPEWRITERS TO dered mightily. 


For Bill knew he 


Friden Calculating Machine Com- 


HISTORIC COMMITTEE 


Previous to a big Fourth of July 
celebration, which was combined 
with an annual Pay Dirt Pow-Wow 
and an historical celebration, Boul- 
der, Colo., opened what was called 
the "Historic Village,'' a display of 
historic articles arranged in booths 
to segregate one type of articles 
from another. 

One display that attracted much 
interest was arranged by Harry 
Herkert, of the Herkert's Typewriter 
Exchange. It consisted of very old 
makes and models of typewriters 
and adding machines that Mr. Her- 
kert had collected during his many 
years in business in Boulder. 

When the Historic Village was 
closed, Mr. Herkert received men- 
tion in the editorial columns of the 
Boulder ''Camera'’ when he pre 
sented the entire display to the his 
toric committee.—BART 





THE GOFF DISCOVERS THE GOFF 

William (Bill) Goff, of Milwaukee 
reads Office Appliances, (adv.) 
pretty regularly and when he read a 
story of a business show staged in 
Madison, Wis., by Bill Goff he pon 


hadn't been in Madison since Ge- 
ronimo surrendered and was jailed 
at Fort Sill, Oklahoma. So Bill de- 
cided to do a little plain and fancy 
investigating. 

Arriving at Madison he checked 





“BILL GOFF, MEET BILL GOFF!’’— 
Bill Goff of Madison, Wis. (left), didn’t 
know Bill Goff of Milwaukee, Wis. 
(right), and Bill Goff (right) didn’t 
know Bill—oh, read the story! 


up on the local office equipment man 
to whom he was presented. 
"Hello,"’ said the local o.e.m. 
‘I'm Bill Goff." "Oh yeah?" yeahed 
Bill from Milwaukee. ‘You're mis 
taken, brother, I'm Bill Goff. I'm the 
state distributor at Milwaukee for the 


pany and I've got an office at 342 
North Water street." 

"Tut tut, my friend,’’ replied Bill 
of Madison. "'l'm Bill Goff and | am 
the local representative of the Yaw- 
man and Erbe Manufacturing Com- 
pany, The Boorum & Pease Com- 
pany, DoMore Chair Company, 
Darne!l Casters, Ediphone dictating 
equipment, Victor adding machines, 
and | represent Friden, too." 

And the strange part of it is that 
the Bill Goffs are in the same busi- 
ness, are the same age, weight and 
height and are both handsome. 

Bov, page Bob Ripley. 





FOGG TO HEAD EXCHANGE 
CLUB 

Fred W. Fogg, district manager 
at Minneapolis for the Royal Type- 
writer Company, Inc., last month 
won congratulations from friends 
and business acquaintances when he 
was elected president of the Minne- 
ar lis Exchange Club. 

Since taking over the Minneapolis 
office four years ago Mr. Fogg has 
became increasingly active in such 
organizations as the Exchange Club, 
Athletic Club, Association of Com- 
merce and other civic bodies. 
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OFFICE APPLIANCES 


MURAL DEPICTING 
CHRISTOPHER LA- 


THAM SHOLES AS 
"THE EMANCIPATOR 


OF WOMEN.''—The 
original appears on a 
wall in the courtroom of 
Judge John C. Karel of 
Milwaukee. Judge Karel 
chose the mural because 
he felt that it appropri- 
ately honored a Milwau- 
kee citizen ‘who had 
done something for hu- 
manity."' (Reprinted with 
permission from the 
Remington Broadcaster 
for July 15, 1938. See ar- 
ticle on opposite page.) 
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Glidden vs. Sholes 


Note.—This interesting article is 
reprinted with permission from the 
July 15, 1938, issue of the Reming- 
ton Broadcaster, published by 
Remington Rand, Inc., Buffalo, 
N. Y. It was prefaced by the ap- 
pended author’s note: 

“To the Broadcaster Editor: The 
following article is based on orig- 
inal research. I believe it to be 
interesting because of the light 
it throws, not only on the relative 
contribution of Sholes and Glid- 
den to their joint invention, but 
on the view taken of the impor- 
tance of the invention itself, in 
the city of its origin.” 


As IN the case of most other 
important inventions, there is 
room for some difference of opin- 
ion in regard to the degree of 
credit due the several individuals 
who participated in the develop- 
ment of the typewriter. There has 
been a tendency, however, to make 
Christopher Latham Sholes the 
chief figure of the group who 
brought this invention to its first 
practical stage. 

When the handsome Court 
House, erected in Milwaukee, Wis- 
consin, at a cost of $10,200,000, 
was opened in March, 1914, it pre- 
sented to the eye of the public a 
striking memorial in honor of the 
inventor of the typewriter. A 
celebrated mural artist, Francis 
Scott Bradford, had been engaged 
to paint 25 panels; and when the 
Art Committee asked Judge John 
C. Karel for directions in regard 
to the mural for his courtroom, he 
chose one commemorating the in- 
vention of the typewriter, on the 
ground that it would be appropri- 
ate to honor in this way a citizen 
of Milwaukee “who had done 
something for humanity.” It had 
been suggested to him by Frederic 
Heath, then and still a member of 
the Board of Supervisors of Mil- 
waukee County, that the inventor 
of the typewriter was the one man 
best qualified to fulfill these con- 
ditions. 


Symbolic Mural 


Through the courtesy of Judge 
Karel a photograph of the above- 
mentioned mural has been fur- 
nished (see opposite page) to 
serve as an illustration of this 
article. The inventor is shown 
presenting a typewriter to a 
woman, symbolizing the benefits 


By THOMAS FARRELL 
Jersey City, N. J. 


conferred upon her sex, through 
increased opportunities for earn- 
ing a livelihood. The child’s fig- 
ure in the foreground conveys the 
thought that children share in 
these benefits since their mothers 
and sisters are better able to sup- 
ply their wants. Judge Karel says 
the face of the inventor as shown 
in the mural is a good likeness 
of Mr. Sholes and the female fig- 
ure represents his daughter. 


Sholes Deserves Honors 


No doubt Mr. Sholes richly de- 
served all the honors which have 
been paid to his memory; but 
there is good reason to believe 
that his co-worker, Carlos Glid- 
den, has not been adequately re- 
membered. On March 21st of this 
year the Milwaukee Journal 
printed an interview with Glid- 
den’s daughter, Miss Jennie Glid- 
den, a retired school teacher, of 
No. 729 North Eleventh street, 
Milwaukee, in which she asserted 
that her father “had had his 
models far enough along so that 
they worked fairly well when he 
told Mr. Sholes about them” and 
invited him to codperate in the 
work. 

And evidence of a more impar- 
tial nature is not lacking. Faith 
Van Valkenburgh (Mrs. Charles 
Atwood) Vilas of Rye, N. Y., a 
well known poet and dramatist 
has in her possession a diary kept 





Readers will recall that the 
Milwaukee Public Museum now 
houses in permanent quarters, 
the extensive collection of old 
and new typewriters and a 
multitude of pertinent histori- 
cal documents concerning the 
development of the writing 
machine, all gathered by Al- 
derman Carl P. Dietz of Mil- 
waukee. The original working 
models produced jointly by 
Sholes and Glidden have fea- 


ture locations in the display. 





by her late father, Franklin Butler 
Van Valkenburgh, Esq., long a 
member of the law firm of Waldo, 
Ody & Van Valkenburgh of Mil- 
waukee, in which the following 
passage occurs: 


Credits Glidden 


“The TYPEWRITER was in fact 
invented by CARLOS GLIDDEN, 
at the time a student in our 
office, and afterwards a practicing 
lawyer in our city, and I saw the 
first one ever made, as well as the 
first attempt at making it; GLID- 
DEN often told me that it was 
seeing his future partner, C. Lat- 
ham Sholes, paging a book, that 
suggested the idea of the machine, 
all of the types of which should 
strike in one place, and of moving 
the paper to meet the type. The 
first machine which I often saw, 
was as crude a bit of mechanism 
as any school boy ever created 
with his jack knife and a bit of 
string and wood, but the idea was 
there. This was a small square 
concern with roughly whittled 
wooden levers and wrapping- 
twine attachments, made in the 
first instance with a view to mov- 
ing the type back and forth to 
meet the paper, but he immedi- 
ately hit upon the idea of a cen- 
tral point, where all the type 
should strike, and then the Type 
Writer was an assured thing. 
After that with the aid of Klein- 
stuber and Densmore, the firm of 
SHOLES & GLIDDEN perfected a 
machine which did the desired 
work after a fashion and then 
they interested the Remingtons in 
the work, and it became a world 
known success and necessity.” 


Matter of Personality 


All of the above does not indi- 
cate that Sholes claimed too much 
credit for his own work and 
minimized the importance of his 
partner’s contribution to their 
joint production. It simply means 
that his personality has impressed 
itself somewhat more strongly on 
the public mind and has in a 
measure caused him to over- 
shadow the merits of his col- 
league. Both should be honored 
by future generations — and Glid- 
den’s name should not be given 
less praise than that of his part- 
ner, especially in view of the fact 
that he seems to have initiated 
the enterprise which has since 
led to such remarkable results. 














N. T. O. M. D. A. CONVENTION GROUP BEFORE ADMINISTR ATION BUILDING OF THE NEW YORK WORLD'S FAIR 


Complete Story of Greatest 
Typewriter Dealers Convention 


NEW YORK MEETING TOPS ATTENDANCE RECORDS—FEATURES FAIR TRADE, SALES AIDS 


cites upon the records of the 
Thirteenth Annual Convention of 
the National Typewriter & Office 
Machine Dealers Association, in 
the closing session of its intensive 
three-day meeting held in New 
York City, July 25, 26, and 27, 
was this declaration unanimously 
adopted—‘‘the most successful con- 
vention yet held.” No doubt the 
delegates were mindful of the high 
merit of past gatherings. But the 
association was measuring up to 
its progressive stride of recent 
years, and a number of features 
made this convention noteworthy. 

Fair Trade was its keynote. Co- 
Operation among dealers and man- 
ufacturers, the dominating pur- 
pose. Diversity spiced the pro- 
gram. Constructive action, the re- 
sult. And cordial Knickerbocker 
hospitality was the moving spirit 
oi the hosts. It was a happy, 
profitable gathering. 

High point of the entertainment 
program was a preview of the 1939 
World’s Fair, touring the grounds 
of New York’s coming gigantic ex- 
position. 

Upon Lamont H. Wood, forth- 
right leader and _ organization 
builder of Kansas City, Mo., the 
association for the first time in its 
history bestowed the honor of 
electing a member to a third con- 
secutive term as president. Hav- 





National Typewriter & 

Office Machine Dealers 

Association Convention, 

Held July 25 to 27, Names 

Lamont Wood Chief Third 

Time—Picks Cleveland for 
1939 Meeting 


Special Convention Section starting 
on this page presents the texts of 
N.T.O.M.D.A. addresses and reports 


ing previously served a _ Single 
term, this will be Mr. Wood’s 
fourth time as head of the N.T.O. 
M.D.A. 

The official registration totaled 
213 typewriter and office machine 
dealers, manufacturers’ represen- 
tatives, and guests from various 
sections of the country who regis- 
tered for the entire convention. A 
considerable additional number 
registered for separate parts of 
the program. Registration break- 
down revealed over 103 dealers 
present, 62 representatives of 


manufacturers, and 42 ladies other 
than those active in the field. The 
annual banquet on the closing 
night was attended by approxi- 
mately 400 members and guests. 

There was in evidence a definite 
and sincere effort to make the 
convention a constructive business 
meeting. The full program made 
necessary holding to the schedule 
as closely as possible, so that the 
various subjects might be pre- 
sented and time permitted for dis- 
cussion. The able speakers cov- 
ered many office machine dealer 
problems and opportunities for in- 
creasing their profitable business. 

Achievements reported for the 
year centered chiefly upon the 
commendable work of the asso- 
ciation in its efforts to get the 
portable typewriter manufactur- 
ers signed up under the Fair 
Trade Acts of the various states. 

The dealers adopted a resolution 
unanimously placing the associa- 
tion on record in favor of the Fair 
Trade Acts, and urging the port- 
able typewriter manufacturers as 
soon as possible to put their ma- 
chines under the Fair Trade laws 
in all the states. They also re- 
quested the manufacturers. to 
make their Fair Trade Contracts 
prevent the use of their products 
in “combination sales,” in which 
a machine protected by a Fair 
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Trade Act is lumped with an un- 
protected item at a cut rate. 

In another resolution, the deal- 
ers also voiced their desire to have 
all manufacturers and factory re- 
builders place their typewriters 
under protection of the Fair Trade 
laws. 

The convention heartily re- 
ceived announcement of the grow- 
ing membership of the association 
revealed in the report of Secretary 
J. Paul McWilliams. During the 
past year, the membership roll in- 
creased 100 per cent. Figuring 
this splendid gain with the 300 per 
cent increase reported at the Cin- 
cinnati convention, the total 
makes an increase of 700 per cent 
in the last two years. 

A movement in the direction of 
further expansion and extension 
of the benefits of the association 
took form in a resolution concern- 
ing district associations. The 
N.T.O.M.D.A. officers were _ in- 
structed to further encourage or- 
ganization of additional district 
associations that will affiliate with 
the national association. A wel- 
come was also extended to such 
associations that are now ready 
to come into the national body. 

President Wood announced that 
he intends organizing the United 
States and Canada into 14 dis- 
tricts, appointing a governor for 
each. “This is being done,” he 
said, “in order that your associa- 
tion may be in a position to serve 
you better and learn exactly what 
is wanted by the dealers as a 
whole.” His announcement was 
made in a bulletin following the 
convention. 

A round of applause greeted 
Mrs. Jessie Taylor’s report of the 
substantial condition of the treas- 
ury. The association finished the 
year with a balance of over $1900 
in cash on hand, a gain over that 
of a year ago. 


Officers and Directors 


Elected with President Lamont 
Wood for the coming year, John 
Loser, of Noiseless Writing Ma- 
chine Service Company, New York, 
was named vice-president. Mr. 
Loser succeeded the late Louis 
Neuberger, of New York, whose 
death during the year left a va- 
cancy in this office for the re- 
mainder of the term. 

Mrs. Jessie I. Taylor, of New 
York, was unanimously chosen to 
continue her valuable services as 
treasurer. 

J. Paul McWilliams, of Kansas 
City, will go on functioning as co- 
worker with Mr. Wood in his effi- 


cient capacity of executive secre- 
tary. 

The convention elected five new 
members to the Board of Direc- 
tors, returning the fifteen named 
in 1937. The new directors are the 
following: 

John Loser, Noiseless Writing 
Machine Company, New York, 
N. Y.; James J. Sheehan, The Of- 
fice Appliance Company, Provi- 
dence, R. I.; Irving Ritchie, Ad- 
dressing Machine & Equipment 
Company, New York, N. Y.; E. W. 
Hall, E. W. Hall & Company, Seat- 
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tle, Wash.; and Gerald Martineau, 
of Quebec, Canada. 


The directors re-elected are 
given below: 

Theodore Schafer, United Type- 
writer Company, New York, N. Y.; 
J. S. Morse, Morse Typewriter 
Company, New York, N. Y.; C. D. 
Bills, Typewriter Sales & Service 
Company, Washington, D. C.; 
William T. Corney, Thomas & Cor- 
ney, Ltd., Toronto, Ont., Canada; 
James P. Ward, Sr., Shipman- 
Ward Manufacturing Company, 
Chicago; Elmer Young, Young Of- 
fice Equipment Company, Chi- 
cago; Samuel Hutter, Check 
Writer Company, New York, N. Y.; 
William F. Clausing, International 
Typewriter Exchange, Chicago; 
R. H. Preston, Preston Typewriter 
Company, Knoxville, Tenn.; Frank 
Marin, Typewriter Sales & Service 
Company, Chicago; Irwin Vincent, 
Western Typewriter Company, To- 
peka, Kans.; Harry E. Russell, Of- 
fice Equipment Company, Des 
Moines, Iowa; G.S. Cambias, Cam- 
bias Typewriter Exchange, New 
Orleans, La.; H. J. Williams, Iowa 
Supply Company, Iowa City, Iowa; 
and F. C. Waltz, Waltz Typewriter 
Company, Cincinnati, Ohio. 

Twenty manufacturers and sup- 
pliers codperated in making the 
convention profitable by their at- 
tractive exhibits, adjacent to the 
meeting place in the Hotel New 
Yorker. All of the typewriter man- 
ufacturers also kept open-house at 
their various official headquarters 
in the hotel. Participating in the 
reception to the dealers, the of- 
ficers of these companies visited 
their headquarters from time to 
time during the conclave. 

Chairman Samuel Hutter and 
his associates on the convention 
committees more than made good 
their promise to the convention- 
ites of “Three days of education” 
and “Three night of fun.” As the 
saying goes, they served it up in 
scripture measure. The visitors 
were one in their praise and ap- 
preciation of the hard work of the 
committeemen and members of 
the New York association. 


Monday Morning Session 


Following registrations Monday 
morning, amid the greeting of old 
friends and making new ones, the 
first session of the convention 
opened — with Samuel Hutter, 
1938 Convention Committee chair- 
man, presiding. 

Mr. Hutter explained that it was 
necessary to change the order of 
the program slightly while they 
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were awaiting the arrival of the 
representative of Mayor F. L. La 
Guardia, who was to present the 
welcome to New York City. 

The chairman then proceeded 
with introduction of John Loser, 
president of the Office Machine 
Dealers’ Association of New York, 
who welcomed the delegates in 
behalf of his organization. Mr. 
Loser opened with a clever little 
speech offering the “Typewriter 
Keys of the City,” and finishing 
with a note of sincerity. 

Lamont Wood was then intro- 
duced as “one of the hardest 
working presidents this associa- 
tion has ever had.” In his open- 
ing remarks, Mr. Wood asked the 
members to smile and let friendli- 
ness prevail throughout the con- 
vention period. 

The president then paid tribute 
to the two members who had 
passed away since the last meet- 
ing — Vice-President Louis Neu- 
berger and Charles Ames, both 
of New York. The assembly stood 
for one minute in. silent 
memorium. 

President Wood then sounded 
the keynote of the convention by 
launching into a fervent address 
on the need of the industry for 
Fair Trade agreements with the 
manufacturers, as provided by the 
43 State Fair Trade Acts. 

Mr. Wood cited the problems 
concerning price-cutting in the 
sale of portable typewriters in 
many areas. Said he, “The deal- 
érs want the Fair Trade Acts 
placed in effect in their states, 
so they may enjoy the full list 
price of portable typewriters.” Mr. 
Wood referred to the splendid 
work accomplished by the associa- 
tion in improving conditions in 
California and other states, 
through action of the manufac- 
turers in establishing price main- 
tenance agreements allowed under 
the statutes. The president made 
a strong plea for continued action 
on the part of the members to- 
ward the end that in all states 
typewriter dealers will operate 
under provisions of their Fair 
Trade Acts. 

He averred that the manufac- 
turers were willing to cooperate 
and were waiting for the dealers. 
Concluding with a verbal picture 
of the future prospects under fair 
trade, Mr. Wood conjectured that 
“There are approximately twelve 
to fifteen million portable pros- 
pects to be sold in the next few 
years.” The president proposed 
the question to his audience, “Do 
we want Fair Trade Acts?” He was 


enthusiastically answered in the 
affirmative. 

The text of Mr. Wood’s address, 
and those of the other speakers 
on the program, are printed on 
succeeding pages of this number. 

The next speaker was Joseph 
M. Cunningham, Deputy Comp- 
troller of the City of New York. 
In behalf of the mayor he said, 
“The city is open to you, with one 
exception—the city jail. We must 
keep that closed.” 

Mr. Cunningham was followed 
by C. M. Nichols, of the New York 
Convention Bureau, who brought 
a greeting from the Merchants’ 
Association. 


Membership Gains 100 Per Cent 


Thoughts were then returned 
to the business session by the an- 
nual report of the secretary. 
First, Mr. McWilliams announced 
that telegrams and letters of best 
wishes had been received from 
four absent directors, who also 
expressed regret of their inability 
to attend. These were G. S. Cam- 
bias, New Orleans; F. C. Walz, 
Cincinnati; H. J. Williams, Iowa 
City; and W. F. Clausing, of Chi- 
cago. 

The secretary gave a detailed 
account of the efforts of the offi- 
cers and directors in attempting 
to carry out the fair trade pro- 
gram started at the Cincinnati 
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THREE HAPPY GENTLEMEN LOOK THE CONVENTION OVER.—Right, 

James H. Rand, president, Remington, Rand, Inc., in happy humor at 

the convention, with E. A. Raphael, E. A. Raphael Company, Boston, 
at left, and Charles H. Everly, Office Appliances, center. 
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convention. Mr. McWilliams’ re- 
view of the official bulletins was 
impressive, showing the coodpera- 
tive spirit existing between the 
manufacturers and the associa- 
tion. He summed up the Fair 
Trade activity to date by enumer- 
ating the states in which each 
portable manufacturer is operat- 
ing with these legalized price 
agreements. 

Among other activities and serv- 
ices covered in the report was 
the service dealing with aid to 
recovering stolen machines. Over 
550 were listed with dealers and 
police departments, resulting in 
the recovery of many. The asso- 
ciation codperated with authori- 
ties in catching thieves in a num- 
ber of cities. 

As previously indicated, the re- 
port on membership showed re- 
markable progress achieved by the 
organization both in the past 
year and the preceding one; the 
gains being 100 per cent and 300 
per cent, respectively. 

Mr. McWilliams expressed spe- 
cial thanks to the New York and 
New Jersey associations for their 
membership work, as each group 
has a gratifying number of mem- 
bers in the national association. 

When Mrs. Taylor went to the 
platform to present the treas- 
urer’s report, she referred to Mr. 
McWilliams’ remarks and _ sug- 
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1. Wes Beckwith and Norman Hendershot, both of Royal Typewriter 
Company; Margery Eisentrager, the only lady in the photograph. 

2. B. Jensen, Regal Typewriter Company; Moses Myers, Ossining, 
N. Y.; Bill Purvins, Superior Typewriter Company; N. H. Fucci, Busi- 5 
ness Machines Service; L. D. Elmer, Economy Typewriter Service. 


SOME CONVENTION DELEGATES AND A LADY.— 


L. C. Smith & Corona Typewriters, Inc.; George Carr, Carr Type- 
writer Exchange, Great 
writer Company; T. G. Nelson, Underwood Elliott Fisher Company. 
- Bill Metzger, Royal Typewriter Company; Lamont Wood, Midwest 
Typewriter Company, Kansas City, Mo.; J. P. Ward, Shipman-Ward 
Manufacturing Company; A. E. Bonn, Buchanan Company. 


eck, L. I.; Eugene Mogensen, Royal Type- 


3. R. W. Anders, Hazen Ames, J. G. Sinclair, F. K. Marshall and E. W. 6. George Samuel, L. C. Smith & Corona Typewriters, Inc.: Leo F. 
Kavanaugh, The Keystone Company, New Bedford, Mass.; Leon B. 


Staats, Ames Supply Company. 


4. H. D. Leland, Underwood Elliott Fisher Company; H. H. Hoagland, 


gested that the dealers of Wash- 
ington, D. C., also deserved recog- 
nition, for all are _ national 
members. 

According to the treasurer’s re- 
port, the association finished the 
year with a balance on hand of 
$1,903.37. The report showed re- 
ceipts totaling $4,989.65, and dis- 
bursements amounting to $3,086.- 
28. The balance in the treasury 
a year ago amounted to $1,226.50. 

Following Mrs. Taylor’s fine re- 
port, the chairman, by order of 
the president, appointed an audit- 
ing committee, consisting of Harry 
Russell, of Des Moines; R. H. Pres- 
ton, of Knoxville, Tenn.; and A. H. 
Wittekind, of New York. 

The final talk of the morning 


session was then delivered by Ed- 
ward W. Stitt, Jr., chief counsel 
for the Office Machine Dealers’ 
Association of New York. 

Mr. Stitt gave the dealers a 
comprehensive talk on Fair Trade 
Acts operations and the early 
stages of their development. He 
specifically presented an account 
of some of the problems which 
his office and the New York asso- 
ciation have dealt with in their 
state. The assembled dealers 
found his discussion enlightening 
on many points. 

In referring to the horizontal 
price-fixing suit which the asso- 
ciation and one dealer brought 
against another dealer, he recalled 
that “the Appellate Division of the 


Berry. W. Berry & Company, Waterville, Me. 


Supreme Court held that one re- 
tailer could get an injunction 
restraining the competing price- 
cutting retailer from selling for 
less than the prices fixed by the 
manufacturer in his contracts 
with retailers.” The speaker said, 
“this was held to be the law even 
though the defendant price-cutter 
had signed no contract agreeing 
to maintain the fixed prices.” 
At the end of Mr. Stitt’s ad- 
dress, Mr. Hutter announced that 
the session would adjourn for 
luncheon and that during the first 
part of the afternoon session Mr. 
Stitt would be glad to answer any 
questions on Fair Trade matters. 
The conventionites enjoyed the 
fellowship of lunching together 
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each noon. 


Resolutions 


Adopted at the Thirteenth Annual Convention of the National Typewriter 
& Office Machine Dealers Association. 


WHEREAS: The National Type- 
writer and Office Machine Dealers 
Association in convention assem- 
bled at the City of New York, this 
27th day of July 1938, has fully dis- 
cussed all matters pertaining to the 
office machine industry, particularly 
pertaining to relations between 
manufacturer and dealer, and fur- 
ther pertaining to the Fair Trade 
Acts, and 

WHEREAS: We deem it advan- 
tageous to make known our conclu- 
sions on such discussion, 

NOW, THEREFORE, BE IT 


RESOLVED: That the National 
Typewriter and Office Machine 
Dealers Association shall unani- 


mously go on record in favor of the 
Fair Trade Acts and ask that as 
soon as possible the manufacturers 
of portable typewriters place their 
machines under the Fair Trade 
Laws, in all the States. 

BE IT FURTHER RESOLVED: 
That this Association shall request 
the typewriter manufacturers to 
make their Fair Trade Contracts 
eliminate the use of their products 
in “Combination Sales”, which 
thwarts the effort to stabilize the 
price of portable typewriters. 


BE IT FURTHER RESOLVED: 
That this Association shall ask all 
manufacturers and factory rebuild- 
ers to place their typewriters under 
the Fair Trade Law protection. 


Hh 


BE IT RESOLVED: That the 
National Typewriter & Office Ma- 
chine Dealers Association shall re- 
quest its officers to further en- 
courage organization of additional 
District Associations that will 
afhliate with the National Associa- 
tion; and, that this Association 
shall welcome into the National 
Association all such associations as 
are ready now to come into Na- 
tional Association. 

BE IT RESOLVED: That the 
By-Laws be amended to make com- 
pulsory the bonding of its National 
Treasurer in such amount as will 
cover fully the funds to be handled; 
also, that all checks against the As- 
sociation funds shall be signed by 
the Treasurer and President of this 
Association. 

* Be * 

BE IT RESOLVED: That the 
direct mileage railroad fare of the 
President, Secretary, and Treasurer 


shall be paid to and from the An- 
nual Convention city to their home 
cities. 

BE IT RESOLVED: That the 
National Typewriter and Office Ma- 
chine Dealers Association here as- 
sembled at its 13th Annual Conven- 
tion take this opportunity to express 
thanks to the Office Machine Deal- 
ers Association of New York for the 
courtesy and efforts expended by its 
members in planning for this con- 
vention program, which have proven 
to be the most successful conven- 
tion yet held by our organization. 

BE IT FURTHER RESOLVED: 
That we express here our apprecia- 
tion of the services of the com- 
mittees that have enabled this Con- 
vention to go through so smoothly 
for all the visiting dealers, and for 
the delightful addition to our en- 
joyment that their ladies helpec 
achieve. 

BE IT FURTHER RESOLVED: 
That we acknowledge our apprecia- 
tion to all the manufacturers for 
their courtesies to us, and to the 
booth exhibitors for their helping 
to make this a profitable Conven- 
tion for those who have attended. 





Tables were set up 





in the exhibition hall for the ex- 
hibitors and as many dealers as 
could be accommodated. The re- 
mainder were seated in the next 
room. Monday noon, the ladies 
had luncheon in the Hotel New 
Yorker Panel Room. 

The Monday afternoon session 
opened at 2 o’clock, with William 
Clausner, of the Typewriter & 
Office Supply Company, Newark, 
N. J., aS chairman. 

The first period was devoted to 
the answering of questions relat- 
ing to dealer problems under the 
Fair Trade Acts. Although many 
of the questions and answers 
were quite involved, Mr. Stitt per- 
formed a real service under the 
circumstances. Some of the ques- 
tions and answers which would 
probably apply in most states, 
and therefore be of interest to 
dealers generally, are published 
elsewhere in this issue. 


Session Turns to Sales Aids 


lengthy fair 
Clausner 


Following the 
trade 


discussion, Mr. 


introduced Edward Staats, of 
Ames Supply Company, Chicago. 
The subject of Mr. Staats’ talk 
was, “Platens, Ribbons and Car- 
bon Paper.” He pointed the way 
to greater profits by teaching 
salesmen and service men to “sell 
impressions.” Mr. Staats advo- 
cated linking ribbons, carbons, 
and platens more closely together 
in sales presentations. He said 
that the typewriter dealers oc- 
cupied an enviable position in re- 
lation to potential sales, because 
of the fact that customers entrust 
to them the care of their ma- 
chines, and accordingly depend 
upon them for recommending 
proper platens, ribbons, and car- 
bon papers. 

James Treanor, vice-president 
of Peerless Key Company, New 
York, who had been scheduled as 
the last speaker in the morning 
session, gave his talk, entitled 
“Right from the Shoulder,” at this 
time. He made his theme the op- 
portunity which the typewriter 
dealers of the country have as a 
constructive force in the industry. 


He spoke words of praise to the 





proverbial “few who do the work” 
in every organization, and urged 
the entire membership of the 
N.T.O.M.D.A. to support the asso- 
ciation wholeheartedly. 

“The manufacturers who de- 
pend upon the dealers’ success for 
their own success need your ap- 
proval of their methods of doing 
business,” Mr. Treanor said, in re- 
ferring to the collective strength 
of the members. 

“Cashing in on Cash Registers” 
was the next subject on the pro- 
gram. The talk was made by Gor- 
don Laurence, analytical observer 
and convincing speaker, who is 
Assistant to the President of R. C. 
Allen Company, New York. In the 
first part of his discussion, Mr. 
Laurence reported on his observa- 
tions of the product sales trends 
of the office machine dealers in 
the past two years. 

At the convention two years 
ago, he had pointed out the need 
for greater diversification in ma- 
chine merchandising, stressing 
particularly building up sales of 
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figuring machines as a means of 
increasing profits and compensat- 
ing for the lack of satisfactory 
growth in their writing machine 
profits. Last year, at Cincinnati, 
he reported on a survey made to 
arrive at some idea as to the re- 
sults of his suggestion. He showed 
that among 200 dealers, one-fourth 
had revealed that 50 per cent of 
their profits were made on figur- 
ing machines. The general aver- 
age of all dealers was 39 per cent 
profits derived from figuring ma- 
chines, 37 per cent from typewrit- 
ers, and 26 per cent from all other 
lines carried. 

Taking the government census 
of manufactured products as the 
basis of his figures for the past 
year, Mr. Laurence said that the 
value of products of the type- 
writer industry amounted to 50 
million dollars, and the figuring 
machine industry 100 million dol- 
lars. Mr. Laurence continued by 
discussing the potentialities of 
selling popular priced adding ma- 
chines, calculators, and combina- 
tion cash registers and adding 
machines. 

Harris D. Leland, of the Type- 
writer Division, Underwood Elliott 
Fisher Company, New York, gave 
the dealers several practical ideas 
to take home on selling portable 
typewriters. The subject of his 
talk was “From the Other Side 
of the Counter.” Mr. Leland dwelt 
on such important factors as win- 
dow displays, store displays, and 
machine demonstrations. 

Then he made several sugges- 
tions upon searching for prospects, 
calling attention to many classes 
that are commonly overlooked; 
such as municipal employes. “A 
fireman is seldom thought of as 
a family man,” he said, but Mr. 


Leland contended that he may be 
a good prospect for a portable as 
a gift. “Your outside salesman,” 
declared the speaker, should know 
every firehouse within a five-mile 
radius of your office, and should 
give a portable demonstration in 
each one.” 





ROYAL SIGNS UNDER FAIR 
TRADE ACTS 


Lamont Wood, president of the 
N. T. O. M. D. A., upon his return 
to Kansas City, announced the re- 
ceipt of word from the Royal Type- 
writer Company to the effect that 
that organization is signing up un- 
der the Fair Trade Acts in each of 
the forty-three states in which such 
legislation exists. 

This information was given Presi- 
dent Wood by W. A. Metzger of 
the Royal company who said that 
his organization also planned to 
sign up in the remaining five states 
as soon as fair trade legislation Is 
passed by them. 





The final address on Monday 
afternoon was presented by Henry 
Simler, president of the American 
Writing Machine Company, New 
York. His subject, not dealing 
with his own business, was the 
other one close to his heart—“‘The 
Old Employe.” As founder of the 
“40-Plus Group,’ which has at- 
tained national attention in its 
campaign to restore employment 
opportunity to middle aged and 
older men, Mr. Simler gave his lis- 
teners an intimate glimpse of the 
work started by the Employment 
Committee of the Sales Executives 
Club of New York City. 

He told how the movement has 
been taken up by various groups 
and companies throughout the 
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country. In telling of their efforts 
to induce employers to hire older 
men, Mr. Simler made it clear, 
however, that they held no brief 
against youth. Business needs 
both the freshness of youth and 
the knowledge and judgment of 
men of mature experience, he de- 
clared. Mr. Simler also spoke of 
their efforts to have the age limits 
to admission to civil service raised 
eliminating this discrimination 
against those who could otherwise 
qualify. 


Entertainment Program 


The ladies’ entertainment pro- 
gram for Monday had begun with 
an invitation in the morning to 
attend the opening session of the 
convention. In the afternoon they 
made a trip to the Empire State 
Tower and broadcasting room. 

At the end of the convention’s 
first and fullest day, the delegates 
and their ladies enjoyed a dine 
and dance program at the famous 
International Casino. The Ice 
Follies headlined the complete 
floor show. 


Tuesday’s Program 


There was only one business 
session on Tuesday, and this was 
held in the morning. Mrs. Sadie 
Agronick, of Capitol Stationery 
Company, Providence, R. I., pre- 
sided, opening with an expression 
of her appreciation of the honor 
conferred upon her. 


The first speaker was William 
A. Metzger, Royal Typewriter Com- 
pany, New York, on the subject, 
“Dealer Merchandising Under To- 
day’s Conditions.” Mr. Metzger 
pointed out that under Fair Trade 
legislation the small business man 
is coming more into his own, and 
he said the small business man is 
“tops” for the typewriter manu- 
facturers. Among the numerous 
helpful pointers he suggested, are 
the following: 

Know your objective. Know 
where you are going. Learn your 
cost of doing business, and how 
much profit you make. Know 
what kind of merchandise moves 
at certain times of the year. Mr. 
Metzger also advocated concen- 
tration on one line of machines, 
emphasizing the value of speciali- 
zation. 

“Business at Its Best” was the 
concluding talk of this session, 
delivered in an inspirational man- 
ner by Dr. Allen A. Stockdale, of 
the National Association of Man- 
ufacturers, New York. Dr. Stock- 
dale dwelt upon the opportunities 
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in this country, and he said, “Busi- 
ness in the hands of America is 
business in the hands of the best 
there is in the world.” 

On Tuesday morning the ladies 
were again invited to the business 
session. Following the noon 
luncheon, the entire convention 
sojourned in a body to the New 
York World’s Fair grounds, for a 
preview of the 1939 World’s Fair. 
An interesting trip, and a picture 
was taken. 

From there, busses took the 
guests to see the new Jones’ Beach. 
Owing to the lateness in the day, 
partly occasioned by buss trouble, 
the members could not enjoy the 
pleasure of a dip. 

So on they went, to Manhasset, 
Long Island, for a 6 o’clock steak 
Ginner at “The Antlers.” The 
party included dancing and lots 
of fun. 


Wednesday’s Sessions 
Wednesday saw the convention 
in its closing sessions. William 
Clausner was prevailed upon to 
take the chair for the morning 
meeting, pinch-hitting for Frank 
Marin, absentee. 

State Senator A. Spencer Feld 
of New York was the featured 
speaker. He opened his address 
with an outline of the growth of 
Fair Trade legislation in New York 
and made suggestions regarding 
their development nationally. * 

Senator Feld took occasion to 
condemn proposed statutes which 
prohibit sales below cost plus 
mark-up sufficient to cover over- 
head. Such laws, Senator Feld 
said, provide no correction of the 
evils they seek to cure. Even 
should there be a law prohibiting 
sale of merchandise below “cost 
plus overhead,” we would imme- 
diately find that the indefinite 
term “overhead” would cause a 
percentage of the merchants to 
start “chiseling.” Quoting from a 
survey of the Drug Trade, the sen- 
ator showed that operation under 
Fair Trade Contracts had resulted 
in a decrease in the average price 
on goods. Generally speaking, he 
said, the operation of these laws 
does not tend to increase prices. 

The next item in the program 
was the report of the Resolutions 
Committee, presented by its chair- 
man, Irwin Vincent. At this point, 
the resolutions mentioned in our 
opening paragraphs were adopted. 
Others included expressions of ap- 
preciation to the New York asso- 
ciation for the effort extended by 
its members in planning “the most 
successful convention yet held”; 





also to the committees that en- 
abled the convention to run so 
smoothly. The manufacturers 
were thanked for their courtesies 
and the exhibitors for helping to 
make the convention profitable. 





EXHIBITORS AT THE 
N. T. O. M. D. A. 
CONVENTION 


Allen Calculators, Inc., 
New York, N. Y. 

Ames Supply Company, 
Chicago, Ill. 

Barr Typewriter Company, 
New York, N. Y. 

Check Writer Company, Inc., 
New York, N. Y. 

H'Doubler & Mills, 
Springfield, Mo. 

Hectographia Company, 
New York, N. Y. 

International Office Appliances, Inc., 
New York, N. Y. 

Mailers Service & Equipment Company, 
New York, N. Y. 

Peerless Key-Ilmperial Manufacturing 

Company, 

Newark, N. J. 

Portable Office Case Company, 
New York, N. Y. 

Regal Typewriter Company, 
New York, N. Y. 

Remington Rand, Inc., 
Buffalo, N. Y. 

Royal Typewriter Company, Inc., 
New York, N. Y. 

L. C. Smith & Corona Typewriters, Inc., 
Syracuse, N. Y. 

Speed-O-Print Corporation, 
Chicago, Ill. 

Superior Typewriter Company, 
New York, N. Y. 

Turn-Table Sales Company, 
New York, N. Y. 

Typewriter Equipment Company, 
New York, N. Y. 

Underwood Elliott Fisher Company, 
New York, N. Y. 

Wholesale Typewriter Company, 
New York, N. Y. 





The meeting then adjourned to 
the last of the fellowship lunch- 
eons. 

C. D. Bills of Typewriter Sales 
& Service Company, Washington, 
D. C., was chairman of the final 
session. The report of the Fair 
Trade Committee was presented 
by John Loser, who gave a review 
of their experience in New York 
in prosecuting contract violations. 
He expressed the belief that the 
manufacturers wanted the dealers 
to “carry on,” but he said that he 
must report the failure to get the 
manufacturers to stand with the 
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dealer in legal actions taken. 

Mr. Krauss, one of the attorneys 
working with the New York or- 
ganization, supplemented Mfr. 
Loser’s report and stated that as 
a final result they will have an 
injunction in the case prosecuted 
by the association. 

The Six Months Guarantee 
Committee then reported, through 
Chairman I. R. Ritchie. He said 
the committee had done its ut- 
most to get the manufacturers to 
lower their guarantees and had 
failed. 

Mr. Ritchie recommended that 
the dealers show the manufac- 
turers that they could do this, and 
by this effort convince the manu- 
facturers of the possibilities. A 
motion was made and carried to 
the effect that all dealers’ guar- 
antees be as follows: for machines 
$50 and under, six months; ma- 
chines over $50, one year. 

There followed a general discus- 
sion on the sale and distribution 
of discontinued and cheap model 
typewriters, the sales problem in- 
volved, and the potential market 
possibilities. 

The report of the Nominating 
Committee was next. The ticket, 
presented by Chairman James 
Ward, slated the names of La- 
mont Wood, John Loser, and 
Mrs. Jessie I. Taylor for president, 
vice-president and treasurer. (The 
secretary is appointed by the pres- 
ident.) The directors previously 
mentioned were also named. 

Samuel Hutter of New York was 
nominated from the floor for the 
cffice of president. Upon motion, 
the secretary was instructed to 
cast one ballot for all officers and 
directors, excepting for the office 
of president. Tellers were ap- 
pointed to tally the vote for that 
office. The final result brought 
the election of Mr. Wood as pres- 
ident, and upon motion the elec- 
tion was made unanimous. 


The secretary of the association 
then presented the names of cities 
asking for the 1939 convention; 
which included San _ Francisco, 
Chicago, and Cleveland. After 
discussion, Cleveland was chosen 
for the place of the next annual 
meeting. 

A letter from Max Friedland of 
the typewriter dealers of Minne- 
apolis and St. Paul was read into 
the record. It referred to a recent 
meeting in which action was tak- 
en to request the typewriter man- 
ufacturers to declare their prices 
under the State Fair Trade Act. 
The letter follows: 
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“A motion was made and carried to 
request the ... companies to register 
prices in this state and take immedi- 
ate action and to send letters to the 
National Association and to the port- 
able division of the . . . companies. 

“A motion was made and carried to 
appoint new members to see the de- 
partment and furniture stores about 
maintaining prices on portable type- 
writers. ... The rental rates decided 
upon are $3.00 for one month or $7.50 
for three months for student or home 
use. For commercial use. the rental 
rate will be $4.00 per month. 

“We also took up the matter of ap- 
plication for membership in the Na- 
tional Association. Mr. Wittgraff in 
formed us that the membership fee 
would be $5.00 a year, and with this 
understanding all the typewriter deal- 
ers here agreed to join.” 


In a closing speech before ad- 
journment of the convention, 
President Wood expressed appre- 
ciation of the splendid work done 
in carrying out the purposes and 
details of the convention and an- 
nounced a goal for 1939 of 500 per 
cent increase. 

During the afternoon, the ladies 
visited the Hayden Planetarium. 

The crowning event of the three- 
day assembly was the annual ban- 
quet Wednesday evening. With 
an attendance of 400 and a fine 
fioor show, it proved a joyous oc- 
casion. 

The following committees func- 
tioned in connection with the 
convention: 


National Convention Committee 
General Chairman, Samuel Hutter, 
vice-president, Check Writer Com- 
pany, Inec.; Advertising, John Loser, 
president, Noiseless Writing Machine 
Service Company; Speakers, Anton P. 
Pohl, Jr., vice-president, Business 
Machine Service Company, Ine.; 
Booths, Irving Ritchie, Addressing 
Machine & Equipment Company. 
Other members of the committee were: 
George Neushafer, Neushafer & 
Jacobs; John LaHiff, J. E. Albright 
& Company; David Downs, David 
Downs Typewriter Company; and 
Theodore Schafer, The United Type- 
writer Company. 

Entertainment Committee—Samuel 
Hutter; Anton P. Pohl, Jr.; Edward 
Staats, Ames Supply Company. 

Publicity Committee—A. H. Witte- 
kind, Hoffman Typewriter Company; 
and Irving R. Ritchie, Addressing Ma- 
chine & Equipment Company. 

Finance Committee—Samuel Hutter; 
Mrs. Jessie 1. Taylor, Globe Type- 
writer Exchange; and William Purvin, 
Superior Typewriter Exchange. All of 
the above are in New York. 

Nominating Committee — James P. 
Ward, Sr., Shipman-Ward Manufac- 
turing Company, Chicago; Frank 
Marin, Typewriter Sales & Service, 
Chicago; Clarence Bills, Typewriter 
Sales & Service Company, Washing- 
ton, D. C.; Theodore Schafer, United 
Typewriter Company, New York City; 
George A. Neuschafer, Neuschafer & 
Jacobs, New York City. 

Resolutions Committee—Irwin Vin- 
cent, Western Typewriter Company, 
Topeka, Kans.; Sid Cambias, Cambias 
Typewriter Exchange, New Orleans, 
La.; R. H. Preston, Preston Type- 
writer Company, Knoxville, Tenn.; 
D. L. Branham, Branham’s, Inc., Okla- 
homa City, Okla.; I. E. Ritchie, Ad- 
dressing Machine & Equipment Com- 
pany, New York City. 

Auditing Committee—Harry E. Rus- 
sell, Office Equipment Company, Des 
Moines, Iowa; R. H. Preston, Preston 
Typewriter Company, Knoxville, 
Tenn.; and A. H. Wittekind, Hoffman 
Typewriter Company, New York, N. Y. 

Ladies’ Reception Committee—Mrs. 
Samuel Hutter, Mrs. Louis Neuberger, 
Mrs. Jessie I. Taylor, Mrs. John Loser, 
Mrs. Arthur Wittekind, Mrs. Made- 
line Block, Mrs. Samuel Jacobs, Miss 
Virginia LaHiff, Mrs. Walter Brett, 
Mrs. Elizabeth Hage, and Mrs. Irving 
Ritchie. 


N.T.O.M.D.A. Personals 


Lifted from the Reporter's Notebook 


Lamont Wood, who has made 
the N.T.O.M.D.A. his hobby the 
past few years, was presented at 
the convention with a fine candid 
camera, in token of the members’ 
appreciation of his service to the 
association. 

* * * 

Mrs. Jessie I. Taylor, of the 
Globe Typewriter Exchange, New 
York City, began her twentieth 
year in the typewriter business on 
the final day of the convention. 


* * * 


Underwood Elliott Fisher Com- 
pany, Royal Typewriter Company, 
Remington Rand, Inc., and L. C. 
Smith & Corona Typewriters Inc., 
all had the “welcome mat” out at 
their official headquarters in the 
hotel. 

* * 

J. Paul McWilliams and Mrs. 
Jessie I. Taylor both began their 
third terms as executive secretary 
and treasurer upon re-election to 
office (with Lamont Wood) in the 
closing session. 

* cs * 

John Loser’s election as vice- 
president and director of the asso- 
ciation is fitting recognition of his 
ability and hard work in the in- 
terest of the industry. 


* * * 


Mr. and Mrs. Harry Russell 
made the corivention the focal 
point of an extended vacation by 
auto. They had burned up a lot of 
road to reach it and expected to 
put in considerable more miles be- 
fore they returned to Des Moines. 


* * * 


To the ladies—Bless them. They 
are in this business to stay. We 
chaps are going to have to wear 
out some shoe leather and polish 
up our ivory domes if we expect to 
stay ahead of them. As dealers 
they are “up and at ’em”. 


* * * 


We just can’t help it. We always 
get a real kick out of spirited dis- 
cussions on controversial discus- 
sions on the floor of the conven- 
tion. There were no stooges here. 
Quite a few had a chance to speak 
their pieces and they did—with 
“wim and wigor.” 


cs ca * 

If he hasn’t already told you, we 
will. Ted Schaefer has a grand- 
son. Had you been to Jones’ 
Beach with the rest of the con- 


vention you would know. Not that 
Ted is proud of the lad or any- 
thing like that. No indeedy! 


* * * 


Cortez Peters, typewriter speed 
writer, put a Royal portable 
through its paces Monday in the 
exhibit hall. Quite a demonstra- 
tion. 

+ * * 

“Where’s Sam?” We still hear 
the echo. Sam was very much there 
but he just couldn’t be all over the 
hotel at once. Which made no 
difference to the conventionites. 
They thought Sam Hutter ought 
to be everywhere at once. Gosh 
darn if he wasn’t, too. Dunno how 
he done it. 

© os od 

Any of you fellows ever been to 
a Methodist Camp Meeting? You 
would have felt quite at home 
while Dr. Allen A. Stockdale 
“wowed” the convention on Tues- 
day. Only thing that was missing 
in the inspirational address was 
the Methodist’s yen for hell’s fire 
and damnation. 


* * * 


Mebbe our geography needs 
brushing up, but according to the 
way we figger it, Mr. and Mrs, Ir- 
win Vincent of Topeka, Kansas, 
take the cake for having traveled 
the farthest to make the conven- 
tion. 

* * * 

“Hey, Eddie, where’s the Seven 
Dwarfs?” Fancy that interroga- 
tion at a typewriter dealers con- 
vention. Yet we heard many with 
a sense of humor (?) make that 
interrogation of Ed Staats and 
Hazen Ames in the Ames’ Snow 
White Typewriter Repair Shop in 
the exhibit hall. 


* * * 


At least it was curious to us. 
Not one of the more exuberant 
(artificially stimulated or other- 
wise) sought to assist the per- 
formers in their routines at the 
International Casino Monday 
night. Mebbe the air was too 
frigid. Gosh, it was chilly. The 
air cooling system was working 
with a vengeance. 


* * * 


President Lamont Wood sure 
does get around. As a convention 
keynoter he gave the boys (and 
gals) the right dope straight from 
the shoulder. 
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The Secretary's Report 


= I want to recognize and 
acknowledge some letters from di- 
rectors of our association — Mr. 
G. S. Cambias, G. S. Cambias 
Typewriter Exchange, New Or- 
leans, who is unable to be pres- 
ent — Mr. F. C. Walz, Walz Type- 
writer & Adding Machine Com- 
pany, Cincinnati, who was our 
host last year—Mr. H. J. Wil- 
liams, Iowa Supply Company, Iowa 
City, and Mr. W. F. Clausing, 
International Typewriter Ex- 
change, Chicago. 

At the convention held in Cin- 
cinnati last year, this resolution 
was passed: 

“That the manufacturers of the 
four portable typewriters an- 
nounce a list selling price on all 
models of portables and contract 
with dealers to sell them at that 
price in those states which have 
Fair Trade Acts.” 

At the present time there are 
forty-three states that have some 
form of Fair Trade Act. It was 
the duty of the officers and di- 
rectors of this association to do 
all in their power to see that 
this resolution was carried out 
as far as possible. Having been 
in everyday contact with the work 
of this subject, I think the direc- 
tors and officers have made the 
most progress that would have 
been humanly possible to make. 

I would like to give you a com- 
plete picture of the activities of 
our association since the conven- 
tion last year, to the present date, 
as was given in a bulletin to mem- 
bers on July 5th. 

Probably, many of you read this 
bulletin. But to others who have 
not, I would like to go through 
the report again. 


Dealers Queried on Fair Trade 
Acts 


The first bulletin, following the 
convention last year, was on 
August 10th. With this bulletin 
we forwarded a return card, ask- 
ing the dealers to check on the 
back thereof, their desires as to 
whether or not they wished to 
operate under a Fair Trade Act 
in the sale of portable typewriters. 
At that time, of the four manu- 
facturers, none was operating in 
any of the states under a Fair 
Trade Act. 

Of the 1,000 dealers to whom 
this bulletin was mailed, all re- 
plies received were in the affirma- 
tive, with the exception of two. 
We therefore notified the manu- 
facturers of the results of this 
canvass. 

In the early part of September, 
we increased our mailing list to 
2,000 dealers, forwarded the return 
cards to the additional 1,000 deal- 
ers, and at the same time for- 
warded a bulletin, announcing 
that L. C. Smith & Corona Type- 
writers Inc. had started opera- 
tion under the Fair Trade Act in 
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the State of Massachusetts on 
August 26th. 

Thanks to the work and co- 
operation of the New York asso- 
ciation we were able to announce 
in our bulletin of October 11th, 
the signing of the Underwood 
Elliott Fisher Company in the 
states of New Jersey and New 
York; the Royal Typewriter Com- 
pany, in the states of New Jersey 
and New York; and L. C. Smith 
& Corona Typewriters Inc. in the 
states of New Jersey and New 
York. 

On October 26th, a special bul- 
letin was forwarded to all dealers 
in the states of New York and 
New Jersey, urging them to in- 
crease their volume of sales on 
new portables, since they had a 
fair profit on which to work, be- 
cause of price protection and at 
the same time, it would prove to 
the manufacturers that by sign- 
ing up in other states, their vol- 
ume, the United States. over, 
would be increased. 

Because of the wide-spread 
price cutting in the State of Cali- 
fornia on the sale of new port- 
ables, we contacted the manufac- 
turers urging them to sign up in 
that state. Also on the same date 
of the special bulletin to New 
York and New Jersey, we for- 
warded a special bulletin to Cali- 
fornia, headed “California, You 
Are Next.” In this bulletin we 
asked that all local associations 
in the State of California draw up 
petitions requesting all four man- 
ufacturers sign up under the Cali- 
fornia Fair Trade Act. 

During the month of Novem- 
ber a special Christmas Edition 
Magazine was edited and adver- 


tising was sold to the extent that 
after all expenses of the maga- 
zine were paid a net profit of $700 
was realized. This edition was 
mailed to over 5,000 typewriter 
and office machine dealers all 
over the United States and Can- 
ada in the early part of De- 
cember. 

On January 15th, a bulletin was 
forwarded to our regular and full 
mailing list of 2,000 dealers. In 
addition to the regular routine 
material in this bulletin, we an- 
nounced that Typewriter and 
Adding Machine Allowance Sched- 
ules would be available to all 
members on February lst; also 
an age list of all makes of type- 
writers. I'll have some _ copies 
available here this afternoon, so 
that if any of you dealers did 
not receive one, you may get 
it at that time. These allowance 
schedules were printed at a cost 
of $47.50. 

Also in the January bulletin 
we announced that a check for 
$300 had been mailed to the New 
York Dealers Association to de- 
fray half of the expenses in secur- 
ing an injunction against a vio- 
lator of the New York Fair Trade 
Act. This expenditure was wise, 
due to the fact that it proved 
to the manufacturers that this 
association was vitally interested 
in list price on portable sales and 
would go to any end to secure 
a list price. The case was tried 
in the New York Courts and the 
injunction was granted, meaning 
a great victory for the association. 

Later during the month of Jan- 
uary, a special bulletin was for- 
warded to all dealers in the State 
of California, advising that we 
were still at bat for them. 

During the following month, we 
were in constant touch, by letters 
and long distance telephone, with 
the four manufacturers. 

Then on March 4th, we advised 
the dealers of California, in a spe- 
cial bulletin, of the signing of 
the Royal Typewriter Company, 
Inc., under the California Fair 
Trade Practice Act. 

We then immediately launched 
a campaign in the states of Illi- 
nois, Ohio and Minnesota. We 
tried to take the states in the 
order where price cutting seemed 
to be most predominant, because 
we naturally wanted to give them 
relief at the earliest possible mo- 
ment. 


Fair Trade Contracts Secured in 
Washington State 


On March 14th, we announced to 
the Dealers of the State of Wash- 
ington, the signing of the Royal 
Typewriter Company, Inc., under 
Washington Fair Trade Act. This 
registration and the registration 
of another manufacturer at a 
later date, cost the association 
only a total amount of $28. All 
this was accomplished over long 
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distance telephone, which repre- 
sented only about one-quarter the 
cost of using bulletins, which were 
necessary in California and sev- 
eral of the other states. 

In the days that followed we 
included Michigan, Wisconsin, 
Pennsylvania, Iowa and Indiana, 
also in our campaign and for- 
warded over 1,500 bulletins of sev- 
eral separate mailings to dealers 
in these states, in order to get 
the proper return, showing their 
desire to operate under Fair 
Trade Acts. 

In order that the New England 
States might be properly organ- 
ized for the betterment of their 
conditions, we forwarded a special 
bulletin on April 6th to all dealers 
in the states of Maine, Vermont, 
New Hampshire, Rhode Island and 
Massachusetts, announcing that 
a meeting would be held in Boston 
on April 14th. As a result, a local 
association was formed on that 
date, with an initial paid mem- 
bership of twenty-four. 

On April 13th, a special bulletin 
was forwarded to the dealers in 
California, announcing the sign- 
ing of L. C. Smith & Corona Type- 
writers Inc. and the Underwood 
Elliott Fisher Company under the 
terms of the Fair Trade Act in 
California. 

On April 15th, a bulletin was 
forwarded to dealers in all states, 
making the same announcement, 
also carrying the regular news and 
routine material. During the 
month of April we continued our 
campaign in the states of Minne- 
sota, Michigan, Wisconsin, lowa, 
Illinois, Indiana, Ohio and Penn- 
sylvania toward getting the neces- 
sary dealers’ signatures. 


Stolen Machines Listed 


During the latter part of April 
and in May, a total of 2,600 bul- 
letins of two mailings were for- 
warded to dealers in thes2 states. 

On May 27th, the regular bul- 
letin was forwarded to all dea 
ers in the United States and Can- 
ada, carrying the regular news 
and other items, and announcing 
at the same time the purchase 
of window transfers for all mem- 
bers’ windows. Also the announce- 
ment was made in this bulletin 
that a bulletin would be forwarded 
to all police departments in cities 
of 50,000 population or more, every 
thirty days, listing the serial num- 
bers of all stolen machines re- 
ported and offering a reward of 
$5.00 for the recovery of each. — 

On June 10th, a special bulletin 





was forwarded to all states af- 
fected, announcing the signing of 
Remington Rand, Inc., under the 
Fair Trade Act. I think about 
fourteen states in all were in- 
cluded. 

Summing up our Fair Trade 
activity to date, the results are 
as follows: Remington Rand, Inc., 
is now operating in approximately 
fourteen states under the terms 
of the Acts in the various stores; 
Underwood Elliott Fisher Com- 
pany in approximately four states; 
Royal Typewriter Company in ap- 
proximately five states. Now that 
the ice is broken with this meet- 
ing, we will be able to have the 
other states signed up very 
rapidly, because the organization 
is progressing in such a manner 
that our demands will be fulfilled. 

Besides the Fair Trade activity 
and other services I’ve mentioned, 
we have listed over 550 stolen ma- 
chines with dealers and police 
departments, many of which have 
been recovered. We have assisted 
in the location and collection from 
more than seventy-five “skips” 
whom members had on their 
books. 

As you probably know, with this 
service the association enables you 
to make collections in cities as far 
as 2,000 miles away. Where you 
have no other contact, we simply 
have a member of the association 
go out and make the collection 
for you. There’s no charge for 
that service except for the deal- 
er’s time, which may be valued 
at from $1.00 to $5.00. 


Association Cooperates to Catch 
Typewriter Thieves 


Through our efforts the arrest 
and conviction of eight parties 
who preyed on members of our 
association has been’ brought 
about. In one instance, several 
office machine dealers’ windows 
were broken on successive nights 
and machines taken. The associa- 
tion immediately offered a reward 
of $25 for the arrest and convic- 
tion of the party or parties. Two 
weeks later, the man was captured 
in the act of breaking a window. 
He confessed to the other thefts 
and was sentenced to two years 
in the penitentiary. 

In another instance three young 
men were captured and convicted 
after the association had sent our 
bulletins, giving their description 
and offering rewards. These 
young men confessed shop-lifting 
from numerous dealers in the 
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Middle West. On preliminary ar- 
raignment in the Justice of Peace 
Court they pleaded guilty and 
were sent to the Circuit Court, 
where they were sentenced to two 
years in the penitentiary. 

In the third instance of a con- 
viction obtained, a man was ar- 
rested in Philadelphia and re- 
ceived a sentence of six months to 
three years in jail. Immediately 
upon his release, he will be pros- 
ecuted in probably two other 
states. He obtained numerous 
portables on rental from dealers 
in New York, Boston and Wor- 
cester and Philadelphia and then 
pawned them. His operations and 
description were reported to the 
association. We promptly for- 
warded bulletins giving his de- 
scription and offering a reward. 
Within one week he was placed 
under arrest and at that time 


there were numerous pawn 
tickets for typewriters in his 
pocket. 


Machines Taken from High 
Schools Recovered 


In another instance one lady 
and two men were captured and 
confessed stealing typewriters 
from the Scranton high school, 
Perry high school and Lyndon 
high school, all in the State of 
Kansas. Because of our weekly 
checking with the bureau of rec- 
ords of the police department in 
Kansas City, several of the ma- 
chines were located in pawn shops 
in Kansas City. These three par- 
ties were being held by authorities 
for the next term of Court. As 
they have confessed to the crime, 
they are certain to draw peniten- 
tiary sentences. 

Since our mailing list was in- 
creased from 500 to 2,000 dealers 
this year, a total of 58,000 pages 
of bulletins have been mailed to 
these dealers, and a total of over 
6,500 personal letters have been 
dictated by Mr. Wood alone in 
answer to members’ questions on 
various matters and in the gen- 
eral routine work. 

You all have heard of hobbies, 
and you have heard of people 
taking up golf and etc. as a 
hobby. Well—there is no ques- 
tion but that Mr. Wood has made 
the association his hobby. Last 
year I did not keep a record of 
Mr. Wood’s personal expenses on 
association work. This year I 
have. He has spent over $1,400 
out of his own pocket for items 
and time, for the stenographer, 
etc., and this expense was never 
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TAKING TIME OUT FOR THE CAMERA.—(L. to R.) O. Kretchmer, Peerless ae 


Imperial Manufacturing Company; Samuel Jacobs, 
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George Neuschafer. Neuschafer & Jacobs; Charles J. Watson, Peerless Key-Imperial 
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collected from the association be- 
cause he had no desire to do so. 
He has given a lot of time and 
money to his hobby, but generally 
when we do have a hobby we 
forget all things of that kind. 


Membership Increase 700 Per Cent 
in Two Years 
Last year at the convention, we 


announced a 300% increase in 
membership and this year we have 


100% increase over last year. 
That’s a total of 700% increase 
in membership in two _ years. 


These two increases of member- 
ship have been made up of three 
fields of members. (1) Renewal of 
memberships of the preceding 
year. This year 92% of last 
year’s members have paid re- 
newals. (2) New members—those 
who have never previously been 
members of the National Type- 
writer and Office Machine Dealers 
Association. (3) Those who have 
been members in past years but 


who have dropped out for various 
reasons. Mr. Wood kept a special 
file on dealers in the field (3) and 
dictated personal letters to them 
regularly. Of all three fields, one 
gets more enjoyment, I believe, 
out of No. 3, because it is to those 
members that it must be proven 
that the association membership 
will be of value to them or they 
would not rejoin. The fact that 
56% of our 100% increase in mem- 
bership were from field No. 3, 
makes us feel that the association 
is going places. 

I want to thank particularly 
two local associations for their 
membership work during the past 
year — the New York Association, 
which has nearly 100 National 
Association members, and the New 
Jersey Association, which has ap- 
proximately 20 National Associa- 
tion members. 

(Editor’s Note—Prior to present- 
ing her report at N. T. O. M. D. A. 
treasurer, Mrs. J. I. Taylor stated 
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that members of the Washington, 
D. C., dealers association are 100 
per cent members of the national 
organization.) 

I was told last night that there 
were only 128 regular typewriter 
dealers in New York who are 
actively engaged in that business 
and could be really classed as real 
typewriter dealers. In other words, 
that is practically 70% have a 
membership in the National Asso- 
ciation. 

At the time of the convention 
in Cincinnati last year, we had 
in cash on hand $1,226.50. On the 
convention Mr. Waltz realized a 
profit for the association of ap- 
proximately $800. Today even with 
all the activity which this asso- 
ciation has carried on, we have 
over $1,900 in cash on hand. Thus, 
as you can see, practically all the 
profit from the 1937 convention 
has been conserved, and we have 
made the dues and Christmas 
Edition profit pay the way. 


The Treasurer's Report 
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CONVENTION ADDRESSES 


The President's Message 


Duninc the last year your 
association has worked on the 
Fair Trade Acts long hours and 
really worked hard. Under the 
circumstances, we have accom- 
plished considerable — which you 
will hear announced later by our 
secretary. But we have not ac- 
complished enough to satisfy the 
officers of your association, and 
I believe the members of the asso- 
ciation. 


Competition of Obsolete Machines 


Our troubles have been that sev- 
eral companies are manufactur- 
ing obsolete models of portable 
typewriters. These are placed in 
the hands of large mail order 
houses and department stores. 
They in turn advertise the ma- 
chines and sell them at cut prices. 
In many cases the advertising is 
misleading, as the customer 1s 
under the impression that he is 
purchasing one of the latest model 
typewriters at a cut price. 

Also obsolete machines, the so- 
called “discontinued” models, are 
still sold to the selected few. 
When they cut the price of that 
machine down to a ridiculous 
price, who are you and I going 
to sell current model machines? 
They are sold as brand new ma- 
chines, which they are, at a price 
of $11 and $12 below our price. 
And those machines are _ not 
offered to dealers. 

Through the sales of the dis- 
continued models of portable type- 
writers, the dealers are being dis- 
criminated against. Therefore, we 
must know whether or not the 
manufacturers are going to pro- 
mote the sales of the current 
model portable typewriters to the 
typewriter dealers of the nation, 
or continue promoting the sale of 
obsolete model portable’ type- 
writers to mail order houses, de- 
partment stores, and the selected 
few. They cannot hope to sell 
both. They cannot hope to sell 
current model machines to the 
typewriter dealers, then in turn 
sell to a selected few outlets the 
obsolete model portable typewrit- 
ers at bargain prices. It enables 
the latter to demoralize the price 
of the standard portable type- 
writer that you and I sell... 

Let’s get down to business at 
this convention and clear up some 
of the evils of the portable type- 
writer industry. 


Plea for Fair Trade Acts 


The dealers want the Fair Trade 
Acts placed in effect in their 
States, so that they may enjoy the 
full list price of portable type- 
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writers. The manufacturers want 
volume, even at the price of the 
discontinued model portable type- 
writers and the price wars they 
create .. 

I’m bringing this subject before 
you at the opening of our con- 
vention so that this most impor- 
tant matter may have the proper 
time devoted to it. Our associa- 
tion membership at this time is 
very strong, and I might say at 
this convention we aren’t “broke.” 
I want to see every member pres- 
ent make this association pay 
many dividends by demanding of 
the manufacturers that we have 
the same protection for the deal- 
ers that they, the manufacturers, 
are enjoying with their wholesale 
price maintenance. Gentlemen, 
they want to give us the Fair 
Trade Acts and they are just wait- 
ing for one thing — to see whether 
or not you and I take this thing 
seriously. 

May I say at this time that out 
in California price cutting was a 
very great problem. New York 
and New Jersey were signed up, 
so we sent out a bulletin—‘Cali- 
fornia, You’re Next.” We didn’t 
know whether we were going to 
put it over real quickly or not, 
but we weren’t going to stop. We 
were going to continue regardless. 
And finally one manufacturer 
signed up — another one signed up 
—the third one signed up, and 
the fourth one signed up. We 
have some beautiful letters from 


California today, telling us that 
they are enjoying the full price 
of portable typewriters and they 
are selling them. Today, when a 
man comes into a store to pur- 
chase a typewriter, they don’t sell 
him a rebuilt machine because 
they know they have the full 
profit of that portable typewriter 
right in their hands. 

That’s what each and every one 
of us should do. When we have 
the Fair Trade Acts in effect in 
our States, we shall be able more 
profitably to create business and 
sell portable typewriters. Sell new 
portable typewriters. No expense 
to place them in condition — 
brand new merchandise — and the 
cost of the guarantee is practically 
naught. Regarding your carrying 
charge, in the place of asking $3 
carrying charges, brace yourself 
up and look a customer in the eye 
and say the carrying charge is $5 
—and you'll get it. You’ll make a 
nice profit on portable’ type- 
writers. 


Future Prospects 


There are approximately 12 to 
15 million portable prospects to 
be sold in the next few years. 
Are we going to be forced to give 
away our profits in order that the 
manufacturers may have the vol- 
ume they want, or are we going 
to merchandise portable typewrit- 
ers at the proper profits and keep 
our business in the proper finan- 
cial condition? 

Gentlemen—we should keep our 
business in a financial condition 
where, if a man comes in, we can 
pay cash for typewriters and get 
the price. If manufacturers will 
give you a better price on a port- 
able typewriter, more luck to you. 
But make the proper profit per 
unit .... don’t just figure how 
much you’re going to make a 
month. At our store in Kansas 
City we average between $28 and 
$29 per unit, that is why I’m hav- 
ing a hard time getting along with 
some people. We have to watch 
the merchandise we buy. We have 
to see that the profit will allow us 
to average about so much per 
unit. We don’t go by volume. 

One of the ways to build the 
business on the proper basis is to 
operate under the Fair Trade Acts. 
But it must be done on a Na- 
tional basis and it must be done 
without discrimination, giving a 
chance to the typewriter dealers 
who are really responsible for 
building that market. Yes, gentle- 
men, and it should be decided 
here and now at this convention. 

The manufacturers want to co- 
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Operate with you and me and they 
are waiting for us. Do we want 
the Fair Trade Acts? Just raise 
your voices—just say “yes” o1 
“no,” and make it loud. 

Audience answers: “Yes!” 

I believe that our secretary in 
his report will let you know wha 
has been accomplished in the past 
year toward getting the industry 
to operate under tne Fair Trade 
Acts. We’ve put numerous states 
under Fair Trade. But we are 
not going to stop until every state 


in the Union is operating under 
Fair Trade provisions. It is my firm 
conviction that then the manu- 
facturers of portable typewriters 
are going to enjoy the greatest 
volume. They’re going to see men 
selling new portable typewriters 
at the list price. Theyre going 
to hire more salesmen than they 
have now. 

Now let’s make this convention 
a real, honest-to-goodness busi- 
ness meeting. Let’s don’t play 
around. Let’s don’t kill time. Let’s 
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get right down to brass tacks 
and accomplish something. Your 
association has worked this year, 
I would say, practically day and 
night trying to help everybody — 
the manufacturers and the deal- 
ers. It cannot be a one-sided deal. 
You can’t say to the manufac- 
turers, “we want the gravy.” You 
have to take a bowl of gravy, gen- 
tlemen, and divide it 50-50. The 
manufacturers take half and we 
take half. Work hand in hand and 
then we’re going to get some place. 


State Fair Trade Acts and Their Operation 


fe HAS been suggested that in 
addition to our monthly reports at 
the meetings of the New York 
group, the members of the Na- 
tional Typewriter and Office Ma- 
chine Dealers Association would 
be interested in some of the prob- 
lems that we have had to consider 
as attorneys here in New York. 
Your National Association from 
the Treasurer’s and Secretary’s 
reports, has not been content with 
words of encouragement to the 
New York group; they have helped 
the New Yorkers with deeds in the 
Shape of hard cash. It is for this 
reason that you are all the more 
entitled to an accounting of our 
stewardship. 

Our problems have chiefly had 
to do with the enforcing of our 
State Fair Trade Act. Similar Acts 
are now in force on practically a 
national scale. As you know, it 
does not take effect in any par- 
ticular industry unless the manu- 
facturers put it in force in each 
particular state, by signing up 
contracts with one or more deal- 
ers. Then when those contracts 
are signed it is binding on all the 
dealers, under the laws of the 
State. 

Theologians disagree as to how 
many thousand years ago it was 
that Moses came down from the 
mountain bearing copies of the 
Divine Commandments forbid- 
ing, among other things, murder, 
theft, and adultery. Ever since, 
governments have been trying to 
enforce these rules, with varying 
degrees of success, but no one 
seriously proposes repealing the 
Ten Commandments. I mention 
this to point out that no law, how- 
ever rigid its provisions, can be 

ut on the statute books and al- 
owed to enforce itself. May I also 
remark that the mere fact that 
the Fair Trade Acts are not im- 
mediately 100% effective is no rea- 
son for casting them into the dis- 
card. To begin with, in this 
country the question has always 
been raised of the constitutional- 
ity of any new law, and as you 
know, under our system, until the 
Supreme Court of the United 
States has passed upon a law, able 
lawyers can and do disagree as 
to whether or not it is constitu- 
tional. 


{Editor's Note: Mr. Stitt, at this 
point reviewed the origin of the State 
Fair Trade laws, beginning with Cali- 


fornia in 1931, and discussed the 
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various cases in New York, California 
and Illinois, with which the readers 
are familiar, that finally resulted in 
the United States Supreme Court up- 
holding the constitutionality of the 
Fair Trade Acts. 

He cited the opinion of the court in 
the Illinois case, pointing out that the 
sole purpose of the Fair Trade Law 
was to “afford a legitimate remedy for 
the injury to the good will which re- 
sults from the use of the trade-marks, 
brands or names” of a manufacturer 
when branded goods are sold at prices 
below the price fixed by the owner of 
the mark or brand. Mr. Stitt em- 
phasized, however, that its provisions 
are not applicable to goods which are 


unmarked. ] 


The Courts of New York have 
had many cases where manufac- 
turers of trade-marked articles 
have brought suits to protect the 
retailers who were trying their 
best to observe the prices fixed by 
the manufacturers, but in no case 
that we know of has any type- 
writer manufacturer gone into 
Court to restrain “chiselers” from 
violating the contracts which were 
signed with the New York mem- 
bers of this group. 

It may be only a coincidence, 
but personally I believe that the 
drug and liquor manufacturers are 
so active and successful in enforc- 
ing fair trade contracts because 
the retail druggists and liquor 
dealers themselves are closely or- 
ganized in strong trade associa- 
tions. These groups, formed on a 
local, state, and national basis, are 
able to bring pressure on the 
manufacturers. Perhaps there is 
a lesson in this for your conven- 
tion. 


Horizontal Price-Fixing 


It was for this reason that, 
when we brought a suit last No- 
vember in the name of the New 
York association and one indivi- 
dual dealer, it was promptly ar- 
gued by the defendant that we 
had no standing in Court because 
we were attempting the so-called 
“horizontal” price-fixing. Where- 
as the statute only contemplated 
“vertical” price-fixing. A word or 
two will make this clearer. 


Vertical price-fixing is where 
the manufacturer, such as the 
Seagram Distillery, gets an in- 
junction preventing a retail liquor 
dealer from selling Seagram’s 
whiskey at less than the fixed 
price. Horizontal price-fixing is 
where one dealer or one group 
of dealers asks the Court to pre- 
vent a competing dealer from sell- 
ing for less than a price fixed in 
contracts with the manufacturer. 


The action we brought in behalf 
of the New York association was 
the first one in New York City 
where one dealer sued another 
dealer for an injunction. 


About the same time a local li- 
quor dealer of Port Chester, New 
York, a suburb of this City, sued 
a competing retailer in the same 
town for an injunction to prevent 
the competing retailer from sell- 
ing whisky at less than the price 
fixed by the manufacturer. The 
trial judge in the Port Chester 
case held that one competing re- 
tailer could not get an injunction 
against a fellow retailer because, 
said this judge, this was an at- 
tempt at horizontal price-fixing 
which was not legal. 


His decision was followed by the 
judge in our case. This would 
have left our group of retailers 
substantially without any remedy, 
because, while the manufacturers 
of whisky were active in other 
suits against the chiseling stores, 
we have observed no such activity 
on the part of the manufacturers 
of typewriters. On the contrary, it 
appears that some concerns man- 
ufacturing typewriters have en- 
couraged the department stores in 
selling portables at substantially 
less than the prices fixed in their 
contracts with our members. 


In every case where a violation 
of a Fair Trade Act was called to 
our attention, we communicated 
with the manufacturer whose 
typewriters were being sold and 
advertised for sale at less than the 
prices fixed in contracts with our 
members. In some cases we had 
our letters acknowledged; some 
went unacknowledged. Sometimes 
we were given what might be 
called ‘lip service’ with purported 
cancellation by the manufacturer 
of his sales contracts with the 
offending dealers, but in a few 
days time our very active Fair 
Trade Committee invariably re- 
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LADIES AND GENTLEMEN OF THE CON- 
VENTION— 


1. Bill Metzger, Royal Typewriter Co.; Frank 
R. Nichols, Columbia Ribbon & Carbon 
Mig. Co.; James Vreeland. Royal Type- 
writer Co.; N. T. O. M. D. A. President 
Lamont Wood, Midwest Typewriter Com- 
pany. Kansas City, Mo. 

2. Mrs. C. H. Ames, Ames Supply Company. 


3. Sadie Agronick, Capitol Stationery Co., 
Providence, R. I.; H. A. Saunders, New 
England Adding Machine Co., Boston; Mrs. 
Saunders; S. Rest, Speed-O-Print Corp. 


4. Miss M. L. Vowell. Central Typewriter 
Exchange, Chicago. 


5. Sam Hutter, Checkwriter Company; L. D. 
Elmer, Economy Typewriier Service; John 
LaHiff, J. E. Albright & Company; John 
Loser, Noiseless Writing Machine Com- 
pany. 

6. Marcus Harwitz, Regal Typewriter Co. 


7. H. H. Saunders, New England Adding 
Machine Co.; George Samuel, L. C. Smith 
& Corona Typewriters Inc.; Sadie Agro- 
nick, Cavitol Stationery Company; Bill 
Purvin, Superior Typewriter Company. 

8. J. L. McDonough, Royal Typewriter Com- 
pany. 

9. Front row: William Taylor, Remington 
Rand; Frank Nemser, Nemser Typewriter 
Exchange. Brooklyn; S. Stein. Remington 
Rand; E. Kaake, Remington Rand; Rear 
row: M. Hutter, Checkwriter Corp. 
Charles Glueck, Typewriter Equipment 
Cc . Y. C.; H. Mothner, Remington 
Rand. 

10. F. J. Haberle, Allentown, Penna. 


ported to us that the manufac- 
turer, despite his assurances to 
us, lost no time in resuming busi- 
ness relations with the price-cut- 
ter. 

Appeals were taken to the two 
Appeulate Divisions of the Su- 
preme Court from the decisions 
of the lower Court, holding that 
one retailer could not sue an of- 
tending fellow-retailer to prevent 
price-cutting in violation of the 
air Trade Act. It is significant 
that in the Port Chester liquor 
case the manufacturing distillers 
retained a prominent firm of 
lawyers to join the lawyer for the 
complaining retailer in urging a 
reversal of the decision of the 
lower Court. We requested simi- 
lar assistance from the typewriter 
companies but it was not forth- 
coming. 


Retailer Granted Injunction 


The Appellate Division of the 
Supreme Court, Second Depart- 
ment, early in this year reversed 
the decision of the lower Court 
and held that one retailer could 
get an injunction restraining the 
competing price-cutting retailer 
from selling for less than the 
prices fixed by the manufacturer 
in his contracts with retailers. 
This was held to be the law even 
though the defendant price-cutter 
had signed no contract agreeing 
to maintain the fixed prices. The 
unanimous decision held that the 
very language of the law says that 
price-cutting “is unfair competi- 
tion” and that an action to re- 
strain it can be brought by “any 
person damaged thereby.” (253 A. 
D.—188) 

I am glad to be able to report 
that the First Department of the 
Appellate Division of the Supreme 
Court made the same ruling in our 
case and stated that our com- 
plaint, brought on behalf of your 
local group and one retailer stated 
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a good cause of action against the 
price-cutter. 


Combination Sales Contrary to 
Spirit of the Law 


In several other instances of 
price-cutting, we have been able 
to straighten our matters without 
litigation. One of the common 
forms of price-cutting is where 
the department store does not ac- 
tually cut the price of a portable 
typewriter but throws in a desk or 
metal stand and accessories for a 
small additional sum. Here is an 
advertisement ... which adver- 
tised a . portable typewriter, 
selling regularly at $54.50, for 
$54.95, including a metal stand 
with a wooden top and pull-out 
secretary shelf on rubber wheels, 
an outfit to teach typewriting, 
with typewriter ribbon, paper, car- 
bon sheets and second sheets, 
which if sold separately would 
cost $68.16. When this ad ap- 
peared in the New York papers, 
we immediately wrote to the store 
on behalf of your New York Group 
and shortly thereafter they re- 
plied that no such advertising 
would henceforth be used. I am 
glad to report that to date they 
have kept their promise. 

The New York Fair Trade Act 
does not forbid such tactics in 
so many words, but a somewhat 
similar plan to evade the law was 
tried by a Rochester grocer sev- 
eral years ago. ... The case was 
very important and was fought all 


Fair Trade Questions and 


(Q.) Is the burden of upholding 
the contract between the manu- 
facturer and the dealer equal 
upon both? 

(A.) The law doesn’t say who 
should enforce it. The law says, 
this is an act of unfair competi- 
tion and anybody who is injured 
by it can bring an action to stop 
it. Of course, the person that 
should bring about the litigation 
is the manufacturer, because he 
should recognize that it is to his 
interest to have these prices main- 
tained. That’s the way it is with 
the drug industry, cigar industry, 
book industry, and the liquor in- 
dustry. But so far it’s not yet 
been the case with your own in- 
dustry. 

(Q.) Does one dealer have the 
right to sue a dealer who violates 
the Fair Trade Act? 

(A.) Yes, one dealer can sue 
another dealer for a violation of 
this Act—regardless of whether or 
not the manufacturer wants to do 
anything about it—so long as the 
price has-been fixed by the manu- 
facturer in a contract with the 
dealer. All dealers are bound 
thereby and one dealer can sue 
another for a violation. 

Mail Order Houses 

(Q.) Can you control the mail 
order house under the Act? 

(A.) It’s my opinion that the 
mail order houses can be con- 
trolled. Certainly they can if the 


the way up to the Supreme Court 
which by a five to four vote, up- 
held his conviction. We feel that 
a similar result will follow when 
the question is raised in the case 
of department stores when they 
attempt to evade the spirit of the 
law, if not its letter, by throwing 
in a valuable desk for a few cents 
more than the fixed price of the 
portable typewriter alone. 

I have made some criticism of 
typewriter manufacturers in con- 
nection with the enforcement of 
the New York Fair Trade Act in 
your industry. Let me say a word 
of praise for the one company 
which protected you by inserting 
in its contracts with retailers a 
provision forbidding the resale of 
its products in the so-called com- 
bination sales. As attorneys for 
the New York group we have 
urged on the three concerns who 
do not use this provision that they 
follow the good example set by 
one forward-looking corporation. 
Perhaps this convention might 
consider such a request from your 
national group. 

Because of this provision we 
were successful in obtaining the 
written assurance from our large 
department stores that they would 
not sell this particular portable 
in combination sales and, “giving 
the devil his due,” they have lived 
up to this agreement. 

On behalf of the New York As- 
sociation we have taken up nu- 
merous instances of price-cutting 


Some of the Questions on 
Problems of Operation Under 
the Fair Trade Acts, Which 
Were Asked by Dealers Fol- 
lowing Mr. Stitt's Address 


sale takes place in New York 
State, because all four of the type- 
writer companies have contracts 
covering portables sold in New 
York. 

The laws of the state in which 
the sale is made apply to the sale. 
If the state has a Fair Trade Act, 
its provisions and the manufac- 
turers’ contracts existing in ac- 
cordance with the Act apply to 
the sale of the goods specified in 
each contract, only. 


Cooperative Stores 

(Q.) Is it not a violation of the 
Fair Trade Act if the manufac- 
turer sells a cooperative store 
which sells at full price but in 
making the sale it tells the deal- 
er’s customer or his association 
member that he’ll receive a rebate 
of 5, 10 or 15% at the end of the 
year, determined by the profits the 
cooperative earns? 
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by individual dealers throughout 
the city who are not members of 
this association. We are glad to 
report that in most cases a law- 
yer’s letter setting forth the law 
has resulted in conferences in 
which the offending price-cutter 
agreed to observe the law in fu- 
ture. The very active Fair Trade 
Committee of your organization 
was of course not willing to rely 
on the mere promise of a price- 
cutter to be a “good boy”, even 
when that promise was made in 
writing. They have checked on 
the price-cutters from time to 
time to find them observing the 
law. At the same time they have 
also checked on their own mem- 
bers and I am glad to be able to 
report a 100 per cent observance 
of those represented here. 

In closing, may I express the 
appreciation of Mr. Krause, myself 
and my other partners in the un- 
tiring help that we have had from 
the officers and members of your 
New York group. They have been 
tireless in their efforts to help 
maintain fair prices in this im- 
portant metropolitan area. I can- 
not make any distinction, except 
an alphabetical one, so here is a 
word of thanks and “orchids” to 
you: Nick Fucci, Sam _ Hutter, 
Johnny Loser, Tony Pohl, Irving 
Ritchie, and Arthur Whittekind. 
We deeply appreciate the oppor- 
tunity to meet you and extend our 
best wishes that your convention 
may be a complete success. 


Answers 


(A.) If it’s a bona fide coodpera- 
tive, of which there are really very 
few, it might not be a violation 
of the law, any more than if the 
particular customer had a few 
shares of stock in a very large 
department store and got some- 
thing back at the end of the year. 
But if, as with many of those so- 
called codperatives, it was just a 
trick to mislead the unwary cus- 
tomer, then certainly, it’s a viola- 
tion of the law. In my opinion 
and if you’ll look into it, most of 
these so-called cooperatives are 
not cooperatives at all—they are 
just sharpers that are trying to 
catch those people who still think, 
“I can get it for you wholesale,” 
is a magic slogan. 


Obsolete Models 


(Q.) Under the Fair Trade Law, 
when does a model become obso- 
lete? 

(A.) Most contracts provide that 
it becomes obsolete on 10 days 
notice, and of course all these 
things are dependent upon notice. 
One of the things I warn you 
about is that you go back into 
your different communities before 
you contemplate any legal action. 
Make sure that you can prove, as 
a Starter, that the offending dealer 
is given notice from the type- 
writer manufacturer, or from you 
or from somebody else, that this 
particular model has been price- 
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fixed at so many dollars. The 
least that the typewriter com- 
panies can do and should do is 
to give the same notice to all 
dealers of any contemplated 
changes in the prices of their 
models. 

(Q.) Typewriter dealers have 
been accustomed in the past to 
sell machines at 2 per cent dis- 
count to charge users. Is it legal? 

(A.) Yes, I believe it’s legal if 
the same terms of discount are of- 
fered to everybody. 

(Q.) It can’t be offered to every- 
body. It’s only offered to large 
corporations, and they have been 
accustomed to purchase  type- 
writers from various dealers for 
their employes. 

(A.) If they’re purchasing them 
for their employes, I would say 
that it’s an attempt to evade the 
law and would not be approved 
by the Courts. 


School Sales 


(Q.) What can be done about 
the schools and colleges that are 


selling portables below the list 
price? 

(A.) There again, we come back 
to the problem of codperation of 
the dealers. That certainly would 
be the simplest way. I should 
think that this group ... would 
be in a position to insist that these 
colleges and universities should 
not interfere with an honest busi- 
ness man’s bread and butter, espe- 
cially when they are tax exempt 
and in many cases supported by 
the taxpayers. 

Now, the law would apply just 
the same, and I’m sure that the 
local association committee would 
be very glad to look into that 
matter and be glad to write the 
necessary letters. But, of course, 
it’s just ridiculous to say that a 
large university is a typewriter 
dealer when it comes to helping 
out their individual students. 
They are just interfering with 
your business. Those things are 
very often handled by the local 
business people bringing the 
proper pressure to bear, and I’m 
quite convinced that the matter 
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could be handled along the lines 
outlined. 


(Q.) A dealer buys a recondi- 
tioned low number machine from 
a manufacturer and puts it in his 
window at a price of $39.50, 
against the $54.50 price. The cas- 
ing of the model has not been 
changed and the dealer does not 
attach a design indicating it is a 
reconditioned machine. But, in- 
stead, he states on a sign that 
this is a 1938 model. The customer, 
buying it at that price, thinks he 
is buying a new typewriter. Has 
another dealer redress against 
that dealer? 


(A.) I should think that it 
would be exactly the sort of a case 
that a Better Business Bureau and 
the Police officials would attempt 
to regulate. That has no connec- 
tion with a statute. But in New 
York City and in many other com- 
munities they have courts just for 
that sort of thing. If it could be 
proved it would render the par- 
ticular dealer liable to a criminal 
charge. 


Dealer Merchandising Under Today's 


| WANT to talk to you about type- 
writer merchandising and I hope 
to make some suggestions of value 
to you. 

During the past ten years we 
have passed through a period of 
unparalleled conditions. We have 
had our troubles in the past but 
we have gotten out of them. The 
present condition is unusual for 
we have just come out of a diffi- 
cult period and we are faced with 
a condition that needs serious 
consideration. 

Typewriter dealers in the main 
have lived through the period of 
the recession and practically every 
other line of business has had a 
higher rate of mortality than they. 
Portable typewriter sales are going 
upward and they are increasing 
each year. 

Business today is more fluid 

than formerly. Changes in busi- 
ness practices and in volume are 
more rapid. Government relief 
has added to population income. 
People have more time to shop 
and they shop more carefully. 
This means that to be successful, 
distributors must have greater 
knowledge of the products they sell 
in order to sell successfully. Re- 
gardless of good times or bad, the 
typewriter business should grow in 
volume if sales are sought for in- 
telligently. 
_ The small business man is com- 
ing more into his own. He is grow- 
ing in importance. The devolop- 
ment of Fair Trade legislation has 
had a definite effect in the coun- 
try at large. The small business 
man is “tops” for the typewriter 
manufacturers. 

Department store profit is eight- 


New Conditions 


(Digest of Address) 


By William A. Metzger, Royal 
Typewriter Co., New York 
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tenths of one per cent. With their 
efforts widely diversified and with 
this narrow profit margin and 
wide spread of interest, if the 
typewriter dealer cannot do a bet- 
ter job than the department store 
in selling typewriters, there is 
something wrong with the dealer, 
for the typewriter dealer has the 
advantage. Ninety per cent of 
portable sales go through the 
straight typewriter dealers. 
Concentration on one line of 
machines is advocated. Today is 


the day of specialization. Lines 
have grown in their spread and 
today to properly represent the 
lines of the four leading typewriter 
manufacturers with only one of 
each model, would necessitate a 
basic stock of 35 portable ma- 
chines and an investment in that 
basic stock of at least $1,400. All 
of the machines are good, so it is 
better to concentrate rather than 
be a “general practitioner.” 

Know your objective. Know 
where you are going. There is too 
great a trend toward diversifica- 
tion. Stream-line your business in 
all its branches. Learn your cost 
of doing business. If necessary, 
employ an accountant to set up 
cost figures for you, and teach 
you how to run a cost system. 
Learn how much net profit you 
make. Know what your servicing 
costs are. Know what kind of 
merchandise moves at certain 
times of year. Check the results 
of your advertising. 

It has been our experience that 
portable sales vary in volume 
about as follows: 

January 61% per cent, February 
7 per cent, March 8 per cent, April 
7% per cent, May 6 per cent, June 
5% per cent, July 4% per cent, 
August 6% per cent, September 
10 per cent, October 10 per cent, 
November 11% per cent, and De- 
cember 17% per cent. 

Others probably vary in like 
proportion, so advertise in propor- 
tion to when it is best for sales. 
The value of proper store arrange- 
ment should be emphasized. Your 
window is no good if it does not 
lead people into your store. Don’t 
overdo it, but modernize your 
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store. Consult a good display man 
on store arrangement. Let people 
know your store location so that 
you can hook up effectively with 
the manufacturer’s advertising, 
which generally says, “Go to your 
nearest typewriter dealer.” Have 
motion in your window, for it stops 
those passing by. 

Dramatize your window and or- 
ganize your store. Have a focal 


point in your window—not just a 
lot of machines. Price the ma- 
chines in your window. Light your 
windows well. Sell what your ma- 
chines will do rather than Sell the 
machine. 

Selling is the most interesting 
science in the world. Know what 
to do when a customer comes in 
your store. Sell better service, bet- 
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ter income, better school marks 
and such factors. Work out a com- 
bined sales method that suits your 
particular store. Have canvassers 
out. Your margin of profit permits 
this. 

Follow up your leads and sell 
typewriters in the home as well as 
in the store. It can be done, and 
you can do it, if you operate in- 
telligently and industriously. 


Cashing in on Cash Registers 


—_— getting into the topic 
assigned, I would like to make a 
report to you on my observations 
of the accomplishments of the of- 
fice machine dealers during the 
past two years and extend to you 
my congratulations on the prog- 
ress you have made. 

Two years ago at the NT&XOMDA 
convention, I described the chang- 
ing conditions in the business and 
endeavored to point out the need 
for greater diversification in the 
machine merchandising. Particu- 
lar stress was laid upon the neces- 
sity for dealers to build up figur- 
ing machine departments in order 
to increase profits and compensate 
for the lack of satisfactory growth 
in their writing machine profits. 

Last year at the Cincinnati con- 
vention, I read to you a report 
of progress on the subject be- 
tween the two conventions. Briefly 
this report was a consolidation of 
confidential figures furnished by 
some 200 leading dealers through- 
out the country. Of these 200 
dealers a fourth of them showed 
50 per cent of their profits were 
made on figuring machines. The 
general average of all dealers 
showed that 39 per cent of their 
profits were derived from figuring 
machines, 37 per cent from type- 
writers, and 26 per cent from all 
other lines carried. 

This past year has shown a con- 
tinuation of the trend. But be- 
cause all statistics show that the 
figuring machine business was far 
less affected than typewriters (and 
I am sure you will bear me out in 
this), the PERCENTAGE figures 
for the past year showed a decided 
jump over the preceding year. 

So, gentlemen, I congratulate 
you upon seeing an opportunity 
and taking advantage of it. But 
as the old saying goes, you haven’t 
seen anything yet. You have made 
some progress—it has been a step 
in the right direction but get a 
good grip on your chairs, for the 
figures I am about to give you 
should jolt you right out of your 
seats. 

The government has just pub- 
lished its latest census of the value 
of manufactured products by in- 
dustries and here are the figures: 
The typewriter industry amounted 
to 50 million dollars. The Figur- 
ing Machine industry amounted to 
100 million dollars. Does that give 
you something to think about? 
How did YOUR business stack up 
with that national average? 


Gentlemen —if you remember 


By Gordon Laurence 
Allen Calculators, Inc., 


New York, N. Y. 
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nothing else, I hope you will carry 
home with you from this conven- 
tion those two figures. 

I hope they will act as a chal- 
lenge to spur you on to a broader 
realization of the possibilities ex- 
isting in your city in your own 
business. It indicates the exist- 
ence TODAY of a potential 50 
per cent increase in your total 
business. Now instead of trying 
to build up alibis why this canNOT 
be done, let’s analyze our situa- 
tion a bit to see if there are not 
some pretty good reasons why we 
should be at least approaching this. 
Let’s take stock of the situation to 
see specifically what one must do 
to accomplish this. Obviously, the 
dealer is not getting his share of 
that extra 50 millions. 


Popular Priced Adding Machine 
Market 


Too few have realized that there 
has been born, in the past few 
years, substantially a new indus- 
try in this business. I refer to the 
popularly priced adding machines. 
Adding machines at a price the 
small business man can afford to 
pay—or to put it in the parlance 
of the trade—‘adding machines 
at portable typewriter prices.” 
This opened up a new and vast 
market for adding machines which 
never before existed. 

A factor which played hand in 
glove with the introduction of the 


popular priced adding machine 
was the introduction in this coun- 
try of a myriad of new taxes and 
tax reports. As a result, the small 
business was forced into the need 
for an adding machine and 
through good fortune, he was able 
to satisfy this need, at a price 
within his means. 


We have in this country some 
2'4 million business enterprises— 
a goodly percentage of them never 
owned an adding machine, but 
the paper work which the govern- 
ment has forced upon business is 
making the use of an adding ma- 
chine more and more imperative. 


AND they do not need large ma- 
chines. Eight and nine column 
machines which have always been 
the standards are quite unneces- 
sary. These small businesses rare- 
ly have occasion to add over $10,- 
000.00, yet there were many who 
ridiculed the idea of promoting a 
six column adding machine. 


Any one of the manufacturers 
making such machine will frankly 
admit that the market has not 
been scratched. Fortunately for 
the office machine dealers, sub- 
stantially all of this type of prod- 
uct being manufactured today is 
available for sale through dealer 
channels. The _ office machine 
dealer is the logical outlet because 
first of all, this type of product is 
in a price bracket too low to in- 
terest highly specialized branch 
office machine men. It is a paral- 
lel case to standard typewriters 
versus portables. The number of 
portable typewriters sold at retail 
through branch offices is infinites- 
imal, compared to the number 
sold through dealers. 


Where jewelers, furniture stores, 
tire dealers, radio stores, and even 
filling stations split the portable 
typewriter business with the regu- 
lar typewriter dealer—they can- 
not handle adding machines, be- 
cause they cannot render service. 
Isn’t it apparent, then, that the 
low-priced adding machine is a 
“natural” if there ever was one 


for the established typewriter 
dealer? 
Now, that sounds not only 


plausible but easy. Well it is 
plausible all right but like any- 
thing really worth while, it is not 
easy. AND for one very good 
reason. Due to advertising, edu- 
cation and high speed merchan- 
dising methods, instead of being 
“sold” as they were some years 
ago, portable typewriters are to- 
day being “bought.” The biggest 
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dealers in the country are doing 
their business on the store floors 
to people brought there by news- 
paper advertising. 

Adding machines have _ not 
reached that point for a number 
of reasons which you all know. 

Adding machines still have to 
be “sold.” True, more and more 
people are walking into dealers’ 
stores to buy a low-priced adding 
machine, and this will increase, 
but to depend upon that type of 
merchandising is merely panning 
the stream and passing up the 
store of gold buried in the ground, 
which is harder to get but vastly 
richer. It is still a job of can- 
vassing, demonstrating, placing 
short trials and placing rentals 
which because of their high per- 
centage of conversion should be 
construed as “paid trials.” 

Many a dealer’s business has 
been built up and is still sup- 
ported to quite an extent by 
typewriter rentals. Adding ma- 
chine rentals are soon to come in 
for an important place in the deal- 
er’s business. It has already start- 
ed. I know of one dealer who 
actually tries to discourage a sale 
if the prospect looks like a steady 
rental customer. Particularly so 
if it is an installment buyer, and 
you can get double the money for 
adding machine rentals because 
the market has not yet been 
ruined. 

So much for the popular priced 
adding machine market. 

We have seen that popularizing 
of figuring machines has been a 
substantial factor in increasing 
profits for the dealers. Future 


benefits will be in direct propor- 
tion to the further broadening of 
this field. The most remarkable 
uptrend is in calculating ma- 
chines. The growth of the calcu- 
lating machine business in the 
past six years has outstripped any 
other type of office machine—and 
outside of one or two, all makes 
of calculators are available to 
dealers. 

If you want to learn something 
about trends in various types of 
office equipment, study Uncle 
Sam’s purchases. Last year the 
government bought $1,300,000 
worth of calculating machines 
against $1,890,000 worth of type- 
writers. The total for all the 
figuring machines was $2,760,000, 
or 50 per cent more than its type- 
writer purchases. Government of- 
fices and business offices are 
equally interested in equipment 
which will save time and speed 
up the work so you can depend 
upon it that the dealer’s oppor- 
tunities are as good or better for 
selling calculators to business 
offices. 

The dealer is a natural and 
logical outlet. He is a citizen of 
the community and a local tax- 
payer. He maintains a store and 
a service department—the buyers 
are his friends and associates. If 
he knows the application of ma- 
chines to the customers’ work—if 
he can make an intelligent pres- 
entation and if he can render 
service, I claim the dealer is en- 
titled to all of the business in his 
community. 

The average typewriter man, 
however, is too prone to look upon 
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a calculator as being too involved 
for him to sell. Well, that is what 
I call taking a licking lying down. 
Have you TRIED to learn how to 
sell calculators? I would not em- 
barrass you by asking for a show 
of hands. For a good many years, 
I have been a supporter of the 
theory of dealer distribution of 
office machines. 

Now, gentlemen,—you are all in 
business to make money. You are 
constantly worrying about find- 
ing ways and means of increasing 
your business. 

You have a fixed overhead which 
very likely would support twice 
the volume you are now doing. 
That means a better percentage 
of net profits to total sales. 


Do you ever figure your ratio of 
profits to overhead? To illustrate 
this briefly, suppose your fixed 
overhead is $100 and you sell $500 
worth of merchandise on which 
you make 40 per cent—your gross 
profit is $200. Your overhead is 
$100, so your ratio of net profits 
to overhead is 1 to 1. Now sup- 
pose your sales are $1000—your 
gross profit is $400. Your over- 
head remains the same. Now you 
have a ratio of 3 to 1. 


Adding calculating machines 
does not affect your overhead, and 
they will improve your ratio. You 
have all increased your business 
by putting in adding machines— 
you understand adding machines 
and find them easy to sell. Now, 
just think of a calculator as a 
form of adding machine, which is 
what it really is. True, adding 
machines are made primarily for 
addition and subtraction whereas 
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calculators are for multiplication 
and division. BUT multiplication 
is addition. To multiply 4 by 3 
you are in reality adding 4 three 
times. You can do it on an add- 
ing machine but it takes longer. 
A calculating machine does it with 
wheels and dials almost instantly. 
Multiplication is short cut addi- 
tion. Division is short cut sub- 
traction. 


A Waiting Market 


Business is looking for short 
cuts. Only a few years ago, it 
was a rarity to find a business 
office using a calculator. Today, 
they are no longer a curiosity. 
Tomorrow, a concern of any con- 
sequence without a calculator will 
be the curiosity. When an em- 
ployer hires an extra stenogra- 
pher hes automatically buys an- 
other typewriter, but when he 
hires a new clerk who has to han- 
dle figures all day, he buys him a 
pencil and a pad of paper. Busi- 
ness is beginning to realize that 
that is expensive. That extra clerk 
might not have been necessary if 
that department had calculating 
machines. Business men are real- 
izing more and more that errors 
in figures are both costly and 
often times very embarrassing. 

Every business man knows these 
things, consequently appreciates 
his need for such a machine. There 
is no prejudice to be overcome. 
The desire is there. 


The purchase is inevitable, and 
will be made the minute you can 
show him that the amount and 
nature of his work justifies the 
expenditure. That time is being 
hastened, as calculators are made 
at lower prices. The market is 
there, and it is of tremendous 
size. I call it a “waiting” market. 
It is waiting for a little more edu- 
cation and a popular price. With 
machines available now at less 
than $200, thousands of new users 
can be created and many old users 
can be sold machines for use in 
additional departments. The trou- 
ble with the situation is that the 
market is bigger than the man- 
power available to reach it. The 
number of calculator salesmen in 
the country is infinitesimal com- 
pared to the number selling type- 
writers, adding machines, dupli- 
cators, etc. 

Now is the time for the office 
dealer to get in on the ground 
floor. Competition is less keen to- 
day than it will be a few years 
hence. Your overhead is going on 
just the same, and this will not 
increase it, but will improve your 
ratio of profits to overhead. 

My final plea to you gentlemen 
on this subject is DON’T PUT OFF 
THE GRASPING OF THIS OP- 
PORTUNITY. 


Combination Cash Register Sales 
Possibilities 

Now let’s take a look at another 
kind of a figuring machine — 
CASH REGISTERS. At the very 
start, I raise the question “Should 
office machine dealers handle cash 
registers?” That is rather an in- 
volved question, so let’s take it 
apart and look at it from several 
angles. 


Cash registers totaling 5,000,000 
units have been sold since 1889. 
From that time to this, the aver- 
age has been 50,000 a year. Lately 
in good years this ran consistently 
upwards of 140,000 to 150,000 a 
year. 

First of all, let us differentiate 
between cash registers and com- 
bination cash registering and add- 
ing machines. 

I question the wisdom of the 
average office machine dealer go- 
ing in for either new or used cash 
registers unless he had experience 
in the business or has an experi- 
enced cash register service man in 
his employ, in which case, I should 
recommend it very strongly. I 
refer particularly to dealing in 
used machines. 

Selling combination machines, 
however, is an entirely different 
story. It is almost as simple as 
selling an adding machine, yet, I 
feel positive there are not five 
dealers in this room—and that 
includes some very good adding 
machine dealers—who have 
scratched the surface of their 
profit possibilities on this line of 
merchandise. 

No one is going to pass up an 
opportunity to make extra money 
in his own line of business, unless 
there is a reason for it. So let’s 
look for the reason. Perhaps habit 
has something to do with it. 

The average dealer is primarily 
a typewriter man. When he goes 
out to look for business on a 
standard office machine, he looks 
for a place where a stenographer 
is employed—an office or a fac- 
tory—and in going from one pros- 
pect to another he walks past 15 
or 20 retail stores. Each of these 
retailers is a potential prospect 
for a cash register. Every time a 
dealer makes a purchase of any- 
thing—an article of clothing, a 
cigar, some gasoline, a meal, or 
a drink—he is in contact with a 
prospect. This happens several 
times a day. 

What a beautiful situation—but 
how often is it taken advantage 
of? How often do you ask pointed 
questions, such as, “Does this reg- 
ister tell you which departments 
of your business are profitable and 
which ones you are operating at 
a loss?” or “About how much does 
a register like that cost?” Your 
reply to his answer will invariably 
be “Too bad, we have a machine 
which will do even more than this 
for about half the price, and you 
get an adding machine at no 
extra charge.” 

You will be surprised at the 
sales which questions such as 
these lead to. 

The 1,000 dealers in the country 
who could qualify for this kind of 
selling have on an average, a po- 
tential sale of about 140 units a 
year, involving a potential profit 
of $10,000 a year per dealer. 

The least that can be done is to 
solicit the business on a “me too” 
basis. If you are unwilling to 
work up a prospect you might at 
least cash in on your competitors’ 
efforts by letting the prospects 
know, through the distribution of 
literature, that you sell similar 
type merchandise at lower prices. 
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Pretty lazy selling, but even that 
will bring surprising results. Now, 
if you are inclined to work at the 
job even a little bit you might 
study your manufacturers’ litera- 
ture enough to learn some of the 
more simple applications of these 
machines to the retailer’s busi- 
ness. You do not have to take a 
course in this; just set aside an 
evening when you have nothing 
else to do, and read up on the 
subject. I'll guarantee you that 
you will find it more interesting 
than a detective story. 


Selling Combination Cash 
Registers 


Now, how are combination reg- 
isters sold? There are three things 
to do: 

First: Since your’ telephone 
book will tell you the name of 
every prospect, decide at the very 
outset to get a piece of advertising 
material into the hands of every 
retailer in town. A letter, a folder, 
a blotter, and, most important of 
all, a business reply card. Some- 
thing which will make that mer- 
chant call you in before he signs 
up for another cash register. That 
is simple, inexpensive, and doesn’t 
require a great deal of work. 

Second: Canvas for prospects. 
Do not make the mistake of judg- 
ing from the sidewalk whether or 
not a certain store is a prospect. 
Even though you can look in and 
see that he has a register. 

How do you know, but what— 
his machine is not operating prop- 
erly; he may need a second ma- 
chine; he may be opening a new 
store or a new department; he 
may know of some friend who 
could use such a machine; he may 
be right on the verge of trading 
his machine in; he may be con- 
templating a change in his system 
necessitating a different type of 
machine? 

Don’t take ANYTHING for 
granted—go in and find out. 

There are thousands and thou- 
sands of registers in use which do 
no more than furnish a place to 
put change and give a total. Many 
of these users could be induced 
to trade in the old mill, if the 
merchant was shown the impor- 
tance each day of one or more of 
the following items: 


A. Amount of cash received on 


account. 

B. Total of daily cash and charge 
sales. 

C. Daily figure of moneys paid 
out. 

D. Amount of sales made by 
each clerk. 

E. Totals of sales by depart- 
ments. 

F. Number of sales by hours of 


the day. (That is, done by 
line spacing the tape each 
hour.) 

G. Importance of a printed rec- 
ord of every transaction for 
tax purpose. 

H. Importance of a store system 
which protects himself, his 
clerks and his customer. 

When talking to a prospect, im- 

press upon him first, last, and all 
the time, that a combination reg- 
ister is not an expense. Surveys 
have shown that merchants with- 
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out adequate equipment lose on an 
average of 35 cents a day. Not so 
much through dishonesty as care- 
lessness. That is why most cash 
drawers are fitted with an install- 
ment savings compartment. If 
each night when balancing the 
cash, a quarter and a dime are 
deposited in it— these savings 
actually pay for the machine. 

Use junior salesmen to get ap- 
pointments for machine demon- 
strations either in your store or 
in the prospect’s store. Always 
bear in mind when canvassing 
that the all-important thing is to 
arrange to get your machine be- 
fore the prospect. After that, you 
either make a sale or take it out. 

Never leave a register on trial. 
Why? Because the prospect does 
not understand it thoroughly, and 
if he uses it wrongly, he blames 
the machine instead of himself. 
So unless you are sure that it 
will be properly used arrange to 
bring it back. 

The third recommendation is— 
use one in your own Store. If it is 
good enough to Sell, it should be 
good enough to use. Why adver- 
tise a competitor. And what a fine 
opportunity when ringing up a 
sale and making change to Say, 
“have you ever seen a register 
like this?” Even if your customer 
is not a retailer, he may know of 
some one who might be interested. 


Demonstration Methods 


Now, how should a combination 
cash register be demonstrated? 

Every merchant knows what a 
cash register is, but few know or 
ever saw a combination cash reg- 
ister and adding machine. The 
cash register salesman has done 
a swell job of education. His prod- 
uct is “accepted.” Therefore, the 
responsibility lies upon us _ to 


prove to the merchant that our 


similar type machine will actually 
perform the same functions as the 
cash register. So when demon- 
strating a combination be ele- 
mentary. Point to your keyboard 
—explain how it functions the 
same as the keys on a cash reg- 
ister. Next, pull the handle, men- 
tioning that each operation of the 
machine rings a bell, which can 
be heard all over the store, just 
like the cash register. Also, that 
this automatically opens a cash 
drawer which holds change and 
currency, paid out slips, etc. 

Next, point to the tape and ex- 
plain how this machine, like the 
cash register, supplies a detail 
audit strip or tape on which is re- 
corded every one of the day’s 
transactions. Next, show how the 
tape is dated by depressing the 
charge key, which is a non-add 
key, and setting up on the key- 
board the month, day and year in 
figures. Next, forestall any argu- 
ment on the subject of protection 
by explaining how he writes his 
signature on the tape under the 
date, thus preventing a dishonest 
clerk from running a duplicate 
bogus tape. Only forgery will get 
around this, and that is a serious 
matter. 

Now ring up a few sales—and 
when you do this use actual cash. 
If you ring up a sale in depart- 
ment A, for 35 cents — actually 
toss a dime and a quarter in the 
cash drawer. To make the demon- 
stration complete, mix in a charge 
sale, a paid-out item, and a re- 
ceived-on account item. Now 
you say to your prospect, “let us 
assume that we have come to the 
end of the day, that you have 
locked the front door and are 
ready to check the contents of the 
cash drawer against the total in 
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the register. With the ordinary 
cash register, you first scoop out 
the pennies, count them, then 
look around for a paper bag or 
scrap of paper and write down the 
amount. You go on counting your 
nickels, dimes, quarters, half dol- 
lars and writing down each 
amount. Next, you list your paper 
currency. Next, you list your paid- 
out slips, then your received-on- 
account slips. Now, you go to work 
adding up each list of items. Of 
course, when _ you finish the 
chances are good that your fig- 
ures will not check with the reg- 
ister total. Why? Because you 
are trying to check a mind total 
with a machine total. Not so with 
the merchant using a combina- 
tion register. He enters each of 
these figures in the machine and 
adds them up because at the 
close of the day his cash register 
becomes an adding machine. AND 
although the combination may 
cost him half as much, he gets a 
complete cash register, and also 
an adding machine which costs 
him nothing.” 

All adding machines can be 
adapted for use on a cash drawer, 
so I urge you—whatever brand 
you may be selling—to learn some- 
thing about the applications of 
these machines. I repeat, there is 
a potential in additional profits 
of $10,000 a year for any dealer 
who really wants to go to work 
at the job. 

In closing, may I repeat what I 
have been preaching for three 
years. Arrange your store and 
your windows in such manner that 
it will be obvious to vour prosvects 
that you are not only a writing 
machine expert, but a specialist 
in figuring machines as well. 


Platens, Ribbons and Carbon Paper 


Mac has been said to you 
from time to time about type- 
writer platens. They have been 
termed a “heart” of the type- 
writer. And you’ve heard many 
times about different typewriter 
ribbons, carbon paper, their qual- 
ity and their uses, but I’m of the 
opinion that these three impor- 
tant items, which in your’ final 
analysis mean the difference be- 
tween good or poor impressions, 
are not often enough lumped to- 
gether. It is not necessary for me 
to tell you dealers about the dif- 
ferent grades of density of platen 
rubber on the market today. You 
know all those details as well as I 
do. The same is true of ribbons 
and carbons. But I do believe that 
more emphasis should be placed 
on linking these three items more 
closely. 


In other words, if you are in the 
office and change a platen, why 
not talk ribbons and carbons? If 
you’re going to sell impressions, 
which is the thing for you to do, 
you’ve got to put a ribbon on there 
to match that platen. Or, on the 
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other hand, if you’re called in to 
change a ribbon, why not show 
your customer the much better re- 
sults obtainable by the use of a 
new platen? Sharper, cleaner im- 
pressions produce neater letters. 
Sharper, cleaner carbon copies 
and longer use of both the ribbon 
and the carbon paper result. 


Dealer’s Advantageous Position 


Bear in mind that the type- 
writer dealer is in a most enviable 
position. He’s been entrusted to 
the care and maintenance of his 
customer’s machine, and therefore 
in the customer’s opinion the 
dealer must be capable of picking 
a ribbon or a carbon or the platen 
that’s best suited for use in that 
machine. Ribbon and carbon 
manufacturers are rapidly learn- 
ing the advantage of having their 
salesmen acquire platen knowl- 
edge as a means of increasing 
their ribbon sales. 


I wonder if the dealer realizes 
his advantageous sales position. 
I’m sure that most manufacturers 
would readily admit that the 
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typewriter dealer has a decided 
advantage over their salesmen in 
gaining access to offices and get- 
ting right to the machine, as the 
dealer frequently is not canvass- 
ing or selling but has been called 
in to service the machine in some 
way. To my knowledge, two such 
manufacturers have recently made 
arrangements with _ typewriter 
dealers to make calls for their 
salesmen and check the machines. 
This was done in two of our larg- 
est cities and the arrangement 
worked out very nicely for both 
parties. It was amazing how many 


platens were changed in communi- 
ties that presumably were well 
covered by the typewriter dealers. 

This may seem like a very diffi- 
cult feat, but it was not. The man 
asked his customer to bring in a 
typewriter specialist. No charge, 
no obligation. The customer gen- 
erally agreed. It was surprising 
how many times that this type- 
writer specialist suggested a 
change of platen and made it. 
With a new platen in the ma- 
chine, the ribbon salesman had a 
comparatively easy time of show- 
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ing his merchandise to best ad- 
vantage and making his sale. 
This opportunity is great today, 
greater than it has ever been, due 
to the inclination of the consumer 
to repair his equipment rather 
than replace it. Then why not 
take advantage of this ovpor- 
tunity? Teach your service men 
to sell impressions, not a ribbon 
or a carbon, but get him to sell 
impressions. You increase your 
profits and at the same time you’ll 
show your customer that you’re a 
qualified ribbon and carbon man, 
as well as a typewriter specialist. 


Right From the Shoulder 


isin months ago the committee 
in New York offered me the op- 
portunity of making a little talk 
which I gladly accepted. About a 
week ago I received a copy of the 
program. I read, “Straight From 
the Shoulder.” 

Well, here’s my idea of straight 
from the shoulder. Typewriter 
dealers in this country have a 
grand opportunity at the present 
time to do a real job of it. Your 
association today is in excellent 
shape. Your New York local group 
has shown great progress. The 
Fair Trade Acts are a step in the 
right direction. Not perfect, but at 
least helpful. But as always, most 
of us sit by and accept the pro- 
gressive few—as in any lodge, fra- 
ternal organization, or business 
organization—who do the work. 
Many times, instead of a slap of 
appreciation on the back to those 
few, we have our hammers out to 
criticize their efforts. Let’s get 
wise to ourselves; put in more ef- 
fort and we’ll soon forget the 
hammer and realize and appre- 
ciate what real work means and 
what our association means to us. 

This is your association and its 
success or failure depends upon 


From the 


sities represents a sale. A fine 
product with perfect, ideal condi- 
tions. (Mr. Leland strikes a 
match, of the safe variety from an 
ordinary paper package.) Not- 
withstanding this combination, we 
have many times found it neces- 
sary to strike the match two or 
three times before the desired re- 
sult is attained. 

On the other hand, in many lo- 
calities we seem to have only the 
one part of the combination, that 
is, the fine product. And yet some 
dealers continue to get business. 
(With that remark the speaker 
strikes the safety match on the 
sole of his shoe, igniting it.) 

In interpreting these three types 
of sales, may I mention that I 
contact large and small dealers 
operating both credit and cash 
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yourselves. You can all, by your 
contacts, gain whole-hearted co- 
operation among each other. This 
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stores in the cities and suburbs 
calling on some 15 to 20 dealers a 
day. Over a period of a year, you 
can imagine that I visit a large 
number of firms, notice their win- 
dows, overhear sales talks, witness 
demonstrations, etc. 

Therefore, my company thought 
it would interest you to hear a few 
impressions from the viewpoint of 
the customer, on the other side of 
the counter. 


will lift this business in the minds 
of the general public out of the 
second-hand field and give you all 
a place respected by “John Q. 
Public.” 

Collectively you have the 
strength. The total weight of your 
opinions can be made to be felt. 
You can make the manufacturers 
you buy from respect decent busi- 
ness policies. 

Your association can inform you 
of practices on the part of the 
manufacturers that are not “ac- 
cording to Hoyle.” This means the 
company I represent or any other 
company the shoe fits. Decent, 
fair manufacturers will welcome 
the scrutiny of your association as 
to their business methods. 

The manufacturers who depend 
upon the dealers’ success for their 
own success need your approval of 
their methods of doing business. 
Remember, unless you compel the 
manufacturers to eliminate unfair 
practices, decent manufacturers, 
for their own protection, will have 
to adopt methods and practices 
that are against their principles. 

What you need is a wide-awake 
association. What the manufac- 
turers need is your approval. 


Other Side of the Counter 


Let us begin with the average 
window shopper. In the first 
place, your store windows should 
be clear—the displayed merchan- 
dise immaculate—and, incident- 
ally, a simple, unusual display is 
very effective. Along this thought, 
I would suggest definitely that you 
change your windows often. Avoid 
having your entire stock in the 
window. 

I recall a travel window idea 
that one of my dealers and I 
worked out very advantageously a 
few years ago, just at the time 
when the Normandie was making 
her maiden voyage. We contacted 
one of the local sales agencies for 
one of the larger shipping com- 
panies. Borrowing a small ship 
model, a number of baggage tags, 
innumerable pamphlets and fold- 
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ers, we made a very effective 
travel window, tying in the port- 
able typewriter idea. Small signs 
offered appropriate suggestions, 
such as “Diary-type your trip on 
an Underwood Portable.” 

The idea here is that we trans- 
formed a typewriter store to im- 
press the average window shopper 
as though it might be a steamship 





ticket office. His attention was 
immediately attracted. Once he 
noticed the window, the tie-in 
with the portable typewriters was 
immediately observed, securing 
the desired effect. 

In your own locality there are 
many incidents and events which 
are of local interest that you, asa 
storekeeper, can tie-in with your 
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JONES BEACH OFFERS ITS ATTRACTIONS 

TO THE CONVENTIONITES.— 

1. Convention delegates and their ladies 
leaving the buses for a seaside outing. 


2. Mrs. H. H. Saunders, Boston; Mrs. Elmer 
Young. Chicago. 


3. A conspiracy on the boardwalk! We rec- 
ognize E. G!assman, Rochester; Bill Taylor. 
N. Y. C.; Jack Dean, Detroit; E. A. Raphael, 
Boston; Bob Brown, N. Y. C. 


4. John Loser. Noiseless Writing Machine 
Company. N. Y. C., and vice-president 
of N. T. O. M. D. A.; the young grandson 
of Ted Schaefer; Jim Treanor, Peerless 
Key-Imperial Manufacturing Company. 


5. (Center) Mrs. Jessie I. Taylor, Globe 
Typewriter Exchange. treasurer of N. T. O. 
M. D. A.; daughters on either side, Isabelle 
and Anita. 


6. Mrs. Adolph Morse. Adolph Morse. 
N. Y. C.; Charles Muenze, Mrs. Charles 
Muenze, Passaic, N. J. 


7. Ted Schaefer, United Typewriter Com- 
pany and his grandson. 


8. Tom DeWitt, L. C. Smith & Corona Type- 
writers, Inc.; Mrs. Joe Mills, Indianapolis; 
Mrs. Elmer Young. Chicago; Mrs. Robert 
Randazzo, Kansas City; L. L. Allen; Robert 
Randazzo, General Typewriter Company, 
Kansas City; Joe Mills, L. C. Smith & 
Corona Typewriters, Inc., Indianapolis. 


merchandise in an unusual man- 
ner to attract the passerby. 


I strongly suggest that during 
your leisure hours here in New 
York, you take particular note of 
our Fifth Avenue store windows. 
Emulate department store - win- 
dows in your home city. 

Gentlemen, your windows are 
expensive. See that they pay you 
a good return. 


Displays and Demonstrations 


Assuming now that we have the 
customer or the prospect drawn 
into your store, what is the next 
impression? Your merchandise. I 
cannot too strongly emphasize the 
point that all demonstration 
equipment should be clean, dusted, 
orderly, and well inspected at least 
once a week. 


To you smaller dealers, may I 
add that you avoid selling tied-up 
portables. Some of you laugh, but 
there is also a possibility that you 
might go to the other extreme, 
and on your display counter I 
might find so many portable type- 
writers displayed that it is simply 
impossible to demonstrate one of 
those machines to a _ prospect. 
There is a happy medium. A few 
well-spaced portables—or, for that 
matter, any merchandise that you 
are demonstrating — should be 
completely free and unobstructed. 


The average prospect comes into 
your store with packages, news- 
paper, umbrella and things of that 
sort in his hands. By the time he 
places them down between the 
machines you might have dis- 
played before him, the quarters 
left for demonstrating purposes 
are rather limited. Of course, the 
ideal situation is to have an exclu- 
sive demonstrating table which 
under no circumstances is to be 
used as a resting place for returns, 
rentals, or incoming machines of 
one sort or another. I would also 
suggest that you have a supply of 
paper convenient. 

You see, the easiest way to make 
a customer buy a machine is the 
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one in which it will take less time 
and effort to sell him. 

Encourage the prospect to use, 
type, fondle or tap the keys. Most 
customers don’t know what to do 
with their hands, anyhow. There 
are some people who buy through 
their sense of touch. Don’t hang 
a “Hands Off” sign over your mer- 
chandise. 

May I also suggest that you 
have your installment contracts 
neat and ready for use. 

With regard to the demonstra- 
tors, it is imperative that your 
salesmen, both in and out of the 
store, know the machine thor- 
oughly. I mean, particularly for 
demonstration purposes. Manu- 
facturers’ national advertising to- 
day educates the buying public. 
Portable typewriter manufacturers 
are definitely educating the public 
on the difference between a 
standard or a noiseless typewriter, 
pointing out that perhaps their 
product has a back-spacer in its 
correct position, i.e., on the left. 
That a popular priced Standard 
Mode! also has triple spacing—an 
exclusive feature. Your customer 
knows these things when he en- 
ters the store, but he wants to 
hear you describe them in detail 
for him. 

Take nothing for granted. Here 
particularly you find it necessary 
to carry the complete line. Get 
those additional profits by demon- 
strating higher priced machines. 
Furthermore, a well stocked dealer 
impresses the customer and builds 
for confidence. 


| apPRECIATE very much the 
opportunity that you have given 
me to tell you something about 
the work that we, in the Sales 
Executive Club, are doing in an 
effort to get consideration (not 
sympathy in any degree) for the 


older employe. Gordon Laurence, 


who was up here a while ago, is 
a member of the committee, and 
we are trying to get publicity and 
consideration for these people. 

It started several years ago when 
I wrote to 25 of the leading office 
equipment manufacturers and 
asked them to give me the age of 
their then leading salesmen and 
their 10 leading branch managers. 
Nineteen of them replied, which 
is considered a very good return. 
The 10 leading salesmen for these 
19 companies averaged 42!5 years 
old. The leading salesman for the 
19 companies averaged 441% years. 
The branch manager averaged 
about two years more, both as to 
the 19 leaders and to the 190 lead- 
ing salesmen. 


“John Citizen” 


Later I received some advertis- 
ing literature from a _ leading 
magazine in which it said, in 
part, “John, out of work at 40, 
has a tough time getting back on 


Is there a gentleman who can 
tell me the price of an Eastman 
Kodak Candid Camera, Model 
3X2Y? Well, gentlemen, that’s 
exactly my point on sales in times 
such as these and in the face of 
the unfair price competition. 
You're price-minded, but it is my 
impression that 90 per cent of the 
people do not know the price of a 
portable typewriter and, further- 
more, don’t care. 


Searching for Prospects 


To many of us today, society is 
in definite groups or classifica- 
tions. A fireman is seldom thought 
of as a family man, having chil- 
dren, owning his home, getting a 
little drunk, enjoying a ball game, 
having a good car and making a 
good steady income. No, he is just 
a fireman to us, working for the 
city. In New York City there are 
some 18,000 firemen. Some hap- 
pily married, with children, who 
do get a little drunk and enjoy a 
ball game once in a while, who, 
incidentally, earn over $3,000 a 
year. Your outside salesmen should 
know every firehouse within a 
five-mile radius of your office, and 
should give a portable typewriter 
demonstration in each one. In 
fact, in New York City three, be- 
cause they operate on three shifts. 

Here you have the ideal set-up 
for a small group demonstration 
for good potential prospects. Fur- 
thermore, there are 29,000 police- 
men in New York City. Start on 
them next. 


The Old Employe 


By Henry Simler 
Writing Machine 


American 


Company, New York, N. Y. 
& 





MR. SIMLER 
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There’s also a man that comes 
into your store twice a day. Yet, 
have you ever given him a break, 
considered him to be a family 
man, with perhaps a daughter to 
whom he might give every oppor- 
tunity, including perhaps a port- 
able typewriter? He is your post- 
man. And I ask that the next 
time that he visits your store that 
you converse with him. Find out 
a little more about his home life. 
Perhaps you'll have a prospect. 


Along this thought I suggest 
that you check your city for Army 
reservations, Navy yards. Is it 
necessary that I mention nurses 
and professional men? 

And here is a test. On your way 
home, ask the porter in the club 
car for a portable typewriter and 
see what happens. If he can’t fur- 
nish you with one, that looks like 
a good lead to me. It is my con- 
tention that every club car on 
every railroad should have a port- 
able typewriter as standard equip- 
ment. From there we lead on to 
libraries on ships. You see, one 
suggests another. 

It seems to me that it is the 
dealers today that are practicing 
the above-mentioned fundamen- 
tals who are giving a new twist to 
an old problem, who are con- 
stantly merchandising in a mod- 
ern way—dealers who have that 
fine product and are not waiting 
for ideal conditions. (With that 
the speaker again ignites a safety 
match from the sole of his shoe.) 


anyone’s payroll. Folks under 40 
are the big buyers.” I received a 
number of different circulars of 
this character, and I thought it 
was very unfair to make such 
comparisons. One day I wrote to 
the advertising manager of that 
magazine, which led to quite a 
correspondence with him... 
In order to maintain the posi- 
tion I had taken, I went up to the 
Metropolitan Life Insurance Com- 
pany Policyholders Service Bu- 
reau and got some figures. This 
vast group he was talking about 
—that is, the age of 25 to 35 — 
represented only 15 per cent of 
the total population of the coun- 
try. Well, that wasn’t anything 
to get excited over. Then he sent 
me some figures that they had 
compiled, giving the ages of a lot 
of factory workers, and _ that 
wasn’t very impressive, because 
they didn’t make much money and 
probably all that they did make 
was required for necessities that 
were not advertised in this maga- 
zine. 


Takes Chairmanship 


In talking it over with a group 
of club members, we thought we’d 
like to do something about this 
contention that commerce has no 
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room for men after 40. And when 
Doctor Paul H. Nystrom, president 
of the Sales Executives Club of 
New York asked me to be chair- 
man of the employment comm.t- 
tee for the second year, I told him 
I would if he would consent to 
trying to do something for the 
men over 40. He said to go to it 
with the aid of Gordon Laurence 
and the Forty Plus committee. 
We got up the aims and objects 
of this committee to show the em- 
ployers of America that it’s to 
their economic advantage to elim- 
inate this prejudice. 

Twenty clubs similar to ours 
have offered to cooperate in this 
WOE... . 

We found that not many com- 
panies are discharging men on ac- 
count of age and that the prac- 
tice of not hiring men over 40 
years old is largely confined to 
salesmen, sales executives, and ad- 
vertising executives; not so greatly 
affecting workers in _ industry. 
But when one of these men loses 
his job, because of a reduction in 
the organization, it is very difficult 
for him to get another job. And 
strange as it may seem in these 
days, often the men to whom he 
applies for a job are not tactful, 
are not even kind. Many times 
they say to him, cold-bloodedly, 
“We don’t employ anybody as old 
as you.” I have had some of these 
men come in to see me... 


Give Older Men Assurance 


One point that I’ve tried to 
raise is that it will pay industry 
to give some assurance to the 
older employes that the younger 
men are not going to take their 
positions away from them. We'll 
not overlook the need of younger 
blood in the organization, either, 
because we fellows are not going 
to live forever ... I’m in tne 40 
plus class myself, and have been 
selling typewriters for nearly 40 
years. 

Of course we must take on 
young men and encourage them. 
Here is a Situation that con- 
fronted one young salesman, and 
I have reason to believe it’s true. 
He came to me and said, “Mr. 
Simler, I work up a deal for my 
company (I’m not going to say 
whether it’s typewriters or adding 
machine, or what it is, but it’s in 
the office equipment field), and 
unless the customer that I’ve been 
calling on asks for me by name, 
the senior salesman gets it.’”’ Well, 
that isn’t the way to encourage a 
young man. 

We need youth as well as men 
of mature experience and judg- 
ment. But I am afraid that in a 
number of organizations many of 
the older men discourage these 
youngsters who are coming into 
the business. I’m addressing now 
those who are perhaps within a 
few years of my age. We were 
not born with the knowledge of 
how to sell typewriters or adding 
machines; somebody had to help 
us. I think the salesmen that were 
in the organization when I was 
a salesman were perhaps a little 
kinder than they are today. They 
thought a little less of getting a 


part of the commission and did 
help me. If we can just assure 
these older men that they’re going 
to have the job as long as they 
can hold it down, and then ask 
them to help these youngsters, it 
will help build up the kind of an 
organization that will be hard to 
beat. 

Ford has done an outstanding 
job. Many of you may have heard 
Mr. Cameron tell how they try to 
keep the age distribution of work- 
ers parallel with that of the cit- 
izens in the community in which 
the factory is located. How they 
operate with those that are blind, 
those that have but one arm, those 
that are deaf and blind, and con- 
sumptive. Their organization in- 
cludes men of this class, doing 
certain work which they have 
found them able to do. 

The General Electric company 
endeavors to have in their organ- 
ization an average age of 40 years 
—and when their average goes 
over 40 they hire younger men and 
when under 40, they hire older 
men. They try to keep the same 
average as in the general popula- 
tion—40 per cent over 40. 

I had a letter from one chap 
down in Washington in answer to 
a Reader’s Digest article which 
some of you may have read, in 
which he said he was 42. As a 
matter of fact, he was here at the 
hotel today to see me, and he has 
found it very difficult in the last 
few years to get a job. Strange as 
it may seem, 10 years ago when 
he was 32 years old he made a 
report that his firm should not 
employ men over 40, because they 
were liable to be away more on 
account of sickness, due to their 
older age. According to insurance 
figures the opposite is true. The 
man over 40 will be away less than 
the man under 40. 


“Typical “Ad” 


To give you an idea of the 
way some companies operate, I’ll 
read you an advertisement for a 
sales executive. This was pub- 
lished in the New York “Times” 
and “Printer’s Ink.” 


SALES EXECUTIVE WANTED 

“One of the largest concerns of its 
kind is seeking a man of sales execu- 
tive ability with proven successful 
record of achievement in selling and 
merchandising. Ability to handle men 
and work congenially with associates, 
general knowledge of major markets 
and selling experience in one of these 
three fields—food, tobacco, or bever- 
age—are all essential requirements 
Position requires traveling. State ex- 
tent of education and average income 
for past 5 years. Give complete and 
thorough record of business history 
with references and enclose snapshot, 
which will not be returned. Compen- 
sation Salary and Traveling Expenses 
Age—30 to 35. Excellent future. Box 


2047, Atlanta, Ga.” 


Now I ask you, how would a 
man of 30 to 35 have that experi- 
ence? 

Up in Buffalo the other day, I 
asked the age of the five leading 
salesmen in the adding machine, 
typewriter, and tabulating ma- 
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chine divisions of one of the large 
manufacturers in our field. The 
average age of the five leading 
adding machine salesmen was 49 
years — the same was true in the 
typewriter division, and in the 
tabulating division it was 39. 
Now, while I appreciate these 
older men, as I do in all these 
organizations, it seems to me that 
we should have some younger men 
and bring that average down by 
building up the organization of 
younger men, because, as I Say, 
we are not going to last forever. 


Legislative Action 


There is a great need for a 
change in civil service age limits. 
We had a discrimination against 
people here in New York City 
applying to those eligible for the 
Civil service examination. They 
would not give a civil service 
examination for a clerk if over 26 
years old. But through legislative 
action, this discrimination regard- 
ing age has been eliminated; with 
the exception of cases where 
physical fitness is required, such 
as firemen and policemen. 

In Washington in the Federal 
Government there are similar re- 
strictions. In referring to recent 
enactments, Hugh Johnson said, 
“over the years, it is one of the 
worst offenders as to age dis- 
crimination.” A bill was passed in 
the Senate and has been intro- 
duced into the House to eliminate 
that discrimination, the same as 
here in New York. 

In Massachusetts they have 
passed a law making it an offense 
subject to fine, for discrimination 
against the older employees. I 
would like to feel that when you 
men go home, you'll look into the 
civil service classifications rul- 
ings as to ages, and if such dis- 
crimination exists, try to get it 
changed. 

In our organization we have 16 
branch managers who average 51 
years of age and whose average 
service with the company is 148 
years. The average age of the 
women in our organization is 35. 


Marvin K. Hart, president of the 
New York State Economic Counsel, 
strongly opposed attempts of the 
legislative body to pass laws as 
a solution to the problem of men 
of 40 or over. 


Movement Grows 


I have had a reprint of an arti- 
cle that was in “Business Weew” 
on the 16th, a week ago, placed on 
the chairs. Frank Reisig of the 
McGraw Hill Publishing Company 
was down to the office and I gave 
him a lot of figures. You can read 
the article and save listening to 
me telling you about it. 

In Boston a week ago Sunday, 
we had almost a full page story 
in the Boston Herald. I ran across 
a man up there who had started 
the “40 Plus Club” of Boston. I 
gave him permission to use the 
name if he didn’t charge any fees. 
I had a letter from him that re- 
sulting from this article, he was 





swamped with letters and tele- 
phone calls. He had a plan that 
could be put into effect in any 
city in which you men live, if 
you’re interested and can get 
someone interested with you. 
Originally he had thirteen people 
seeking employment, and in less 
than six weeks the club placed 
five of them. They are now figur- 
ing on increasing it to a number 
that they feel they can handle. 
Instead of these men going out 
and asking for a job for them- 
selves, each man goes out with 
the case history of the other fel- 
low and tries to sell the other man. 
That’s the best plan I’ve heard of, 
and it shows that it can be worked 
out in almost any place. 


Widespread Publicity Obtained 


We have had people on the air 
on this subject. We're getting 
editorials and articles from all 
over the country, cooperating in 
our effort to induce employers to 


Loss Leader 


ais been asked to discuss 
briefly the growth of Fair Trade 
legislation in the State of New 
York and to suggest some possible 
additions to the law which would 
help carry into effect the entire 
theory of Fair Trade. 

Fair Trade acts are not all to- 
gether the children of present 
economic conditions. Their line- 
age reaches back at least twenty- 
one years to an analogous statute 
passed by the State of New Jersey 

. recognizing the legality of a 
restraint on trade, the purpose of 
which was to protect the manu- 
facturer’s right in his trade-mark. 

However, the late rise to legal 
prominence of this type of legisla- 
tion may be attributed solely to 
present cut-rate competition in 
the retail field. The use of “lead- 
ers” by cut-rate stores to entice 
the buying public into their shops 
is known to all persons. It is this 
practice which these acts aim to 
prohibit. ... 

It is an elementary principle of 
law that courts will not question 
the wisdom of the Legislature in 
altering the economic philosophv 
of its people; the formulation of 
principles and policies lies wholly 
with the Legislature. 


Allay Fears 


While the economic conse- 
quences of these acts is not the 
immediate concern, it is well to 
lav at rest the fears of those who 
believe that these acts will give 
te manufacturers of identified 


goods a strangle-hold upon retail 
prices. The inexorable economic 
law of supvply and demand will 
make it impossible for manufac- 
turers to peg retail prices at an 
unreasonable figure. As in Gres- 


take on older men. As I Say, it is 
to the benefit of industry to get 
the knowledge that they present. 


I'll give you an example of one 
man who was in to see me the 
other day. He was recommended 
to me by a friend. He had been 
president of three banks in New 
York City at a top salary of $27,- 
500 a year. Today he’s working for 
$40 a week and says he’s happy 
and that he and his wife have 
adjusted themselves to that in- 
come and they can’t get him 
down. He’s trying now in New 
York to form a committee and is 
attempting to interest the leading 
bankers of the city in an effort 
to rehabilitate bankers and bank- 
ink clerks, because it is a well- 
known fact many who formerly 
held these positions are now un- 
able to get jobs. 


By the way, I have received 
over 200 letters from the article 
which appeared in the March issue 
of “Readers Digest.” Owing to the 


Legislation and 


By Senator A. Spencer Feld 
Co-author, Feld-Crawford Act 
of New York State 


ham’s Law, cheap money will 
drive dear money from the mar- 
kets of the world, so will cheap 
goods drive dear goods from mer- 
chants’ counters in those instances 
where a substantial sacrifice of 
quality in the cheap goods is not 
apparent. ... 

It is a well settled general rule 
that the owner of vroperty has 
the right to fix the price at which 
he will sell it, and such right is 
within the protection of the Con- 
stitution. This right, however, is 
subject to certain limitations, 
among which is the police power 
of the State. 

With respect to trade-marked 
commodities, the Court said that 
the vendor when he sold his prod- 
ucts did not part with all interests 
therein. The vendee did not ob- 
tain an absolute and unaualified 
right in the property: he took 
everything but the good will, that 
remained with the vendor. Good 
will is a thing of value, a proverty 
right. The vendor may sell his 
product with the good will at- 
tached. or he may retain such in- 
terest therein as might be neces- 
sary to protect the good will. 


Protect Good Will 


Therefore, the enactment of the 
Feld-Crawford Act by the Legisla- 
ture of 1935 sought to protect the 
good will of trade-marked articles 
by preventing chiseling and cut- 
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large number, we had to answer 
some of them by cards; some were 
answered by the men of the club, 
and by the club secretary. Nothing 
would have pleased me better than 
to have written to every one of 
them. 


A chap sent me this verse, which 
I suspect he wrote, although he 
didn’t say so. 


In savage days when times were tough, 
And primal passions raged, 

They had a custom queer and rough, 
To cure the blight of age. 

For when a native’s youth had fled 
And he had lost his vim, 

They simply knocked him on the head, 
And put an end to him. 

But we, in this enlightened age 
We're made of different stuff; 

And thus we look with righteous rage 
On customs queer and rough. 

For when a man grows old and gray 
And weak and short of breath, 

We simply take his job away, 
And let him starve to death. 


Fair Trade 


throat methods in the retail in- 
dustry. ; 

The main method of unfair 
competition practiced by this class 
is the selling of trade-marked 
standard brands of merchandise 
at cost price or below cost to 
100dwink and fool the consuming 
public, in enticing them into their 
establishments to sell them un- 
known brands in prices ranging 
from 100 per cent to 1,000 per cent 
profit or more. 


These unfair and so-called “loss 
leader practices” are driving the 
small business man out of business 
and if they are permitted to con- 
tinue further, you will concentrate 
the retail industry in the hands of 
a “ty causing monopolistic con- 
trol. 


Opposes Loss Leader Legislation 


There has been a great deal of 
talk about “loss leader” bills. Four 
were introduced in the past ses- 
sions of the Legislature. I am 
sorry that I cannot agree with 
these “loss leader” bills entirely, 
and the _ greatest reason that 
prompts me to disagree, is the fact 
that economists, who apparently 
are the tools of chain outfits and 
department stores, are almost 
unanimously in favor of “loss 
leader” bills as opposed to regula- 
tory bills, such as the Feld-Craw- 
ford bill. 


“Loss leader” legislation has at 
all times heretofore been a pro- 
hibitive of selling merchandise be- 
low cost plus nominal overhead. 
Cost always differs as between the 
small retailer and the large one; 
so does overhead differ between 
them. It is quite natural that a 
large department store or a chain 
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outfit can obtain merchandise at 
lower cost because of its bulk buy- 
ing and that its overhead, based 
upon what it calls “efficiency” 
must necessarily be lower than 
that of the small retail store. 

“Loss leader” legislation such as 
that, or the fixing of a “floor” by 
which merchandise is sold, is not 
the remedy for the evil facing the 
independent retailer or jobber 
when he thinks of unfair competi- 
tion. Even should a “floor” be 
fixed, that is, should there be a 
law that nobody can sell mer- 
chandise below cost plus overhead, 
we would immediately find that 
that indefinite term “overhead” 
would cause a percentage of the 
merchants to start chiseling. 

It is not fair, of course, that a 
consumer be charged a greater 
price than he should pay for his 
merchandise, but certainly it is 
reasonable that a fair price be 
paid by the consumer, which 
would take in a legitimate profit 
for the independent retailer or 
jobber. This cannot be accom- 
plished by “loss leader” legislation. 


Feld-Crawford Fair Trade Law 


Briefly, the Feld-Crawford Fair 
Trade Law, which became Chap- 
ter 976 of the Laws of 1935 and 
was declared legal by the Court 
of Appeals in 1937, provides as 
follows: 


Section 1, making lawful the sale of 
trade-marked commodities in open 
competition with commodities of the 
Same general class, under contract 
stipulations against the resale of the 
commodities by the vendee at less than 
prices fixed by the vendor. 


This section merely sets a prin- 
ciple of law already recognized by 
the courts. 

Such contracts constitute ver- 
tical price maintenance; they do 
not infringe upon the anti-trust 
laws. It is not unlawful in other 
words for the manufacturer of a 
trade-marked commodity to exact 
a contractural agreement from a 
prospective purchaser, which has 
as its purpose the maintenance of 
a given price of the commodity as 
it passes along the vertical line, 
from manufacturer to consumer. 
Such contracts do not hinder upon 
competition between that particu- 


lar commodity and other com- 
modities in the same general class. 

Anti-trust laws and unfair com- 
petition laws prohibit horizontal 
contracts. That is, agreements in 
restraint of trade made by com- 
petitors selling similar commod- 
ities in the open market. 

Section 1 of this act therefore 
does not apply to horizontal price 
maintenance and does not even 
tend to legalize trusts or mono- 
polies. It does, however, tend to 
prohibit trusts and monopolies. 

In all cases that came before 
the Court, the objections seemed 
to center around Section 2 of the 
Act. 


Section 2 states as follows: Wilfully 
and knowingly advertising, offering 
for sale or selling any commodity at 
less than the price stipulated in any 
contract entered into pursuant to the 
provisions of Section 1 of this Act, 
whether the person so advertising, of- 
fering for sale or selling is or is not 
a party to such contract, is unfail 
competition and is actionable at the 
suit of any person damaged thereby 


In none of the cases was the 
question raised as to whether or 
not this section constitutes a bur- 
den upon interstate commerce. 
However, even should this objec- 
tion be raised in some later case, 
there is little probability that such 
a decision would defeat the legis- 
lative purpose of eliminating de- 
leterious cut-rate competition. 
Practically all of the national 
manufacturers selling trade- 
marked commodities maintain 
their own local warehouses within 
most of the states. Their com- 
modities have definitely come to 
rest in their warehouses leaving 
the channels of interstate com- 
merce, before the act becomes ap- 
plicable. The few instances in 
which this might not be true, 
would not materially affect the re- 
sults sought by the act. 

Before Fair Trade acts came in- 
to vogue, the right of the manu- 
facturer to protect by contract the 
good-will in his product was well 
established. These acts merely 
extended the protection in those 
cases where the manufacturer in- 
dicated by vertical contracts his 
desire to accept the statutory pro- 
tection accorded, to include per- 
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sons not parties to the contract 
but who had knowledge thereof. 

It can hardly be said that a 
person who purchases a commod- 
ity knowing that the original ven- 
dor reserved the right to protect 
his good will therein, is deprived 
of his property without due 
process of law when denied the 
right to sell at such price as he 
may deem fit. His knowledge of 
the manufacturer’s reservation 
constitutes his guaranty against 
an unlawful deprivation of his 
property, for, knowing of the en- 
cumbrance, he is not taken by 
surprise. He obtains exactly what 
he bargained for. Needless to say, 
if the commodity burdened with 
its restriction does not appeal to 
him, he is at liberty to go shop- 
ping elsewhere. 


Fair Trade Prices Lower 


The Feld-Crawford Law if prop- 
erly enforced, will without a doubt 
lower prices of commodities to the 
consuming public, because it will 
do away with the “loss-leader and 
stock loss.” 

Prices on commodities whether 
trade-marked, patented or other- 
wise have always and will be al- 
ways fixed by the law of supply 
and demand and not even the 
Feld-Crawford Law can in any 
way change the law of supply and 
demand. 

In conclusion, may I say that 
there is no doubt in my mind that 
the Feld-Crawford Act, after a 
reasonable length of time to iron 
out small difficulties that may 
arise, will in its finality be a boon 
to the business man of the State 
of New York; will cause manu- 
facturers of all types to establish 
headquarters, warehouses and 
manufacturing plants in the State 
of New York, thereby increasing 
prospective employment; and will 
protect the consumer from the 
chiseler and dealer in “loss leader” 
goods, and guarantee to the con- 
sumer nationally advertised 
standard brands of merchandise 
at popular low prices; and you will 
get just what you ask for and not 
inferior substitutes. 


N. T. O. M. D. A. CONVENTION REGISTRATION 


A Sales & Service Co., Washing- G writer Ser. Co., New York, 
Agronick, Mrs. L. W., Capitol ton, ce Carr, George, Carr Typewriter : 
Stationery Co., Providence, R. I. Bishop, E. G., Royal Typewriter, Exchange, Great Neck, L. I. E 


Ames, Mrs. C. H., Ames Supply 
Co., New York, N. Y. 
Ames, H. R., Ames Supply Co., 


Cranford, N. J. 
Bloch, Mrs. Madeline, New York, 


Christie, William J., 
writer Co., 


Carroll, P. J., Globe Tyvewriter 
Exchange, New York i 


Astoria, 


Elmer, L. D., Economy Type- 


City writer Ser. Corn., New York, 
Royal Type- 
I 


mM. Ma 
Engel, B., International Type- 


Chicago, Ill. 
Anders, Ray, Ames Supply Co., 
Chicago, III. 

Arnhols, Herman, Royal Type- 
writer Co., Bellaire, L. I. 
Armand, R. T., Canada Type- 
writer Co., Montreal, Can. 


Barrer, W. E., International Of- 
ig Machines, Jackson Heights, 


Barrer, Mrs. W. E., 
Heights, L. I. 

Beckwith, W. H., Royal Type- 
3 Co., Inc., New York, 
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Belgard, Mrs. Chas., 3985 Brigh- 
ton 

Berry, Leon B., W. Berry & Co., 
Waterville, Me. 


Bills, Clarence D., Typewriter 


M.¥. 

Bogdanply, Anna O., L. I. Add. 
Mach. & Type Co., Rockville 
Center, N. Y. 

Bonn, A. E., Buchanan & Co., 
Inc., New York, N. Y. 

Bosted, John C., Royal Type- 
writer Co.. Woodhaven, L. I. 
Boulware, C. T., Royal Type- 
writer Co., New York, N. Y. 
Boyd, Charles H., Boyd Type- 
writer Co., New York, N. Y. 
Brennan, Joe, Harlem Print Shop, 

New York, N. Y. 

Brown, Bob, Noiseless Writing 
Machine Co., New York, N. Y. 

Bush, C. E., General Typewriter 
Co., Washingtcen. D. C. 

Button, George, Wholesale Type- 
writer Co.. New York, N. Y. 

Button, Walter, =r) Type- 


writer Co., Leonia, N 


Clausner, Wm.. Typewriter & Of- 
fice Supply Co., Newark, N. J. 

Cohen, Miss Betty, Peerless Key- 
Imperial Mfe. Co., New York, 
N. Y 


Cornish, L. H.. Wholesale Type- 
writer Co., Boston, Mass. 
Cratty, W. T., Remington Rand, 
Inc., Buffalo, N. Y. 
D 


Dean, Mrs. C. I., Detroit, Mich. 

Dean, Jack, Dean Typewriter 
Sales Co., Detroit, Mich. 

DeWitt, T. D., C. Smith & 
Corona Typewriters, Inc., New 
York, Ss 

Diviacz, Miss Clare, L. I. Add. 
Mach. * Typewriter Co., New 
York, N. Y 


Downs, David J., Downs Type- 


writer Co.. New York, N. Y. 
Everly, C. H., Office Appliances, 
New York, N. Y. 
F 


Ferary, Joseph J., The Typewriter 
Store, Inc., Syracuse, ¥. 
Ferer, Harry, All Makes Type- 

writer Co., Omaha, Neb. 
Foote, Harry S., Harry’s Busi- 
ness Mach., Inc., Reno, Nev 
Franke, Gene, Underwood Elliot 
Fisher Co., Flushing, L. I. 
Franz, William, Royal Typewriter 
Co., Teaneck, N. J. 
Fucci, Mr. and Mrs. Nicholas H., 
Business Mach. Serv. Co., New 
York, N. Y. 


G 
Galland, J. W., Wholesale Tw. 
Co., New York, N. Y. 
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Goldin, Norman, Atlas Typewriter 
Co., Brooklyn, N. 


Glassman, Mr. & Mrs. E., City 
Typewriter Exchange, Roches- 
ter “& A 

Glueck, Chas. F., The Typewriter 
Equip. Co., New York, N. Y. 

Gross, Paul I., Mailers Service 
Equip. Co., New York, 

H 

Haber, Harry, Mailers Service 
Equip. Co., New York, _ # 

Haberle, Frank J., Allentown, Pa. 

Haberle, Mrs. Frank J. Allen- 


town, Pa. 

Hall, J. H., The Portadesk Co. 
Inc., Hackensack, 

Harrington, Miss E., 
& Add. Mach. Co., 
ton, D. C. 

Harwitz, Marcus, Regal Type- 
writer Co., New York, N. Y. 

Heaton, Joseph F., Pawtucket Tw. 
Exchange, Pawtucket, R. I. 

Helmuth, Mrs. Louis, New York, 


United Tw. 
Washing- 


_ 2 

Hirsch, G., Olympia pieced 
Co., New York, N. 

Hoagland, H. H., L. C. ‘Smith & 
Corona Typewriters, Inc., New 


York, N. Y 


Hock, Fred W.. American Type- 
writer Co., Pittsburgh, Pa. 

Hutter, Morris, Check Writer 
Co., Inc., New York, N. Y. 

Hutter, Rose, Check Writer Co., 
New York, N. Y. 

Hutter, Samuel, Check Writer 
Co., Great Neck, L. I. 

Hutter, Mrs. Samuel, Check 
Writer Co., Great Neck, L. I. 
J 
Jacobs, Hazel, Neuschafer & 

Jacobs, New York, N. Y. 
Jacobs, Sadie, Neuschafer & 

Jacobs, New York, N. Y. 
Jensen, B., Regal Typewriter Co., 


New York, N. Y. 

Jungbluth, Clyde, Underwood EI- 
liott Fisher Co., New York, 
N. Y. 


K 
Kavanaugh, Leo F., The Key- 
stone Co., New Bedford, Mass. 
Kennedy, J. W.. American Writ- 
ing Mach. Co., New York, 
N.Y 


Ketcherside, F., Buckland Van 
Wald Co., Detroit, Mich. 

Ketcherside, Mrs. Floyd, 
land Van Wald Co., 


Mich. 
Klink, R. L., Central Ribbon & 
Carbon Co., New York. N. Y. 
Kretchmer, O.. Peerless Key-Im- 
perial Mfg. Co.. Newark, N. J. 
Kretchmer, Mrs. O., Peerless Key- 
Imperial Mfg. Co., Newark, 
N 


Buck- 
Detroit, 


Kunze, Adam, New York, N. Y. 
Kuntz, o.. American Office 
Equip. Co., Baltimore, Md. 

L 
Laden, Thomas J., Remington 
Rand, Inc., New York, N. Y. 
Lafferty, J. T., Underwood El 

New York, 


liott Fisher Co., 
N. Y 


LaHiff, John A., J. E. 
Co., New York, N. Y. 

Laurence, Gordon, Allen Calcula- 
tors, Inc., New York, N. Y. 

Leland, H. D., Underwood EI- 
liott Fisher Co., Rockville Cen- 
ter, L. I. 

Lewin, Stanley B., Check Writer 
Co. Inc., Philadelphia, Pa. 

Lewis, Bess, Royal Typewriter 
Co., Houston, Texas 


Albright & 
, 4 


Levine, Marg., Royal Typewriter 
Co., Houston, Texas 
Lewis, Raye, Royal Typewriter 


Co., Houston, Texas. 


Loebinger, Mrs. Sofia M., New 
York, W. X. 
Loser, Mr. & Mrs. John, Noise- 


less Writing Mach. Co, New 
York, Y 


Lyons, J. A., ‘Reliable Typewriter 
& Add. Mach. Corp., Chicago, 
Ill. 


Mc 
McAllister, Donald, Geyers-Topics, 
New York, z. 
McCormick, John J., L. C. Smith 
& Corona Typewriters Inc., 
Syracuse, N. 


McDonough, J. L., Royal Type- 
writer Co., Chicago, IIl. 
McGough, Miss G., New York, 
N. Y. 


Paul, Midwest 


McWilliams, J. 
Kansas City, 


Typewriter Co., 


oO. 
McWilliams, Mrs. J. Paul, Kan 
sas City, Mo. 
M 
Mallen, W. F., Royal Typewriter 
Co., Hartford, Conn. 
Mannarino, Frank, Chillicothe, 
Ohio 
Markiss, Albert. Fort Pitt Type- 


writer Co., Pittsburgh, Pa. 
Marshall, F. R., Ames Supply 
Co., Chicago, Ill. 
Martin, F. H., Ir., 
‘aia Exchange, 
Ill 


Internatio~al 
Chicago, 
Martin, Mrs. F. H., Jr., Chicago, 
Til. 
Gerald, Quebec, Can. 
Mattola, Joseph C., Paramount 
Typewriter Co., Brooklyn, N. Y. 
Mattola, Mrs. J. C., Brooklyn, 
nN. 2. 


Martineau, 


Metzger, W.A., Royal Typewriter 
Co., New York, N. Y. 
L. C. Smith & Corona 


Mills, Joe, 
Typewriters Inc., Indianapolis, 
Ind. 

Mills, Mrs. Joe, Indianapolis, Ind. 
Mogensen, Eugene, Royal Type- 
writer Co.. New York, N. Y. 
Morrell, O. D., Ann Arbor, Mich. 


Morse, Adolph, Typewriter Circle 
Co., New York. :# 


Adolph, New York, 


Morse, Mrs. 
N. Y. 
Bernard, Morse 
New York, N 
Harry I., New York, 


Morse, 
writer Co., 


Morse, Mrs. 
x ¥ 


Morse, ; S., I. S. Morse Tvype- 
writer Co., New York, N. Y. 


Type- 
a 


Muenze, Charles, Muenze Type- 
writer Shops, Passaic, : § 
N 
Nelson, T. G., Underwood Elliott 
Fisher Co., New York, N. Y. 
Nemzer, Frank, Nemzer Type- 
writer Co., Brooklyn, N. Y. 
Neuberger, Mrs. Louis, Broad- 


way Typewriter Co., New York, 
N. Y 


Neuschafer, Geo. A., Neuschafer 
=: 


& Jacobs, New York, N. 
Neuschafer, Mrs. Geo. A., New 
York, N. Y. 
P 
Palmer, R. G., Knoxville, Tenn. 


Palmer, Mrs. R. Knoxville, 

Tenn. 

Patton, T. R., Patton Typewriter 
z: 


Exchange, Mineola, im 

Penn, Jacob, Milior Co., New 
Rochelle, N. Y. 

Pohl, Anton P., Jr., Business Ma- 
chine Service Co., New York, 


MM. Ue 


Pohl, Mrs. Anton P., Jr., New 
York, N. Y. 

Preston, Mrs. R. H., Knoxville, 
Tenn. 

Preston, R. H., Preston Type- 
writer Co., Knoxville, Tenn. 


Purvin, Bill, Superior Typewriter 
Co., New York, 7. 
Purvin, S., Superior Typewriter 


Co., New York, N. Y 


R 
Rand, M. N., Remington Rand, 
Inc., Detroit, Mich. 
Randazzo, Robert, General Type- 


writer Co., Kansas City, Mo. 


Randazzo, Mrs. Robert, Kansas 
City, Mo. 
Raphael, Ernest A., E. A. Ra- 
phael Co., Boston, Mass. 
Rest, Sig, Speed-O-Print Corp., 
Chicago, Ill. 
Robinson, Frank G., Ames Sup- 
ply Co., Boston, Mass. 
Rade, Andrew E., Andrews Type- 
writer Service, New York, 
Ring, Henry, Queen Ribbon & 
Carbon Co., Brooklyn, N. Y. 
Risbey, J. Russell, Royal Type- 
writer Co., New York, N. Y. 
Ritchie, Irwin R., Addressing 
Mach. & Equip. Co., New York, 
mm. Y. 
Rubenstein, Tos., Address. Mach. 
& Equip. Co., New York. N. Y. 
Rubenstein, N. B.,. Adding & 
Bkkping. Mach. Co., Philadel- 
phia, Pa. 
Rudnick, H. L., Royal Type- 
writer Co., New York, N. Y. 
Russell, Harry E., Office Equip. 
Co., Des Moines, Ia. 
S 

Samuel, Geo. B., L. C. Smith & 
Corona Typewriters Inc., Syra- 
cuse, wt: 

Saunders, H. H., New England 
Add. Mach. Co., Boston, Mass. 

Saunders, Mrs. H. H., Boston, 

ass. 

Schafer, T., United Typewriter 
Co., New York, N. Y. 

Schafer, Mrs. T., New York, 
N. Y. 

Schnapper, Ludwig, Alto Type- 
writer Co., New York, N. Y. 
Schulhof, Wm., “The Office” 
Magazine, New York, N. Y. 
Schwartz, Edw. R., Barr Type- 


writer Co., Mamaroneck, N. Y. 
Sheehan, Jas. J., The Office Ap- 

pilance Co., Providence, R. I. 
Shilling, W. R., Fort Pitt Type- 

writer Co., Pittsburgh Pa. 


Shilling, Mrs. W. R., Pittsburgh, 
Pa. 
Showers, Richard, Indiana Cash 


Drawer Co., Shelbyville, Ind. 
Simler, Henry, American Writing 
Mach. Co., New York, N. Y. 
Stemp, Stanley P., Stemp Type- 
writer Co., Madison, Wisc. 





REGISTEREERS WHO NOBLY DID THEIR DUTIES.—(L. 


to R.) Mrs. 


Louise Ferries, Tony Pohl and Ruth Hersey. 


Here Endeth the Detailed Report of the Thirteenth Annual Convention of 
the National Typewriter & Office Machine Dealers Association, 
Held in New York City, July 25, 26 and 27. 
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Strichman, Geo. A., Barr Type- 
writer Corp., Weedsport, N. Y. 
Schultz, Edward, Queen Ribbon 
& Carbon Co., Brooklyn, N. Y. 
Snyder, M. T., New York, N. Y. 
Specter, Jack E., Wholesale Type- 
writer Co., New York, N. Y. 
Staats, F. W., — Supply Co., 


New York, N. 
i” Richmond Of 


Stansell, Thos. 
fice Supply Co., Richmond, Va. 


Stansell, Mrs. T. A., Richmond, 
Va. 

Steinhilber, Fred G., — 
Topics, New York, 

Stevens, B., Portadesk co. New 
York, NM. ¥. 

Stevenson, M. S., Remington 
Rand, Inc., New York, , 


Stack, P. Johnson-Stack Co, 
Chicago, Il. 
Stack, H. J., Stack Typewriter 
& Sunply Co., Chicago, Il. 
Stack, Mary, Chicago, IIl. 
y 


, W. H., Remington Rand, 
Inc., New York, N. Y. 


Taylor, Anita, Jersey City, N. J. 

—"* Arthur R., New York, 

—_ Isabelle, Jersey City, 

Taylor, Mrs. Jessie I., Globe 
Typewriter Exchange, New 
York, N.Y. 

Toso, Victor M., Paramount 
Typewriter Co.. Brooklyn, N. Y. 

Toussaint, Ed. J., Central Du». 
. Typewriter Co., Camden, 

J. 

Treanor, James, Peerless Key- 
Imperial Mfg. Co., New York, 
ee 

Tytell, Martin K., New York, 
mm. Oe. 

Vv 


Van Wald, L., Buckland-Van 


Wald, Detroit, Mich. 

Vellman, Mrs. John C., New 
Tork, N. Y¥. 

Vellman, John C., New York, 
N: Z. 

Vincent, Helen, Western Type- 
writer Co., Topeka, Kans. 

Vincent, Irwin, Western Type- 
writer Co., Topeka, Kans. 

Vowell, Marjorie L., Central 
* ‘lalimaaal Exchange, Chicago, 

Vreeland, James, Royal Type- 
writer Co., New York, Zz; 

WwW 

Ward, Hugh, een New 
York, N. 

Ward, Jas. so Shipman-Ward 


Mfg. Co., Chicago, IIl. 
Ward, Jas. P., Jr., Remington 
Rand, Inc., Buffalo, N. Y 


Watson, Chas. J., Peerless Key- 
Imperial Mfg. Co., New York, 
i 2 

Weiner, S. S., Ft. Pitt Type- 
writer Co., Pittsburgh, Pa. 

— Mrs. S. S., Pittsburgh, 
“wl 

Weiss, Dora C., Milo Harding 


Co., Pittsburgh, Pa. 
Wheeler, Geo. C., Office Appli- 
ances, New York, N. Y. 
Williams, Harry R., Queen Rib- 
ry Carbon Co., Brooklyn, 
N 


Adding Mach. & 
Equip. Co., New York, N. Y. 
— A. H., New York, 

# 


Wittebiad, ai ms. 35 
York.N. : 

Wolowitz, W. H., United Tyve- 
writer & Adding Machine Co., 
Washington, D. C. 

Wolowitz, Mrs. W. H., 


Wilman, O., 


New 


United 


Typewriter & Adding Machine 
Co., Washington. D. C. 
Wood, Charline, Midwest Type- 


writer Co., Kansas City, Mo. 
Wood, Lamont H., Midwest Type- 
writer Co., Kansas City, Mo. 


Wood, Mrs. L. H., Kansas City, 
Mo. 
¥ 
Young, C. F., Underwood Elliott 
Fisher Co., New York, =; 
Young, Claire, Young Office 
Equip. Co., Chicago, III. 
Young, Elmer, Young Office 
Equip. Co., Chicago, III. 
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FENNE GOES WITH ASSOCIATED 

Fred Fenne, one of the most popular traveling men 
calling upon commercial stationers, has joined the 
sales staff of Associated Stationers Supply Company. 
In the new arrangement he travels the Southwest, his 
territory including Texas, Oklahoma, Arkansas and 
Louisiana, a territory which he covered formerly for 
Victor Safe & Equipment Company. Through his previ- 














FRED FENNE 


ous connections, including retail experience with 
Chas. G. Stott & Company in Washington and his 
wholesale connections with Victor and Neva-Clog 
Products, Inc., he is well equipped to carry on with 
the extensive line of merchandise which Associated 
sells. He is a member of the Wis-Ill and Northwest 
Travelers clubs. 
| —Wu~_— Fp 
D. M. A. A. CONVENTION PLANS FINISHED 


Frederick B. Heitkamp, president of the Direct Mail 
Advertising Association, last month announced the 
completion of plans for the organization’s convention 
at the Hotel Stevens, Chicago, on September 28, 29 
and 30. 

Lloyd Herrold, professor of marketing, Northwestern 
University, who heads the program committee, has 
completed the outline for the three days of sessions 
and has selected the speakers. The completed pro- 
gram is to be announced in the association’s publica- 
tion, The Reporter. 

According to President Heitkamp advance registra- 
tions indicate a convention which will break all previ- 
ous records so far as attendance is concerned. 


<-> 





DILL PRODUCES POCKET-SIZE OILER 


The Dill Manufacturing Company, Cleveland, Ohio, 
has recently produced a pocket-size oiler capable of 
delivering one-tenth of a drop of oil and is equipped 
with a Neoprene gasket to prevent leakage. 

The oiler looks like a fountain pen and was de- 
signed primarily for use in oiling delicate machinery 
wherein only a minute quantity of lubricating oil is 
desired or necessary. The Neoprene material used for 
the gasket is du Pont’s chloroprene rubber, a mate- 
rial which retains its original rubber-like properties 
virtually unchanged despite contact with oil. A trans- 
parent Plastacele barrel leaves the supply of oil always 
visible. 





scala as 
BROKEN LEG CAN’T STOP MOORE 


R. C. (Red) Moore, Colorado district manager for 
Columbia Ribbon & Carbon Manufacturing Company, 
arrived in Denver last month under unusual circum- 
stances. He breezed into town, all ready to go to 
work despite a heavy plaster cast encasing one leg, 
as a result of being hit by an automobile while visit- 
ing in New York City some time ago. After a short 
stay in Bellevue hospital he yelled for his clothes and 
the cast and decided it was high time to go back to 
work. 





S. D. CHILDS & COMPANY RETIRES FROM 
BUSINESS 

Late in July, Harry E. DeCamp, president of S. D. 
Childs & Company, Chicago stationers since 1837, an- 
nounced that the business would be discontinued on 
August 1 of this year. The five-story building at 17 
North Loomis street, occupied by the company since 
1926, was sold for $140,000 to the Hampden W. Swift 
Company, St. Louis printers. The printing and en- 
graving machinery, and the stock of commercial sta- 
tionery was sold to the Lake Machinery Company, 
Chicago, for disposition at auction. 

When Shubael Davis Childs, founder of S. D. Childs 
& Company, arrived in Chicago in the spring of 1837, 
he entered business as Chicago’s first wood engraver. 
Chicago was hardly more than a frontier town with 
mud streets and hastily erected wooden buildings for 
stores and houses. The Chicago river emptied into 
Lake Michigan instead of taking thousands of cubic 
feet per minute from the lake and carrying it down to 
the Mississippi. Martin Van Buren was president of 
the United States, then in the throes of the panic of 
1837. 

Business conditions did not deter S. D. Childs. He 
forged ahead, building his business steadily and 
soundly. Engraving and printing departments were 
added, and by 1889 a retail stationery store was being 
conducted at 140-142 Monroe street and a manufactur- 
ing and printing plant at 115 Franklin street. In 1904 
the stationery business was moved to 136 South Clark 














Chicago in 1865 


Sketch Reproduced from the Booklet “Chicago Since 
1837,” Printed in 1918 by S. D. Childs & Company. The 
Childs engraving plant of 1865 is shown at the left. 


street, where it remained until March, 1933, when 
the various departments were consolidated at 17 North 
Loomis street. 

S. D. Childs & Company has been a big factor in the 
Chicago area in the distribution of commercial sta- 
tionery, printing, engraving, and metal tags, stamps 
and seals. Members of the Childs family have partici- 
pated in industry progress through local and national 
association activities. 

The business is gone as a merchandising enterprise, 
but the personalities who made it will linger in the 
memories of stationers throughout the country. 
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ENEW MACHINES AND DEVICE 





GF ANNOUNCES NEW VISIBLE CARD SYSTEM 

A new visible card index that can be used in any 
of several models of its Super-Filer cabinets has re- 
cently been announced by The General Fireproofing 
Company, Youngstown, Ohio. 

The wide, open angle spread of the Super-Filer 
drawer, the roll-bearing guide principle, convenience 
and 100% usable capacity of drawer interiors, 
mechanized compression and other special features of 
these cabinets make them unusually appropriate and 
economical for vertical visible index work. 

The new visible will be known as Super-Visible. Its 
parts consist of roll-bearing separator guides for in- 
dexing card units, removable posting panels, stainless 
steel card carriers and card elevators. 

One of the important claims made for Super-Visible 
is its exceptional capacity, as high as 28,000 card rec- 





VISIBLE CARD SYSTEM BY GENERAL FIREPROOFING 
SHOWING (INSET) ONE SECTION REMOVED FOR CHECK- 
ING. 


ords being contained in a single drawer. Other advan- 
tages claimed are speed of reference and posting and 
the facility with which cards may be removed from 
or inserted on the panels. 

Because of the fact that the housing for Super- 
Visible may be one of twenty or more stock Super- 
filer cabinets, dealers are finding Super-Visible a very 
convenient system to sell since no special cabinet 
inventories are necessary. 


—___— 9-9 


NEW UEF NOISELESS PORTABLE 

Clyde Jungbluth, sales manager of the portable type- 
writer division of Underwood Elliott Fisher Company, 
recently announced a new Underwood noiseless port- 
able to the UEF portable dealer organization. This 
new Portable retains the same striking appearance as 
the Standard Noiseless portable model and in addition 
to its accepted lines and perfect mechanism has touch 
tuning and an inbuilt tabulator. 

The inbuilt tabulator feature is an important con- 


venience. Not only does it facilitate writing columns 
and lists, it is also most useful in indenting paragraphs 
uniformly and in writing outlines. 

Other features include a long line space lever; triple 
line spacing mechanism; improved paper table, provid- 





NEW UNDERWOOD NOISELESS PORTABLE 


ing easy accessibility to margin and tabulator stops; 
a large new platen; chromium plated parts and a new 
crystalline finish. 

This new addition to the line now makes Underwood 
touch tuning available on three models. This feature 
has proved successful on the two Underwood Type- 
masters, supplying, in addition to a very useful feature 
of the machine, a strong talking point for dealers. 

a ‘<teece. 
DAWN LAMP—HANDI-PEN SET ANNOUNCED 

The Sengbusch Self-Closing Inkstand Company, 2222 
West Clybourn street, Milwaukee, Wis., last month in- 
troduced to the market a new combination lamp and 
pen set which is listed as the “Dawn” model. 

The set consists of a handsome desk lamp manufac- 








THE SENGBUSCH DAWN PEN SET-LAMP COMBINATION 


tured by the North’rn Lites Company, Chicago, and 
the well-known HP-5 DeLuxe Handi-Pen set of the 
Sengbusch company. Shade diameter of the lamp is 
12 inches while the overall height is 16% inches. 
Finishes for the new number include mahogany 
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bronze plating, brass high-lighted, bronze Matelasse, 
and old ivory Matelasse, gold trimmed. The lamp pro- 
vides a light quality soft and white without shadows 
or glare, of sufficient foot candles for fine work while 
the light distribution is of proper coverage for the 
space of a stipulated task. 

ee ee 


“Y and E” PRODUCES DICTATING DESK 


A noteworthy addition to its “Y and E” Steel Suspen- 
sion desk line is a new Dictating desk recently an- 
nounced by the Yawman and Erbe Manufacturing 
Company, Rochester, N. Y. 

Designed to keep the dictating machine readily 
accessible yet out of the way when not in use, the 
desk provides a firm mounting for machine and record 
supply in a standard letter or cap size drawer in the 





THE “Y and E” DICTATING DESK 


upper part of the right or left pedestal. Experimenta- 
tion, it is said, has shown that the left pedestal is 
most logical as it leaves the user’s right hand com- 
pletely free to write or make notations while dictating. 
Storing the dictating machine within the desk pro- 
tects it from dirt, dust or damage. 

The desk is completely wired so that it is only neces- 
sary to plug the connection into a socket in the rear 
of drawer to make a contact with the power circuit. 
There are no exposed wires to become caught as the 
drawer is opened or closed thereby eliminating pos- 
sibility of short circuits or burned-out parts. A cut-off 
switch operates automatically as contact is made or 
broken by the opening and closing of the drawer. 
— > -—__ 


TWO NEW CHAIRS BY JASPER 


The Jasper Chair Company, Jasper, Ind., last month 
placed on the market two new office chairs solidly 
built and richly upholstered in leather. They have 








(L TO R) JASPER CHAIR COMPANY’S NEW NOS. 887 AND 886 


been listed in a new catalogue as the Nos. 886 and 887. 

The No. 886, of solid American walnut, is of the 
Swivel type for executives. Dimensions are: seat, 23 
by 19 inches; between arms, 20% inches; height of 
back from seat, 201% inches. Like all Jasper chairs 
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of its type the No. 886 is equipped with the Collier- 
Keyworth rubber cushion chair iron which guarantees 
smooth action and recovery, noiselessness and no nec- 
essity for lubricating. Free-rolling casters which pre- 
vent damage to floor or rugs complete the picture. 

The No. 887 is a companion piece of the straight 
variety. It is of solid American walnut, turned and 
designed to include dignity and attractiveness with 
utility. This number is also upholstered in fine leather 
and has the same dimensions as the No. 886. 

A catalogue, describing and illustrating these and 
several other new numbers is described elsewhere. 

——9-=— 


ART METAL ANNOUNCES NEW PLANFILE 

The Art Metal Construction Company, Jamestown, 
N. Y., last month announced to the market a new Plan- 
file, a practical system of filing for all kinds of engi- 
neering drawings. 

Designed to hold from 3,000 to 5,000 sheets—the 
equivalent of thirty plan drawers—the Planfile works 
on an operating simplicity which makes the actual 
operation of depositing, finding or referring to a draw- 
ing as easy as locating a letter in a letter file. In fact 
the same principle governs the Planfile as that of. all 
vertical files—the retention of drawings in an upright 
position by proper pressure. Spring compressors serve 





THE PLANFILE, SHOWING METHOD OF STURDY CONSTRUC- 

TION AND THE MANNER IN WHICH THE DEVICE PERMITS 

VERTICAL FILING OF BETWEEN 3000 AND 5000 DRAWINGS 
MEASURING UP TO 26 BY 48 INCHES. 


as “mechanical hands” that hold the drawings in place 
and protect them from wear and tear. 

Besides effecting a saving in cost and floor space, the 
device affords protection against fire and water. All 
drawings are kept flat and smooth and an index is 
always in sight while file is in operation. Operator is 
not required to stoop or climb but always remains 
standing on the floor. The Planfile rolls on casters and 
is therefore easily moved. 

A demonstration will be given in any office by the 
local Art Metal dealer or the Planfile department of the 
Art Metal Construction Company on request. 
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THE TRANSPARULE TRIANGLES 
The Transparent Ruler Company, Hartford, Conn., 
has recently introduced a set of four transparent cel- 
luloid triangles ranging in price from fifteen to 
seventy-five cents. Edges of the triangles are grad- 
uated in inches and centimeters and each has a 
printed protractor for measuring angles. 
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ROYAL ANNOUNCES SPEED-KING PORTABLE 

The Royal Typewriter Company, New York, N. Y., 
last month announced to the market the introduction 
of a new portable typewriter named the Speed-King 
and made to retail at $59.50. 

The Speed-King is new in design, is black with at- 
tractive crinkle finish bands, and was made to meet 





ROYAL'S SPEED-KING PORTABLE 


a demand for a portable machine in a price class 
between the DeLuxe and the regular Standard model. 

The features of the new model include touch con- 
trol, automatic paper lock, finger-comfort keys, gen- 
uine dust protection, touch set tabulator, standard 
keyboard, featherweight cushion shift, two-color rib- 
bon and stencil device, automatic ribbon reverse, 
backward tilting paper table, automatic one-move- 
ment variable spacer, full shielding, long combination 
line-space and carriage return lever, rust-proofing 
throughout, cushion suction feet, chromium plating, 
double cylinder knobs, 914-inch writing line, friction- 
less carriage, inbuilt card-holding device, movable 
paper guides and full-length scale. 


ee 


NEW STANDARD MAILING “EM” DUPLICATOR 

The Standard Mailing Machines Company, Everett, 
Mass., last month introduced the EM Master model 
fluid process duplicator, mounted on a new Standard 
supply cabinet and equipped with a simplified auto- 
matic feed. 

With the new type feed the paper is fed forward by 
a unique knee-action feed assembly, stronger yet 
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NEW STANDARD FLUID PROCESS DUPLICATOR.—This Model 
EM Master is mounted on new supply cabinet and is equipped 
with Standard simplified automatic feed. 


twenty-five per cent lighter than aluminum. A pat- 
ented stripper head allows just one sheet to feed 
forward at a time. Hairline accuracy of registration 
is guaranteed for the new model, while the Standard 
feed will handle forms size 5x8 to size 9x14. It is 
compact, easily attached or detached from the ma- 
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chine and will feed copies at a rate of 40 to 50 per 
minute. 

The new Standard supply cabinet serves both as a 
stand for the machine and a convenient storage place 
for supplies. It is of heavy steel construction, fully 
sound-proofed, with a two-tone black fluid-resisting 
finish trimmed with chromium. It is optional with 
all models. 

Fine needle bearings assure quiet operation and an 
economy fluid reservoir cuts fluid consumption to a 
minimum. Black and chromium finished, the Master 
models are available in 9x14, 12x14 and 18x14 sizes 
both hand and electrically operated. 


——— -o— 
ROYAL METAL’S NEW MASONITE CHAIR 


The Royal Metal Manufacturing Company, 1138-40 
South Michigan avenue, Chicago, last month an- 
nounced the production of a new office chair which is 
equipped with a seat and curved back-rest of tempered 
Masonite, a feature exclusive with Royal seating. 

The Masonite has an impregnated finish which will 
not split, peel or crack. It is non-porous and water- 





MASONITE CHAIR BY ROYAL METAL 


proof and can be washed frequently or subjected to 
exposure in atmosphere laden with moisture or gases. 

A heavy angle construction provides great strength 
while leg braces are double-riveted for extra security. 
The seat is attached to a sturdy steel seat support and 
the spring steel backrest is adjustable for height. 

: oa 
GENERAL SHAVER ANNOUNCES TOY TYPEWRITER 

The General Shaver Corporation, 315 Fourth ave- 
nue, New York, N. Y., a subsidiary of Remington 
Rand, Inc., last month announced the manufacture 
of a toy typewriter, to be known as the Bantam and 
to be retailed at less than $10. 

Although described as an educational toy, the Ban- 
tam is actually a sturdy and practical junior type- 
writer with an A to Z standard keyboard and principal 
punctuation marks. It writes all capital letters in 
standard line and letter spacing and is equipped with 
a six-yard one-color ribbon, a keyboard in colors and 
a carrying case. 

2 
BEAU BRUMMEL JOINS AMBASSADOR BRIEF CASE 
LINE 


The Beau Brummel brief case in the new line of 
Ambassador cases made by Charles Doppelt & Co. of 
Chicago is a new, interesting development in brief- 
case design and construction. It is made of fine, 
heavy, unlined leather throughout, without glue, paper 
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or board —a genuine all-leather case. A concealed 
zipper at top opens it to wide capacity; enclosed steel 
reinforcing bands at the top hold the shape and rich 
appearance of this case after long hard usage. There 
are no stitches on edges to wear out or pull out — the 
edges will not fray nor roughen. The Beau Brummel 





DOPPELT’S BEAU BRUMMEL BRIEFCASE 


has two snap fasteners and a single easy-grip handle 
hinged to fold down so case can be carried under arm 
if desired. Despite its extra features and large ca- 
pacity, the Beau Brummel is light in weight. It is 
available in one and three-pocket styles, with or with- 
out an extra outside zipper pocket. 

no 


HOOSIER INTRODUCES NEW STREAMLINED SUITE 

The Hoosier Desk Company, Jasper, Ind., has an- 
nounced a new streamlined desk series, known as the 
“Chieftain” suite. 

Illustrated here is No. G 560. The new line includes 
all standard models for practically every use, together 
with a complete suite of matching pieces. Beauty of 
design, finish and trim—in finest quality American 





HOOSIER’S NO. G-560 DESK 


walnut—are outstanding features. Its graceful 
rounded edges and practical design motives present a 
distinguished and pleasing departure in modern office 
furniture. The finish is soft brown walnut color, fin- 
ished with three coats of genuine Duco lacquer, dull 
rubbed. Cast brass bar drawer pulls of French chro- 
mium finish with black lines and black catalin in ends, 
add to the rich appearance. 

Hoosier’s new “Chieftain” series also embodies many 
improvements in utility and construction. The hand- 
some recessed base is heavy stock, strongly reinforced 
and grooved for protective heavy rubber band. The 
center back panel is recessed slightly, adding to the 
appearance and utility of the desk. Tops are 5 ply, 
13g” thick. Panels are 5 ply, 1” thick. Edges banded 
with solid walnut rims. 

The drawers have solid walnut fronts, with sides and 
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back of solid oak, and 3 ply oak bottoms. All box 
drawers are equipped with adjustable loose partitions, 
with metal holders operating in drawer sides. Knee 
drawers have heavy paracentric key type locks. New 
automatic locking mechanism is positive in action and 
never sticks. Steel roller bearings in deep file drawers 
assure easy operation. An improved ball bearing ex- 
tension glide on deep file drawer is available. 
NEW TEMPO SLIPSHEETING ATTACHMENT 

In announcing the new Tempo interleaver (slip- 
sheeter) for stencil duplicating machines, the Milo 
Harding Co. Ltd. presents a notable addition to its 
line of simple and effective copy-drying equipment. 
The manufacturer has had on the market for a num- 
ber of years similar attachments for the Tempograph, 
and other standard makes of duplicators. 

This particular attachment, as the illustration shows, 
has no cogs, gears or parts to adjust. A simple con- 
necting rod attaches the device to the duplicator, per- 
mitting automatic, accurate operation with the dupli- 
cator at any speed. The simplicity of the equipment 
is said virtually to eliminate need for mechanical 
service. 

The new Tempo interleaver dries all copies thor- 
oughly, assuring clean and attractive letters, bulletins, 
circulars, and forms, free from smudge, smear, ink- 
offset and similar blemishes. In addition to its fea- 
tures of simplicity and efficiency, it offers economy in 





HARDING'S TEMPO SLIPSHEETER 
purchase and operation. Including a supply of slip- 
sheets, it is listed at $72.50. 

The interleaver is sturdily constructed and its alum- 
inum frames are highly finished to correspond with 
the design of duplicators. Concerning its durability, 
the manufacturer says, “It will last a lifetime.” 

Inquiries for further details and description should 
be directed to the Eastern division office of the Milo 
Harding Company, Ltd., at 617 Commonwealth Annex, 
Pittsburgh, Penna., or at the factory located at 1135 
South Los Angeles street, Los Angeles, Calif. 
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MANZINI PRODUCES VICTORIA DUPLICATOR 

Soc. Acc. Manzini & C., via Morone, 6, Milano, Italy, 
has recently produced a new duplicating machine 
which has been named the “Victoria,” and is equipped 





MANZINI'S “VICTORIA” DUPLICATOR 


with an automatic feed, automatic paper counter and 
automatic inking. 
The Victoria, according to its manufacturers, is fea- 
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tured by a simplicity of operation and construction, 
and is capable of providing a perfect registration, 
speedy and quiet running and long service. 

Inquiries concerning the new machine should be 
addressed to Ufficio Studi Costi-Contabilita’ e statis- 
tica automatica, Milano, via Tomaso Grossi, 2. 
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NEW KEEN DUPLICATOR ANNOUNCED 


An improved model “Instant Copy” duplicator has 
recently been announced by the Keen Manufacturing 
Company, 800 North Clark street, Chicago. The new 
machine is in the low price class and is said to print 
200 or more copies from post card to letter size. It 
sells for $19.50. 

Representing several months of experimentation and 
testing, the Instant Copy duplicator is attractively de- 
signed. Added features include a tray for receiving 
papers, double-duty springs on the dampening device, 





KEEN’S “INSTANT COPY” DUPLICATOR 


and extra strength aid durability. It is trimmed in 


chrome. 

Additional information is available to dealers, who 
should write their requests to the company’s home 
offices. 

. a 


PHILLIPS’ “CLEAR PRINT” STAMP PAD 

Impregnated with an ink that dries instantly upon 
paper but remains moist indefinitely within the pad, a 
new stamp pad, listed as the “Clear Print” has been 
placed on the market by the Phillips Process Company, 
Inc., 194 Mill street, Rochester, N. Y. 

According to the manufacturers a block of wood, 
chemically treated to make it highly absorbent for ink, 





THE CLEAR PRINT STAMP PAD 


forms the inking pad. Innumerable capillary tubes 
within the wood combine to hold a large quantity of 
ink and permit it to be fed in the correct amount at 
each impression of a rubber stamp. 

Other special features claimed for the Clear Print 
are as follows: It will not collect lint, makes water- 
proof impressions, cannot clog type and is not affected 
by atmospheric conditions. 
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JAPANESE ELECTRICAL TYPEWRITER 
Equipped for electrical operation and named the 
Shimada electric model a new typewriter for writing 
the Japanese language has recently been announced 
by the Shimada Typewriter Works, Tokyo, Japan. 
Operating on the basis upon which similar machines 





SHIMADA ELECTRIC TYPEWRITER 


are worked manually, the typewriter possesses 2349 


characters and 890 reserve characters. The machine 
sets on runners upon a box of type over which it can 
be moved at will either horizontally or vertically. The 
type is very loose and when the machine is moved to a 
position directly above a desired piece of type an elec- 
trical impulse is set up by a key and a plunger picks 
the piece of type from the box, makes the impression 
upon the paper and returns the type to its allotted 
place. It is claimed by the manufacturers that an 
experienced operator can write at a speed of forty-five 
characters a minute manually and ninety-six charac- 
ters a minute with the electrical model. 

The typewriter can be operated for eight hours at 
a cost for power of one-third of a cent. A device regu- 
lates the pressure of the striking key depending upon 
the number of carbon copies being made. The ma- 
chine can make one original and fifteen copies. 


Eo 


DOMORE PROMOTES WALCOTT 
The DoMore Chair Company, Inc., Elkhart, Ind., last 
month announced the promotion of H. Seymour Wal- 
cott to the recently-organized post of director of sales, 




















H. SEYMOUR WALCOTT 


dealer division. For the past eighteen months Mr. 
Walcott has been in charge of the company’s national 
accounts division with headquarters in New York. He 
extends a hearty invitation to his many friends to 
pay him a visit when in Elkhart, where he now main- 


tains his offices. 
sae MMMRCC IS Sr... 


GREGORY INK COMPANY CHANGES NAME 
The Gregory Ink Company, 2652 Pasadena avenue, 
Los Angeles, Calif., has changed its name to the Greg- 
ory Fount-O-Ink Company, according to M. A. Greg- 
ory, president of the firm. The company manufactures 
Fount-O-Ink writing sets and ink. 
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UNDERWOOD 
ELLIOTT FISHER 


UEF STRESSES “UN- 
DERWOOD MARCH- 
ES ON” THEME.— 
Shown here are three 
unusual window dis- 
plays exhibited at the 
New York offices of 
the Underwood Elliott 
Fisher Company, 1 
Park avenue. The 
windows, cleverly ar- 
ranged and _ interest- 
ing from an historical 
point of view, exem- 
plified the steady im- 
provement of office 
machines down the 
years, and displayed 
a number of ancient 
typewriters side by 
side with the modern 
Underwood Typemas- 
ter writing machine. 
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“UNDERWOOD MARCHES ON” 


Depicting the progress of office machines down 
through the years with particular emphasis laid upon 
a theme of “Underwood Marches On—To Speed the 
World’s Business,” a novel window display was main- 
tained by the Underwood Elliott Fisher Company at 
its offices, 1 Park avenue, New York City, last month. 

The display was divided into three sections to in- 
dicate the continued improvements in office and port- 
able typewriters and adding machines. In the stand- 
ard machine class were shown the Sholes-Glidden 
machine of 1878, the Caligraph of 1883, the Hammond 
typewriter of 1886, the Underwood standard of 1895 
which brought to the business world its visible writing 








principle, the National of 1889 and the recently-intro- 
duced Underwood Master. 

The portables on display include the following mod- 
els: the Hall, 1880; the Odell, 1889; the Blickensderfer, 
1893; the Bennett Junior, 1910; the YuEss, 1918, and 
the Underwood Typemaster of today. 


The adding machine division was unusually interest- 
ing in that to the average mind the device is of recent 
introduction to the business world. Shown in this 
section of the display were the Triumph, a listing style 
of adding machine; the American, a non-listing add- 
ing-figuring machine; the Teeter, a non-listing adding 
machine; and today’s modern ten-key Sundstrand 
adding-figuring machine. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 


of this journal their headquarters. 


The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 


the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 


York, will be happy to be of any possible service. 


While the facilities at New York are not so many as at Chicago, 


there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 

upon Vincent Jackson at 22 St. Andrew street, Holburn Circus, London EC4. 

Mr. Jackson’s contacts with the trade and its organizations afford him informa- 
tion valuable to those desiring to cultivate the British market. 


London, July 4, 1938. 

I am writing these notes on holiday in that interest- 
ing part of England known to many visitors from your 
side—Cornwall. The coast is rugged, pitted with de- 
lightful sandy coves in many of which nestle tiny 
seaports and harbours. But how these villages are 
altering! Once quaint, with their little white houses 
huddled together, the quaintness is only apparent at 
a distance. Go into the narrow streets and one is 
jostled by cars full of sightseers. Every other cottage 
and shop sells “Cornish Cream Teas” or souvenirs from 
all over the world. Sadly commercialized. Forgive me, 
dear Office Appliance folk, but a cash register looks 
all wrong in a couple-of-centuries-old cottage. 


*e + 


In the middle of last month the International Union 
of Office Appliance Trades Associations held its thir- 
teenth annual meeting. The arrangements were in 
the hands of Mr. J. Gustave Hemes, honorary secre- 
tary of the Union and editor of International Office 
Equipment Industry Review. Each year the general 
meeting has a different rendezvous, and I hear next 
year you folks are to have the honor of entertaining 
the delegates. 

The official proceedings opened this year on Friday, 
June 10, with a Council meeting. At noon, a reception 
was held, members and guests being received by Pres- 
ident of the Union, Mr. M. C. Boas, from Amsterdam. 
This was followed by a luncheon attended by members 
of the Union, the Office Appliance Trades Association 
and the Typewriter Trades Federation. 

Besides Mr. Boas, who retired from the presidency 
at this meeting, there were present Mr. J. Adams 
Keene, vice-president of the Union; Mr. A. R. Jack- 
son, (chairman, Office Appliance Trades Association of 
Great Britain and Ireland); Mr. F. W. Sleath, (chair- 
man, Typewriter Trades Federation of Great Britain 
and Ireland); Mr. Y. A. Chauvin, (president Chambre 
Syndicale de l’Organisation Commerciale, Paris); Mr. 


G. Vieillard, (president Chambre Syndicale de la Fab- 
rication Francaise des Machines de Bureau, Paris) ; 
Mr. D. I. Cardozo, (honorary secretary, Ned. Vereen. 
van Importeurs en Fabrikanten van Kantoormachines, 
Amsterdam); Mr. F. Lem, (president N.O.HA.KA. 
Nederl. Organisatie van Handelaren in de Kantoor- 
machine-branche, The Hague); Mr. A. R. Porter, (The 
Office Equipment Manufacturers Institute, New York). 

The visitors included Madame Y. A. Chauvin, Paris; 
Mr. C. Felix, The Hague; Monsieur Victor Hollins, 
Brussels; Madame Vieillard, Paris; W. E. Hoffenbach, 
Paris. 

The new president of the union is Mr. W. G. Gled- 
hill, TD, MA (Cantab), a very well known member of 
the trade in this country, and director of Gledhill 
Brook Time Recorders Ltd. Mr. Gledhill has been an 
executive of the Office Appliance Trades Association 
for many years and is the Association’s educational 
director. 

On Saturday a party travelled to Aldershot to see 
the famous military tattoo which starts about 10.30 
p. m.—a magnificent spectacle. It means getting home 
in the early hours of the morning. I was unable to 
go, and in any case the limited number of seats on 
the train and at the tattoo were quickly taken up. I 
hear, however, that the arrangements (which were in 
the capable hands of Mrs. S. E. Elliott, assistant sec- 
retary, Office Appliance Trades Association, were per- 
fect, and all journeyed and were entertained in com- 
fort and style worthy of the occasion. 

Sunday saw a number of private parties and I only 
hope our trade friends from abroad enjoyed them- 
selves. The weather was kind to them, at any rate! 


* + * 


Business conditions continue to be patchy, but on 
the whole quite good. The government has embarked 
on another phase of re-armament involving several 
hundred millions of pounds sterling. We’ve recently 
had an improvement on the stock market. Not the 
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PRESIDENT M. C. BOAS ADDRESSING INTERNATIONAL UNION OF O. A. T. ASSOCIATIONS 


least important of “good news” is the reported im- 
provements on your markets, though they are not so 
steady as they should be for steady progress. Over 
here (as no doubt with you) the luxury trades are 
feeling the pinch, mostly. For example, motor cars 
(or automobiles, whichever you prefer!) are piling up 
in the factories for want of sales. However, let us look 
ahead cheerfully—‘whistling whilst we work.”—VEJ 
eI 


BRITISH STATIONERS ELECT STANFORD 
PRESIDENT 
With a fine attendance of enthusiastic delegates and 
their ladies, who were greeted by almost ideal weather, 
the thirty-third annual convention of the Stationers 
Association of Great Britain and Ireland was held at 
Llandudno from June 18 to 23. 


Although each day was crowded with important 





EDWARD STANFORD 
(Stationery Trade Review Photo) 


meetings at which numerous matters of unusual inter- 
est to the visitors were discussed and acted upon, the 
highlight of the conclave was the election of Edward 
Stanford, Stanford & Mann Ltd., Birmingham, as 
president. 

The first session opened Monday, June 20, at Craig- 
side Hydro, the convention headquarters, with the 
delegates being welcomed by Councillor John Tipton, 
M. P., chairman of the Llandudno Urban District 
Council. After a brief reference to the stationers or- 
ganization, which he termed one of the ancient com- 
panies of which England is “very proud”, Councillor 
Tipton was answered by President C. H. Shelton Cox, 
as chairman of the meeting. E. W. Roberts, Llandudno, 
endorsed the chairman’s remarks and Herbert W. Holt, 
general secretary, read the following telegram of loyal 


greetings dispatched by the association to King 
George: 

“The Stationers Association of Great Britain and 
Ireland in their thirty-third annual convention as- 
sembled at Llandudno renew their pledge of loyalty 
to your Majesty and earnestly hope that the Queen 
and yourself may long be spared to rule in peace over 
your loyal and devoted people.” 

Then followed the reading of messages from those 
unable to be in attendance. Included was a telegram 
from J. Adams Keene, past president, who had just 
returned from the United States where he had been 
a distinguished visitor at meetings of The National 
Stationers Association. The message also contained 
greetings from Charles P. Garvin, general manager of 
the NSA, sent through Mr. Keene. 

Following a lengthy discussion of several matters 
carried over from the minutes of the last convention 
President Cox delivered his presidential address. 


He expressed the belief that the association is doing 
useful work, is valued highly by the trade and is run- 
ning its affairs with a minimum of friction. He spoke 
upon the disadvantages of unreasonably long credit 
and expressed a hope that this condition would be 
eliminated. 

“It should not be difficult for each trade to carry 
out a prompt payment plan,” the speaker said. “I 
believe that if we started such a campaign the news- 
papers would probably take it up. If our trade set the 
example other trades would probably follow. Some 
slogan might be evolved to suggest ‘pay up promptly 
and release money for useful trade.’ 

“T have come to the end of what I have to say to 
you,” the retiring president concluded. “I have enjoyed 
my year of office. It has been a thrilling experience, 
and I hope I have not been too unsuccessful. All I 
have done has been sincerely done, and I have tried 
hard to do some little good for the trade to which I 
am proud to belong.” 

A considerable time was devoted to reading of re- 
ports with the following taking part: S. E. Sandle, 
Sandle Brothers, Ltd., London; Col. W. H. Barrell, W. H. 
Barrell Ltd., Portsmouth; E. G. Pullinger, Pullingers 
Ltd., Epsom; A. E. Rawlinson, Northwood. 


Mr. Cox then moved the election of Mr. Stanford as 
president for the ensuing year, with Percy Barringer, 
John Walker & Company Ltd., London, supporting the 
proposal. Amid enthusiastic cheers and hand clapping 
President-elect Stanford made a brief speech in which 
he expressed his appreciation to Mr. Cox, Mr. Barringer 
and the membership for the honor paid him. He felt, 
he said, the work of the association had always been 
a “tremendous blessing” to the retailer and anything 
he could do to further the power and the work of the 
association he would endeavor to do. 
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The subjects discussed at the several sessions of 
the convention include the following: 

“Should Assistants be Paid a Commission on Sales?” 
“Are the Present Methods of Retail Distribution in the 
Stationery Trade Satisfactory to the Manufacturer, 
Wholesaler, Retailer and Public?” “Should the Supply 
of Protected Goods be Limited to Members of the 
Association and Can a Distance Limit Policy be Oper- 
ated?” “Should the ‘Brass Plate’ Stationer be Given 
the Same Terms as the Stationer Stockist, and Should 
he be Admitted to Membership of the Association?” 
“The Stationers Shop Front,” “Window Display for the 
Stationer,” “Standardization of Sizes of Stationery,” 
“What Further Efforts Can be Made to Create a Great- 
er Interest in the Training of the Staff?” “How Can 
the Association be Made More Useful to its Members?” 
“What Action Is Possible in Connection with Bankrupt 
Stocks?” 

For the foregoing report of the Llandudno conven- 
tion we are indebted to the July issue of “The British 
Stationer.” 

> 
EARLIER DATE SET FOR BUSINESS SHOW 

Partly in expectation of a marked economic upturn 
by mid-Fall, the thirty-fifth annual National Business 
Show, customarily running the third week in October, 
is to be staged this year from October 3 to 8 in Com- 
merce Hall of the Port Authority building, Eighth 
avenue and Fifteenth street, Manhattan, 
it was announced last month by Frank 





OFFICE APPLIANCES 


Mr. Mathieson during his stay in this country will 
visit many of the American manufacturers represented 
by his firm in South Africa. He will also be interested 
in contacting manufacturers of new lines and may be 
reached through Smith, Kirkpatrick & Company, Inc., 
115 Broad street, New York, N. Y. 

Mathieson & Ashley Ltd. is agent for Kardex visible 
records, Ohmer cash registers, Dictaphone, Barrett 
adding machines, Ditto duplicators and many other 
American lines. 
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LEE HAUSAM TO HEAD HUTCHINSON COMPANY 


Lee B. Hausam last month was elected president of 
the Hutchinson Office Supply & Printing Company, 
Hutchinson, Kansas, to succeed his father, the late 
George Hausam, whose passing was reported in the 
July issue of OFFICE APPLIANCES. 

At the same time the stockholders at their meeting 
named to the board of directors Miss Loa Marie Hau- 
sam, sister of the new president. The brother and 
sister took an intense interest when their father was 
head of the company and are thoroughly acquainted 
with the business. 

Other officers elected were: V. E. Keller, vice-presi- 
dent; Milton Navrat, treasurer, and Robert Grey Mar- 
shall, secretary. 
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MATHIESON TO VISIT U. S. NEXT 
MONTH 
E. E. C. Mathieson of the firm of Ma- 
thieson & Ashley Ltd., importers of office 
equipment in the Union of South Africa, 
will be a visitor in America when he ar- 
rives in New York early next month. 


REDUCED REPRINT OF PAGE IN THE TOPEKA DAILY STATE JOURNAL, 
JULY 2, IN WHICH 17 TOPEKA BUSINESS CONCERNS EXPRESSED 
THEIR GOOD WISHES AND CONGRATULATIONS TO THE HALL 
LITHOGRAPHING COMPANY AND THE HALL STATIONERY COMPANY 
UPON ATTAINMENT OF THE FIFTIETH ANNIVERSARY OF THE FOUND- 
ING OF “HALLS.”—The same issue carried a story of the Hall Company’s 
business, with complimentary reference to the company’s policies and 


practices, and portraits of the officials. 
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THE GUEST BOOK 

Herbert E. Frost, president, Speed Key Manufactur- 
ing Company, Brooklyn, N. Y., complimented us with 
a call on July 13 and gave us an interesting account 
of a delightful family vacation awheel with which 
he combined some business. With Mrs. Frost and four 
sons, ages six to seventeen, he set out from New York 
on July 7 for a two weeks’ trip, with Chicago as the 
furthest western objective. To that point, a journey 
of pleasant adventures with one exception. The excep- 
tion being the thrilling experience of a violent storm 
in southern Indiana. The family huddled in the car 
on a side street of a town. Rain in a deluge with the 
wind in fury whipping the trees, blowing out some 
tops here and there and vibrating the car. A tense 
half hour before the first easing up. Then the grate- 
ful and joyous feeling of having come through with- 
out injury. And when the storm abated, the calm 
remark of the youngster: “Dad, I was wondering all 
the time how the little birds felt.” From Chicago the 
party went to Dearborn, Mich., to see the Ford plant 
and particularly to visit “Greenfield Village” and the 
Ford museum, which may in time be considered Henry 
Ford’s greatest contribution to this country. From 
Dearborn the route was across the top of Ohio and 
home through New York state. An annual family trip 
awheel is a Frost family custom. Interesting and edu- 
cational for the children. And, always, says Mr. Frost, 
pleasant contacts and some business along the way. 


Ivan Allen, president, Ivan Allen-Marshall Company, 
Atlanta, Ga., signed the Guest Book by proxy and 
gave us a pleasant telephone visit July 21. In Chi- 
cago for but a day then off for Louisville, Ky. Stands 
strongly on the ground taken in his address at the 
regional meeting in Birmingham, May 26 and 27, that 
the federal administration has been something of a 
benefactor to the office equipment industry. Profits 
on sales of an extensive variety and amount of utili- 
ties to the government and to the business world 
because of government enactments make insignificant 
the taxes paid. Suggests comparison of national in- 
come and national wealth of U. S. A. with those of 
other countries to stimulate our faith and promote our 
zeal. Suggestion approved. Has fine idea for making 
chair factories operate night and day: Swivel chairs 
for WPA workers. General business in Jajah quite 
good, with outlook favorable. 


O. H. Jack Richards, F. S. Webster Company, trav- 
eler from Denver, gave us the pleasure of a call on 
July 28. In Chicago on the annual pilgrimage to home 
folks and to get inspiration from “Webster” Chicago 
headquarters. Business in his territory pretty good. 
A bit slow here and there, but in such cases the deal- 
ers are doing the best possible and looking forward 
with confidence. But whatever the condition of any 
particular dealers business, the traveler calling there 
is sure of cheerful greeting. It’s the way of the people 
in that part of the country. They make a traveler 
glad he came, even if they must let him leave empty 
handed. Rocky Mountain Travelers Club a lively 
organization. Doing good work. 


E. G. Wright of Los Angeles and C. C. Ostrander of 
Okmulgee, Okla., signed the Guest Book July 29. Mr. 
Wright is manager of the branch office of Corry- 
Jamestown Manufacturing Company in Los Angeles, 
from which he call on dealers throughout southern 
California. Mr. Ostrander is a manufacturers’ repre- 
sentative and travels for the same company in Okla- 
homa, Arkansas, Texas and Louisiana. The two had 
been to the factory at Corry to attend a sales con- 
ference. They had found more normal business con- 
ditions in their respective territories than earlier in 
the year and were looking for further improvement 
in September. 


C. A. Netzhammer, Northwestern Furniture Com- 
pany, Milwaukee, affixed his signature to the Guest 
Book July 29. And impressed us with the fact that 
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initiative and enterprise clear away many obstacles to 
progress. 

Widely recognized, not only in this industry but 
outside of the office furniture and commercial sta- 
tionery field, for his ability in training salesmen and 
conducting purposeful sales meetings, Mr. Netzham- 
mer discussed with us some of his practices of the 
past twenty years. In the September number we shall 
have the privilege of presenting Mr. Netzhammer’s 
suggestions for arranging a schedule of sales meetings 
and also his method of building programs for sales 
meetings. 

A. J. Tyre, manager of the Office Equipment depart- 
ment of Smith Bell & Company, Manila, Philippine 
Islands, complimented us with a call at the New York 
office. A brisk, energetic young business man of Scot- 
tish descent but born in Manila, he is the antithesis 
of the poets description of the languid indifference 
and indisposition of the Islanders. His enthusiasm and 
predisposition to talk shop immediately stamps him as 
a veteran office equipment salesman. We enjoyed it. 
Landing in Los Angeles in May, Mr. Tyre spent a 
couple weeks at the Friden Calculating Machine Com- 
pany plant studying the manufacture, operation and 
servicing of the Friden which Smith Bell & Company 
Sell in Manila. On he went to San Francisco, thence 
across the States, Reno, Grand Canyon, Royal Gorge, 
Chicago and to the Globe-Wernicke Company’s fac- 
tory in Cincinnati. When he arrived at Cincinnati a 
salesmen’s school was in progress. Very opportune 
for him, he said. He speaks highly of his experience. 
Reaching New York he spent considerable time at the 
headquarters of Underwood Elliott Fisher Company 
including a visit through the factory in Hartford. In 
the States, Mr. Tyre has been to many places and 
seen many things which he considers will afford him 
subjects for conversation for many years to come. His 
impressions of the States were very favorable. He was 
more inclined to dwell upon his experiences here than 
to talk about business at home. Last year was the best 
year their office equipment department had ever had. 
Experience similar to that of the industry here in the 
States. He reminded us that business on the Island 
was dependent in a great degree upon the market for 
their produce. When prices are good, business gener- 
ally is satisfactory. When a period of lower prices is 
encountered such as the first of this year, business 
does not flourish so well. Except for Mr. Tyre and one 
assistant, the salesmen are all natives of the Island. 
“Competition,” he stated, “keeps us on our toes.” Some 
of it, vicious in certain aspects but on the whole good 
for the soul. 

Mr. Tyre’s experience showed the importance of 
trademarks and established merchandise in his coun- 
try. His company concentrates on such lines believing 
a business built on such firm foundations will prosper. 
The success of this old company proves his point. 

Mr. Tyre sailed to England on the S. S. Brittanic 
on August 6th. He’s going home through the Suez 
Canal. Bon Voyage, Friend. Hope you'll come again 
soon. * 


Mr. Daniel de Herrera and Mrs. de Herrera of 
Bogota, Colombia, S. A., whose expected arrival was 
announced in this journal last month, are enjoying 
their visit to the United States. Mr. de Herrera is 
having the pleasure of tramping familiar ground and 
showing his wife places with which he became ac- 
quainted some years ago when attending school here. 
Upon completion of his studies he secured employment 
in which he remained for two years when he became 
assistant to W. F. Gammage, export manager of the 
Globe-Wernicke Co., Cincinnati, remaining there for 
two and one-half years. After short experience else- 
where he returned to Colombia and established the 
business of which he is now the head. The Globe- 
Wernicke products, Bostitch and Meilink safes are the 
chief lines. To which some appropriate additions will 
be made. He and Mrs. de Herrera expect to tour most 
of the Eastern and Middle Western states. 
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HONOR WAGONER FOR 20 YEARS’ ACHIEVEMENT 

With every department and every individual employe 
participating, the Underwood Elliott Fisher Company 
last month celebrated the twentieth anniversary of 
P. D. Wagoner as chief of tise UEF organization. 

Like a well-drilled army corps the sales department 
demonstrated its affection for “The Chief” by launch- 
ing a huge sales drive. Salesmen, sales agents, assist- 
ants to branch managers, branch managers, district 
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managers and divisional sales managers, all took part 
in the celebration. “Beat July 1937” was the enthusi- 
astic slogan under which they rallied to pay honor 
to “The Chief.” 

Prior to the drive a broadside was published and 
issued, bearing a large portrait of Mr. Wagoner flanked 
by an inspiring message to the sales staff. Part of 
this stirring message read: 

“This month our president, Philip D. Wagoner, cele- 
brates his twentieth anniversary as chief of our or- 
ganization. In this span of twenty magnificently full 
years, users of office machines everywhere have seen 
this organization develop steadily to its position of 
leadership under his capable guiding hand. It is but 
appropriate at this time that every member of the 
Sales Department recognize July, 1938, as President 
Wagoner month.” 

During the twenty years of Mr. Wagoner’s presi- 
dency, first of the Elliott Fisher Company and then 
the Underwood Elliott Fisher organization, some of the 
most far-reaching advances in the manufacture of 
office machines took place. This was true of the in- 
dustry in general and of the Underwood Elliott Fisher 
Company in particular. 

During the same time Mr. Wagoner’s regime has 
witnessed the great strides in expansion of his com- 
pany. It was in December, 1926, that Mr. Wagoner 
announced the acquisition of the Sundstrand Corpora- 
tion as a result of which the General Office Equipment 
Corporation was formed as a selling subsidiary of the 
Elliott Fisher Company. 

Exactly one year later President Wagoner, realizing 
the advantages of a single selling organization, an- 
nounced the amalgamation of the Underwood Type- 
writer Company and the Elliott Fisher Company inter- 
ests under the name of the Underwood Elliott Fisher 
Company. 

In 1928 still another addition to the UEF organiza- 
tion took place. This was the inclusion into the com- 
pany folds of the Underwood Computing Machine 
Company, a firm which had been closely affiliated with 
the Underwood Typewriter Company. 

The merger of the four great companies safely com- 
pleted, President Wagoner then turned his attention 
to securing a steady source of ribbons, carbons and 
machine supplies fit, by virtue of their high qualities, 
to be appropriately sold with the machines his com- 
pany manufactured. Followed then many months of 
investigation, testing and experimentation before it 
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was decided that the products of the Neidich Process 
Company, Burlington, N. J., were suitable. 

As a result the Underwood Elliott Fisher Company, 
in 1929, absorbed the business of the Neidich organiza- 
tion and the structure of the Underwood Elliott Fisher 
Company of today was complete. 


a 
CHAIRMAN G. F. BOARD GOES VISITING 

The Elmira Advertiser of June 29 contained a story 
of a native son who returned after fifty-three years’ 
absence. The “native son” was William H. Foster, 
chairman of the board of The General Fireproofing 
Company, Youngstown, Ohio, “who left Elmira at the 
age of twenty to seek his fortune in the Midwest.” 

After school hours at the Elmira Free Academy, the 
youthful William Foster had employment with an 
Elmira shoe manufacturing company, two stockholders 
of which were David B. Hill and John D. Stanchfield, 
outstanding personages in New York state politics for 
several decades. 

Mr. Foster was much impressed with the changes in 
“the old home town.” One particular place of interest 
visited was the Mark Twain home and study on East 
Hill. “Elmira, Mr. Foster thinks, is making a mistake 
in not publicizing its Mark Twain associations. He 
believes the Elmiran, whose grave is in Woodlawn 
cemetery, was the best loved author of his era. And 
told him so once when they met in New York.” 

Young William Foster’s boss at the shoe factory was 
Donald Dey, now of the well Known Dey Brothers of 
Syracuse, and upon whom Mr. Foster called a few days 
before the Elmira trip. Of which visit the Syracuse 
Journal said: 

“A desire to see his one-time ‘boss,’ whom he had 
not seen since he worked for him as a messenger boy 
fifty-five years ago, was fulfilled Wednesday afternoon 
by W. H. Foster, now a successful business man. 

“The old ‘boss’ is Donald Dey, for whom Mr. Foster 
worked in Elmira after school hours more than half a 
century ago. 

“Mr. Foster, who, at seventy-three, remains very 
active, and belies his age by his agility, is chairman of 
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WHEN OLD-TIMERS MEET.—W. H. Foster (right), who was a 
messenger boy for Donald Dey (center) fifty-five years ago, 
meets his old boss and another old acquaintance, Benjamin 
Weiss (left) for a chat over old times. (Copyright, Syracuse 
Journal.) 


the board of directors of The General Fireproofing 
Company of Youngstown, Ohio, of which he is the 
founder. The meeting took place in Mr. Dey’s office 
and immediately the two began to talk about the ‘good 
old days’ in Elmira where the Dey Brothers ran their 
business before coming to Syracuse. 

“Golf was the main topic of conversation in their 
brief, but enjoyable get-together. Mr. Foster, here on 
a one-day visit, was the guest of Ives Jacobs. 

“Also enjoying a chance meeting with Mr. Foster was 
Benjamin Weiss, manager of Dey’s store. The two had 
not seen each other for twenty-five years. When Mr. 
Foster walked into the store, he was immediately rec- 
ognized by Weiss. 

“Mr. Foster, accompanied by Herbert Wheeler, New 
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York state district manager of The General Fireproof- 
ing Company, is on a general tour of the larger mar- 
kets of the East and Middle West.” 
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A HIGH COMPLIMENT 
Perhaps for the first time in the history of exposi- 
tions an entire day has been set aside by a world’s fair 
committee in honor of a single business organization. 
This high compliment was paid to the International 





IBM DAY PROCLAIMED!—Grover A. Whalen (left) presenting 
to Thomas J. Watson, president of International Business Ma- 
chines Corporation, a proclamation declaring May 4, 1939, as 
IBM Day at the New York World's Fair in recognition of the 
company’s and Mr. Watson's contributions toward improving 
the lot of mankind and building durable peace. 
Business Machines Corporation by the New York 
World’s Fair when a proclamation was issued setting 
aside May 4, 1939, as IBM Day. 

The proclamation was read by Grover Whalen, pres- 
ident of the New York World’s Fair 1939 Inc., at a 
dedication ceremony held in the Business Systems 
building in the fair grounds last month. 

In his response, in which he thanked Mr. Whalen 
and the entire fair organization for the honor be- 
stowed upon his company, President Thomas J. Wat- 
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son revealed that the International Business Machines 
Corporation will be host on IBM Day to approximately 
3000 of its employes and their wives from many lead- 
ing countries of the world. 

Representatives of IBM, besides Mr. Watson were 
Frederick W. Nichols, vice-president and general man- 
ager; Walter F. Titus, vice-president; John G. Phillips, 
secretary and treasurer, and F. C. Elstob, controller. 
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DAWSON GOES TO SMITH-CORONA 
CANADIAN OFFICE 


Arthur O. Dawson, for many years successfully con- 
nected with the typewriter and office equipment field, 
last month was appointed vice-president and director 
of L. C. Smith & Corona Typewriters of Canada, Ltd., 
to succeed Harry E. Stiles, recently resigned. 

Mr. Dawson’s experience in the field covers several 
years in the Canadian and maritime provinces prior to 
1934 when he became associated with Smith-Corona, 
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first as a salesman and later as sales manager of the 
company’s Toronto branch office. 

The new promotion goes to Mr. Dawson not only by 
reason of his qualifications and previous experience, 
but also in recognition of his successful accomplish- 
ments in previous endeavors with the company. 

The news of Mr. Dawson’s promotion will be hailed 
with genuine pleasure by his hundreds of friends both 
in this country and in Canada, and OFFICE APPLIANCES 
joins with them in wishing his continued success. 





THE MARKWELL WINNERS.—During the recently-held Na- 
tional Markwell Week the Markwell Manufacturing Company, 
New York, N. Y., held window display contests among dealers. 
As a result seven dealers were awarded beautiful Bulova 
wrist watches. Of the seven the three leading windows are 
shown here: (Left) Paul Anderson Company, San Antonio, 


Tex. (Center) Norris Printing, Frankfort, Ind. (Right) Central 
Typewriter Exchange, Omaha, Neb. The remaining winners 
were H. T. Bashier, Sherman, Tex.; P. G. Coffman Company, 
Westminster, Md.; Kilham Stationery & Printing Company, 
Portland, Ore.; Smith Bros. Company, Pittsburgh, Pa. 
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YAFFA TO SUCCEED VAN BUSKIRK 


H. S. Yaffa, since 1922 connected with L. C. Smith 
& Corona Typewriters Inc., last month was appointed 
manager of the company’s New York branch to suc- 
ceed F. E. Van Buskirk, resigned. Mr. Yaffa will be 
succeeded as manager of the Boston branch by George 
Samuel, who was formerly field representative in 
that city. 

Mr. Yaffa joined Smith-Corona as a salesman in 
Boston in 1922 and won rapid promotion due to his 
ability in the sales field. He was successfully pro- 
moted to the positions of assistant manager, acting 
manager and manager, taking charge of the Boston 
branch in July, 1933. 

Mr. Samuel’s entry into the typewriter business 
occurred at the New York branch of L. C. Smith & 
Brothers Typewriter Company as a salesman under 
Harry Humphrey. In 1914 he joined the Corona Com- 
pany and soon rose to the position of president and 
general manager of one of Corona’s important sub- 
sidiaries, the Corona Sales Company of Brooklyn. In 
this capacity he had complete charge of sales in 
Brooklyn, Albany, Troy and Schenectady. 

After the merger of L. C. Smith and Corona, Mr. 
Samuel went into business for himself but rejoined 
the merged companies in a short time. 

It was when Mr. Humphrey resigned as manager 
of the New York branch that Mr. Van Buskirk was 
appointed to that position in July, 1933. It was a 
post he held with brilliance and honor up to the day 
last month when he requested that he be relieved as 
head of the New York branch. 

His career started in 1891 when he became asso- 














ciated with Wyckoff, Seamans & Benedict, who first 
marketed the Remington typewriter. Success crowned 
his efforts as a salesman from the start and resulted 
in a promotion to the post of Remington branch man- 
ager at Omaha. In 1896 Mr. Van Buskirk was sent 
to San Francisco as branch manager, where he re- 
mained for six years, and then to Chicago where he 
served three years before being made assistant super- 
intendent of sales with offices in New York City. 

In 1907 Mr. Van Buskirk was elécted secretary of 
the Remington company and two years later became 
its general manager. When, in 1913, Remington, 
Smith-Premier and Monarch companies were con- 
solidated he was appointed vice-president and director 
of American sales. 
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CONKLIN PEN TO BE EXPANDED 


Announcement was made last month by Albert J. 
Tarrson, head of a syndicate of Chicago merchandising 
experts and business men, of the purchase of the 
Conklin Pen Company, Toledo, Ohio. As head of the 
new Conklin management, Mr. Tarrson is associated 
with M. A. Jacobs and Max Horwitz, both of whom 
are well known in the drug and department store field. 

Merchandising and manufacturing activities of the 
company will be expanded immediately, according to 
Mr. Tarrson. The Conklin factory is working full 
speed at present to fulfill outstanding orders, he said. 

Members of the syndicate are agreed on a wide pro- 
gram of trade and consumer advertising for the near 
future, featuring the exclusive Conklin Nozac pen, Mr. 
Tarrson stated. 
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CHIEF EXECUTIVES OF THE McGREGOR COMPANY, ATHENS, GA., WHICH 
IS CELEBRATING ITS FIFTIETH ANNIVERSARY.—(L to R) George H. Thornton, 
president and manager retail department; W. W. Hayes, vice-president and man- 
ager printing department; G. A. Booth, secretary-treasurer and general manager. 


McGREGOR COMPANY IN 50TH YEAR 

The three-story home of the McGregor Company, 
Athens, Ga., was the scene of a celebration last month 
when the firm, its executives, employes and hundreds 
of friends, participated in observing the fiftieth anni- 
versary of the founding. 

And with the celebration “old timers” of Athens can 
recall the first McGregor store where dinner buckets 
figuratively rubbed shoulders with slates, slate pencils, 
Webster’s blue back spellers, McGuffey’s reader and 
Sanford’s arithmetic. And the only address Mc- 
Gregor’s had was The “Pete Petropol Corner.” But the 
“old timers” also vividly remember the reputation for 
fairness and integrity which clothed D. W. McGregor, 
founder of the firm, and which he cherished up the 
day he died in 1913. 

Today the company is under the direct management 
of George H. Thornton, president, who was one of the 
first clerks employed by the late Mr. McGregor. With 
him are G. A. Booth, secretary-treasurer and general 
manager; W. W. Hayes, vice-president and manager, 
printing department; J. C. Anderson, assistant secre- 
tary; W. I. Hopkins, office and credit manager. 

In addition to devoting several columns to the com- 
pany’s anniversary an issue of the Athens Banner- 
Herald contained a handsome four-page supplement 
depicting by word and picture the career of the House 
of McGregor. 

Among the well-known manufacturers whose prod- 
ucts the McGregor company carries are the following: 
Acco Products, Inc., Allen Calculators, Inc., Art Metal 
Construction Company, Art Steel Company, L. M. 
Bickett Company, General Pencil Company, Gibson 
Art Company, Markwell Manufacturing Company, 
Spencerian Pen Company, L. C. Smith & Corona Type- 
writers Inc. Southworth Company, Speed-O-Print Cor- 
poration, Frank A. Weeks Manufacturing Company, 
F.S. Webster Company, Weis Manufacturing Company, 
Yawman and Erbe Manufacturing Company and the 
Weber Costello Company. 
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GF HELPS PROMOTE “SALES MEAN JOBS” 
CAMPAIGN 

The General Fireproofing Company, Youngstown, 
Ohio, under the personal direction of President George 
C. Brainard, is taking an active part in the promotion 
of the National Salesmen’s Crusade with its attendant 
slogan of “Sales Mean Jobs.” 

In a letter addressed to the entire GF organization 
over the signature of Mr. Brainard appeared a clear 
explanation of the part General Fireproofing is playing 
in the campaign through its own dealer and branch 
organizations. So that best results will be obtained 
it is planned to synchronize with similar drives pro- 
moted by local business organizations in various sec- 
tions of the country. 

The first move in the drive was the creation of a 


handsome window display which General Fireproofing 
is offering to the first fifty GF dealers who signify 
their intention of participating in the campaign when 
the movement takes shape in their own communities. 

In addition to the display material the company 
also offers its dealers a number of crusade buttons for 
salesmen. At the same time the company urges its 
dealers to urge their respective Chambers of Commerce 
and other civic organizations to sponsor a campaign 
in its own city to tie in with the national movement. 

Part of Mr. Brainard’s letter to the dealer and branch 
organizations reads as follows: 

“The National Salesmen’s Crusade was tested out in 
Lincoln, Neb., in May and proved so successful that 
business firms all over the country have taken it up 
with enthusiasm. The idea started with the belief that 
the American salesman was the one most important 
factor in promoting public confidence and the business 
revival, and that the codperation of business and the 
public, a doubling of sales effort at this time would 
put an end to hesitant and postponed buying and 
bring prosperity back well ahead of the time set by 
the most optimistic forecaster.” 

Mr. Brainard explains that to make the crusade a 
success only three factors are essential—-an optimistic 
attitude, a belief in the idea that sales mean jobs, and 
the promulgation of that belief to everyone. 
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REMINGTON RAND PLANS BIGGER PAYROLL 


In the July 11 issue of the Wall Street Journal and 
under a Buffalo, N. Y., date line appeared the follow- 
ing news item: 

“Remington Rand, Inc., officials have announced 
here that a large part of the operations formerly con- 
ducted at the Cambridge, Mass., plant will be trans- 
ferred to plants in Tonawanda. One unit will be given 
over exclusively to paper products. A new addition 
built last year in Tonawanda will accommodate the 
new production. 

When operations get under way it is expected work- 
ing schedules will be stepped up to five days, against 
four days now, and it is anticipated that eventually 
150 new jobs will be opened up here.” 








EXRCUSE US Pt wee 


THOMAS NOT NEW WITH DENNISON 

On page 81 of the July issue appeared a short item 
stating that Ben Thomas had recently joined the Los 
Angeles branch of the Dennison Manufacturing Com- 
pany. This statement was in error, Mr. Thomas hav- 
ing been with Dennison for many years in Portland 
and Seattle and also at Framingham, Mass., where he 
did special work before being assigned to the Los An- 
geles selling organization. 
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MEETINGS — CONVENTIONS — DINNERS 


CINCINNATI O. A. MANAGERS HOLD OUTING 


A total of seventy-nine office equipment men, office 
managers, purchasing agents and other executives 
turned out for the Cincinnati Office Appliance Man- 
agers Association outing held July 27 at the Kenwood 
Country Club. 

The day was perfect for the twenty-nine guests who 
enjoyed the golf course. Dinner was served at 7 o’clock 
and started with an address of welcome by James Gar- 
field Stewart, mayor of Cincinnati. Secretary Glad 
Bailey then expressed thanks to J. W. Steidle, National 
Cash Register Company, and William J. Buckland, 
L. C. Smith & Corona Typewriters Inc. for their work 
in arranging the golf meeting. 

President C. B. Moore, Comptometer Company, intro- 
duced the toastmaster of the evening, Judge Joseph H. 
Woeste, who then awarded prizes to a number of lucky 
golfers. 

—>- 
ALLEN MARSHALL EMPLOYES PICNIC ATOP 
FORT MOUNTAIN 


Work and business was temporarily shelved by the 
Ivan Allen-Marshall Company, Atlanta, Ga., on July 
10 when every employe of the firm accepted an invita- 
tion to attend the company’s annual picnic which 
was held on top of Fort Mountain. 

Transported by a fleet of automobiles the happy 
picnickers left Atlanta at 8 o’clock in the morning 
for their mountain ride, where, advance notices prom- 
ised, I. J. Bailey would be waiting at the top with a 
noonday luncheon. Spurred on by this chef and his 
choice offerings riders in the automobiles spurred 
their drivers on to their best efforts and speed even 
though the drivers happened to be already doing their 
best. 

In the afternoon the program called for a mountain 
horse race, plenty of games, and individual hikes in 
the beautiful Fort Mountain State Park. It was not 
until late evening that the tired but happy men and 
women returned to Atlanta in their automobile 
caravan. 


- 





MICHIGAN STATIONERS DISCUSS COMPENSATION 
INSURANCE AND FAIR TRADE CONTRACTS 

At a meeting of the Stationers Club of Michigan 
held in the Hotel Olds in Lansing, Wednesday, July 20, 
the principal topics of discussion were Compensation 
Insurance and Fair Trade Contracts. Concerning in- 
surance, the discussion brought out that it was worth 
while to check the various classification of rates now 
being paid, as incorrect classifications might neces- 
sitate the paying of a higher rate than the law re- 
quires. 

It was reported that up to the date of the meeting, 
eighteen manufacturers were operating under Fair 
Trade Contracts in Michigan. These manufacturers 
are aS follows: Beach Publishing Co., Boorum & 
Pease (Limited), C. R. Gibson Co., Handy Roll Co., 
Markwell Manufacturing Co., Norta Distributing Co., 
Parker Pen Co., Remington Portable Typewriters, 
Sanford Ink Co., Sheaffer Pen Co., Wahl Co., Wallace 
Pencil Co. (Limited), G. & C. Merriam Co., A. W. 
Faber Co. (Limited), Peerless Key-Imperial Manufac- 
turing Co. (Limited), The Carter’s Ink Co., Esterbrook 
Pen Co. and Farrar-Rinehart. 

According to E. L. Larsen, secretary of the Sta- 
tioners Club of Michigan, there are indications that 
many more manufacturers will be putting Fair Trade 
Contracts into force in the State within the next 
thirty to sixty days. 
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MILWAUKEE 0O. F. A. MEETS 

The 124th consecutive meeting of the Milwaukee 
Office Furniture Association was held in the Medford 
hotel, July 12 with a representative group in attend- 
ance. 

According to Conrad A. Netzhammer, Northwestern 
Furniture Company, Milwaukee, who is secretary of 
the association, the membership voted unanimously 
to support the National Salesmen’s Crusade and proved 
its sincerity by being well represented at a meeting 
of that organization the following evening. 
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THEY STOOD STILL LONG ENOUGH TO POSE AT THE IVAN ALLEN-MARSHALL 


PICNIC.—First row: Hayden Jones, Jr., William Beavers, W. H. Glower, Ivan 
Allen, Sr., George Coder, Sam Benedict, Jr., N. M. Wright, Sam Benedict, Sr. 
Second row: W. E. Wright, Charles M. Marshall, Mrs. Marshall, J. C. Williams, 
S. P. Rockerson, Ross Fuller, E. M. Vary, I. J. Bailey, Ivan Allen, Jr., C. E. McMichen, 
Felix Sharpton. Third Row: John Silvey, W. H. Lacy, T. B. Everett, Mrs. Mattie Bruce, 
Miss Virginia Blackwell, A. S. Johnson, Mrs. Clara Nash, Tom Reese. Fourth row: 
J. Fred Hall, Miss Elizabeth Henderson, Miss Lola Phillips, Mrs. Kay Tompkins, Miss 
Kathleen Herrin, Miss Kate Hammerschmidt, Miss Iris Kerlin. A. P. Baylis. Fifth row: 
O. T. Fishback, Sam Orr, Miss Josephine Murdoch, Lisle Budden, Jack Ball. 
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THE WIS-ILL CLUB GOLF OUTING AT 
WESTMOOR 

l. The golf committee (at the left) plus a 
master of ceremonies especially hired to 
function at the dinner in the evening. 
Left to right: Herb Walsh, Southworth Co.; 
Bill Dalton, Bankers Box Co.. and Noesting 
Pin Ticket Co.; Ollie Stevens, Stevens, 
Maloney & Co., Chicago. 

2. Ernie Lund, Englewood Blue Print Shop, 
Chicago. 

3. W. F. Weber and W. G. Pankonin, Ace 
Fastener Corp. 


4. Left to right: Harry Balch, Quality Park 
Envelope Co.; Fred Schaefer, Sanford Ink 
Co.: Al Linde, H. C. Miller Co., Milwau- 
kee; Harry Short (front), Columbian Art 
Works, Inc.; Ralph Maneval (back), A. W. 
Faber, Inc.; Jack Johnstone, Wallace Pencil 
Co.; Dick Gingland, Esterbrook pleat ig 

ox 


Mfg. Co.; Tom Valleau, Geo. E. 
Mil- 


Co.; John Goetter, S. J. Olson Co., 


waukee. 


5. Getting ready to tee off. Dick Gingland. 
Esterbrook Steel Pen Mig. Co., rests a bit 
on the fence. Roy Hopko of Madison 
watches another Madisonite, Bill Goff, take 
some tees out of his bag. With his back 
to the camera is Harry Short, Columbian 
Art Works, Inc. 


6. Henry Thompson, Office Supply Co., Ra- 
cine, Wis. 

7. Merrill Hasty found a ‘‘different’’ type of 
golf club that required the exercise of all 
his well known skill to wield effectively. 
In the background cheering him on are, 
left to right. C. W. Sengbusch, Sengbusch 
S. C. Inkstand Co.; John Goetter, S. J. 
Olson Co., Milwaukee, and A. C. Schaefer, 
Sengbusch S. C. Inkstand Co. 


8. C. W. Sengbusch, Sengbusch S. C. Ink- 
stand Co.; John Goetter, S. J. Olson Co., 
Milwaukee; Merrill Hasty and A. C. Schae- 
fer, both of Sengbusch. 


9. Wis-Ill Club President Balch, flanked by 
the clerical staff of the golf committee. 
Tom Gillice (left), Rockwell-Barnes Co., 
and Ray Eichenlaub (right), Service Steel 
Products Co., secretary and treasurer re- 
spectively of the Wis-Ill Club. remaired 
in the clubhouse selling tickets and keep- 
ing accounts straight. 


WIS-ILL CLUB-ERS GOLF AT MILWAUKEE 


A hot, clear day, thirty enthusiastic golfers, and a 
beautiful course. What more could be needed to make 
a golf party a perfect success? The answer at West- 
moor Country Club, ten miles west of Wilwaukee, Wis., 
was “A shower bath after the game.” 

On Friday afternoon, July 15, the date of the Wis-IIl 
Club tournament at Westmoor, something went wrong 
with the plumbing and only part of the golfers could 
enjoy the refreshment of showers. Some of the rest 
found refreshment in other ways. 

At the dinner in the evening thirty-eight were pres- 
ent, the increase being made up of stationers from 
Milwaukee who could not be on hand during the 
afternoon. G. O. (Ollie) Stevens of Stevens, Maloney 
& Company, Chicago, acted as master of ceremonies. 
He called for self introduction of each one present and 
then introduced the golf committee members, Bill 
Dalton, Bankers Box Company and Herb Walsh, South- 
worth Company. He announced that some prizes, 
provided by the manufacturers, would be awarded 
later in the evening. Without further ado, he launched 
into an extemporaneous speech concerning the co- 
operative spirit that is essential to the furtherance 
of progress in the stationery industry. 

Al Linde of H. C. Miller Company, Milwaukee, was 
presented as the awarder of prizes. They were as 
follows: Low gross, C. W. Sengbusch, Sengbusch Self- 
Closing Inkstand Company, with an 82; second low 
gross, Harry Balch, Quality Park Envelope Company, 
89; first low net, Ernie Lund, Englewood Blue Print 
Shop, Chicago, 70; second low net, Merrill Hasty, 
Sengbusch Self-Closing Inkstand Company, 71; third 
low net, W. J. Pankonin, Ace Fastener Corporation, 71; 
fourth low net, A. C. Schaefer, Sengbusch Self-Closing 
Inkstand Company, 72; fifth low net, Tom Valleau, 
Geo. E. Fox & Company, 72; first door prize, Karl 
Kiesel, Carter’s Ink Company; second door prize, Bill 
Dalton, Bankers Box Company and Noesting Pin 
Ticket Company. 





Harry Balch, president of the Wis-Ill Club, was 
introduced and spoke briefly just before the meeting 


adjourned. 
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CLEVELAND STATIONERS HOLD OUTING 


Marked by a record attendance, ideal weather and a 
forty-two inning (or thereabouts) baseball game, the 
annual outing and picnic of the Cleveland Stationers 
Club was held June 24 at the Regnatz Tavern gardens. 
The affair was staged as a celebration of the success of 
the recent fifth regional district meeting. 

Officers, members and friends found many diversions 
for their benefit in the way of sports, the main feature 





THE “GANG” WHICH MADE MERRY AND HAD A THOR- 
OUGHLY GOOD TIME AT THE CLEVELAND STATIONERS 
CLUB ANNUAL OUTING HELD JUNE 24. 


of the day was the baseball game which, according to 
players and spectators alike, lasted for “about” forty- 
two innings. So arduous was the contest that Bert 
Trautman, The Brooks Company, quit right field after 
the third inning and confined himself to lending moral 
support to the balance of the team—from a shady place 
before the open-air bar. 
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TURE OUTING.—Front row reading left to right: 
Jack Karr; J. Alvin Johnson; O. A. Wilkerson, Se- 
curity Steel Equipment Corporation; Evan Harter, 
The Harter Corporation; Ham Warnock, The Globe- 
Wernicke Co.; Paul Bolten; Dan Anderson, Na- 
tional Tailoring Company, a bit excited over a 
hole in one. Back row: Bil! Whetham; Willard 
Brown; Joe Masessa; Ham Warnock, The Globe- 
Wernicke Co.; Bill Zimmer; H. W. Lawrence; Oscar 


HARTER ENTERTAINS CHICAGO DISTRIBUTORS 

The Harter Corporation entertained the sales force 
of the Globe Furniture & Supply Company, Chicago, 
on July 29. The entertainment took the form of a golf 
outing held at the Park Ridge Country Club, Park 
Ridge, Ill., the home club of Paul Bolten, president of 
the Globe company, and several other members of the 
organization. It marked the culmination of a two 
month contest at which time the company sold more 
than 300 per cent of its quota of Harter chairs. The 
Harter Corporation was represented by Evan Harter, 
president, F. D. Harman, vice-president in charge of 
manufacturing, and Harry Montague, secretary-treas- 
urer. Among special guests were O. A. Wilkerson, 
president of Security Steel Equipment Corporation; 
Ham Warnock, Chicago manager of The Globe-Wer- 
nicke Co.; Dan Anderson, treasurer of National Tailor- 
ing Company, who distinguished himself by shooting a 
hole in one. 

After the dinner with Mr. Harter presiding, many 
prizes were awarded. The first prize for low net went 


GLOBE-WERNICKE’S GRADUATING CLASS.— 
Top row: T. W. Sargeant, Mack Thomas, West- 
ern Bank & Office Supply Co.; J. W. Fallon; 
W. H. Sandmann; R. W. Sprott; Arthur R. Frey, 
manager, filing supplies and stationery division; 
E. Meyer. Second row: Norris Neaves, West- 
ern Bank & Office Supply Co.; John Birchard; 
C. R. Miller; Bert Trautman, The Brooks Co.; 
Russell Lewis, Franklin Printing & Engraving 
Co., Toledo; Charles Robinson, B C D Office 
Equipment, Inc.; Elmer G. Rahe, contract sales 
division; Dick Sheahan, The Brooks Co. Third 
row: Joseph Rittman, Rose City Press, Inc.; 
John Hauer, The Brooks Co.; Winfield White, 
Western Bank & Office Supply Co.; Cory Boyles, 
Everybody's, Dayton; Norman Snider, Western 
Bank & Office Supply Co.; John Howison, Kel- 
sall-Voorheis, Inc., Cincinnati; I. H. Schoettker, 
F. F. Braun. Bottom row: Dan Consodine, 
B C D Office Equipment, Inc., Detroit; John 
Hanly, Rose City Press, Inc.; C. W. Hamilton, 
sales promotion manager; Edna Schuster, B C D 
Office Equipment, Inc.; H. C. Anderson. gen- 
eral sales manager; W. F. Gammage, export 
manager; Alexander Tyre, Smith, Bell & Co. 
Ltd., Manila, P. I. 
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Wilkerson, Security Steel Equipment Corporation; 
Paul Bolten; Evan Harter, The Harter Corporation; 
Peppy Burns, Sears Community Bank; Robert 
Brown; Harry Montague, The Harter Corporation; 
Arthur W. Kacke, attorney; Frank Harman, The 
Harter Corporation; E. C. Huehner, Carnegie IIli- 
nois Steel Corporation; A. A. Davis; E. J. Wonn, 
Parker Pen Company. All not otherwise specified 
are with Globe Furniture & Stationery Company. 


to Harry Montague, second low net to Willard Brown. 
The third was the hole in one prize to Mr. Anderson. 
High net was won by Mr. Wilkerson; high gross by Bill 
Whetham; highest on any hole, Ernie Huehner, of the 
Carnegie Illinois Steel Company. Thirteen door prizes 
were awarded. These prizes consisted of valuable mer- 
chandise, including some attractive kitchen stools 
made by the Harter Corporation. 

Quite apart from the golf awards was the reward 
of Bill Zimmer for his sales during the contest. He 
received $15 for the highest percentage over quota and 
$76 on his volume, or a total of $91 in cash. 

The afternoon preceding Mr. Harter held a sales 
rally with the Globe organization and showed some 
attractive new models. 

———__-o 
GLOBE-WERNICKE SALES SCHOOL CLASS 
GRADUATES 
Featured by two dinners, a ball game and a tour of 
inspection of the company factory, a class of repre- 
sentatives from several dealers graduated from the 
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AT THE CRANE & COMPANY PICNIC 
AND OUTING.—This happy throng had 
an enjoyable day attending the Crane 
& Company, Topeka, Kansas, annual 
picnic. Standing before Charlie Mit- 
chell’s famous “Private Car No. 16,” 
which was described in a previous 
issue, and identified by white lines are 
(1. to r.) Clarence A. Severin, Hall Lith- 
ographing Company; Richard Hall, Hall 
Lithographing Company; Frank Crane, 
Crane & Company, and Charles L. 
Mitchell, Crane & Company. 


Globe-Wernicke Co. sales school after a three-day 
session held July 19 to 21. 

“School” opened on July 19 with several company 
executives temporarily assuming the role of teachers. 
Under their direction the scholars made an intensive 
and educational tour of the big factory at Cincinnati 
to see how Globe-Wernicke products are manufac- 
tured, finished and shipped to dealers in every section 
of the world. At the actual school sessions the policies 
and aims of the company were clearly outlined for the 
benefit of the students. 

However, the three-day schooling was not confined 
entirely to work. The visitors were guests of General 
Sales Manager H. C. Anderson at a dinner at the Hotel 
Alms, witnessed a baseball game between the Cincin- 
nati Reds and Boston Bees, and again attended a 
dinner, this time at the famous Mecklenburg Gardens. 

—————-o—__— 


DEAN NAMED HEAD OF W. VA., DEALERS 

Herman P. Dean, president of the Standard Printing 
& Publishing Company, Huntington, W. Va., last month 
was elected president of the West Virginia Office Equip- 
ment Dealers Association at a one-session convention 
held at Beckley, W. Va. 

Other officers elected with Mr. Dean were: Vice- 
President, H. B. Selby, Morgantown; Secretary, Thomas 
G. Kyle, Clarksburg, and Treasurer, G. R. Phillips, 
Charleston. 

Following the meeting the delegates gathered for 
dinner at the Beckley Hotel as guests of the Cole & 
May Company, local office equipment dealers. 
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PITTSBURGH O. A. MANAGERS PLAY GOLF 

With a total exceeding seventy-five per cent of the 
membership present, the Pittsburgh Office Appliance 
Managers Association held its annual golf party and 
outing on July 29 at the Chartiers Country Club. 

The day resulted in many unusually good scores 
being turned in. W. H. “Torchy” Randall came through 
with a low gross score of 83 which, considering the 
fact he made a nine on the first hole, proved he 
more than burned up the next seventeen. Not to be 
outdone by the popular Shaw-Walker representative, 
Ray Manning, local manager for L. C. Smith & Corona 
Typewriters Inc., took the first prize for low net. 

Just before the banquet got under way many fine 
prizes were awarded, including golf shirts, gloves, slip- 
pers, golf balls, golf bags, and numerous other items. 

As an answer to a special request of the member- 
ship, the outing will be repeated some time this 
month at the South Hills Country Club. 


———=>— —__ 


PITTSBURGH STATIONERS PLAN OUTING 
The fourth annual picnic and golf tournament of the 
Pittsburgh Stationers Club will be held on September 
12 at the Wildwood Country Club. The outing will be 
staged under the joint auspices of the Pittsburgh club 
and the Penn-Mar-Va Travelers Club. 
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CRANE EMPLOYS HOLD ANNUAL PICNIC 

Bolstered up with plenty of good things to eat and 
entertained by a fine program of sporting events, em- 
ployes of Crane & Company, Topeka, Kans., held their 
annual outing and picnic last month. 

Headed by Charles L. Mitchell, secretary and sales 
manager of the company, the men and women em- 
ployes and their families spent a thoroughly enjoyable 
day playing with a golf putting clock, croquet and 
horseshoe pitching. In the afternoon the entire crowd 
settled down to watch a spirited softball game be- 
tween departments of the organization. One of the 
big events of the day was the pause for a group photo- 
graph taken in front of the outdoor grill and the 
famous “Private Car No. 16” of Mr. Mitchell which 
was pictured and described in a previous issue of 
OFFICE APPLIANCES. 

Among those who were guests at the outing were 
Richard Hall and Clarence A. Severin, president and 
treasurer respectively of the Hall Lithographing Com- 
pany with which the Crane organization recently 
merged its manufacturing plant. To the visitors 
Frank Crane, president of the company, proudly 
pointed out several veteran employes some of whom 
have been with the organization fifty-two, forty-seven 
and thirty-five years. Many of the women employes, 
not to be outdone, let it be known that they, too, 
come under the heading of “veterans” with a service 
record of thirty years. 

Crane & Company will celebrate its seventieth an- 
niversary on November 1 of this year. 


ee 


CHICAGO MANAGERS REPEAT AT TAM O’SHANTER 

The Chicago Office Appliance Managers Associa- 
tion had its second consecutive outing at Tam O’Shan-, 
ter Country Club on July 15. The June meeting was 
held there on a rainy afternoon and the members 
decided to return under more favorable conditions. 

Several valuable merchandise prizes were donated 
by the association. First low net was won by Harry 
Shiffiette of Marchant Calculating Machine Company; 
second low net, A. H. Foxcroft of L. C. Smith & Corona 
Typewriters Inc.; third, a tie divided between Harry 
Cross of Dictaphone Corporation and J. T. Stewart of 
W. S. Gilkey Printing Company. Blind bogey prizes 
were won by M. G. Hoffman, Mr. Cross and Donald 
Oakes of the Postage Meter Company. 

It was decided to hold the next outing at Kildeer 
Country Club, the home club of the president, Mr. 


Foxcroft. 
——_ 


HUB CLUB HOLDS GOLF OUTING 
A fine attendance and enthusiastic tournament 
marked a meeting of the Hub Club of St. Louis, Mo., 
which was held June 15 at the Greenbrier Hills coun- 
try club. Following an afternoon of golf a chicken 
dinner was served at the clubhouse. 
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SHEPPARD EMPLOYES IN 38TH ANNUAL OUTING 

With C. E. Sheppard, president of the company, as 
a special guest of honor, and Vice-President A. A. 
Goldstein as chairman of the outing committee, em- 
ployes of the C. E. Sheppard Company, Long Island 
City, held their thirty-eighth annual picnic and outing 





CELEBRITIES AT THE C. E. SHEPPARD ANNUAL OUTING.— 

(L. to R.:) Mrs. C. E. Sheppard, Mrs. A. E. Lambert, wife of the 

Boston manager; Miss Ella Shear, office manager; C. E. Shep- 

pard, Mrs. Fred Sheppard and Mrs. L. B. Hammontree, secre- 

tary to Mr. Sheppard. (Inset) A. A. Goldstein, vice-pesident 
of the company and chairman of the outing committee. 


on July 16. The event was staged at the Venetian 
Shores Club, Lindenhurst, L. I. 

The party officially began when a fleet of buses left 
the Cesco building at 9 o’clock in the morning for a 
long and pleasant drive to the picnic site. Upon ar- 
rival the 175 merrymakers were served a breakfast and 
then settled down to watch or take part in two hours 
of athletic events. 

There were all sorts of races and events for children, 
including a spirited penny scramble, fifty-yard dash 
and a blindfold race. Men and women alike were 
given ample opportunity to exhibit their prowess in a 
series of mirthful events included in the program. 

A fine dinner, served promptly at 6 o’clock, was pre- 
ceded by several hours of dancing, boating and swim- 


THE HAPPY CROWD AT THE 
C. E. SHEPPARD COMPANY 
EMPLOYES OUTING.—The de- 
lighted smiles and carefree at- 
titude of everyone pictured 
speak volumes for the day of 
fun and frolic provided by the 
Sheppard organization on the 
annual outing. 





OFFICE APPLIANCES 


ming for those so inclined. After dinner there was 

the prize awarding by C. E. Everly of OFFICE APPLIANCES, 

and more dancing until the bus caravan returned to 

Long Island City late in the evening. 
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O. E. M. INSTITUTE MEETS WITH CANADIAN 
ASSOCIATION 

The Office Equipment Manufacturers Institute in 
collaboration with the Canadian Business Equipment 
Association held one of its regular meetings on Thurs- 
day and Friday, June 16 and 17, at the Royal York 
hotel, Toronto, Ontario, Canada. 

Gordon Paterson, president, Canadian Business 
Equipment Association and general manager of Dicta- 
phone Sales Corporation, Ltd., welcomed the members 
of the institute to Canada. W. K. Page, president, 
Office Equipment Manufacturers Institute and vice- 
president of Addressograph-Multigraph Corporation 
acknowledged Mr. Paterson’s greeting. 

Mr. Page then outlined the objectives and activities 
of the institute and in doing so brought members of 
that organization up-to-date with respect to a number 
of projects which have recently been adopted as reg- 
ular institute activities. 

Mr. Paterson followed with an explanation of the 
activities and objectives of the Canadian Association. 

In the absence of W. R. Cummings, vice-president, 
Monroe Calculating Machine Company, E. D. Taylor 
presented some data which had been collected and 
computed indicating the trend of Canadian business 
during the past several years. 

Luncheon was served at the Royal York hotel during 
which a talk was made by J. J. Seitz of Underwood 
Elliott Fisher Limited. 

The Thursday afternoon session of the meeting was 
devoted to a question and answer forum. A committee 
had been appointed by the Canadian Business Equip- 
ment Association to answer any questions with respect 
to Canadian business which might be asked by the 
visiting representatives of United States manufac- 
turers. 

The members of the institute were the guests of 
the Canadian association at a dinner which was 
served at the Royal York hotel on Thursday, June 16. 
W. F. Prendergast, assistant to the president, Imperial 
Oil Limited, spoke on the topic “North of the Reces- 
sion” and R. L. Wright, director of research, J. J. Gib- 
bons Limited, discussed the subject “Public Energy 
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MIMEOGRAPH* 


x a family of products for transmitting privately to paper, in 
multiple, at a high rate of speed and low cost-in words, charts or drawings—the 
facts, thoughts and figures of any business, profession or institution. 








Handsome is and handsome does—ithese new Mimeograph 


machines! 
The feel of a jeweled reel and the tirelessness of a turbine. 


It’s a pretty dull person who doesn’t love to run one— 


no matter how prosaic the job 


—just to hear the quiet song of plain paper going 
through efficient mechanism and coming out dressed 


in its bright new message. 
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A new dollar bill, the page of a fine 
book, a beautiful calling card—it doesn’t take an expert to 
love the feel of fine paper. Mimeograph stencil sheets have 
a fine feel too. Suave as doe-skin—trim as a Schiaparelli 
ensemble. You just know you’re going to have a crisp, 
clear, clean stencil, down to the last comma. And when 


5 


you hear the ‘“‘un-sealing”’ of the stencil pulling up from 
its back, you’re glad your boss appreciates the quality of 


Mimeograph Brand stencil sheets. 











Black as the Ace of Spades—not for just a week or a 


month, but for generations! 

The richest black in the business—that black of Mimeo- 
graph inks. 

Smooth as syrup, through special, secret grinding. 
All the year ’round the same easy-flowing consistency. 


A pleasure of an ink to work with—a treasure of an ink 


through a stencil—this Mimeograph Brand. 


© For particulars write A. B. Dick Company, 
Chicago, or consult “Where to Buy It” Service 
in your Classified Telephone Directory. 


*Mimeograph—Trade Mark of A. B. Dick Company, 
Registered in United States Patent Office. 
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Number 1.” Each of these talks was extremely in- 
teresting. 

On Friday morning, June 18, L. C. Stowell, executive 
vice-president, Underwood Elliott Fisher Company, in 
the absence of W. F. Arnold, general sales manager, 
read a paper on “Distribution Methods in Use in 
Canada.” Don Caton, assistant to the president, 
Standard Register Company, told the story of the 
founding and development of his firm. John W. Hill, 
in charge of public relations, American Iron and Steel 
Institute, and senior partner of Hill and Knowlton, 
discussed the subject “The Force That an Industry 
Can Exert Through Public Relations.” At the conclu- 
sion of Mr. Hill’s talk, the motion picture “Symphony 
of Steel” was shown. 

a ee 


PRINTERS TRIM N. Y. GOLFERS AT TOURNAMENT 

A spirited tournament between the New York Sta- 
tioners Golf Association and the Printers Golf Associa- 
tion for the Eberhard Faber cup was held July 26 at 
the Queens Valley Golf Club, Kew Gardens, L. I. The 
New York team lost 11-0. 

Although the stationers put forth their best efforts 
to defeat their friendly rivals the day ended in victory 
for the printers. But the good-fellowship and sporting 


attitude of both sides predominated throughout the 
day and when the seventy-five present sat down to 
dinner in the evening the result of the tournament was 
practically forgotten. 

The present standing among the New York station- 
ers on points for the season’s cups is as follows: 





a . t/ RA his 
FRIENDLY RIVALS AT N. Y. STATIONERS-PRINTING & ALLIED 


TRADES TOURNAMENT.—1. Charles Stover, Robert Sainberg, 

D. Casey, Jr., Ray Weissenborn. 2. Tom Rudel, Jack Kemp, 

Dan Casey, Pete Forsman. 3. Lou Tavernier, P. H. Hammerslag, 

P. R. Ciuci, Fred Huber. 4. W. McCready, J. Kahn, S. Zarnes, 

M. S. Burroughs. 5. Jack Tamany, Bill Evans, W. Turnesa, 
W. Dear, Jr. 





OFFICE APPLIANCES 


Class A: N. R. Kremer, 9; R. Weissenborn, 4.25; A. 
Ficks, 5; R. Franz, 5; L. McCready, 5; J. W. Tamany, 5; 
W. D. Evans, 4; T. R. Rudel, 4; R. J. Urmston, 4; J. 
Kahn, 3; W. Hueglin, 2; S. Kahn, 2; G. Morrisey, 2; 
R. B. Sainberg, 2; W. J. Bell, 1.25; E. A. Berolzheimer, 
1.25; R. A. Kennedy, 1.25. 

Class B: H. Yager, 10.50; M. Lowenstein, 7.50; H. 
Price, 7; E. Payne, 5.50; H. B. Barnett, 5; E. T. Mac- 
Intyre, 5; L. J. Messina, 5; J. E. Neary, 5; S. J. Don- 
nelly, 3; E. Dooley, 2.50; M. A. Dreyer, 2; J. Petchesky, 2. 


9 
TORONTO GOLFERS OPEN 1938 SEASON 

With a large number of Stationers Guild of Canada 

members as well as several distinguished guests pres- 

ent, the stationers of Toronto, Canada, gathered at the 

Mississauga Country Club on June 27 for their opening 
1938 golf tournament. 

Had special arrangements been made with Old Man 
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TORONTO STATIONERS AT FIRST ANNUAL GOLF OUTING.— 

1. Walt Harmer and Alex Campbell, Acme Carbon & Ribbon 
Co., Ltd.; Ed. White, The Greetings Ltd.; Jack Keachie, 
Grand & Toy, Ltd. 

2. A. Lindsay, visitor; Gord Lowe, The Luckett Loose Leaf, Ltd.; 
P. Howes, Howard Smith Paper Mills, Ltd.; Jim Luckett, 
Eberhard Faber of Canada, Ltd. 

3. Alf. Daley, Norman Brown and B. B. Moore, The Brown 
Bros., Ltd. 

4. Hoyt Thompson, Rolland Paper Co., Ltd.; Ted Blackhall, 
Standard Embossing Co., Ltd.; Ken Hunter, Buntin Reid 
Co., Ltd. 

5. Gordon Manning, Office Specialty Mfg. Co., Ltd., New- 
market, Ont.; Jim Law, Dixon Pencil Co., Ltd., Newmarket, 
Ont.; Bill Dolan, Office Specialty Mfg. Co., Ltd.; Dr. Cock, 
guest. 


Weather no better day could have dawned for the 
ardent knights of the putter and niblick as that which 
greeted them on the fairways and tricky greens of Mis- 
sissauga. Plenty of sunshine, cooling breezes and a 
clear sky all combined to make the Toronto men put 
forth their best efforts toward corralling the many sub- 
stantial prizes awaiting distribution at the end of the 
day. 

Forty-six players teed off during the morning, leav- 
ing seven to enjoy the cool shade of the club veranda 
and offer sage advice to those who went out to smack 
little balls all over the countryside. When late after- 
noon brought an end to the tournament the four lead- 
ing prize-winners were: Charlie Saunders, Index Card 
Company, low net of 68; Jack Hill, Canadian Pad & 
Paper Company, Ltd., second low net of 70; M. L. Char- 
ters, M. C. Charters & Company, Ltd., low gross, 86; 
Hoyt Thompson, Rolland Paper Company, Ltd., second 
low gross, 89. 

Eight others also won prizes for their individual] 
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S & 
hat! brass barids? 
at: \NO\ brass bands! 
We're delighted, of course, that the 1938 World’s Champion Typist won 
his title on an L C Smith! But (as Li Hung Chang said about the horse 


race) it was already known that some people can type faster than others. 





Using the same I. C Smith typewriter 
(without speed adjustments) which he 
uses every day in his H.O.L.C. job in 
Chicago, Mr. Norman Saksvig won the 
Professional Event, June 21-22 (and the 
1938 World’s Speed Championship) 
with a total of 41,453 strokes... 
over 11 strokes per second 


for one solid hour! 














We congratulate Mr. Saksvig... but we saves money for you, Mr. Businessman, 


continue to maintain that such exceptional when... and ov/y when .. . it’s used in 


typing ability can make speed records on your othce, on your work—and when you 


any good typewriter (note that in the past can count on it year in and year out. And 


five years world championships have now 
been won on /Aree different makes). We’ re 
especially glad this title was won on our 


regular stock machine. Because speed 


the L. C Smith, with its easy ball bear- 
ing action and floating shift, has won 
contests of ‘Aat sort for many years, and 


against all comers! 


GE) >) LOVE AT 
& sal 





THE NEW — Speed 
LOSMITH 


L C SMITH & CORONA TYPEWRITERS INC 
Syracuse, N. Y. 


Desk & 191 Almond Street 
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prowess. They were: Jack Keachie, Grand & Toy, Ltd; 
Jim Moir, Jr., The Brown Bros., Ltd.; Jim Law, Dixon 
Pencil Company, Ltd.; W. Ackerman, Venus Pencil 
Company, Ltd.; Jim Cook, James A. Cook & Son, Ltd.; 
Gord Lowe, The Luckett Loose Leaf, Ltd.; G. L. Man- 
ning and Bill Dolan, Office Specialty Manufacturing 
Company, Ltd.; Mac MacConnell, Dennison Manufac- 
turing Company, Ltd. Several visitors also went home 
with prizes. 

The day ended with a splendid dinner at the club 
with the usual good cheer, impromptu songsters and an 
enthusiastic vote of thanks for those who staged the 
opening game of the season. 

———_-— = —__—. 


BECKWITH ANNOUNCES ROYAL’S FREE 
WINNER 

W. H. Beckwith, advertising manager of the Royal 
Typewriter Company, Inc., recently announced the 
winner of the free one-quarter page newspaper ad 
offered by the company to its branch office which led 
in sales for June. 

The top sales position and ad goes to the Columbia, 
South Carolina, office, where H. C. Bishop is the 
branch manager, Business in that office was well 
above quota for June and shows a constant increase. 

A congratulatory ad in the local newspaper was won 
by the Royal Company’s standard dealer, the Rowley 
Office Equipment Company of La Crosse, Wis. 

A similar ad was also won by dealer salesman, the 
Hanson Typewriter Company, Chippewa Falls, Wis. 

These newspaper ads are offered as promotion pieces 
in connection with the Royal company’s summer sales 
contest, the “Dynamite Drive.” The same offer holds 
good for the leading branch office, the leading stand- 
ard dealer and the leading dealer salesman in July 
and August business. Reports coming in show com- 
petition very keen, with many offices, dealers and 
salesmen running close for top positions. 

-_———o—- 


POLAROID ISSUES DEALER PLAN BOOK 


With national distribution of the first glareless light- 
ing unit—a desk lamp—practically completed, Polaroid 
Lighting, Inc., West Haven, Conn., has issued a dealer 
plan book for distribution among retailers. 

The book, which is the initial step in promotional 
effort on the part of the company, will be distributed 
through licensed manufacturers selling the first Polar- 
oid lamp. Within the pages of the book are outlined 
a propesed selling system including sales meetings, 
demonstration procedure, test sales campaigns, direct 
mail activities, and educational tie-ins. It also de- 
scribes the dealer help offered retailers including con- 
sumer folders, two-plane display cards, newspaper 
matrix service, salesmen’s primer, and special demon- 
stration lamps. 


“A” 
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OKLAHOMA STATIONERS PLAN STATE MEET 


Charles H. Wigger and J. L. Wren, officers of the 
Oklahoma City Stationers Association, were in Tulsa, 
July 23, for conference with James Constantine, Palace 
Office Supply Company, and Fred Downs, Downs-Ran- 
dolph Office Supply, president and secretary respec- 
tively of the association. Plans were discussed for a 
state meeting to be held some time this fall preceding 
The National Stationers Convention in September.— 


EVH 
CHICAGO STATIONERS READY FOR 11TH 

GOLF TOURNEY 
Under the chairmanship of Tom MacCorkindale of 
Just and Son, Chicago, all arrangements have been 
made for the staging of the 11th Annual Golf Tourna- 
ment of Chicago Stationers at the Northbrook Golf 
Club on Sunday, August 14. Tickets for golf and 
dinner are $2.75. As usual there will be a big array 
of prizes and interesting varieties in the program, 
including a softball game and a number of card games. 
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ED. LITTLE AGAIN HOST TO WABASH KIDDIES 

Edward L. (Ed.) Little, sales manager of the Wabash 
Cabinet Company, Wabash, Ind., last month held his 
tenth annual birthday fete for the children of Wabash 
when he played host to 400 happy youngsters at his 
home on Manchester avenue. 

Aided and abetted by his dog, Gyp, whose portrait 
adorned paper souvenir napkins served with the ice 
cream and other foods, Mr. Little was in his element 





ED. LITTLE AGAIN ENTERTAINS WABASH YOUNGSTERS AT 
TENTH ANNUAL PARTY.—(Top) Some of the 400 little visitors 
being marshalled up and into line for flag ceremony. (Center) 
Following dedication to Mr. Little and the children, the flag 
is raised to full mast by American Legion officials and mem- 
bers. (Lower left) With pet dog in his arms Mr. Little briefly 
addresses his youthful guests, bidding them welcome and 
telling them to “come and get it,” referring to the ice cream. 
(Lower right) Mr. Little shows the open-mouthed youngsters 
some of his feats of legerdemain with which he has entertained 
at many National Stationer Association conventions. 


making the kids happy and mystifying them with feats 
of legerdemain for which he is noted. 

One of the highlights of the affair was the presenta- 
tion to Mr. Little and the youngsters of a flag in the 
name of the local post of the American Legion. The 
presentation ceremony was followed by the official 
raising of the flag by Post Commander Norman G. 
Lavengood. The spirit of the occasion was voiced by 
Otto E. Ebbinghouse, president of the Rotary Club, 
who, in addressing the children, said: 

“You are a friend of Ed. Little and so am I.” 

Each youngster paused to say his or her “goodbye”’ 
and express the hope that “we’ll be at your party next 
year, Mr. Little.” 
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WITH ANOTHER BUSINESS BUILDER 


@ All the time-tested and proven parts which make 
up efficient card filing of records have been brought 
together for the first time in a perfectly combined, 
economical and flexible all-purpose visible filing system. 
Super-Visible keeps working records in an almost un- 
limited number of practical combinations, providing 
for fast, accurate and convenient reference and posting. 


When the famous GF Super-Filer was first considered, 
its ideal application to visible index use was at once 
foreseen. Here was the perfect housing, not only for 
vertical filing of every description but for vertical card 
index systems as well. The angle-spread of contents, 
plus the freedom of action of Roll-Bearing guides, plus 
100% usable capacity of drawer interiors needed only 
the development of perfected card panels and acces- 
sories to produce Super-Visible, now made available to 


Look for the facts—don’t 
grope for them. With 
Super-Visible they are 


there—all the time. 





all dealers operating under the profitable GF franchise. 


With Super-Visible housed in any one of twenty or 
more Super-Filer cabinets adapted to the purpose, the 
GF Dealer immediately establishes himself in the 
visible business without the necessity and expense of 
building up an additional inventory of special visible 
housing equipment. 


The same big capacity Super-Filer cabinets that serve 
so successfully the needs of filing—letter, cap and 
Tariff Ledger—can be drawn from present inventories 
and used for visible record filing. Thus, GF not only 
places in the hands of its dealers a new product, but 
by making visible systems more economical to own 
and use, materially enlarges the market for an idea of 
tremendous popular appeal. 


THE GENERAL HIREPROOFING CO., Youngstown, Ohio 


METAL BUSINESS EQUIPMENT: ALUMINUM CHAIRS «© STEEL DESKS « TABLES « FILING EQUIPMENT > 
SUPPLIES *« SAFES * STORAGE CABINETS + STEEL SHELVING + SPECIAL BUILT TO ORDER EQUIPMENT 
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Jasper Chair Co. Leather Upholstered 
Office Chairs are PROFITABLE 
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the user. Of design 
and construction as- 
suring many years of 


comfortable seating 


Ad 


comm bene” 


and enjoying the 


economies of sound 


| 


craftsmanship and 
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they offer outstand- 


ing value. 
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No. 861 No. 847 





AND NOW the Jasper Chair Co. line shows important 
refinements of design in the tailoring of upholstery and 
the shaping and turning of posts and arms. Eagle 
Ottawa leathers in guaranteed colors add interest and 
harmony to the ensemble. In all our numbers are fea- 
tured the same substantial construction, more spirited 
design, more sales appeal to the eye—more value. Our 
recently issued No. 25 catalog sets forth the new line in 
detail showing some old numbers discontinued, changes 
of dimensions or detail in others, and new numbers 
added including several luxuriously upholstered posture 
chairs for secretaries and stenographers. If you haven’t 


received your copy. Ww rite us. 






No. 860 


JASPER CHAIR COMPANY 


SESS eeeeeeees JASPER, INDIANA S88 888 ee ee eeee 


a. Lieehet — REPRESENTATIVES 
Geo. A. Litchfield, Sales ! ‘ , . . wy , “ys . 
ae nee. Game Rie James S. Fowls, (Southern) E. W. Thomas, (Southwest) S. H. MacDonald, (West) W. H. Brown, (Chicago-Midwest ) 


R. J. Freeman, (Eastern) 3414 Euclid Heights Blvd. Box 3493 Peninsula Station Orpheum Bldg., 6708 Glenwood Ave., Chicago 
505 Fifth Ave., New York, N. Y. Cleveland, Ohio Daytona Beach, Fla. Seattle, Wash. (Phone ROGers Park 3644) 
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NORTHWEST TRAVELERS NOTES —f/ ‘ 


By A. J. Nordstrom, Correspondent 














The golf committee of the Northwest Travelers Club, 
which consists of Karl Castle, Merrill Hasty, Stan 
“Dynamite” Griebel and H. Edward “Lighthorse Harry” 
Cooper, announced a change in date of the annual 
Northwest golf tournament from August 19 to August 
26. This grand event will be held as usual at the 
Southview golf course in South Saint Paul, Minn. The 
committee has announced the appointment of Roy 
“Micro” Clarke as starter, with Fred Schaefer as ref- 


Jj 
eree. Bill Smith will have charge of the nineteenth 
hole. A surprise is in store for those who like to eat, 
and the committee has promised a meal fit for a king, @ 


in place of the “come and get it” as in previous years. 
For those desiring to tee off early, lunch may be had | — . . 
at the club house for a nominal fee. Karl Keisel and | os i clgmest oogier yar : — with 
Karl Castle, co-captains of the Travelers team, have TYPEWRITER s PP 
urged the Travelers to get in a few practice rounds and | ped y-- ae , 
But "fading carbons" are worse than fadin 
C g 


quit playing a “customer game,” so that the cup might | 5 : 
rest with the Travelers for a change. Remember, the paint because you can’t re-copy ILLEGIBLE 


cup goes permanently to the Stationers if they win it carbon copies! 
this year, which they will do unless Charley Regan 
breaks a leg. Z 


* * * 


Fred Schaefer, demon ink salesman, advises that Art 
Bergstrom’s brother George, middle-aisled with the 
former Helen Buck of Spencer, Iowa, on April 10 and 
that the happy couple are now at home in Sioux City, 
Iowa. George is associated with brother Art, at Per- 
kins Brothers Stationery Company in Sioux City. 

* * a 
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Mrs. Ed Friedman, wife of L. Edward Friedman, 
Signet ink dispensor in the Northwest territory, was | 
operated on for appendicitis at St. Joseph’s hospital in | 
St. Paul, Minn. Travelers and dealers alike join in 
expressing the hope for a complete recovery for Mrs. 
Friedman. 
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Roy “Full House’ Umpleby, accompanied by Mrs. 
Umpleby, left on Monday, July 25, for a two weeks’ stay 
at Estes Park, Colorado. 


* * * 


























Arthur Kenworthy of Storey-Kenworthy Company —_ \ Lad Car 
of Des Moines, Iowa, left for his cottage at Cass Lake, 
Minnesota, for a two week period. | YAN 
* * * 
Koch Brothers of Des Moines held their midsummer Pee EA A PE SMR ae nen ae a 


sales contest in June, the winning team, captained by 


Frank Zeller, were the guests of the losing team, cap- 
tained by B. J. Bristoll, at a dinner party. PANA fd 7. 
» * * 
Fred Fenne, formerly with Neva-Clog, and more re- 


cently with Victor Safe & Equipment Company, is now 
covering his old territory in the South for Associated 
Stationers Supply Company of Chicago. 
* * ” 
Homer Sheets, well known as a former Loose leaf 
salesman, but more recently with Victor, will cover | 
Fred’s old territory. 





¢yBEAVER 


ee “The Line 
Former Governor Ed M. Hansen has a challenge out | that Can't 
to any and all members of the Travelers Clunp for a | Be Matched” 








—— gig be held at Southview during the | 
ourn tember 9. Too bad f - 
strom of Sioux City prency'h inane . wae pasado ¢ A Kk B @) N S * Rg ‘ 8 B ©) he S 
is i i a ill h ] 
Bob Davie es Rey Clarke to take on the ames | D Uf @ L I C A T '@) g j be K 4 
| 


putter in the Stationers group, or we might induce 


Mac Mitchell to enter this match, in order that the 
Peivélets be well. recoenented | MANIFOLD SUPPLIES COMPANY 
* * «* Manufacturers of PANAMA and BEAVER 





Leo A. Davey, for many years associated with the | 188 THIRD AVENUE 
Klipto Loose Leaf Company of Mason City, Iowa, re- 
Signed on June 20 to assume his duties as secretary- 
treasurer of the Peoples Gas and Light Company of 
that city. Mr. Davey, who has been a councilman and 


BROOKLYN, N. Y. 








AERO OIIN ce. 








FILL ALL YOUR DESK NEEDS 
FROM ONE CENTRAL SOURCE — 


imectie! 


Es 
| 





IN EVERY PRICE RANGE—Imperial’s com- 
plete line includes good-looking, well-built desks 
that you can sell quickly and_ profitably. 
Sturdy, staple desks in oak, walnut. and ma- 
hogany for the general office! Handsomely 
styled suites* in richly figured woods for the 
executive office! 

*Such as the moderately-priced No. 600-A 

Series shown above. Genuine American Wal 


nut, with cross-figured tops, panels and drawer 
fronts. Solid brass drawer knobs 





FOR EXTRA PROFIT—Show and sell Im- 
perial’s popular desks* and bookcases designed 
especially for the professional office and the 
home. Imperial dealers everywhere are rolling 
up many additional sales with these fast-mov- 
ing specialty items. 

*For example, the No. 96 Desk shown above, the 

first beautifully styled home desk to accom 

modate a full-size tvpewriter. Butt Walnut 

drawer fronts. Cast brass pulls. 











Write today for the complete Imperial catalog 


IMPERIAL DESK COMPANY 


EVANSVILLE, INDIANA 
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a former mayor of Mason City, also resigned as a city 
councilman when he took over his new duties. He was 
connected with the Klipto Company for a period of 
twenty-two years, and was well known in the station- 
ery industry, not only in his own state but in the entire 
midwest. 
* * * 

Motor Coach “Godwin” and his traveling troupe were 
seen in Sioux City and Omaha the latter part of July, 
so reports Art Bergstrom and Ruddy Johnson. This 


' coach, displaying Carters inks and adhesives and car- 





bons and ribbons, creates much good will for the deal- 
ers all over the territory. 


* * * 


Al Charleville of the Carpenter Paper Company va- 


| cationed in Colorado with his family during July. 


* * * 


Ruddy Johnson, Fred Wolf and Gerald Stephenson 
made plans for their fall hunting trip. Ruddy is still 


| looking for a second cook to take along. 


* * * 


Charles Emarine of Council Bluffs and his family 


| vacationed in California during June and July. 


* * Ba 

Elgin Burke, genial good will man of Boorum & 

Pease, was a bit under the weather in June but is back 
on the job again in fine shape. 


* * * 


It is worth the price of admission to hear “Franklin 


| Delano” Zeller and “Herbert Hoover” Dawson discuss 
| the present political situation, and adding Karl Weis- 
| castle, makes it doubly interesting. 


° 8s « 


Bill Brown is back at his old stamping grounds, with 


| the Farnham Printing and Stationery Company. 


<2 - 





BLACKSTONE HEADS SALES EXECUTIVES 
ORGANIZATION 
A. E. Blackstone, Chicago district manager of Dicta- 
phone Sales Corporation, was elected president of the 
Chicago Sales Executives Club for the year starting 
July 1, 1938. Other officers include Henry J. Barbour, 
first vice-president, Fairbanks Morse & Company; 
H. L. Porter, second vice-president, Standard Oil Com- 
pany (Indiana); John W. Devereaux, treasurer, Public 





/ 


A. E. BLACKSTONE 





Utility Engineering & Service Corporation; and Milton 
C. Crume, secretary, Butler Brothers. 

The club was started in June of 1936 with a handful 
of members. It holds meetings twice a month. An 
evening meeting is held the second Thursday and is 
called a sales management clinic. Frequently the 
members’ salesmen are invited to participate. On the 
fourth Tuesday a luncheon meeting is held with a 
speaker. A year or so ago at Mr. Blackstone’s recom- 
mendation the club sponsored a meeting at which Dale 
Carnegie gave his address, “How to Win Friends and 
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Globe-Wernicke ‘‘Tuf- 


folders are fur- 







tear’’ 






nished in four weights— 






medium, heavy, medium 







heavy and extra heavy, 
all of which are avail- 
able in standard styles © 
of tabbing with single . 
or double tabs. 









TUFTEAR 
MANILA FOLDERS 
Tuftear manila folders 
stand up under heavy con- 
stant use. . . rounded cor- 
ners .. . made in all styles 
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INCREASE YOUR BUSINESS BY SELLING 
DEPENDABLE G/W FILING SUPPLIES 


Sell your customers Globe-Wernicke filing supplies built for long 
useful service—the kind of merchandise that helps build repeat 
business. For example, Globe-Wernicke ‘‘Tuftear’’ manila folders 
may look like other folders but there is a far greater difference 
in their quality and performance than indicated by the small varia- 
tion in price between the best and cheapest grades. 





















VERTICAL GUIDES 
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“Tuftear’’ folders are made of 100% prime spruce sulphite stock 
and possess unusual wearing qualities. Rounded corners help 


prevent torn, ‘‘dog-eared’’ edges, increasing the life of the folders. 





Stock up on folders, guides, transfer cases and other fast-moving 
office accessories which keep business routine operating smoothly, 
increase efficiency, save time and money. Go ahead with Globe- 
Wernicke—the company with an established policy of selling 
through dealers and having a long-established reputation for quality 
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TABS 


Tabs are set at the easy 
pac¥-Ve bb ate Mm-Vale (Mio) ME to Rtg d al-) 


clerk looks AT the guide— 
not FORit. Inserts are re- 
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Service 


Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions 
ev are Mma) Welete Mm ste lti Goi tcal al lelam Oi lola tata e 
Stationers’ Products; Storage 


merchandise and fair dealing. 







Write for catalog and prices of Globe-Wernicke filing supplies, 
office accessories and other business equipment. 
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Cincinnati, Ohio 


OVER 4000 ITEMS NEEDED IN OFFICES 


Special Steel 










MAKERS OF 


Schools and Public Buildings —Filing Supplies 


ind Visible Record Equipment and Steel Shelvin 












OFFICE APPLIANCES 


~ SHEAFFER'S 


New Store-Tested Plans, just announced, will posi- 
tively increase your store traffic, enlarge your 
volume, and make you more profit at SCHOOL 


OPENING. 





Ask your Sheaffer representative to tell you about 
them—or write NOW for full information. | 


Get YOUR SHARE of the business on 


PENS - PENCILS 
MATCHED SETS 
SKRIP - LEADS 
ADHESIVES 


WITH THESE TESTED PLANS! 


Powerful National Advertising in Four Colors in 
SATURDAY EVENING POST August 13—also 
4-color special position ads in COLLIER’S, LIBERTY, 
THIS WEEK and many other magazines, plus 4-color 
and black and white ads in over 250 metropolitan 


and college newspapers! 


W. A. SHEAFFER PEN CO. 
Fort Madison, lowa 


AUGUST, 1938 


Influence People,” before an audience of 3,400 people 
which packed the Auditorium theatre. He is a strong 
believer in codperative effort. He is a director of the 
Chicago Executive Association and was one of the 
founders and first president of the Office Appliance 
Managers Association of Chicago. The Chicago Sales 
Executives Club will prosper under his direction. 


aman 


SMITH-CORONA PROMOTES McCORMICK AND 
JONES 

Two important promotions were announced last 
month by Vice-president J. B. McCormick of L. C. 
Smith & Corona Typewriters Inc. to become effective 
immediately. 

J. J. (Jack) McCormick, who has presided over the 
Corona division at the home office for some time, was 


























J. J. McCORMICK J. B. JONES 


named sales manager of that department. He has a 
long and brilliant record with the company and num- 
bers his friends in the field from coast to coast. 

The second promotion is that of J. B. Jones, who has 
been connected with Smith-Corona in various ca- 
pacities for the past nineteen years. He goes to the 
sales department of the home office. In 1915 he started 
as a junior salesman with the L. C. Smith & Bros. 
Typewriter Company at the Washington branch. In 
succeeding years he has been manager of branches 
at Rochester, St. Louis and Philadelphia. He is mar- 
ried and has five children. 

——-_(—- 2 


MIDWEST TRAVELERS NEWS NOTES 

Milt Shuster, manufacturers representative, spent 
most of late June and July at his home in Philadel- 
phia, having been called there because of the serious 
illness of his young daughter. Club members and 
other friends of Milt will be glad to learn the young 
lady is now well on the road to recovery. 

* * * 


Carl Kaufman of “Swingline” fame was a visitor in 
the St. Louis district where he called upon several 
members of the trade in July. Art Pfister, Smead’s 
genial representative, was also a visitor in St. Louis 
where he dined with the stationers at their weekly 
meeting. 

* * oe 

Gene Mitchell took time off in late June to visit 
Jasper, Ind., where he learned a lot about the office 
furniture business while enjoying the company of Guy 
Norman of the Hoosier Desk Company and Bill Gos- 
man, Jasper Seating Company. 

* * a 


Four of our friends were away from their territories 
for the following reasons: Walter Ruedy, S. G. Adams 
Company, St. Louis, fishing; “Izzy” Voda, Wallace Pen- 
cil Company, visiting California; Harley Wantz, Skin- 
ner & Kennedy Stationery Company, visiting his 
brother at Rockford, Ill.; Bill Bohart, Eberhard Faber 
Pencil Company, visiting New York. 


Dependable 


Service 


As Suppliers to 
Office Machine 


Dealers 


AMES SUPPLY CO. 


Has Maintained 
the Same Policy for 


THIRTY-SIX YEARS 


ALWAYS 
YOUR FRIEND 


NEVER 
YOUR COMPETITOR 





AMES SUPPLY COMPANY 


Manufacturers and distributors of typewriter and adding machine 
platens—parts——tools—ribbons—carbons and supplies 


564 West Randolph Street CHICAGO, ILLINOIS 


37 Murray Street 583 Market Street 
NEW YORK SAN FRANCISCO 
11 Pryor St., S.W., 206 Lane Street 

ATLANTA DALLAS 


617 Commercial Place 
NEW ORLEANS 


BOSTON—CINCINNATI—CLEVELAND—DENVER—LOS ANGELES— 
PHILADELPHIA — PITTSBURGH — SEATTLE — WASHINGTON, D. C. 
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Model 23-AA with stationery cabinet 


Sher-Man Tubular Steel Stands provide the con- 
venient features and all-around usefulness that meet 
modern office requirements. Easy portability, strong 
and rigid support, and convenient shelf arrange- 
ment mean more efficient handling of office work. 


Finest tubular steel construction, electrically 
welded and correctly braced gives strength and 
rigidity to withstand constant use. The quick-acting 
toggle joint foot locking device brings casters or 
solid legs into action with a single movement of 
the foot lever. 

Compare values and you will see the advantages 
of handling the complete Sher-Man line of high 
quality stands. Write for general catalog describing 


the entire line. 


SHERMAN-MANSON MFG. COMPANY 


625 SOUTH KOLMAR AVENUE . CHICAGO 
Pacific Coast Representative: C. J. Schubert, Jr., 339 East Third Street, Los Angeles 


Stock on hand for immediate delivery 


IGE 


| uable group of exhibits. 





TUBULAR STEEL STANDS | 





OFFICE APPLIANCES 


ONE TYPEWRITER DEALER—THREE AUTOS! 


C. M. Smith, who operates the C. M. Smith Type- 
writer Exchange, 304 East Keith avenue, Norman, 
Okla., is such a lucky, or else such a clever man, that 
he has three automobiles on his hands. 

The two that are brand new, he acquired recently 
at very little expense to himself outside of a few post- 
age stamps and some time put in writing letters. 

One of the new cars he would like to sell. In the 
other new one, he and Mrs. Smith plan to take a vaca- 
tion trip this summer to visit their daughters in Wash- 
ington, D. C.; the plans hinging on whether or not a 
sale is made. The old family car, Mr. Smith says, will 
likely go to Pawnee, Okla., with his daughter, Charlene, 
when she returns there in the fall to resume her teach- 
ing duties in Pawnee schools. 

Mr. Smith’s version of how he happens to have two 
new cars in his driveway all clear of incumbrance— 
no necessity of forwarding the usual monthly pay- 
ments to a finance company—is something like this: 

Last winter he decided he needed a new car and 





C. M. SMITH AT HIS TYPEWRITER 
(Okla. Publishing Co. Photo) 


money so they could visit their daughters in Wash- 
ington, D. C. 

So, since he had some spare time, he decided to enter 
some of the contests where different automobile com- 
panies were offering cars as prizes. 

That he turned to good account his ability at letter 
writing, is evidenced by the two cars he won within 
two months’ time. 

Smith, a former Kansas school teacher, and his wife, 
a teacher in Norman city schools, indulge in the hobby 
of aiding crippled children in need to obtain medical 
care.—EVH 

iil 


VAULT BUILT IN YORK FOR JEWEL EXHIBITION 


Laying of the cornerstone of the House of Jewels for 
the New York World’s fair, 1939, will initiate work on 
a structure which will be the smallest exhibit hall in 
the exposition and yet contain perhaps its most val- 
Five leading New York jew- 
elers have joined forces with the Diamond Corpora- 
tion, a British firm, and the South African Producing 
companies to present a rotating display at the fair. 
Precious stones in fine settings, famous gems and per- 
fect examples of the silversmiths’ art, together with 
the rough products from which they are fashioned, 
will be shown. Total value exhibit at any one time, 
it is estimated, will be $5,000,000. 

The York Safe and Lock Company is providing vault 
facilities for the safekeeping of the jewels when they 
are not on display. 
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The Modern Home of the Monarch Life 
Insurance Co., Springfield, Mass., furnished 
with Modern Office Equipment by Security. 





, yrity Scores Again! 
& 


Modern Buildings demand Modern Equipment. Security Steel and a 
Security Dealer add one more complete office equipment installation to their 
ever mounting score. R. J. Biggart, of Springfield, in collaboration with Security’s 
engineering staff, were successful in convincing the officials of the Monarch Life 
Insurance Co. of the value of standardizing on Security Steel Products. 


Vast opportunities are opening every day for steel office equipment—are you 
getting your share, Mr. Dealer? Security’s staff of office equipment specialists 
stand ready to aid you in planning, closing and executing these installations— 
Write today for literature and available territory. 


Opportunities to 


**Score Again!”’ 


BANKS 
HOSPITALS 
BUILDING LOANS 
INSURANCE COMPANIES 
SCHOOLS 


MUNICIPAL AND COUNTY 
BUILDINGS 


STATE AGENCIES 
UTILITIES OFFICES 







{ view o the general office of 
the Monarch Life Insurance Com- 
pany showing desks, tables, and 
filing equipment. 









SECURITY STEEL EQUIPMENT CORPORATION 
AVENEL NEW JERSEY 
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of 
Excellent 
Quality 


DEALERS: It is not necessary to resort 
to sophistry in selling these High Desk 
Stools; just tell the truth about them. 


No. 626 and 7206 are identical with ex- 
ception of the seating arrangement. 


The understructures are scientifically de- 
signed for usefulness and durability. No 
cramped condition of the users’ legs will re- 
sult, because the foot rest is built away from 
under the seat. 


Ball and Socket swivel feet—with 134” 
diam. of each foot always resting flat on the 
floor—do not mar linoleum, etc. 


Instantaneous height adjustment. 


No. 7206 has a genuine Pos- 
ture seat and back of wood. 
Choice of seats on No. 626 is 
either wood, linoleum or steel. 


Smart, pleasing finish on both 
wood and steel. 


Ask for 
Catalog 


Manufactured by 


THE 
TOLEDO 
METAL 
FURNITURE 
COMPANY 


1652 Hastings St. 
TOLEDO, OHIO 





No. 626 







No. 7206 








OFFICE APPLIANCES 


ELLIOTT JOINS NATIONAL BRIEF CASE 


Scheduled to represent his firm in Texas, Oklahoma, 
Louisiana and Arkansas, William Elliott recently be- 
came a member of the sales staff of the National Brief 
Case Manufacturing Company, 512-532 South Peoria 
street, Chicago. Mr. Elliott is well-known in the South- 
west, having traveled that territory for many years. He 
will feature National’s new line of zipper envelopes, 
portfolios, multiple pocket cases and ladies’ and gentle- 
men’s fitted dressing cases. 





NEW MITTAG & VOLGER PACKAGING.—Smart and attractive 

are these new dresses for the company’s “Silk Spun” carbon 

papers and “Silk Spun” typewriter ribbons. The ribbon box 

is in silver grey with black and pink lettering and a reproduc- 

tion of the M. & V. “Thousand and Five” trademark. Similar 

coloring is used on the carbon paper box plus blue which 
presents a striking horizon scene. 


Se 


JOHNSTONE NAMED NSA VICE-PRESIDENT 


Jack Johnstone, well-known traveler who recently 
became associated with the Wallace Pencil Company as 
manager of the Chicago office, last month was elected 
vice-president in charge of the field division at a meet- 
ing of The National Stationers Association Board of 
Control. 

Mr. Johnstone succeeds Charlie Consodine, who re- 
signed as an executive of the NSA following his retire- 
ment from the industry to enter a new field. For sev- 
eral months Mr. Johnstone worked diligently with Mr. 
Consodine in his field division work and in recent 
months has secured a number of new members for the 
association, according to General Manager Charles P. 
Garvin. In speaking of the appointment, Mr. Garvin 
said: 

“In view of Jack’s good work for the association and 
the fact that he succeeds Charlie Consodine in his posi- 
tion with the Wallace Pencil Company we were de- 
lighted to be able to make this appointment.” 

Prior to going to Wallace, Mr. Johnstone was con- 
nected with Neva-Clog Products, Inc., Bridgeport, Conn. 

et 


MANAGEMENT CONGRESS DATE SET 


The seventh annual International Management Con- 
gress, sponsored by the National Management Council 
of the U.S. A., will be held in Washington, D. C., from 
September 19 to 23. A special feature of the three-day 
meeting will be the September 22 sessions which will be 
devoted entirely to a discussion of papers contributed 
by American and foreign authors on topics related to 
office management. 

Typifying the important part played in successful 
office management by office machines and equipment 
and the manufacturers thereof is a list of men prom- 
inently identified with our industry who enjoy high 
executive positions in the Congress. The advisory 
council, under which the various Congress committees 
operate, is composed of F. W. Nichols, executive vice- 
president, International Business Machines Corpora- 
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Midget Tray Without Cover 








Then you'll know just where to look for it. When 
the Midget card index outfits were first introduced to 
the public some 30 years ago, their adaptability and 
convenience were immediately recognized. Their popu- 
larity as handy units for holding small indexed lists or 
records has never diminished and their use has become 
a real office necessity. The quick acceptance of Midget 
outfits by the business and professional world, imme- 
diately created a demand for trays of similar construc- 
tion but with more capacity. The result is the Standard 
Line, embracing handsome wood trays made in widths 
to hold any of the standard size indexing cards and in 
lengths to accommodate the many demands for extra 
capacity. Then came the single drawer and two-drawer 
sectional units for holding card records to unlimited 
capacities. If you have a card filing problem, talk to 
Weis—we will have an economical answer. 


Cabinet 


Single Drawer Card Index Cabinets 


Chicago 


Associated Stationers 


Supply Company 


(df? 
< 8 f 4 > 4 j 4, % 
MONROE Vf Cle MICHIGAN 


New York Office: 54-56 Franklin Street 





Two-Drawer 
Sectional 


Card Index 





The Finishes are 








Oak. Mahogany 






and Walnut 
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Long Card Tray 
With Cover 





Boston 
Adams, Cushing & Foster, 
Incorporated 
































Here Are Three Complete] 


One of Which Will Surely ~~ 
Meet Your Customers 


Requirements 
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The outside shell of this Improved Wizard is made from 
i extra strong corrugated fibre board with heavy 30 pointes 
i) liners; has four front flaps which turn in, thus strengthenin*"" 
te All | the shell and improving its appearance. The trays or drawers 
f aemetin| | are also made from extra strong corrugated fibre board; 
Mine | metal stitched on sides and four ply thick at each end- 
-- they cannot sag. Note the wide easy-grip drawer pull, 
which aids greatly in handling the drawer. Wizards come 
Stack ’Em High, Stack ’Em Wide, to you knocked down—but are very quickly and easily set 


up without the use of tools. 


Fill "Em Up, Drawers Will Slide 
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New York Office: 54-56 Franklin Street 

































































Chicago: Associated Stationers Supply Co. 



























































Boston: Adams, Cushing & Foster, Inc. 
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Here’s 





reinforced and copper stitched. No gummed tapes. 


much stronger and longer lived than the ordinary case of 
Will not fray out, dry out or become brittle 
There are 


this type. 


like the every-day, corrugated fibre board. 


so many unusual features in the construction of a Victory 
that to ignore them would be like buying last year’s car. 


A Size for Every Need 


give universal satisfaction. 
water-resisting outside surface. 
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Vietory Line 
kibre Board Transfers 


an improved type of storage case that will stand the gaff and 
Made from extra heavy fibre board with a 
Smooth, solid bottoms and tops—they 
slide without a hitch or catch; one lock locks it tight; they’re dust proof, 




































































point 








ening 
awers 
oard; 
end— 


pull, 


























a 


il 


Mi 
Q 


liye 


They cut the cost of storing important records for 





future reference. Made of extra heavy fibre board 
with reinforced corners, thus making a strong, sturdy 
transfer case. Removable covers—no flaps, no strings, 
no clamps, no bands—just the snug-fitting covers which 
makes them dust proof as long as cover ison. Made 
in eleven standard sizes—a size for every office trans- 
fer need. All twenty inches long and high enough in- 
side to allow transfer of records with tabbed guides. 
Used by banks, stores, railroads, gas, electric, telephone, 
insurance and trust companies and cities, counties and 
States. Just fill em, put the covers on and file ’em. 


fconomy Line 
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Fibre Board Card Index Trays 


have many times been purchased to be used as tem- 
porary files but on account of their sturdy construction 
and low cost have been adopted as permanent card file 
equipment. Made of heavy, tough binders board, covered 
with a black and white marble paper. Equipped with 
steel follow blocks to keep contents in vertical position. 
All standard card sizes. Also made in shell type and 
removable cover card transfers. If you are not ac- 
quainted with our ‘‘Utility Line’—send for sample tray. 


The Weis Manufacturing Company 


Piast 7. 
Sfiis- 


Monroe, Michigan 


New York Chicago Boston 
The Weis Mfg. Co., Inc. Associated Stationers Adams, Cushing & Foster 
54-56 Franklin Street Supply Company Incorporated 
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tion; James H. Rand, Jr., president, Remington Rand, 
Inc., and Thomas J. Watson, president, International 
Business Machines Corporation. 

Outstanding among the various Congress committees 
are the following: finance, public relations, distribu- 
tion, and production. These are under the chairman- 
ships respectively of the following men, Anthony 
Kerin, general manager, Tower Bros. Stationery Com- 
pany and Arthur Walsh, vice-president, Thomas A. 
Edison, Inc.; Merrill B. Sands, president, Dictaphone 


Sales Corporation; Leon C. Stowell, executive vice- | 
president, Underwood Elliott Fisher Company; Walter | 
F. Titus, vice-president, International Business Ma- | 


chines Corporation. 
given additional representation at the convention by 
George H. Armstrong, sales manager, International 


The latter organization will be | 


time recording division, and L. V. Bedell, plant co- | 
ordinator, who will contribute papers to the Congress | 


proceedings. 


The office equipment industry is also well repre- | 


sented in the organization through its roll of honor, a 
list of company members which contribute generous 
support to the convention. These include the Ad- 
dressograph-Multigraph Corporation, American Sales 
Book Company, Inc., A. B. Dick Company, Dictaphone 
Corporation, Thomas A. Edison Industries, Interna- 


tional Business Machines Corporation, Monroe Cal- | 


culating Machine Company, National Cash Register | 


Company, Pitney-Bowes Postage Meter Company, 
Remington Rand, Inc., Royal Typewriter Company, 
Inc., Scovill Manufacturing Company, Shaw-Walker 
Company, L. C. Smith & Corona Typewriters Inc. The 
Todd Company and the Underwood Elliott Fisher 
Company. 


A special feature of the Congress will be the presen- | 
tation of a booklet entitled “The Significance of Man- | 


agement.” This is in the form of a symposium 
representing the views on management of a group of 


representative American industrialists generally re- | 
garded as among the leading American businessmen. | 


Included in the booklet are fifty statements on the | 
subject referred to above, among them being one from | 


Philip D. Wagoner, president of the Underwood Elliott 
Fisher Company. 
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THEY'RE STRIKING UP IN CANADA.—As proof of this gaze 
upon the fine catch of Northern Pike made by the three sat- 
istied gentlemen at Kennasaw Lake, Saskatchewan, Canada, 
last July 2. The men (L to R) Bob Palda, Minot, N. D., at- 
torney; Herb. Morgan, Associated Stationers Supply Com- 
pany representative at Minneapolis; Keith Thompson, Minot 
Stationery Company, Minot, N. D. The ladies with, we be- 





lieve, the same fish (L to R) Mrs. Palda, Mrs. Morgan and | 
Mrs. Thompson were hosts to the fishing party at their | 


summer cottage. 
———_-9-—i-6- 


GEORGE COLE JOINS POMERANTZ SALES STAFF 





Last month A. Pomerantz & Company, Philadelphia, | 
Pa., announced that George Cole, formerly of Cole & | 


May Company, Beckley, W. Va., is now a member of 
the Pomerantz sales organization. Mr. Cole will 


operate as cooperation sales manager, calling upon | 


the larger users of office equipment and commercial 
Stationery in Philadelphia. 





STEEL 
OFFICE 
EQUIPMENT 


COLUMBIA STEEL EQUIPMENT CO. 


ee bt & @ 8.42 eS 








‘i 


*,' 


104 





It's the MACHINE 

plus the STAPLES 

plus the SERVICE 
that counts 


The proper functioning of a Stapling Machine 
is dependent upon two factors: (1) the proper 
construction of the Machine. (2) The staples 


used. 


If staples are incorrectly formed or poorly 
made, if they vary in any one of three dimen- 
sions, or if they have improper cohesive ma- 
terial, they will sooner or later cause trouble. 
For that reason NEVA-CLOG machines are 
made with close tolerances to assure proper 
and continuous operation with staples that are 
made with equal tolerances to those of the 
machine itself. Thus NEVA-CLOG Staples are 
made with greatest care and constantly tested 
for proper dimensions, hardness, sharpness and 
cohesion. 

They are uniform and guaranteed to function 
properly. Staples of other size and other make 
will not fit nor function properly. 





NEV A-CLOG DJ-340 Staples are made to fit the more 
recent model NEVA-CLOG Machines D-30, D.-40, 
D-40X, J-30, P-50. Always look for the silver box with 
black and red lettering with N-C trade-mark to assure 
you of satisfaction and the protection of your guarantee. 
The die-cut end piece allows staples to be easily taken 


cul of the box. 


WRITE FOR COMPLETE INFORMATION AND PRICE LIST 


NEVACLOG PRODUCTS. Inc. 


BRIDGEPORT. CONN. 











OFFICE APPLIANCES 


STOWELL INAUGURATES “10 CALLS A DAY” PLAN 

Based on pure logic and simple arithmetic, a new 
sales plan designated as the “Ten Calls a Day Plan” 
has recently been inaugurated by L. C. Stowell, vice- 
president of Underwood Elliott Fisher Company, 1 
Park avenue, New York, N. Y. 

Mr. Stowell, in explaining his plan in a large broad- 
side issued to the entire sales organization, clarifies 
his plan in the simplest of language when he says: 
“Make at least ten calls a day. All you need to do 
is to apply simple arithmetic to the number of calls 
per day and take the value of these calls to find 
that if you want to increase your income it is going 
to cost you more calls per day.” 

Detailed explanation of the plan is contained in 
the center pages of the broadside under an appropri- 
ate heading of: “The answer to ‘How do you find busi- 
ness’ is ‘By looking for it.’ ” 

eI 
WIS.-ILL. CLUB NEWS NOTES 

Members of the club and of the industry generally 
will be pleased to hear that C. H. (Jack) Johnstone, 
Wallace Pencil Company, has been appointed vice- 
president of The National Stationers Association in 
charge of the field division to fill the vacancy created 
by the resignation of Charlie Consodine from the in- 
dustry to enter other fields. Mr. Johnstone has been 
quite active in association affairs and his appointment 
is merited for the efforts he is always putting forth 


along that line. 
* * ok 


This month (so far) we welcome two new members 
into the fold. They are J. R. Bate, Invincible Metal 
Furniture Company, Manitowoc, Wis., and Clarence R. 
Johnson, Sengbusch Self-Closing Inkstand Company, 
Milwaukee, Wis. We welcome you, gentlemen, and hope 
to see you often at our meetings. 

* * ca 


Don’t forget the Northwest Travelers golf party on 

August 19 in the Twin Cities. 
* * oo 

Jim Bradley, former district sales manager of the 
Conklin Pen Company, is now representing Charles M. 
Higgins Company. He will cover twenty-two states and 
maintain headquarters in Chicago. 

* ae * 

Our new roster for 1938 will go to press within a short 
time so members are asked to notify the secretary as to 
any change of address, etc. 

* aK * 

At the July 22 meeting of the Wis-Ill Club, President 
Harry Balch reported that the September meeting of 
Michigan Stationers Association would be held at 
Detroit on the morning of -September 8, after which 
the members would adjourn to the Wis-Ill Club golf 
outing and dinner party to be held at the Lakewood 
country club, Windsor, Ont. He stated also that he 
had a letter from Louis Block, chairman of the com- 
mittee, to the effect that a number of the Ohio sta- 
tioners plan to join the party and would make the 
trip from Cleveland to Detroit by boat. Members of 
the Wis-Ill Club are planning to be in Detroit fol- 
lowing Labor Day and thus be on hand for this outing. 
In view of the codperation of various groups, an ex- 
cellent attendance is expected. 

B. H. Brohm of Eagle Pencil Company, spent much 
of the latter part of July in a hospital in Chicago. At 
last reports his condition was much improved. 

<= —_ 
WRENN PRODUCES THE SHOWBLOTT, JR. 


The Wrenn Paper Company, Middletown, Ohio, has 
recently produced a new blotting paper display device 
known as the Wrenn Showblott, Jr., made to sell for 
$21.50 complete with 250 blotters. 

The Showblott, Jr., is of welded construction 
throughout and had five shelves capable of holding 
fifty blotters each, and one inch shorter than the blot- 
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FLAT TOP DESKS 


The most popular desk 
for general office use 
.. . has many built-in 
YN ab bas Moy w-Toktz-baba-To(-W do) 
1d a R B-\-) SM oo E-(o (- 
EVO ME} t-baXet-b ae ME-3b 1-1-9 do) g 


every office need. 


TYPEWRITER DESKS 


The favorite desk of sec- 
retaries, stenographers 
bate Mi a'g 0) t=) t- SnE of 0) 9 9 fe 
bines efficiency, dis- 
phates thU-W-hoyel-t-ba-balel-M- bale! 
long, useful service. 
Vibration is eliminated 
by a device which holds 
typewriter bed in rigid 
position. 
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These Modern Steel Desks Make an 
Office More Efficient, Comfortable 
and Attractive 


With the new GlobeArt and Advance lines of steel desks, Globe- 
Wernicke enables dealers to offer their customers modern equip- 
ment that helps make the office a business home where working 
conditions are pleasant, as well as efficient. 





Many business concerns and public institutions like to use G/W 
products because of our excellent facilities for the production 
of stock and special equipment and long-established reputation 
for dependable merchandise. 


Globe-Wernicke office equipment and supplies are sold through 
dealers and we cooperate with them. We offer the most complete 
line available from one source of supply—steel, wood and paper 
products—thousands of items needed in offices. 


Write for catalog, prices, discounts and information about our 
valuable exclusive franchise. 


Globe -Wernicke 


Cincinnati, Ohio 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 








Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 
Service and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving 
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ARTILITY Zodiform CHAIRS 
Offer Dealers Quick Sales and Profits 


It doesn’t take customers long to find out that Artility “Bodiform” Chairs are without question 
the most comfortable non-adjustable chairs ever made. These smart, modern chairs actually 
“sell themselves” when customers learn how extra comfortable they are—how the scientifically 
designed Artility “Bodiform” Chairs support the back just where the support is most needed 
and appreciated. For quick profits, stock and sell the complete Artility line of chairs including 
several models of posture chairs as well as the conventional types. All styled right, built right, 


and priced right for fast turnover. Write today for complete information and discounts. 


ARTILITY METAL PRODUCTS, inc. 


A Complete Line of Artility Chairs for Executive, Stenographic, Office Use 





No. XOR70— 
Bookkeeper's 
Chair—or for 


No. 371—Secre- 
tarial Chair—or 
for office ma- 


No. 400—Execu- 
tive Chair. With 
Spring Back. 
Seat height ad- 
justable. Metal 
throughout. 














Bench Work. 
Seat height and 
back rest adjust- 
able. Swivel 
base with foot 
ring. 





chine operations. 
Seat height and 
back rest adjust- 
able. Swivel 
base. 
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ters, permitting easy removal. Other features include 
an attractive brown crinkle finish with satin metal 
finish trim, a glass window for effective display, and a 
sample swatch on top of cabinet, glass enclosed. 

The cabinet weighs 45 pounds unloaded and 95 
pounds with a complete stock of blotters. It measures 
1234” in height at rear, 1034” in height at front, 183,” 
wide and 25” deep. 


USTAVE FISCHER 


yu 





FEATURING TRANSPARULES AND TRIANGLES.—The Gus- 
tave Fischer Company, Hartford, Conn., recently devoted an 
entire window to the display of the new transparent rulers 
and triangles manufactured by the Transparent Ruler Com- 
pany, also of Hartford. The transparule triangles are described 
elsewhere in this issue. 
=> 
NATIONAL LETTER WRITING WEEK 

Through the cooperation of several leading manu- 
facturers of stationery, paper and allied products, an 
attractive and colored poster has been published call- 
ing attention to National Letter Writing Week from 
October 2 to 8. 

The drive and the poster are sponsored by the Paper 
Stationery & Tablet Manufacturers Association, New 
York City. With each poster, mailed to dealers in 
every section of the country, goes a bulletin of instruc- 
tions as to the poster’s display which also contains a 
list of the manufacturers participating in the drive. 
The list includes the following: 

J. C. Blair Company, Eaton Paper Corporation, 
George B. Hurd, Inc., Kalamazoo Stationery Company, 
Lakeside Central Company, Mid West Paper & Envelope 
Company, Montag Bros., Inc., Novelart Manufacturing 
Company, Puritan Stationery Company, Springfield 
Photomount Company, United States Envelope Com- 
pany, Marcus Ward, Inc., Wesley & Winter, Western 
Tablet & Stationery Company, and White & Wyckoff 
Manufacturing Company. 

—_—_——O—- oe 
JOHN GOSS TO HEAD SCOVILL COMPANY 

Following the death of E. O. Goss, which is reported 
elsewhere in this issue, the board of directors of the 
Scovill Manufacturing Company, Hartford, Conn., last 
month named John H. Goss president and general 
manager to fill the vacancy created by the passing of 
the late Mr. Goss. L. P. Sperry, treasurer, was elected 
executive vice-president in addition to treasurer and 
Frank Reeves was elected a member of the executive 
committee. 


| Service, 
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Ovuer AcME dealers 
are doing it and you can, too, because Acme 
Visible Record Equipment can be used by no 
less than eleven departments of every fully 
organized business organization: 


(1) by the Purchasing Department (for its own use); 
but also by Departments handling (2) Inventory, (3) 
Sales, (4) Credit, (5) Ledger Records, (6) Collection, (7) 
Personnel and Payroll, (8) Production, (9) Cost, (10) 
(11) Advertising. Acme dealers sell one Depart- 
ment in a customer’s Plant, then extend their sales by 
selling all eleven Departments. 


The outstanding characteristic of the Acme 
Products is their ability to meet the requirements 
of the thousands of different types of records that 


| today’s activities demand. 


| plies the value of the 


effects a substantial 


| 


Acme Visible Equipment is applicable to every 
kind of record and 
when applied multi- 












record and in addition 


saving in clerical time. 


Many sizes of tray cabinets 
for card widths 5” to 1234”. 
For the small record, various 
sizes of Acme Card Books are 
available. 





More than a catalogue—a 
Manual of Acme Visible Re- 
cord Equipment combined 
with a Text Book on visible 
record applications. 


Every known type of stand 
for Visible Listing, either 
transparent tube or Flexo- 
ine. 


Write for our 64-page “‘Manual of 
Visible Methods Equipment” and de- 
tails of our profit-building sales plan. 






ACME CARD SYSTEM CO. 


WORLD'S LARGEST EXCLUSIVE MANUFACTURER OF VISIBLE HECOND EQUIPMENT 
8 SOUTH MICHIGAN AVE., CHICAGO, U.S.A. 








108 





Tis would not have hap- 
CHAMPION 


Clasp Envelopes 
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Double gummed deep flaps and wider 
seams prevent envelopes breaking open. 
Gives better protection to all heavy mail. 


All sizes carried in stock in both 32 sub 
kraft and Ivory Manila. 


QUALITY PARK 


ENVELOPE CO. 


11-116 Merchandise Mart 
CHICAGO 


Factory at St. Paul 











OFFICE APPLIANCES 


QUALITY INK LAUNCHES SALES CAMPAIGN 

Subscribing to the thought behind the slogan, “Sales 
Make Jobs,” the Quality Ink & Carbon Company of 
Chicago is now conducting a national sales campaign 
to increase production even though the percentage 
of profit may be reduced. 

The company is rapidly progressing in size and 
activity. Because of their experience in the manufac- 
ture of a wide variety of inks, they are equipped to 





S. NEELMAN 
General Manager, Quality 
Ink & Carbon Company 


produce lines of duplicator ink and typewriter ribbons 
of better grades. During a period of six years (at first 
operating as the Quality Ink Company) the firm 
found it necessary to move three times, each time 
doubling the previous floor space to accommodate in- 
creased business. 

In the Quality line of duplicator ink, stencils, type- 
writer ribbons and carbon paper, the company spe- 
cializes in distribution to the dealer for resale. The 
printing and lithographing inks manufactured by the 
company are sold direct. 


ROSSWAY JOINS EBERHARD FABER STAFF 

According to recent announcement, William Ross- 
way, formerly connected with the National Blank 
Book Co., has joined the staff of the Eberhard Faber 
Pencil Co., Brooklyn, N. Y., as assistant credit 
manager. 

Mr. Rossway first became affiliated with the Na- 
tional Blank Book Co. in 1918. As eastern credit 





WILLIAM ROSSWAY 


manager during the past eleven years he has become 
widely known in credit circles and to many stationers 
throughout the East. For the past five years he has 
served as a trustee of the Stationers and Publishers 
Board of Trade. His broad knowledge of accounting 
and credit procedure fit him excellently for his new 
work. 
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FEATURES - SELL 
aS: AURORA FILES 


AND BUILD BIGGER 


PROFITS 
FOR DEALERS 


Can you increase your sales when you have a product 
packed full of features which your customers can 
understand and recognize as outstanding values? 
Then write for a catalog and complete information 


about A-S-E Aurora files. 


Hundreds of dealers are now increasing their profits 
by concentrating on the 58 sales features of the Bal- 
anced Design line. Every detail, no matter how incon- 
spicuous, is on a quality par with every other design 
feature and mechanical part. There is nothing to hide, 
no fiaws to skim over, each one is a bona fide sales point. 



























You can meet every size and price 
requirement with nationally advertised, 
VISIT US A-S-E Aurora files. Mail the coupon for 
AT THE the catalog containing information about 
the profit-building 58 points and full 
N. S.A. particulars about the complete Balanced 


CONVENTION 


Design line. 





All-Steel-Equip + vompany , Ine. 
618 John Street, Aurora, Illinois 


ALL-STEEL-EQUIP COMPANY, INC. /iisetisearimers senate 


“Balanced Design” Filing Equipment 


‘ Name 


f Address anges 
City State 
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FILING SUPPLIES 





We depend on you 
so naturally 
You can depend on us 


Our entire business is dependent on GUSSCO 
dealers. We have no other outlets for sales. 
Naturally it is to our definite advantage to 
offer our dealers every possible assistance. 
And we do. 

The GUSSCO Complete Line of Filing Sup- 
plies is especially adapted to the needs of 
dealers. It is made right and priced right 
to make an honest profit for the dealer. 
You can make money as a GUSSCO dealer 


too. Get details now. 
TRADE MARK 


TRANSFILE 


Steel Reinforced Corrugated Files 





The Leader 


make good money for dealers who keep push- 
ing them the whole year around. New uses 
and applications for TRANSFILE collapsible cor- 
rugated Files develop daily. One use leads to 
another. 

TRANSFILE Storage Files have every good fea- 
ture known to the art. They stand the gaff of 
the daily grind and do a better job for a 
longer time. 

13 sizes and 4 styles—for every purse and 
purpose. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL ST. NEW YORK, N. Y. 
OO AT ARE CIR RN IR ART 
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BUKA JOINS MACEY COMPANY 

Taking with him a valuable knowledge of the retail 
furniture industry which will stand him in good stead, 
Sidney Buka was recently appointed a representative 
of The Macey Company, Grand Rapids, Mich. Mr. 
Buka will cover a territory consisting of parts of Okla- 
homa, Texas, Kansas and Nebraska and the states 
of Utah, Wyoming, New Mexico and Colorado. 

In speaking of Mr. Buka’s appointment, P. K. Miller, 
vice-president and general sales manager, said: 

“Mr. Buka has long been associated with steel office 











SIDNEY BUKA 


furniture and equipment and can serve the dealers 
well in his territory. Having been in the retail office 


| furniture business himself Mr. Buka knows the retail- 


er’s problems and with this background we feel will 
serve the trade to the best of his ability.” 
I 


SOUTHERN TRAVELERS CLUB NEWS 
Mrs. Rebecca Deich, Savannah, Ga., last month an- 
nounced the engagement of her daughter, Sara, to 
Henry I. Coleman, governor-elect of the fourth NSA 
district and president of Nathan Coleman & Son, Sa- 


| vannah. Mr. Coleman is well-known in National Sta- 


tioner Association circles, having been president of the 
Georgia Stationers Association for three years before 
being elected to govern the fourth district. The club 
offers congratulations and best wishes. 

oa * * 


Robert Strafford, Jr., former representative of the 


National FiberstoK Envelope Company, in the South 
' and Southwest, has accepted a new position as sales 


manager of the School & Office Supply Company, 
Knoxville, Tenn. 


* * * 


James Victor Cooper, son of Jim Cooper, well-known 
manufacturers’ representative of Atlanta, Ga., recent 


| graduate of Georgia Tech, was one of four boys to 


| Fla., 


receive an appointment as ensign in the U. S. Navy 
supply school at Philadelphia. 
* * * 

We extend to those ill among our dealer friends and 
families our sympathy. Mrs. J. W. Tucker, Jr., wife of 
J. W. Tucker, Jr., Tucker Printing Company, Jackson, 
Miss., has recently undergone an operation. Earl Rog- 
ers, buyer for H. & W. B. Drew Company, Jacksonville, 
is also recovering from an operation performed 


last month. 
————_ oe 


MIMEOGRAPH ROOM AIDS SALES IN EQUIPMENT 

A “great booster” in the sale of Mimeograph equip- 
ment and supplies is the special display room set apart 
for the purpose on the first floor of the Dameron-Pier- 
son Company, Ltd., office furniture and supplies deal- 
ers, of New Orleans. 

The room offers a chance at seclusion which makes 
for better selling, it was said, and keeps the customer’s 
eyes from wandering to other parts of the sales floor 
while quasi-technical discussions are held. Various ma- 
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ey think alike about 
COLUMBIA RIBBONS 
and CARBON PAPERS 















: —_ two show windows—one from Needham’s Book Store, 


Salem, Oregon (shown above)—the other from O’Neal Branch Co., 









Orlando, Florida (shown below)— illustrate the attention dealers 5 
everywhere give to COLUMBIA products. iv 
% Why do you think the nation’s top stationers are so unanimous 


in pushing COLUMBIA merchandise? Simply because it pays! 


% Columbia quality, Columbia cooperation and Columbia service 


can be depended upon to return steady dividends in good will, sales 
and profits. 


Call on COLUMBIA to show you 





COLUMBIA RIBBON & CARBON 
MANUFACTURING CO., Inc. 


Main Office and Factory: Glen Cove, L. L., N. Y. 


phibhodadl 


New York: 305-313 East 45th St. Kansas City, Mo., Dwight Bldg, 


Factories: Milan, Italy; London, Engiand; Sydney, Australia 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 














OFFICE APPLIANCES 








STEELCASE! 


Susiness Equipment, 
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Business Equipment, 
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TE) oP eG LL 
Ashed Fox STORACE €QUIPMENT 


Terrell Cabinets than ever because they 
demonstrate efficiency and meet every storage require- 
ment. They are cabinets any dealer is proud to show and to sell. Exclu- 
sive features of design and construction and reputation for utility and 
value have put them in the “pole position” for active selling at all times. 


More buyers are specifying 
anual quality, 


There is a Terrell Cabinet to meet every price demand. 


the facts today. Address Terrell Division 


is the 


Let us send you 


METAL OFFICE FURNITURE CO., GRAND RAPIDS, MICHIGAN 
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chines, together with display plaques of Mimeographed 
material, are shown in it. 

The service end of selling for this department has 
been considerably improved by the fact that eight per- 
sons selling for the unit, three of whom are factory 
trained, have their contacts so arranged that all cus- 
tomers are certain of being cared for. 

This was done by outlining contacts to be made dur- 
ing an entire year, by each salesman, in advance, it 
was said. Calls are thus made on all customers on 
schedule-—BART. 
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THOUSAND-AND-FIVE PRODUCTS EXCEL! 


For more than half a century, we have 
concentrated upon QUALITY . . . con- 
trolling every step in the preparation 


of M & V products . . . marketing only 


the BEST that science and human ex- 
perience could produce. 


THOUSAND-AND-FIVE PRODUCTS EXCEL! 





A MARK FOR THE GROWN-UPS TO SHOOT AT!—This young 
lady is Miss Marian Edith Bateman, twelve years old, who 
lives at Redondo Beach, Calif., and with her trusty Remington 
portable made the two attractive pictures shown above. To 
make the story complete this pretty type-picture maker is 
seated upon a posture chair manufactured by the Zundel 
Seating Company, Los Angeles, Calif. 
————__0—=a oe 


RETIRED G-E ENGINEER RECEIVES ENGRAVED 
SWITCH 

Not an illuminated scroll or a framed certificate 
but a chrome-plated mercury switch—souvenir of an 
idea—was presented to Charles Maxwell Green, re- 
tired engineer, by Nelson J. Darling, manager of the 
General Electric Company’s works at Lynn, Mass., re- 
cently. Prior to his retirement Mr. Green had con- a : 5 
tributed one of the basic inventions incorporated in | Write for Samples and Prices 
the new “silent” switch, which was introduced by G-E 
only a year ago. Modifications of the device before 
its manufacture were made by other men in the 
company, particularly by John H. Payne, of the Re- MITTAG & VOLGER. Ine. 
search Laboratory at Schenectady. These have greatly 
extended the field of its usefulness. The presenta- 
tion switch was engraved with Mr. Green’s name and Principal Office & Factories: Park Ridge, New Jersey 


the number of his patent—1,991,350. ee EE EES 
——___—-9-<8 . Sales Agencies in Leading Cities the World Over 


FRENCH JOINS ROYAL METAL 


As a means of increasing its service to dealers the 
Royal Metal Manufacturing Company, 1140 South 
Michigan avenue, Chicago, has added C. A. French to 
its Chicago sales staff. Mr. French is thoroughly ac- 
quainted in the commercial furniture field and for a 
number of years has been Chicago manager for an 
aluminum furniture manufacturing concern. 
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STAPLING 






CHINES 


STAPLES BY ACE 
to give ‘“‘Real Stapling Satisfaction” 


Sell your customers the 
complete service offered 


by ACE. They appreciate it. 








——— and don’t forget 
the ACE-SCOUT 
at $1.50 


DOES IT SELL? YOU TRY IT! 


ACE FASTENER CORPORATION 
3415 N. Ashland Ave., Chicago 


Makers of . 
THE WORLD'S BEST STAPLING MACHINES 
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TEXAS TRAVELERS NEWS NOTES 


With reports of steadily increasing business and a 
spirit of optimism evident throughout the state, expec- 
tations for better times are heard everywhere. It is a 
fact that travelers, by nature of their jobs and ability 
to observe, are among the first to realize an impending 
change in business conditions. They are good 


barometers. 
* * oe 


The many friends of Ray Howard, Esterbrook Steel 
Pen Company, will be glad to hear that he is recuper- 
ating at home, following an operation for appendicitis 
at the St. Paul’s Hospital, Dallas, last month. Minus his 
troublesome appendix, he will soon be back on the job 
and a steady attendant at the regular meetings of the 
club. 


* * * 


It is with deep sympathy that the Texas Travelers 
Club reports the passing of Mrs. Harry Hintz on June 
13. Mrs. Hintz was the wife of Harry Hintz, who has 
been associated with the Dorsey Company, Dallas, for 
many years. 





CELLOPHANE IS A PUSH-OVER FOR THEM.—These two ma- 
chines are used in the Roytype division of the Royal Type- 


| writer Company to wrap in cellophane the output of Roytype 


ribbons. When working full speed they are capable of turning 
out thousands of perfectly wrapped boxes an hour, wrapping 
and sealing each box in rapid succession. 


—— 9 


VERMEER OPENS OWN BUSINESS 


With a wealth of experience at his command and 
aided by a son who has also several years in the in- 
dustry to his credit, L. J. Vermeer last month opened 
his own business at Olympia, Wash., under the name 
of the Standard Typewriter Company. He has the 
Woodstock typewriter agency for his territory. 

Mr. Vermeer, during his twenty-five years in the 
field, was for a considerable time a foreman of the 
Woodstock shops in San Francisco. He also had two 
years experience with Dictaphone. His youngest son, 
who worked as a service man in San Francisco, is 
connected with the new business. 

In addition to the Woodstock agency the company 
will also handle the American Writing Machine line 
of rebuilt typewriters and the Monarch adding ma- 
chine. 

ee 
GENERAL SHAVER ANNOUNCES NEW RAND 
SHAVER 

Harry Landsiedel, vice-president and general man- 
ager of the Bridgeport division of Remington Rand, 
Inc., last month announced a new Rand shaver to 
retail for $9.50. At the same time Mr. Landsiedel 
reported that following several months of experimen- 
tation on the part of engineers at the Remington Rand 
laboratories, a new and revolutionary shaving head 
has been developed for the Remington Close-Shaver. 
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Bassick 


CASTERS AND FLOOR PROTECTION EQUIPMENT 





This practical, attractive 
display block is creating 
business for Bassick dealers. 
Write for Catalog No. 113 
and information about how 
you cansecure this sales help. 








DIAMOND-ARROW BALL-BEARING CASTERS 
“THE ACCEPTED STANDARD OF QUALITY” 








NOMAR 
RUBBER DESK SHOES 











RUBBER 
CUSHION SLIDES 














NOMAR FURNITURE RESTS 








THE BASSICK LINE is the outstand- 
ing line of office chair casters and floor 
protection equipment. In quality and in 


completeness, Bassick offers a real oppor- 


tunity to office equipment dealers for a 
profitable volume of business. Write 
for catalog No. 113 and ask for com- 


plete information on Bassick sales helps. 


THE BASSICK COMPANY « BRIDGEPORT, CONNECTICUT 


Canadian Factory: STEWART-WARNER-ALEMITE CORPORATION OF CANADA, LTD., BELLEVILLE, ONTARIO 
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NUGENT AGENCY MANAGER FOR BERGER 
A formal announcement from J. W. Strong, manager 
of sales of The Berger Manufacturing Division, Repub- 
lic Steel Corporation, tells of the appointment of 
Edward L. Nugent as manager of agencies for steel 


| 
| 





| , 4 ; 


EDWARD L. NUGENT 


office equipment. Mr. Nugent is well acquainted with 
the trade and has many friends among the dealers. 
During recent years he has occupied a similar position 
with the Security Steel Equipment Corporation. He is 
making his headquarters at the company’s general 
offices in Canton, Ohio. 





— 
HILLIARD WINS UEF SUPPLY CONTEST 

L. H. Hilliard, supply manager of the Underwood 
Elliott Fisher Company Philadelphia branch, last 
month was announced winner of the Tri-City supply 
sales contest staged by the company. C. A. Belyea, of 
Boston, was second, and R. L. Schramm, Chicago, third. 

The contest was held through April and May when 
Messrs. Hilliard, Belyea and Schramm put up a spirited 
scrap for the fifty dollar prize offered to the man 
whose office made the most credit points based on 
supply sales for the period of the contest. 

ee ee 
KLINE OPENS PHOTO METER COMPANY 

Frank D. Kline, associated with the Typewriter 
Clearing House, and Typewriter Sales & Service, both 
of Chicago, last month entered the photographic sup- 
plies field when he opened the Ashenhurst Photo 
Meters Company at 195 North La Salle street, Chicago. 
He will maintain his office equipment connections as 
before. 

The new company is manufacturing and offering for 
sale to photographic supply stores and stationers a 
new type of Exposure Meter of the slide rule variety. 
The device is not merely a slide rule guide, but is 
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ASHENHURST PHOTO METER 


actually a meter in that it contains a film density 
Strip through which the object is sighted. After ex- 
tending the slide to the proper film density the user 
obtains direct readings for all apertures and shutter 

{ speeds. The meter is designed for both stills and 
movies and retails for $1. 
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@ Electric Clearance in Any Carriage Position: 
Stop and Clear anywhere... 


@ Multiplies during Entry of 2nd Factor: 


No delay waiting for machine to multiply 
after factors are set up! 


@ Any Multiplication may be Added to 
or Subtracted from Previous Total: 


Calculates and Deducts tare, discounts, etc. 
_ all in one operation. 


oe. 


@ True Figure Dials for All 3 Factors: 


Provides a Quick Glance Proof of every 
Factor set by Operator. 


Saves Time! 
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MARCHANT SALES GROWTH 
GREATLY EXCEEDS THAT OF 
OFFICE EQUIPMENT INDUSTRY 


MARCHANT CALCULATING MACHINE COMPANY 


HOME OFFICE: OAKLAND, CALIFORNIA, U.S. A. 


Sales Agencies and Manufacturer's Service Stations 


in all Principal Cities 


TEAR OFF TRIAL COUPON 
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Please send uu MARCHANT Detailed Feature Analysis, 


a without obligation. 


; Name 


State 


Mail 
Coupon 
for 
Reasons 
Why 
Marchant 
is 
Preferred 
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Announcing 


CLEAR-PRINT 





THE MODERN Indestructible 


STAMP PAD 
NO CLOTH....NO FELT 


A Remarkable Achievement 


Ink dries instantly on paper 
but never dries within the pad 





Patents Pending 


"CLEAR PRINT" Stamp Pads 


Are Superior 


1. The Pad is a block of 
chemically treated to make it 
absorbent for ink. Thousands of Capil- 
lary Tubes within the wood hold a large 
quantity of ink and feed just the right 
amount at each impression of the rub- 


WHY 


Inking wood 


highly 


ber stamp. 
2. Will not collect Lint. 
3. Impressions are Water Proof. 
1. Will not Clog the type. 
>. Not affected by Atmospheric Conditions. 


6. QOutlasts several ordinary pads. 


Manufactured by 


PHILLIPS PROCESS CO. 


Incorporated 
194 Mill Street 
Rochester New York 
EASTERN DISTRICT SALES 


Macintosh & Sheridan, 1206 |8th St.. N. W., Washington, D. C. 
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STEPHENS TAKES MIDDLE WEST FOR NEVA-CLOG 


Neva-Clog Products, Inc., Bridgeport, Conn., last 
month announced the appointment of H. J. Stephens 
as Middle West representative to succeed C. H. John- 
stone who resigned recently. 

Although Mr. Stephens is a newcomer to the office 
equipment and supply industry, he has had consider- 
able experience in specialty sales work and retail 
store management in the paint business. He also 

















H. J. STEPHENS 


possesses a wide knowledge of credit management. 
“With this background Mr. Stephens will prove himself 
admirably fitted to represent our company in the sta- 
tionery trade,” F. R. Curtiss, manager of the Neva- 
Clog organization, said in announcing the appoint- 
ment. . 





THE TWO-MAN DOWNFALL OF THE GREAT NORTHERN!— 

Produced here is a picture of a great northern pike, weighing 

eighteen pounds. Karl Castle, Weis Manufacturing Company 

(right), sends it in with a postcard saying the overgrown 

pickerel was caught by Bill Smith, Ace Fastener, and himself, 
in Lake Belle Sain, Minn. 


a 


S. F. FAIR WILL DEMONSTRATE ELECTRICITY 
IN BUSINESS 


The latest marvels of electrical development applied 
to business will be one of the outstanding features of 
the 1939 Golden Gate International Exposition on 
San Francisco Bay. In one of the most comprehensive 
shows of its kind ever attempted, electrically operated 
office equipment of every type will be demonstrated. 
The newest improvements in office lighting, elec- 
trically operated calculating machines of all kinds, 
electric typewriters and the sensational radio type- 
writer are expected to be shown. 

More than one million dollars in displays are 
already being planned for the Hall of Electricity at 
the 1939 World’s Fair of the West. 
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CASH IN the SWING 


with these two 
INVINCIBLE 
“\LEADER”’ LINES! 















S/VWA 
INVINCIBLE 7. 
“FF EANAVE 
~Esks 


The signs are better—there’s a lot 
more confidence—business has re- 
solved to carry on! The great “‘Sales Mean Jobs”? cam- 








paign is an example. 





Invincible Modernaire Desks are streamlined for action 
—built for a lifetime of service—with construction 
and convenience features that help dealers make sales. 
Beautifully matched business furniture including exe- 
cutive and typewriter desks, and office tables. (Front 
and rear view of double pedestal flat top desk illus- 
trated.) Write now for complete information on the 
Modernaire Line. 























INVINCIBLE’S FULL-SIZE 
JUNIOR NON-SUSPENSION FILES 


Just as the Modernaire Line provides ultra style and 
convenience at modest cost—this quick-turnover file 
line is amazingly efficient, practical and economical. 
Comes in both LETTER and CAP sizes—beautiful baked 
enamel finish—new hardware—easy operating drawers 

positive locking compressor—and is built to meet the 
modern buyer’s needs for efficient filing service. Priced 
right fer quick sales. 


Write for complete details and prices TODAY! 








Tl \VINCIBLE METAL FURNITURE CO. cActany ane eat 
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INCREASES 
TYPING 
OUTPUT 


5 to 
20%! 


Doubles Sales 
and Profits! 





OFFICE APPLIANCES 





What used to be known as “‘touch”’ typing is really “‘position”’ typing 
—the typist generally looks at the keys to get her fingers in position. 


(Peerless TUCHTYPE KEYBOARD 


increase of 5°) in typing production! 


Now THE Typist can follow her copy and keep 
on typing without taking her eyes from the 
copy even at the start. The guide keys of 
the Tuchtype Keyboard act like compasses to 
keep the operator’s fingers on their course. 

@ Now the novice typist becomes an expert, 
the expert becomes a speed artist. Typing pro- 
duction goes up from 5% to 20°%—proved by 
keystroke counters on typewriters in many dif- 
ferent offices. Tuchtype Keyboards were placed 
on the machines in the offices of a large steel 
company (name on request), with a resultant 


DISCOVERED! 


A CARBON PAPER PLAN 
THAT REALLY WORKS! 


DrALERS have waited for years for some manufac- 


turer to come along with a selling plan on carbon 
naper that would really work—that would be geared 
to the dealer’s set-up—that would be easy to operate 
and sure of results. 
@ The plan is here—and Imperial brings it to you 
only after thoroughly testing it. You don’t have to 
acquire a lot of technical information or spend ex- 
cessive time. It is so simple, anybody can work it. 


e And now—with the Peerless Tuchtype hKey- 
board—your sales and profits can double or 
better! One dealer recently sold 67 keyboards 
in three days. Another sold 9 from a window 
display. A salesman sold 4 in one afternoon. 
Another made 5 sales in 5 calls. Because of 
their “eye appeal’, they are a splendid “‘dis- 
play-and-sell” item. 


e If this interests you, as it should, send for 
the details and let us do the rest. 


It’s brought results wherever it’s been tried. One 
dealer asked for 500 of our sample carbon folders. 
After distributing only 250, he had sold 75 
boxes of carbon paper! Among well known dealers 
who have commended this plan highly because of the 
success which they have had with it, are The Tuttle, 
Morehouse and Taylor Company, New Haven, 
Conn., and The Harry Boling Office Supply Com- 
pany, Kansas City, Mo. Both are re-ordering con- 
stantly. 

e@ You can put this Imperial plan to the test with- 
out any risk. Just write for the Imperial pro- 
position. We will show you how the Imperial 


plan will help you “‘go to town.” 


PEERLESS KEY-IMPERIAL Mfg. Co., Ine... General Office & Factory:40\-407 Mulberry St., Newark, N. J. 


The manufacturer with the dealers’ viewpoint 


New York City, 321 Broadway 


BRANCHES: | pyctroit. 


1000 American Radiator Building 


Chicago, 19 South Wells Street 


Los Angeles, 1127 Wall Street 
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HOUSTON COMPANY PREPARING NEW HOME 


Officials and employes of the Houston Printing & 
Stationery Company, Houston, Texas, are putting the 
final touches to the organization’s new home at 1206 
Texas avenue occupany of which is expected about 
October 1. 

The new store is next door to the company’s present 
establishment and, when completed, will be an addi- 
tion to it. 


But the installation of new type fixtures, | 


modernistic lights and air-conditioning apparatus will | 


benefit both places. 
One of the principal features of the enlarged store 


ERS TR he DS 
1 | 
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FRONT OF NEW HOME OF HOUSTON PRINTING & STATION- 
ERY COMPANY, HOUSTON, TEXAS. 





will be a greatly increased stock of forms. 
connection company officers said it is planned to as- 
semble every type of form used in legal and commer- 
cial procedure. These will be classified 
manner as to assure the promptest kind of service. 


In this | 


in such a | 


According to Irvin Waldman, head of the company, | 
the expansion program will result in the employment | 


of three additional persons and the purchase of one 
additional delivery truck. 


—_____§ 9 —9—_____ 


WALKER SOLE OWNER OF CENTRAL TYPEWRITER 
COMPANY 

Wilbur E. Walker, formerly a partner in the Central 
Typewriter Company, 145 North Broadway, Wichita, 
Kans., last month became sole owner of the organiza- 
tion when he purchased the entire partnership in- 
terest of the firm. 

The company, one of the most progressive and enter- 
prising in Kansas, was organized in 1931. 


At that | 


time the firm got away to a good start by becoming 


the local distributors for L. C. Smith & Corona type- 
writers, Friden calculators and Allen-Wales adding 





W. E. WALKER 


machines. The company prospered from the start and, 
last year, was obliged to seek the present location 
where double the previous floor space became avail- 
able. In addition to new machines the organization 
also handles rentals, repairing and supplies. 
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For Dealers Who Have The 
Wolber Duplicator Line 


Because they fit the need and budget of every busi- 
ness large or small, all your customers are prospects 
for one of the three sizes of Wolber Liquid Process 
Direct Duplicators. 


Low original cost plus the least expensive short run 
duplicating method known, make these efficient 
machines America’s fastest selling office appliances. 


Simple. Efficient Economical 

A demonstration proves that they save time,money 
and space because they banish mess, dirt, expensive 
stencils, ribbons and office drudgery. With a Wolber 
there is no gelatine, no stencils, no ink, no type, no 
muss, no smearing, no waste, no ribbons. Wolber 
direct duplicators use an economical, clean and 
odorless fluid which dries immediately on any kind 
of stock from tissue to heavy card. Reproduces 
anything drawn, written or typewritten, centering 
it on large or small sheets, by adjustable guides. 
Combinations can be made in four colors—purple, 
blue, red or green from one master. Legal Master 
and Letter Master have exclusive half-turn roller 
release which makes it possible to clean roller in 
half a minute. 


Wolber Duplicators come in three sizes, each finished 
in green crackle, stain proof enamel. All models are 
guaranteed against mechanical defect for one year. 


Wolber Legal-Master — (shown $39 50 


above)—Takes legal size sheet 814 x 14. 


Wolber Letter-Master ag $21.50 


Takes letter size sheet 8'4 x 11. 


Wolber Junior Model 
Takes sheet 64 x 914 ee $14.95 
For Best Results 
Use Wolber Master Supplies At All Times 
Prices furnished upon request 


Dealers—Write or wire for attractive proposition. 


Immediate delivery guaranteed on all models. 


we 
MFG. COMPANY 
1205 Cortland St., 


WOLBER CHICAGO, ILL. 


Cable address: ‘‘Wolbers, Chicago”’ 




















SUMMER 


The season of slow business—a good time to in- 
terest your customers in items they haven’t been 
using but which could be used to obvious advant- 
age. There is more time then to absorb sales 
talks and demonstrations. Here are a few items: 


Wabaco Storage Binders 





These items and many others which are described 
in our literature can be used profitably for sum- 
mer promotional effort. We'll gladly send you 
samples and descriptive material. 


(jhe Wabash Cabinet Co. 


Wabash~IiIindiana. 
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TREDWAY TAKES ON THREE LINES 
A. L. Tredway, popular and well-known manufac- 
turer’s representative with offices at 834 Baker street, 
San Francisco, announced the acquisition of three 





ne 














A. L. TREDWAY 


new lines which he will handle in the California 
territory. 

Mr. Tredway is now Pacific Coast representative for 
the Standard Record Company, Inc., Brooklyn, N. Y., 
manufacturers of dictating machine cylinders; the 
Whiting Paper Company, New York City, whose 
papeterie line he will handle, and the Terry Penfiller 
Company, Janesville, Wis. 

—<_-P<-  — 


GINGG SUPPLY COMPANY ADDS TO SALES STAFF 

Bernard Wolff, who for many years covered the 
western territory for a well known ribbon and carbon 
manufacturer, is now calling upon his dealer friends 
as a representative of the J. G. Gingg Supply Com- 
pany, manufacturer of Sta-Rite stencils, 214 Mission 
street, San Francisco. Before starting out on his terri- 
tory with the new line, Mr. Wolff was given several 
months’ training in the Gingg factory. His knowledge 
will enable him to be of effective service to dealers in 
the West. 

E. R. Rees, formerly connected with the United Busi- 
ness Machines Company in Chicago is now operating 
as a representative of the Gingg Supply Company in 
the Middle West. Mr. Rees has had many years ex- 
perience in the duplicating machine and supplies field. 


—_>- —- 


AMOS THOMPSON REPRESENTS FASTENER 
CORPORATION 

Amos Thompson, proprietor of the Thompson Com- 
pany, 42 South Third street, Minneapolis, Minn., has 
been appointed distributor for the state of Minnesota 
by the Fastener Corporation of Chicago. Mr. Thomp- 
son has been in the typewriter supplies and office 
specialties business in Minneapolis for twenty-one 
years. Under the name of Thompson-Orton Company, 
he and a partner introduced the Bostich stap!ing ma- 
chine line in the Minneapolis territory. His experience 
fits him for the work of distributing the Fastener Cor- 
poration’s line of stapling machines through dealers in 
Minnesota. 

—_- 
QUEEN COMPANY BUYS MOERS BUSINESS 

The following statement was issued recently to the 
trade by the Queen Ribbon & Carbon Company, Inc., 
360 Furman street, Brooklyn, N. Y.: 

“We are pleased to announce that the business of 
the M. A. Moers Ribbon & Carbon Company has been 
taken over as a division of the undersigned. A com- 
plete line of quality papers and inked ribbons which 
have been manufactured for over twenty years, will 
now be carried by our divisional office at Cincinnati, 
located at 111 East Fourth street. Mr. M. A. Moers 
will continue in charge of the above office as district 
manager. 
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REMINGTON RAND 


Announce 


a complete new line of porta- 
ble typewriters as a part of our 
program to help our Dealers 


make more money in 1938. 


PORTABLE TYPEWRITER DIVISION 


Hemington Hand Inc. 


BUFFALIO, N. Y. 








124 OFFICE APPLIANCES 


HERE ARE THE 
PROFIT MAKERS 
COMPRISING THE 
COMPLETE LINE 


Study This List—It Means More 
Business—Repeat Business— 


To You 


“THE CARBON 
_ AND THE IDEA 
ARE PERFECT’ 


That’s what important 
dealers say about 


“salen ‘ARBON INKED 
Cc L E A NY G 4 i Pp eg “a ae RIBBONS 
Cc A x 8 @) i PA G E ee Cleangrip Tailor’s Marking Stormtex Silk 
PI Of 
*~hoto ffset 


Stormtex Cotton 


LiL li a 


- L 
Re coRns eer’ 





Its distinctive appearance catches the eye. Whitedge Billing Rolls for Elliott- 
Its efficiency, cleanliness, long wear and RESIST- hac Machines 
ANCE TO CURL make it the carbon paper pre- Clean Pull | Billine Rolls for Cameo 
ferred by busy users, Cameo Burroughs Posting American 
| Cleangrip combines all the desirable features of Machines es 
good carbon papers plus the highly important spe- American Register Rolls panes 
cial features possessed by no others. ee Tahy Mot Ribbons for Address- 
It is profitable to the dealer as it brings new righ — Carbonized ograph-Multigraph 
business and holds it against competition. Carbons in all | Rolls for Elliott. ; 
DEALERS: Don’t overlook this business getter. weights and Addressing Machines Speedaumat 
Dupligraph, etc. etc. 


Special Rolls 


Write for samples and prices. finishes 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
561 GRAND AVE, BROOKLYN, N. Y. 





INSTALLATION BY 
MILLER DAVIS CO 










HARDWARE MUTUAL 
FIRE INSURANCE CO. 


OF MINNESOTA 
— LEOPOLD CO. 


e 
MINNEAPOLIS FURNITURE 


ig eh ee ee ES 
iy YU Yes 


NOT LARGER GARDENS BUT FINER SEEDS 
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EXPORT OFFICE MACHINE SALES HOLD UP 
BETTER THAN DOMESTIC SALES 

Export sales of office machines were much better 
maintained in the first quarter of 1938 than domestic 
sales, according to a report of the Specialties Division, 
Bureau of Foreign and Domestic Commerce. Exports 
decreased fifteen per cent compared with the same 
period in 1937, but were eight per cent greater than 
the first quarter of 1936. 

Typewriters accounted for most of the decrease and 
were three percent under the 1936 figure. The classi- 
fications showing increases during the first quarter 
compared with both 1936 and 1937 are listing-adding- 
bookkeeping machines, typewriter-bookkeeping ma- 
chines, and card-punching, sorting and tabulating ma- 
chines. The increases were respectively thirty-three 
percent, twenty-four percent, and eight and one- 
tenth percent greater than in 1937 and forty-eight and 
nine-tenths percent, fifty-five percent, and fourteen 
and six-tenths percent greater than in 1936. 

Exports of cash registers in the first quarter showed 
a decrease of $53,530, or seven and six-tenths percent 
over the corresponding period of 1937 but were above 
1936 exports for the first quarter. Duplicating ma- 
chines, parts, and supplies showed a similar trend. 
Listing-adding machines showed a decrease of $174,- 
130 as compared with 1937, while calculating machine 
sales dropped off $94,955, although over the 1936 
period.—_ATW 


—-e —___- 


STEVENS, MALONEY & CO. 


STATIONERS PRINTERS 


ENGRAVERS 





FEATURING BARKLEY PRODUCTS.—This simple but attention- 
arresting window of Stevens, Maloney & Company, Chicago, 
was recently devoted entirely to a fine display of Durability 
transfer files manufactured by C. L. Barkley & Company, also 
of Chicago. A large card in the center of the window described 
and illustrated the prominent construction features of the Dura- 
bility line. 
ee ee 


A. W. FABER ISSUES FAIR TRADE CONTRACTS 

A. W. Faber, Inc., last month announced the issuance 
of fair trade contracts covering wholesale and retail 
prices on Castell drawing, Polychromos and copying 
pencils in all states wherein fair trade laws exist. 
Schedule of prices A and B accompanying the agree- 
ment have been in effect since 1932, but since a nearly 
perfect degree of stability is dsired by the company 
so that each distributor may enjoy his fair margin 
of profit, the contracts are being issued as rapidly 
as possible. 

<i © — 
ROOKS IS U. S. VISITOR 

A distinguished visitor from abroad last month was 
H. Courtney Rooks, office appliance department man- 
ager for T. Geddes Grant, Ltd., with head offices in 
Port of Spain, Trinidad. While in America Mr. Rooks 
visited several manufacturers of office equipment 
which his company represents in the British West 
Indies. 





















































FASTENERS 
yvy 


Fr IM the days 


when bookkeepers worked on high stools 
and higher desks and business was con- 
ducted in longhand, brass fasteners 
have been popular in accounting offices, 
law offices and other places where 
important papers are handled. In spite 
of newer methods of paper fastening, 
they are just as popular today. In fact, 
requirements of recent years have in- 
creased their demand. 

BRASS FASTENERS BY VAIL sold 
under the trade name “Thor” are of 
especially fine quality. Made in all 
standard lengths and gauges. Stiff shanks 
and sharp points enable users to pierce 
through several sheets of paper at a time 
without the assistance of a paper punch. 
Made in round head and flat head styles. 





Like all Vail products, these fasteners 
are handsomely packaged. They are 
packed in round strawboard tube boxes 
convenient to handle, attractive to 
the eye. 

If you are not selling BRASS FASTEN- 
ERS BY VAIL, send us a sample order 
to try on your customers. You will find 
them to be genuine sales builders. 


VAIL 


MANUFACTURING 
COMPANY 


Chicago, IH.» 


900 E. 95th St. 
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PRONTO 
Private 


FILE 







$3.00 


LIST 
Complete with 
Red Rope 


Index 


No. 


PRONTO PRIVATE FILE is ideal for both office and 
home use. A special "built in'’ compartment as illus 
trated for insurance policies and other important 
papers. New expanding front makes it very easy to 


locate or file any record. 





Made aft cold r ed stee 
cg! DIMENSIONS 
i dark green wrinkle finish. 1134” hioh 
Pin ° 
Eq popped with Twe separate 12%” wide 
Cquif SEF } 64,” deep 











locks and keys. 


PRONTO 
Expanding 
FILE 


Complete 
with 
Red Rope 
Expanding 
Index 


a 


PRONTO EXPANDING FILE an unusual executive 
file designed for keeping correspondence, invoices 
away from prying eyes. 






Pat. Pending 


etc., under lock and key... 


Made of cold rolled steel in dark green, wrinkle 
finish. Equipped with strongly reinforced, red rope 
A to Z expanding index. 

Sliding front makes filing easy. Equipped with sub 
stantial lock and key, rubber feet, and card holder. 


Free cuts for your own advertising folders 


PRONTO FILE CORP. 


NEW YORK, N. Y., U. S. A. 
LOS ANGELES, CALIF. 


349 BROADWAY 
6720 VICTORIA AVE. 
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THE TYPEWRITER ANNUAL 

For the seventh year, Mr. Naim, printer, 51 rue de 
la Harpe, Paris (5e) has issued his practical “Annuaire 
de la Mecanographié (Typewriter Annual) which con- 
tains 308 pages. This collection of up-to-date infor- 
mation and addresses is directed principally to the 
field of the typewriter and office equipment. In this 
volume one finds, notably the laws and the member- 
ship lists of several syndical chambers, and also of 
the principal French stenographic societies. An im- 
portant place in this interesting annual is occupied by 
lists of the principal parks and provincial agents for 
typewriters, calculating machines, duplicators and va- 
rious other machines and supplies. (Le Chef de Comp- 
tabilitie, Paris.) 


9 =i 9 —$—_____ 








BEN POSNER, NAVY DEPARTMENT TYPIST, PROUDLY DIS- 
PLAYS HIS ROYAL UPON WHICH HE WON THE AMATEUR 
TYPING CHAMPIONSHIP AT THE RECENTLY HELD 1938 


| INTERNATIONAL COMMERCIAL SCHOOLS CONTEST IN 


CHICAGO. 
i ek 
LEWIS PRINTING OPENS BRANCH STORE 
The Lewis Printing Company, 109 North Broadway, 


Holdenville, Okla., one of the oldest printing and 
| office supply firms in east central Oklahoma, recently 


opened a branch store in Semincle, Okla. William 
Lewis, head of the firm, divides his time between the 
two establishments, Mrs. Lewis, taking charge of the 
Holdenville store, while Mr. Lewis is in Seminole. 
Office supplies, equipment, and complete printing 
service a.'e offered at both stores.—EVH 

eee ee ee 


REMINGTON RAND HOUSTON BRANCH TO MOVE 
Work has been started on construction of a new 


| building for the Houston branch of Remington Rand, 


Inc. The building will be ninety by 150 feet, one story, 
and of fireproof construction. It will be located at 
Caroline and Rusk streets, adjacent to the business 
section of the city, and will be ready for occupancy 
about the first of September. 

The territory serviced by the Houston branch takes 
in forty counties in East Texas. 

R. M. Ives is manager of the systems division; J. A. 
Hoeffler, manager of the adding and accounting ma- 
chines division; and L. B. Hobbs, manager of the type- 
writer division —BCR 

. —>-—___— 


ROGERS HONORS DUNCAN 


A reception was held recently in the office of J. E. 
Rogers, president of the Addressograph-Multigraph 
Corporation, Euclid, Ohio, in honor of the visit to the 
plant of Joseph S. Duncan, eighty-year-old inventor 
of the Addressograph and founder of the Addresso- 
graph Company. Following the reception, Mr. Duncan 
made a tour of the offices and factory, escorted by 
Mr. Rogers, W. K. Page, vice-president, and W. H. 
Casson, general superintendent, grecting many old 
acquainted with the younger 


timers and becoming 
employes.—AK 
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PROFIT 


“Nickel-nursers’ are the little brothers of financiers, the dollar- 
nursers. You may not admire them, but they seldom go broke. 

Fortunate is the business organization which today includes in its 
guiding personnel a naturally saving soul with a watchful eye and a 
strong aversion to the unnecessary waste of a dime, a nickel, a penny. 
Such a business will have the dollars when the dollars are needed. 

True guardians of the treasury, official or unofficial—sometimes 
self-appointed—flock to the annual National Business Show. The 
week of the Show is their big week of the year. Here they inspect, 
analyze, discuss and compare. Every machine, device, method and bit 
of equipment on display is carefully studied for the time and money 
it can save in the daily operation of the business office. 

The comparatively few hours thus invested once a year at the 
Business Show have been a definite factor during the past thirty-four 
years in helping countless business organizations to cut costs and 
operate profitably. 

If you are a business executive and cannot come to the 35th annual 
National Business Show yourself, make sure that some responsible 
member of your organization at- 
tends this great and informative ex- 





hibition and renders full report. 
This year, even more than ever 
before, the lessons to be learned at 
the Business Show will assist in 
conserving the slim margins upon 
which Profit so greatly depends. 





390 th ANNUAL 


uSIneSsS 
Show 


AMERICA’S EFFICIENCY EXPOSITION 
October 3rd to 8th—1 p.m. to 10 p.m. daily 


COMMERCE HALL + PORT AUTHORITY BUILDING, NEW YORK 


NATIONAL BUSINESS SHOW CO., INC., Frank E. Tupper, Pres. 50 CHURCH ST., NEW YORK 











OFFICE APPLIANCES 


128 








> 


Z 


a 


ee ae a 





won ITS WEIGHT IN GOLD, YET IT DOESN’T COST ACENT 


MECHANICAL INSTRUCTION BOOK FOR THE NOISELESS NO. 6 


Written by a “NOISELESS” 
MASTER MECHANIC, it is 
replete with diagrams and 
easily understood details for 










servicing this Noiseless. The 
Noiseless is no harder to serv- 
ice—it is merely different. 
This book clearly and 
simply shows that 


difference. ~S8b ie 


ee" 
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y fMington Noise les 
“ISS 6 
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The Premier Factory Rebuilt Remington Noiseless No. 6 
represents a profit opportunity you cannot afford to miss. 


IF you are a legitimate typewriter man, SEND FOR YOUR COPY TODAY. 


a 
== 








OCtti_<. = °.° ee 
eee couuaat AMERICAN WRITING MACHINE COMPANY 
. 115 Worth Street New York, N. Y. 
‘ Branches in Principal Cities 
= ; SINCE 1880, EVERYTHING FOR THE DEALER 
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Buctlt'to meet Extreme Conditions 
Peerless Steel Equipment Company 


Unrun and Hasbrook Streets — Philadelphia 


OFFICES 
NEW YORK LOS ANGELES BALTIMORE CHICAGO 
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THE COMMERCIAL NAME 


LaVie au Bureau (Brussels) brought to general atten- 
tion Article 8 of the Union convention signed at Paris, 
March 20, 1883, and revised at The Hague, November 6, 
1925, reading: “The trade name is protected in all the 
countries of the Union, without the formality of 
deposit or registration—whether or not it plays the 
part of a trade mark or commercial mark.” 

The countries which adhere to this Union conven- 
tion are at the present time—Germany, Australia (in- 
cluding the territory of Papua and the territory under 
the mandate of New Guinea), Belgium, Brazil, Bul- 
garia, Canada, Cuba, Denmark, and the Faroe Islands, 
the Free City of Danzig, the Dominican Republic, 
Spain, the Spanish zone of Morocco, Estonia, the 


states of Syria and Lebanon, the United States of | 
America, Finland, France, Algeria and colonies, Great | 


Britain, Ceylon, Palestine, exclusive of Transjordania, 
Trinidad and Tobago, Greece, Hungary, the Irish Free 


State, Italy, Eritrea, the Aegean Islands, Libya, Japan, | 


Latvia, the principality of Lichtenstein, Luxemburg, 
French Morocco, Mexico, Norway, New Zealand, East- 


ern Samoa, The Netherlands, the Netherlands Indies, | 


Surinam and Curacao, respectively, Poland, Portugal, 


with the Azores and Madeira, Rumania and Sweden. | 
Business men might consider the benefits they can | 


derive from the Union convention. 
OO 


VARITYPED SCHOOL PUBLICATION 


The Coxhead News reports that the “Arrow,” pub- 
lished by the Mamoneck Junior high school, is a 
striking example of the versatility of the Vari-Typer 
for producing copy for its photo-offset publication. 
That publication has a pleasing type style—typically 


newspaper in format, and its columns are justified | 


evenly as are daily newspapers. The method of com- 


position makes it possible to use “fat” or “lean” char- | 


acters. Illustrations are readily included in the make- 


up. The issue of May 2 gives an excellent idea of how | 


this publication is prepared and made up. 
ainiaccseniillaatap aibnhdasaahin 


THE ADVANTAGE OF BEING A SPECIALIST 


In business one is generally better paid when one is | 
the biggest fish in the pond than when one is only one | 
of many fish in a big pond. There is, for example, a | 
printer who has specialized in printing technical books | 
He prints these works | 


for colleges and universities. 
only, and he has a large and lucrative business, much 
better, no doubt, than which he would have had he 


accepted all sorts of publications, without distinction — | 


L’Efficience (Paris). 
—_———o=- 


LEACH BECOMES GRAFF OFFICIAL 
The George B. Graff Company, Cambridge, Mass., 


manufacturers of Graffco vise signals and other office | 


items, last month announced the election of Harold 


D. Leach to the post of treasurer. He succeeds Leland | 


S. Graff who recently resigned the position of treas- 
urer and sales manager. Mr. Leach possesses an en- 
viable record of experience in the office equipmnt 
and filing supply business. 

———— 


IBM OFFERS QUOTA WINNERS TRIP TO 
WORLD’S FAIR 


Sales representatives of the International Business 
Machines Corporation who make their sales quota for 
1938 and thereby elect themselves to the Hundred Per- 
cent Club will be guests of the company, together with 
their wives, at the New York World’s Fair in 1939. The 
annual convention of the club will be held in New York, 
May 1 to 4. 

cali aes 
SHELBY ON MONTH’S TOUR 


Roy Shelby, Buchanan Stationery Company, Wichita 
Falls, Texas, last month began a thirty-day educa- 
tional tour of paper factories and office equipment 
plants as a guest of his company. The Leopold Com- 
pany, Art Metal Construction Company and several 
Chicago plants and mills will be included in the trip. 
Each year the Buchanan organization sends one em- 
ploye on a similar tour with all expenses paid. 
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...that starts faster— 
... flows more smoothly— 


.. that dries faster, too— 


@: 
e 


This, in a nutshell, is what we’re telling your 
customers about the new Carter formulas. The 
smart Carter Cubes with colorful new labels are 
designed primarily for ‘‘eye appeal.’’ They’re 
more practical, too . . . a natural to combine 
with stationery specials—colored inks with col- 
ored stationery—Cube-Stands with desk pads. 
You'll find your customers like these smarter, 
new Ink Cubes and 58 million consumer adver- 
tisements in leading national publications in 
1938 will give constant reminder to all ink users 
to write with Carter’s. 


CARTERSINE 


FINEST FOR FOUNTAIN PENS 
Also Adhesives, Carbon Paper, Typewriter Ribbons 


..-and is richer in color— 








ONTO YOUR CUSTOMER'S CHAIR 


Spongex Office Chair Cushions are that easy to 
Placed on a chair right on your display floor, 
they tell their own sales story. Their rich, har- 
monious covering fabrics shout “good taste” and 
“quality” to prospective customers, and the work- 
manship evident in the tailoring is convincing 
assurance of long service. 

Their comfortable softness is an invitation to 
sit down, and when your customer sinks into that 
bubbly, sponge rubber depth, your cash register 
once again sings the song of profits. 

And profits from Spongex Cushions will make 
you sing, too. Despite attractively low list prices 
(designed to break down your customer’s last thin 
veneer of resistance), our discount to you permits 
a satisfying percentage of profit. 

Spongex Cushions are made in sizes to fit all 
office chairs. Coverings are in a variety of grades 
and colors—all tasteful and durable fabrics. 

If you are not already stocking Spongex 
Cushions, why not write us about available open- 
ings for regional distributors? Write today for 
illustrated catalog and full details. 


sell. 


_THE SPONGE RUBBER — 












OFFICE SEAT-CUSHIONS « TYPEWRITER AND 
OFFICE MACHINE PADS 
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PINCHAM TAKES UEF AUSTIN BRANCH 


Price Pincham, for twenty-two years connected with 
the Underwood Typewriter Company and the Under- 
wood Elliott Fisher Company, last month took over 
the UEF sub-branch at Austin, Texas, on a sales 
agency basis. Previously Mr. Pincham worked terri- 
tories out of the Houston office and was for three 
years manager of the Albuquerque, N. M., branch. For 


| the past fifteen years he was manager of the Austin 


| sub-branch. 





| to Mills College, Oakland, Calif. 


ee eee en 
SEATTLE SEEKS TYPEWRITER CONVENTION 

“Seattle in 1939!” This is the welcome sign to mem- 
bers of the National Typewriter Dealers Association 
for next year’s convention. 

Members of the Seattle Typewriter Dealers Associa- 
tion unanimously approved of the invitation and in- 
structed Secretary Edward N. Phelan of the retail trade 
bureau of the Seattle Chamber of Commerce to notify 
the national organization. 

The convention committee of the Seattle Chamber 
of Commerce will give 100 per cent cooperation in 
obtaining this important gathering next year. 

> 


SELFRIDGE’S METHOD OF READING 


When Harry Gordon Selfridge was a young man 
he had at his disposal a large library, and he made 
good use of it. He once said: “during the first hour 
I read something which called for considerable 
thought. During the second hour I read biographies, 
which call for less thought. During the third hour I 
read imaginative works or accounts of travels.” Mr. 
Selfridge became general manager of Marshall Field 
& Company, Chicago. (L’efficiencie, Paris.) 


—_——____—_ 9 


ISEMAN RECOVERS FROM ILLNESS 


The many friends of Sam Iseman, secretary and 
treasurer of the Virginia Stationery Company, Rich- 
mond, Va., will be pleased to learn that he has re- 
turned to his desk and a full day’s work following his 
recovery from a serious illness. After being confined 
to his home for nearly three months Mr. Iseman spent 
a convalescence period at his summer home, “Jenise 
Lodge’, Mundy Point, Va. 


_—— 2 


HART ELECTED BAUGHMAN CO. PRESIDENT 

Harris Hart, former superintendent of public instruc- 
tion in Virginia, last month was elected president of 
the Baughman Stationery Company, Richmond, Va. 
Mr. Hart fills the vacancy created by the elevation of 
Former President John L. Boatwright to the position 
of chairman of the board. 


—————_-—= 9 —_—___. 


ROBERTS SEEKS STOLEN RIBBON BOXES 


E. D. Roberts & Company, 173-175 West Madison 
street, Chicago, last month reported the theft of a 
carton containing 480 “Winner Brand” typewriter rib- 
bon tin boxes from a delivery truck. The company is 
offering a reward for information leading to recovery 
of the goods. 


POSTURE CHAIRS ABROAD 


In La Revue du Bureau (Paris) for May we note 
that our French contemporary is advocating the use 
of posture chairs for office workers. The Paris pub- 
lication stresses the fact that the posture chair brings 
enhanced comfort and efficiency to the stenographer 


| and the clerical worker. 


es 


MIKE BRYAN’S GIRL WINS SCHOLARSHIP 
Miss Catherine Bryan, daughter of Mr. and Mrs. 
Mike Bryan, 3156 Northwest Twenty-sixth street, Okla- 
homa City, Okla., was awarded the trustee scholarship 
Miss Bryan, who 
graduated this spring from Classen High School, where 


she specialized in languages and chemistry, will leave 
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The ASCO "Jour Hundred” Line 


A complete line of Filing Uprights at extremely Popular Prices 





In response to the urgent request of ASCO dealers throughout the country 
for a complete line of filing uprights in the same price range and of equal 
quality to our fast selling ““Fowr Hundred” we present herewith the famous 
“Four Hundred” line in Standard Height, Legal and Letter aman 

Widths and combination card and letter, Counter Height Letter a 
and Legal, and Desk Height Letter and Legal widths. cosrive LOK 


COMPRESSOR 
' 








Here's your opportunity to cash in on the demand for low 
priced filing uprights and still give your customers a worthy 
product. 


STANDARD HEIGHT 


No. 404—Four-Drawer Letter No. 404C—Four-Drawer Legal 
No. 414—Combination Card and Letter 


COUNTER HEIGHT 
No. 403—Three-Drawer Letter No. 403C—Three-Drawer Legal 


DESK HEIGHT 
No. 402—Two-Drawer Letter No. 402C—Two-Drawer Legal 


May be had in Olive Green, Grained Walnut or Mahogany 


AGT. Stee. COC.,. rec. 300 East 145th Street, New York, N. Y. 











ALMA STAPLE PATTERNS 











No. 1161-F 
60x32” 


Long experience in making dependable desks in fhe low priced grades is 
the reason why more dealers are stocking the ALMA line of staple pat- 
terns in office furniture. The 1100 series is made in oak, walnut and 
mahogany finishes. Also the 1000 series in plain oak at lower prices. 


ALMA DESK COMPANY  orti caoun 

































OFFICE APPLIANCES 


“MASTER GRADE” 


UNDERWOOD 


% STANDARD yy NOISELESS 


WORLD'S 
FINEST REBUILT 


Just as the Underwood Typewriter is the machine of Cham- 
pions and typewriter leader of the world, so too is the 
“MASTER GRADE” Underwood the Champion and leader of 
the World in the field of Factory Rebuilts. 

Completely remanufactured in the factory of the Only Author- 
ized Underwood Rebuilders, it has the beauty and mechanical 
excellence that you find only in a new machine. 

The “MASTER GRADE” Underwood sells itself. Its superior 
performance keeps it sold and you make a fine profit on 
every sale. —se 8 














TH F Write for latest wholesale prices. 
WHOLESALE TYPEWRITER co. 
155 SIXTH AVENUE NEW peter N. 


BASEL GC ADe RESO? SALE 17 PE" 











. . The New 600 Line Genuine wal- 


nut... Genuine mahogany . . Three ; ; omer ; 

sizes . . 72, 66 and 60 inches long . . you can at once and with confidence credit it with symmetry and 
all sizes 36 inches wide. Top 14 style, rugged construction and up to date facilities. Those of 
inches thick five-ply. Panels 114 our dealer friends who have seen the 600 line predict a lively and 


inches thick five-ply. 


Jasper Desk Company Jasper, Indiana 


New York Warehouse, 573 Broadway 


A New 
Desk for 
Modern 
Offices 
built by 
Jasper 
Desk Co. 


Whenever you see a new desk announced by Jasper Desk Co., 


growing demand for it. A record of more than sixty years in 
producing desks of unvarying quality, a consistent growth in 
volume and distribution, vouch for its success. Full details on 
request. 


CHICAGO REPRESENTATIVE: W. H. Brown 
6708 Glenwood Ave., Phone ROGers Park 3644 
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for the California school in late August. Mike Bryan 
operates Mike Bryan, Office Supplies, at 224 Northwest 
Second street—EVH 


© ee 


EXHIBIT TRACES ROYAL’S PROGRESS 

At the recently-held Connecticut Research Week ex- 
hibits at Hartford, Conn., one of the most interesting 
exhibitions was that of the Royal Typewriter Com- 
pany. Designed and executed by Assistant Factory 
Superintendent Reynolds, the display strikingly called 
attention to the company’s remarkable progress from 
1908 to 1938. 

Enclosing the display was a small, made-to-scale 
fence which was cleverly stamped from key lever blank 





ROYAL'S EXHIBIT AT CONNECTICUT RESEARCH WEEK 


scrap and hexagon screw stock. Prominent was the 
old 1908 Royal and the present standard model and 
portable model machines. 


were the comparisons between the company expendi- 
tures and total employes of 1908 with the huge budget 
and thousands of workers of 1938. 


Also included in the display were several photo- 
graphs which contrasted the comparatively limited 
scope of Royal’s original production operations with 
the large scale manufacture of the present day. 


ee 


“BUSINESS CORRESPONDENCE AND OFFICE 
MANAGEMENT” 


Under the above title a new book by Edward A. 
Duddy, L. E. Frailey and Raymond V. Cradit has re- 
cently been published by the American Technical So- 
ciety, Chicago. 

There are 105 pages dealing exclusively with the 
writing of business correspondence. Under appropriate 
subheads this subject is divided into chapters written 
in a clear and understanding manner with many 


The design and develop- | 
ment of several parts was graphically illustrated as | 





actual letters reproduced as illustration of the points | 


the authors strive toimpart. Messrs. Duddy and Frailey 
are co-authors of this section of the book. 

Office management was written by Mr. Cradit and 
deals with every phase of the subject under three gen- 
eral heads of “Principles of Organization and Manage- 
ment”, “Filing Methods and Equipment” and “Mis- 
cellaneous Types of Office Equipment.” Throughout its 


230 pages the book is written in a style calculated to | 


hold the interest of the reader and to appeal to every | 


office worker regardless of his or her station. 

The book is liberally sprinkled throughout with illus- 
trations for which the authors express their thanks to 
the following manufacturing firms: 


Addressograph-Multigraph Corporation, American | 


Sales Book Company, Ltd., Art Metal Construction 
Company, Burroughs Adding Machine Company, A. B. 
Dick Company, Dictaphone Sales Corporation, Ditto, 


Inc., Egry Register Company, Felt & Tarrant Manufac- | 


turing Company, Hooven Automatic Typewriter Corpo- 
ration, International Business Machines Corporation, 
Metal Office Furniture Company, Monroe Calculating 


Machine Company, Multipost Company, National Cash | 


Register Company, Pitney-Bowes Postage Meter Com- 
pany, Remington Rand, Inc., and Underwood Elliott 
Fisher Company. 

“Business Correspondence and Office Management” 
retails at $1.75. 


U.S .Pat. 1949259 





@ SPOTSEALD @ 


U.S.Pat. 1949259 














THE 


DOUBLE PeANURe 


ADDING MACHINE ROLL 


SPOTSEALD FOR EASY OPENING 


This patented feature represents real econ- 
omy—a quick tear across the dotted line and 
the roll is ready for use—with practically 


no waste. 
Vv 
RED "END SIGNAL" 


Three feet from the core, a red “end signal” 
warns the operator that the end of the roll 


is being reached. 


SPOTSEALD ADDING MACHINE ROLLS 


are regularly available in the two standard 
widths—and in five grades, one of which is 
sure to interest you. All rolls are wound 
firm and hard, without breaks or patches. 


v 
TELETYPE ROLLS 


Don’t overlook this item, for which 
demand is steadily increasing. 


Vv 


Samples and quotations will be mailed 
promptly to all interested dealers. 


ROCKWELL - BARNES 
COMPANY 


1525 WEST 38TH STREET, CHICAGO 








the 
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A PERFECT COMBINATION 





They are stoutly constructed of extra- 
heavy metal, resist the toughest wear 
and tear, stay new and good-looking for 
a long time. That’s why customers ask 
for them on repeat orders. 

Canco baskets are attractively litho- 
graphed in a variety of colors and wood 
finishes that go well with any furniture. 
They are economically priced to sell 
fast and speed your turnover. 

Write Canco today for more informa- 


tion on this handsome, rugged line. 


Galvanized Ware Department 


AMERICAN CAN COMPANY 


CITY PARK AND HAMILTON ST., TOLEDO, OHIO 
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HEALTHY LIFE—HAPPY WORKERS 


From the Berliner Austellungs Messe und Fremden- 
verker we have received an interesting pamphlet titled 
“Gesundes Leben” (Healthy Life) descriptive of an 
exposition to be held at Berlin from September 24 to 
November 6, 1938. Included in the program are far 
reaching topics on good housing, garments and the 
nursing profession. An interesting feature exhibit, 
“Know Yourself,” to enable visitors to determine their 
weight, blood pressure, heart action, eyes, color blind- 
ness and degrees of fatigue; X-rays of their lungs. 
The slogan of this exposition is “strength through joy.” 
The pamphlet under review is an exceptional piece of 
printed matter excellently executed with color used 


effectively. 
<a —__—__. 


HARTER TO APPEAL NLRB RULING 


Attorneys for the Harter Corporation, Sturgis, Mich., 
last month indicated that an appeal would be taken 
to the U. S. District Court at Cincinnati from a deci- 
sion of the National Labor Relations Board announced 
at Washington recently, affecting nineteen employes 
who went on strike August 13, 1937. Eleven of the 
striking employes were awarded pay for five days, two 
were awarded pay for three weeks, and six others 
were ordered reinstated with back pay. It was ruled, 
however, that all strikers and sympathizers must ap- 
ply for work and may be reemployed only as vacancies 
occur. In addition the NLRB instructed the company 
to recognize the International Association of Machin- 
ists, an A. F. of L. affiliate, as the sole bargaining 
agency in future negotiations, and dis-establishment 
of an employes shop union as a bargaining agency. 


—AK 
—— 


GLOBE BUYS LINE-O-SCRIBE BUSINESS 


The Globe Corporation, Adrian, Mich., last month 
purchased the Line-O-Scribe, Inc., a business operated 
by Herbert W. Lamb, and announced that the present 
personnel will be retained and the sales force in- 
creased. Joseph E. Hagsstrom, superintendent for 
many years will remain while Mr. Lamb has not as yet 
announced his plans for the future. The sale includes 
the company’s factory building, equipment and busi- 
ness name. Bruce C. Hightower, vice-president of the 
Globe organization, in confirming the sale predicted 
an increased volume of business in the office equip- 
ment, machine and supply industry.—AK 


—_+—~< = 


STEPHENSON JOINS HOBART COMPANY 


M. C. Stephenson, for the past three and one-half 
years a member of the maintenance staff of the Amer- 
ican Pad & Textile Manufacturing Company, Green- 
field, Ohio, last month resigned to accept a similar 
position with the Hobart Manufacturing Company, 
Troy. Prior to his last position Mr. Stephenson was 
associated with the Hobart organization for ten years. 
—AK. 


FRYMIRE GOES TO DALLAS FOR UEF 

G. L. Frymire, formerly Underwood Elliott Fisher 
Company branch manager at Memphis, Tenn., last 
month was transferred to Dallas, Texas, where he 
assumes management of the branch in that city. Mr. 
Frymire joined UEF in 1922 as a portable salesman in 
Dallas. In 1926 he was promoted to the Memphis 
branch, where he was manager until the new transfer 


' took place. 


cg $$ $$ 


MOYER MOVES COLUMBUS STORE 
Earl H. Moyer has moved his offices and service de- 
partment to larger quarters at 66 East Spring street, 
Columbus, Ohio, where he will handle a complete line 
of office machines and supplies—AK 
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Five years ago only a few Dealers had the 
courage to back the COLUMBUS 5c Pencil. 
All they knew about it was the fact that it 
bore the A. W. Faber imprint and that it 
contained famous A. W. Faber lead. Their 
confidence was justified. ‘Today there are 
several hundred enthusiastic COLUMBUS 
distributors. 


Read what one of the early “pioneers” writes: 
7 3 


5 yeas age 


lust a few 
Pioneer Dealers 


BET ON Columluss Pencils 


“As a pioneer of your COLUMBUS 5e Pencil 
I am glad to state that this item has and is 
paying off handsomely. If the rest of my 
stock had the same loyal patronage, the 
same steady ‘repeat’ and profit, no re- 
cession would ever bother me.” 


Mr. Dealer. if you do not handle COLUMBUS 
it may pay you to inquire about our pro- 
tected franchise. 


MADE IN U.S. A. 


QP EABER A 








Quality Scores Again! 
THE STA-RITE STENCIL — "Made Right to Sta-Rite” 


For twelve years you have been telling us what you, 
the Stationer, needed in a stencil to really obtain the 


volume sales in your territory. 


One month ago we announced the new STA-RITE 


Stencil in Office Appliances. 


Result: Today STA-RITE Stencils are being featured 
by leading dealers from California to New York. 


Territories are being assigned as fast as we can get 
to them, for to show STA-RITE Stencils is to sell them. 


If you are interested in representing us wire or write. 









J. G. Gingg Supply Company, 214 Mission Street, San Francisco, Cal. 
A quality product of a quality house. 
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Just Out—Have You Seen Jt? 


INDIANA DESK COMPANY 
New Catalog 











Shipped in 
POOL CARS Announcing New Numbers of impressive appearance, 
ith , : : 
cele ites durable construction, notable refinements in style and 
ase ad worthwhile improved utility—offering greater profit 
airs | 
desired opportunities. Get your copy now and prepare for a 











bigger autumn season. 


INDIANA DESK COMPANY 


JASPER exe INDIANA 

























NEW INDIANA | | THE LATEST 


Upholstered D ICTATOR D UPLICATING I NK 


Office Chairs 

Canode has been making fine duplicating inks for 
years ... but our new product far exceeds our former 
efforts. It is impossible to tell you in this limited space 






all the good qualities in this 
ink. We are positive that the 





results wiil bear out our 


claims. 


Send for sample today, and 
subject it to the hardest 
The tests . . . note in particular 
Appearance its rapid drying qualities 


and positive and how perfectly it lies in 
presence of 


the pad. Does not leak from Py 
greater : ; VV 
sles the drum, and it will not WA 
harden or separate in the WA 
pad. Write us for more de- WF 

tailed information on this 

remarkable new duplicating 

A good chair for business, it makes good business in chairs ink. 





built for permanent service and solid comfort. We also make 

all wood chairs in modern designs and moderate prices for the 

jak ca delsiticated, Uaioe wtbtaiicricoseaccre || | INK SPECIALTIES CO., INC. 
519 So. Laflin St., Chicago, Ill. 


New Indiana Chair Co., Jasper, Indiana Feed ©. Canoile, Pres. 
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PASS £&D AWAY 


ROY CONKLIN 
Roy Conklin, founder of the Conklin Pen Manufac- 





turing Company, who retired from active participation | 


in the business world several years ago, died June 18 
at Smithfield, Va. 
eral years and was sixty-nine years of age. 


Mr. Conklin contributed one of the major advances | 











THE LATE ROY CONKLIN 
(From a photo taken following his retirement to his Smithfield 
home where he raised Japanese persimmons.) 


of the fountain pen manufacturing industry when, 
in 1891 at Toledo, Ohio, he introduced a pen equipped 
with a rubber sac which became the first self-filling 
fountain pen. 

Upon retiring from business life Mr. Conklin moved 
to Smithfield where he established a home and settled 


down to his hobby of raising Japanese persimmons | 


and other fruit and vegetables. 


He is survived by his widow, Mrs. Nellie White Conk- | 
lin; two sons, Angiers and Charles; a daughter, Mrs. | 


Mildred Moreland, and two grandchildren. 
* & k 
F. A. NEFF 
Frank A. Neff, former proprietor of the Bauer Sta- 
tionery Store, Salem, Mass., for twenty-five years, died 
June 22 at his Sandwich, N. H., home. 


the directors of the Salem Cooperative bank. 

Mr. Neff was prominent in Masonic circles, being a 
former district deputy grand master of the eighth 
Masonic district. He was a member and past master 
of the Starr King lodge, Salem Council, Washington 
Arch chapter, a member and past commander of 
Winslow Lewis commandery, Sutton lodge of Perfec- 
tion, Princes of Jerusalem and the Rose Croix, all 
located in Salem; and also the Consistory of Boston. 

He was a brother-in-law of the late Ralph S. Bauer, 
former president of the Boston and The National Sta- 
tioners Association, and is survived by his widow, 
Mrs. Marie Bauer Neff, and several nieces and neph- 
ews. He was also a collector of antiques and his sum- 
mer home in New Hampshire housed some of the 
most valuable in New England. 


Tr i } 
M. M. SMICK 


Manford M. Smick, eighty-eight, founder in 1911 of | 


M. M. Smick & Company, wholesale paper, stationery, 
and office supplies firm at 225 East Main street, Fort 
Wayne, and active head of the firm until his retire- 
ment from the business five years ago, died of arte- 
riosclerosis on July 5 after an illness of four years. 
The business has been operated by his son, John M. 


He had been in ill health for sev- | 


He was taken | 
ill the previous evening while attending a meeting of | 





If typewriters could talk, 





they'd say... 


“USE 
€EN-TR-KOTED 
CARBON PAPER 


With the Perfected Cen- Tr - Koted 
Backing Sheet” 












You get finer, cleaner, sharper carbon copies 
with CEN-TR-KOTED! Scientific manu- 
facture assures CEN-TR-KOTED  superi- 
ority. And rigid factory inspection assures 
absolute uniformity! Dependable 







long- 





lived 
friends for you! 


saleable. It makes friends and keeps 







Send for our helpful 
booklet ‘‘Carbon 
Paper Facts.” It wili 
be sent to you free on 






request and will give 
you many informa- 
tive facts on Carbon 
Paper. 


| An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 

is a sure step toward greater profits. . 
Write for our dealer proposition 
booklet. 


GRAND PRIZE 
‘CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 








J. Francis O’Connor, Pres. 


Head Office and Factory: 1451 Harrison St., San Francisco 
Chicago: 608 So. Dearborn St. 


Portland, Ore. 


Houston, Tex. 
Denver Seattle 


Los Angeles 


Smick whose father was born in Canton, O., and had | 


resided in Fort Wayne about seventy years, observing | 











Weight 


Indication 





SSS 


"Air Mail Accuracy” 
BEAM POSTAL SCALE 


IS A PROFITABLE ITEM FOR 
DEALER AND CUSTOMER 


Air mail and first-class postage waste runs into large 
figures yearly. Help your trade eliminate over-postage 
and short-postage weighing devices—show them TRINER 
Air-Mail Hair-Line Accuracy Scales. Their dependability 
is established beyond any doubt. Uncle Sam uses many 
thousands for fine weighing and checking of mails. 

Stationers have already sold thousands to their cus- 
tomers with 100% satisfaction. 

No. 84 illustrated above is of 1 lb. capacity by % 
ounces (other numbers up to 4 Ibs.), with computing 
chart set at 45 degree angle for easy reading. Chart is 
celluloid covered, easily cleaned and easily replaced. 


Write for Circular. 
SCALE & MFG. CO. 
2714 W. 2iIst Street 
CHICAGO ILLINOIS 


























—" with 
Hitting New Peaks Daily 
Customers recognize the advantages 
of the Faultless Slide-Operating Ring 
Binder: 
The Pull-Push device that opens the binder 
with an easy pull (no snap) and closes it 
with a gentle push; 
The Cradle-Action Sheet Lifter that lifts 
sheets over the rings reducing wear and 
preventing jamming; 
The recessed Label Holder that makes 
identification easy; and 
The Flat Back when open that makes refer- 
ence and entries more convenient. 
That's why sales are maintaining anup- 
ward trend—hitting new peaks daily. 











4 




















STATIONERS LOOSE LEAF COMPANY 


CHICAGO © 


} NEW YORK 
t 


524 NORTH BROADWAY, MILWAUKEE 
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his eighty-eighth birthday June 26. He was a prom- 
inent member of Trinity English Lutheran Church for 
many years and was former superintendent and a 
teacher in the Sunday School of the church. He was 
a past master of Home Lodge, Free and Accepted 
Masons; past high priest of Fort Wayne Chapter No. 
191 Royal Arch Masons; past head of Fort Wayne 
Council No. 4, Royal and Select Masters; past com- 


| mander and prelate for many years of Fort Wayne 


Commandery No. 4, Knights Templar, and a member 
of Fort Wayne Scottish Rite Consistory: Surviving, 
besides the son, is his widow, Josephine; a daughter, 


| Mrs. Flora E. Alerdice, Fort Wayne; a brother John, 
| Canton, O., and a grandchild, Dorothy Alerdice, of 


Fort Wayne.—AK 
+ kt } 


JOHN BIRNEY 
John Birney died on May 5 in Berlin at the age of 
eighty-five. Up to that day he was the only living man 


| who began his career with the first writing machine. 


His typewriter career was started at the Centennial 
Exposition in Philadelphia in 1876, when he joined the 
staff of the Remington Typewriter Company. Several 
years later he worked as a salesman under the direc- 
tion of J. W. Earle in the Philadelphia branch. In 1889, 
Mr. Earle was sent to London as director general of the 
Remington interests, and Mr. Birney was sent along as 
organizer. In 1895, Mr. Birney met Mr. Glogowski, 








THE LATE JOHN BIRNEY 


Remington agent for Germany, who tendered him the 
position of general manager. He held this position for 
fifteen years, opening branches in leading European 
centers. 

Like many thousands of others, Mr. Birney lost his 
hard earned fortune during the war. But retaining the 
vigor and courage which had impelled his successful 
career, made a brave show under difficult circum- 


stances. 


Mr. Birney was long a member of the American 
Chamber of Commerce in Germany. He became a 
member of the board of directors in 1919 and was a 
faithful attendant at meetings up to his last illness. 


| For his long and useful services to the Chamber, he 
| was made a life member in 1925. He lived a long and 
' useful life. And for his personal and business qualities 
' was held in high esteem by those who knew him. 


Hail John Birney! Hail and farewell! 
i: + & 


M. J. MANDELBAUM 

Moses J. Mandelbaum, one of the outstanding 
philanthropists of Cleveland, Ohio, and a _ business 
leader there for many years, died at his Cleveland 
Heights home last month at the age of seventy-five 
years. 

Mr. Mandelbaum was born and educated in Cleve- 
land and began his business career by entering the 
retail clothing business of his father, Jacob Mandel- 
baum. Later he entered the office equipment industry 
when he founded the Fisher Book Typewriter Com- 
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Aniline Russet Brief Case 


They 
Will 
Like 
This 


Case 





ANOTHER NATIONAL HIT 


There’s snap to this case. And the quality is supreme. 
It is made of genuine Aniline Russet Cowhide, lined 
with washable maroon calf leatherette. Has two vertical 


pockets on each side. Disappearing handles. Size 


16xll. Ask for No. 584. 


Send for Catalog 


of Brief Cases, Zipper Envelopes and Dres-Kits 


National Brief Case Mfg. Co. 


512 S. Peoria St. Chicago, Ill. 
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INSTANT COPY 
DUPLICATORS 


No gelatin-No stencils-No ink-No type 
A new line of low priced duplicators that will 
amaze you with their speed and simplicity. Any- 
one can operate an Instant Copy and produce 
copies clear and bright in | to 5 colors in- 
stantly. Clean and easy to handle! Thousands 
of satisfied customers the world over. Some 
territories still open on this profitable franchise. 
Qualified distributors write at once for complete 
details. 

KEEN MANUFACTURING COMPANY 
800 North Clark St. Chicago, Illinois 














NQUIRIES 


solicited 


from progressive dealers in position 
to do justice to the sale and dis- 
tribution of a quality line of Type- 
writer Ribbons and Carbon Papers. 
For 35 years, the responsibility and 
resources of the manufacturer of 
CROWN Products have been equal 
to every emergency. 


Write in for samples and full par- 
ticulars. 


Crown Ribbon 
& Carbon Mfg. Co. 


Rochester,. New York, U.S.A. 














ary this Rapidfire Way! 


A rifle beats a slingshot every time. It's faster and 
easier—and you can keep it up all day without 
tiring. That's how it is with the 








Trigger Action 


STAPLER 


--the machine that does all the 
It's easy to operate— 
never tires you—staples 40 
sheets as easily as two. Satis- 
faction guaranteed if No. 333 
staples are used. 


The 4MAA4 Trigger Ac- 


tion Tacker is also an exception- 


work. 












ally useful machine in its field, 
» and guaranteed if No. 444 
staples are used. Both are 
” equipped with improved draw- 
band hook which speeds up re- 
loading. Write for details. 


FASTENER Corporation 


2531 N. Ashland Ave. 


A. G. Orton, West Coast Factory Representative 
1108 S. Hope St., 


Chicago, Illinois 


Los Angeles 
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THEY COST YOU 
NO MORE! 


1. The world’s finest dater at the price. 


2. The market’s most attractive display 


put-up. 


3. The finest opportunity for you to make the 


biggest profits you've ever made on daters. 


Maximum strength with 
minimum weight! 

© The flat-faced knobs will be furn- 
ished with vour own imprint at only 


| lere’s what FULTON offers you to ble wear! 
help you cash in on the big dater 
demand that’s bound to come this 
Fall with the gratifying up-swing 
in business slight extra cost 
® The FULTON dater enables you 
to give your customers many 

of the 
hitherto only found in higher 
Bands of live, 
Beauti- 
Drums 


Wrile for sample and quotations. 


FULTON 


outstanding features 


priced daters 
clear moulded rubber. 


SPECIALTY CoO. 


Factory: Elizabeth, N.§J. 


ful, clean impressions! 
of deep, knurled aluminum for 
e xtra traction and indestructi- 


Sales Office: 200 Fifth Ave., New York City 
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I Its sharp 
point easily 
Erases one 
or more letters 
without 


Paper Pencil 


Samples , 
Furnished on / smudging the 
Request. SS whole word. 


Pull Thread Back To First Hole 
And Unwind Paper Strip. 


Pat. No. 1,756,953 
Be ee eee 








SHIPMAN-WARD 


Service! 


PLATENS AND PARTS: 


All parts and platen orders are shipped the 
same day, even if received on the last mail in 
the afternoon. 


NICKELING: 


All nickelplating received in the morning is 
shipped back the same day. If received in the 
afternoon it is shipped the next morning. 


ENAMELING: 


All enameling is shipped the next day if re- 
ceived in the morning, or the third day if re- 
ceived in the afternoon, as it is necessary to 
take off the old enamel, rub down the parts, 
put on a new coat of enamel, bake it, put on 
a second coat, again bake it, and, finally, put 
on the transfers. 


For PROMPTNESS, 
QUALITY and SATISFACTION 


send all your orders to 


SHIPMAN-WARD MFG. CO. 


325 N. Wells St. Chicago, Ill. 


LOS ANGELES MINNEAPOLIS MONTREAL 
Shipman-Ward Mfg. Co. Shipman-Ward Mfg. Co. Shipman-Ward Mfg. Co. 





314 W. Olympic Blvd. 116 S. Fourth St. 20 St. James St. 








WHICH ONE IS UP-TO-DATE? 


The answer is, both of them! 


The “drummer” in the checks sported the very 
latest thing in clothes and equipment when he was 
on the road fifty years ago. He used 


BEACH'S "COMMON SENSE" 


.. EXPENSE BOOKS 




















to keep a complete, sat- 
isfactory record of his 
traveling expenses. 











The alert business 
man on the left finds ™ 
added uses for his 
BEACH EXPENSE 
BOOK. It simplifies 
the keeping of a correct 
record either for his 
employer if he travels 
on an expense account, 
or for the Government 
if he deducts his travel- 
ing expenses from In- 
come and Payroll tax 
returns. 


Beachs 


Write for a sample of the newest edi- 
tion — more complete and convenient 
than ever! 

E xpense 


Beach Publishing Company Book 


7338 Woodward Ave. Detroit 
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pany, a firm which later merged with the Elliott-Hatch 
Company to form the Elliott Fisher Company. 

In 1889 Mr. Mandelbaum became interested in rail- 
roads and went into partnership with a brother-in- 
law, Leopold J. Wolf, financing and establishing rail- 
ways in several states. 

He is survived by a widow, Mrs. Florence Mandel- 
baum, and two sisters, Mrs. L. J. Wolf and Mrs. Sara 


M. Baker. 
‘ -- 


W. F. SCHWEIGER 
Stricken with a heart attack while playing golf, 
William F. Schweiger, president of the Multipost Com- 
pany, Rochester, N. Y., died July 26. He was seventy 
years of age. 
Born in Middletown, Conn., July 21, 1868, Mr. 


Schweiger entered the advertising novelty business | 


when a young man and early won recognition as a 
maker of ingenious novelties for window and display 
advertising. The full scope of his ability did not come 
to the fore however until his work was brought to the 
attention of John H. Patterson, president of the Na- 
tional Cash Register Company, Dayton, Ohio which 
resulted in his going to Dayton to take charge of the 
company’s window display advertising. As part of his 
duties, Mr. Schweiger traveled extensively through 
the country in connection with National Cash Reg- 
ister Company advertisements and displays in various 
world’s fairs and expositions. 

Before leaving the organization in 1908 Mr. Schwei- 
ger was sent by Mr. Patterson to Germany where he 
spent two years before returning to America. 

During the next two years he worked as sales man- 
ager for the E. R. Thomas Motor Company, Buffalo, 
N. Y., and general manager for the Schermack Mailing 
Machine Company, Detroit, later known as the Mail- 
ometer Company. 

In 1910 Mr. Schweiger went to Rochester, where he 
organized the Multipost Company. He was a co- 
inventor of the Multipost and joined the company 
officially as treasurer, becoming president in 1921. 

Despite the serious handicaps of a lingering illness 
Mr. Schweiger was at his desk every day up to the 
time of his sudden passing. 


it bk ts 


E. 0. GOSS 


Failing to rally following a brief illness, Edward Otis 
Goss, president of the Scovill Manufacturing Com- 
pany, and a director of the New Haven railway, died 
July 4 at the age of seventy-two, at Waterbury, Conn. 

Mr. Goss started with Scovill as a draftsman and 
through a series of well-earned promotions became a 
director of the company in 1898. He was appointed 
assistant treasurer in 1900, general manager in 1911, 
vice-president and treasurer in 1918 and president 
in 1920. 

During Mr. Goss’ presidency the company saw many 
expansions, acquiring, one by one, the American Pin 
Company, Oakville Pin Company, Gilchrist Company 
of Newark, N. J.; Hamilton Beach Company, Racine, 
Wis.; Morency Van Buren Company, Sturgis, Mich., 


and the Schrader Company of Brooklyn. One of the 


outstanding features of Mr. Goss’ career was the abil- 
ity of the consolidated Scovill organization to weather 
the depression, maintain yearly dividends throughout 
the period and retain several thousand employes on 


the payroll. 
+ - 


E. C. BALLANTYNE 
E. Carter Ballantyne, president and treasurer of 
William Ballantyne & Sons, 1421 F street, N. W., Wash- 
ington, D. C., died July 12 at his home, 1640 Harvard 
street, N. W. He was eighty-two years of age. 
Born in Washington Mr. Ballantyne went to work at 


the age of fourteen, being given a job in the stationery | 
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The manufacturers of 
Liberty Boxes spon- 
sored during 1937- 
1938 a survey among 
leading businesses to 
determine the consen- 
sus on the _ correct 
length of time rec- 


ords should be stored. 
The 
MANUAL 
OF RECORD 
STORAGE 


embodying that information 
and other important data, is 
now ready. Copies are avail- 
able. for your use, for your 
salesmen and for your ecus- 


tomers. Address your re- 
quests to our Sales Depart- 
ment and get ready for an 
active Fall business with 


Liberty Storage Products. 


OVER @ 70000 @ USERS 


LIBERTY 
STORAGE 
PRODUCTS { 








BANKERS BOX COMPANY 


536-538 $. CLARK ST CHICAGO ILt 























© iBiamR 
Post Card Printer 


ROTARY STENCIL DUPLICATOR 

















WRITE 

ing $ 7 95 
DRAW 

— COMPLETE 
TYPE 

with 
Your ALL 
MESSAGE SUPPLIES 








PRINTS 1,000 COPIES PER HOUR AT A COST OF LESS THAN 10c PER 1,000 
SPECIALLY DESIGNED FOR POST CARD SIZE 
Printing Surface 3!/," x 5!/2"—Perfect Registration 


Supyalies Farnished with each Printer 


1 Can Duplicator Ink 
Ideal fer | Ink Brush 
Sales Promotion » » I She 
Special Announcements | Writing Plate 


: - 6 Stencils 
Organization Bulletins 1 Operating Instruction Sheet 
Sales Stimulator » » 


Construction Features: 


1—Removable Cylinder for ease of cleaning 
2—Adjustable Paper Guides 
3—Accurate Registration 
4—Inside Inking 
5—-Finished in Black, or Green Crackle, 
and trimmed in Satin Nickel 
6—Satin Nickel Paper Toble 
7—1,000 Copies per hour 


EASY TO USE 
e 










ECONOMICAL TO OPERATE... UNLIMITED COPIES 
PACKED COMPLETE WITH SUPPLIES IN CONTAINER 











) 
ADDITIONAL STENCILS 
for the 
OBER POST CARD PRINTER 

$1.50 per Quire | 


OBER QUALITY 
DUPLICATOR INK 
$1.00 per \/y pound 
Packed in '/, pound coptainer 


ESP PES 

©) Ce | cnt 
BWEOBPORAPBD 

SERVING BUSINESS SINCE 1922 




















MANUFACTURERS...WHOLESALERS... JOBBERS 
INDIANAPOLIS, INDIANA, U.S. A. 


WRITE FOR DEALERS DISCOUNT 








For Extra ‘Profits 
Sell Fire Files 












HE increasing demand for certified fire protec- 
tion in filing cabinet form is bringing extra 
profits to exclusive Shaw-Walker dealers. 
Thirty-one Fire-File items in the enormous 
“Built Like a Skyscraper’’ franchise enable the 
exclusive Shaw-Walker dealer to supply rated 
Fire-File protection for records of every size. 
Fire-Files represent only a few of the 8,000 
Shaw-Walker items that are bringing extra profits 
to dealers who sell on an exclusive basis. 


SHAW-WALKER 


Muskegon, Michigan 


“Built Like a 


yscraper™ 











Yours may beacity in which 
Shaw-Walker wants to improve 
its representation—ACT TODAY. 


Let School Days Bring You 
A New Class of Customers 


























a 
The AICO celluloid in- 
sertable index is particu- 
larly applicable for : 
school use. Be sure to be il 
5 prepared for the opening : 
of school by having an m 
adequate supply of AICO mn 
C.l. indexes on hand. An 3 
index in every binder will . 
multiply your sales. i 
S 24 





WRITE FOR A FREE SAMPLE OF THIS INDEX WITH 
PRICES ON QUANTITIES. 


G. J. AIGNER COMPANY 


503 SOUTH JEFFERSON CHICAGO, ILL. 
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store of his father, the late William Ballantyne, which 
| was established in 1852 in the 400 block of Seventh 
| street, N. W. 

Through recent years Mr. Ballantyne continued 
active in the management of the store until stricken 
with an illness a month ago. 

A brother, William Ballantyne, Jr., vice-president of 
the company, and a nephew, William C. Ballantyne, 
| the firm’s secretary-treasurer, survive. 

+ k -& 
C. H. RICHARDS 

Stricken with peritonitis which followed close upon 
a diagnosis of gastric ulcer, Charles H. Richards, chief 
inspector of products for the All-Steel-Equip Company, 
Aurora, Ill., died July 11. He was sixty-three years 
of age and had been a resident of Aurora for a half- 
century. 

Born at Oswego, April 27, 1875, Mr. Richards moved 
to Aurora at the age of thirteen years and went to 
work for his father who was the founder of the 
Richards-Wilcox Doorhanger Company. Later he went 
to Knapp Bros., becoming superintendent. A short 
time later he resigned to organize the Richsto Man- 
ufacturing Company which he then sold to Knapp 
Bros., and began his career with All-Steel-Equip. 

Mr. Richards is survived by his widow, Mrs. Rose M. 
Richards; a son, Donald; a daughter, Mrs. Marion E. 
Furnas, Chicago, and a brother, Harold Richards, 


Aurora. 
+; + 


C. H. CLOUGH 

Charles H. Clough, who retired in 1926 after fifty 
years with the William G. Johnston Company, Pitts- 
burgh, died Saturday, July 9. He was eighty-four 
years of age and since 1889 had labored under a great 
physical handicap which compelled him to use crutches 
and a cane. 

In addition to managing the stationery department 
of the Johnston organization Mr. Clough was a buyer 
and an advertising writer of considerable ability. He 
was a musician of note and often amused his friends 
by playing five instruments at one time—the mouth 
organ, violin, tenor drum, bass drum and cymbals. 

Mr. Clough is survived by a daughter, Mrs. John C. 
Ferguson of Pittsburgh. Funeral services were held 
from the Christ Methodist Episcopal church, with serv- 
ices conducted by Dr. W. S. Lockard (retired) long a 
friend of Mr. Clough. 


- 


G. C. WILLIAMS 

Friends of George C. Williams, for fifteen years head 
of the printing department of H. and W. B. Drew Com- 
pany, Jacksonville, Fla., will regret to hear of his 
death recently in London, England. Mr. and Mrs. Wil- 
liams went to England on a visit in 1927. Shortly 
after landing Mr. Williams suffered a paralytic stroke 
from which he never recovered and which prevented 
his return to the United States—JHR 


- bk & 


R. E. BROOKSHIRE 
Raymond E. Brookshire, thirty-five, manager of the 
furniture department of Foote & Davies Company, 
Atlanta, Ga., died last month. A native of Dahlonega, 
Ga., Mr. Brookshire was educated at North Georgia 
college and had been connected with the office equip- 
ment industry in Atlanta for the past fifteen years.— 


JHR 
+ ik & 


D. R. MURRAY 
Dickson R. Murray, for more than twenty years a 
salesman for Koch Brothers, Des Moines, Iowa, died 
June 16 after an illness of only two weeks. He was 
fifty years of age. 
Mr. Murray was well known in the field as an im- 
portant member of the Koch staff. During his service 
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INCREASE YOUR SALES WITH 
THE POLAR-LINE 


SINGLE WALL DISPLAY RACK 


The dealers 
who have 
arranged to 
install this 
new modern 
| method of 
| displaying 
| our class of 
merchandise 
have in- 
creased 
their volume 
100%. 

On this 
single Wall 
Rack display 
are shown 
only a few of 
the 100 dif- 
ferent items 


in the Polar 





=a OH = om > - line. 
WRITE FOR COMPLETE CATALOGUE TODAY 


POLAR MFG. COMPANY 


Terminal Commerce Building 
401 N. Broad Street PHILADELPHIA, PENNA. 
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The Office Equipment 
Industry Looks 
Confidently Ahead... 





A Desk From the 
SKYWAY Group 







Unmistakable signs reveal that the 
upswing is already under way. 

The increasing tempo of business 
activity will open up new markets for wood office furniture. 

Evansville Desks provide generous profit margins, and 
offer style elements that make them easier to sell. 

Find out how you can benefit by specializing on Evans- 
ville Desks. 

Write for the Portfolio of Designs . . . the key to better 
office furniture profits. 


EVANSVILLE DESK COMPANY 


BUILDERS OF WOOD OFFICE DESKS 
EVANSVILLE INDIANA 














New Leather 


Posture Chairs 
by BRIGHT 


Rich, luxurious leather 


fort of correct posture 





No. 58 
BRIGHT CHAIR CO., Inc. made of fine materials 


127-133 BLEEKER ST. honest craftsmen. Write for 


NEW YORK, N. Y. full information now. 





fashioned into the ultra com- 


these new BRIGHT crea- 
tions. Harmonizing perfect- 
ly with the finest office fur- 
niture they have real sales 
appeal—Especially at their 
attractive prices. Like all 
BRIGHT numbers they are 








“KELTAN’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. S. Patent 1,782,622. Canadian Patent 324,059. Other patents pending.) 





All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse, New York 
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| to School - sind Winsee 


Business 


"College tian 


Than Ever 


Be fp BUSES. 


De Luxe 


Te big 


national adver- 
tisingcampaign 
is planned to 
coincide with 
the fall business 
pick-up! 8 Mil- 


lions of persons are nou 








ready to buy this pre-emi 


nent dollar pen with these 
BY” Outstanding Features 
= ¢ 14 Carat Gold Reinforced Point 
® Big Ink Capacity ® Vacuum Sealed Cap 
® Instant Flow Point ® Beautiful Finish 

@® Leak Proof Feed 


eee. ea 
‘ ¥ 


With pencil to match in a gorgeous gift set $1.50 
NEW FALL SCHOOL AND OFFICE ITEMS 
Fountain Pens, Mechanical Pencils, Pen and Pencil sets of 


superb design and splendid workmanship. 10c to $1.50. ASK 
TO SEE THEM! 


DAVID KAHN, INC. North Bergen, N. J. 


Since 1896, the World’s Finest Popular Priced Writing Instruments 





{merica’s Outstanding Dollar Fountain Pen 


NATIONALLY ADVERTISED! 
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AMBASSATUR 


ZIPPER BRING BINDERS 
Featured for Students: 


All-leather. Zipper on 
three sides. 







Two 
leather 
pockets 


This fine binder is equipped with a booster style 3 ring metal with | 
I” rings for 11” x 8!/.” sheets. Protecting wings for the rings. Made | 
of one solid piece of leather. Size: 13'/2” x 10!/2”. Colors: black or | 
brown. 


A Full Line of Binders and Zipper Envelopes | 
Doppelt offers a complete line of binders, zipper envelopes and brief- | 


cases to suit all purposes and pocket-books—for business and profes- 
sional use—as well as for students. 


PPT Lan 


Vinee i2HiweR GOODS 


Opposite Merchandise Mart 








412 Orleans St. 








HOTCHKISS 
MODEL 5-B 





WITH RUBBER FEET!!! 


All the mechanical advantages of the Famous 5-A 
HEAD—with a flat steel base. Permanent fastening 
only. 

Holds 210 standard Hotchkiss staples. 


LIST PRICE $3.50 


with usual discounts 


If you haven't seen this model—let us send one on 
trial for your inspection. 


vowwax MOTCHKISS -ow. 


























HECTOGRAPH REFILLS 


There is a good profit opportunity 
for you in Graphic Hectograph 
Refills for the thousands of Hecto- 
graphs in need of refills to restore 
their usefulness. Furnished in 
smart, lithographed cans the refills 
are dissolved by heating, poured 
into the Hectograph tray and left 
to solidify. Made by Graphic is 
assurance of the best. Try this 
profit producing number. 


GRAPHIC DUPLICATOR CO. 
148 Lafayette St. New York, N. Y. 


\ 


Manufacturers of a complete line of 








duplicating machines and_ supplies. 
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with that company he handled accounts with the 
state of Iowa, Polk County and all government agen- 
cies. He is survived by his widow. 

Mr. Murray is the second member of the Koch staff 
to pass away in recent months, W. W. Gonser, a city 
salesman, dying last January after more than eighteen 
years with his firm. 


> 
ADOLPH MONTAG 


Adolph Montag, one of the founders of Montag 
Brothers, manufacturing stationers of Atlanta, Ga., 
died July 17 in a Lexington, Ky., hospital following an 
illness of several weeks. A native of Frankfort, Ger- 
many, Mr. Montag came to this country when a boy 
and had been secretary-treasurer of Montag Brothers 
for several years —JHR 


ee 


WALSH TAKES BEST CO. PENCIL LINE 
Herbert J. (Herb.) Walsh, widely-known Middle West 
representative of the Southworth Company, and man- 
ager of its Chicago office and warehouse, last month 
took over the representation of the Richard Best Pencil 
Company line. He will travel Illinois, Iowa, Nebraska, 





H. J. WALSH 


South and North Dakota, Minnesota, Wisconsin, In- 


diana and part of Michigan for Best, and will maintain | 


a stock of the company’s products in Chicago. 


Prior to taking over the Southworth Chicago office 
five years ago Mr. Walsh was connected with a number 


of office supply manufacturers for ten years. He is | 


active in association work and is serving his second 
term as a vice-president of the Wis-II] Club. 
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WORKERS MUST PROCURE SOCIAL SECURITY 
ACCOUNT NUMBERS 
A bulletin from the Unemployment Compensation 
Division of the Illinois Department of Labor, Chicago, 
states that every worker without a social security ac- 
count number must file an application for one no later 


than August 1, or seven days after the first day he is | 


hired, whichever occurs later. Should the worker fail 
to obtain his number in the time specified, then his 
employer must file an application for him within seven 
days. 

Extracts from the bulletin read as follows: “After 
July 1, 1939, wage records will be used to determine a 
jobless worker’s right to unemployment benefits, and 
his benefit amount. The account number system is 


basic to job insurance. Prompt and accurate payment | 


of unemployment benefits next July will be possible 
only if records of wage credits are complete. Workers 


can apply for numbers either in person or by mail. | 


Any employer can request application blanks for his 
workers. Field offices will issue numbers promptly on 
receipt of a properly filled in application.” 





Easy Chair Comfort 


began with the old Boston rocker which had 


its fulcrum on the floor. 


Today the best tilting office chairs have 


GILSON-BOLENS 


Low Fulcrum Chair \rons 


to make them comfortable. These low fulcrum 
irons tilt in an easy arc. High fulcrum irons 
teeter up and down on a high axis. You can 


feel the difference. 


Gilson-Bolens Irons make good office chairs 
better. 





_ Gilson-Bolens Mfg. Co. 


PORT WASHINGTON, WISC. 















NARROW BASE FASTENER 


For BRIEF COVERS 


_ Complete 
| Brief Covers , With the Aceo Fastener 


} 


—give a more efficient binding, greatly enhance 
the appearance and double the value of the sale! 
Millions now in use. Millions are being demanded. 
The narrow base “bodies” right into the binder, 


keeping thickness down to a minimum. 
Wrile for sample and prices 
ACCO 
A 
PRODUCTS, INC. 


39th Ave. and 24th St. Long Island City, N. Y. 








146 


Triple the Business in Your Territory 


Place a trial order of 3 dozen 8 oz. bottles of 
Cleanereno and receive 18 beautiful Eagle 
pens and 18 pencils in four different colors, as 
an introductory offer to the consumer. Display 
card and circulars inclosed with each shipment. 


sEaTBRIRS 


Cieanetets 


rece THPEWRITER 


Lex. Betthe Boz. Botte 


& ¥ 
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Cleanereno Chemical Co. 108 W.Lake St. » Chicago. III. 











HIGH POINT 


No. 7814 
POSTURE CHAIR 





COMBINES 


scientific working com- 
fort 
engagint design. 


with attractive and 


In MOST offices, a 
pleasing harmony of ap- 
pearance is considered 
important, especially with 
regard to chairs. This High Point number presents 
good quality and looks right. It is well worth featuring. 


It is made in quartered oak, pecan walnut and mahog- 
any. Besides the style shown here, it is made with 
upholstered seat (No. 7414), with upholstered panel 
back (No. 7914), and full upholstered back (No. 7714). 
New, improved posture chair control with rubber com- 
pression unit—large, easy rolling, noiseless casters. 
Full details and prices on request. 


HIGH POINT BENDING & CHAIR CO. 
SILER CITY, NORTH CAROLINA 








| in office equipment is quiet. 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
230 Avenue D, Redondo Beach 


— in the trade here are about as re- 
ported last month. There is a fair amount of 
building, mostly in small residences, and a few larger 
structures are under way. But the tone of business 
This is due to general 


| conditions and to the vacations which are the rule 
during the summer—a sort of universal play-time. 


| dealers. 


| of retail sales. 


| at San Bernardino. 


| after the first of September. 
* a 


It is hoped and expected that trade will pick up 


* 


Sengbusch Operates Truck in Southern California.— 
The Sengbusch Self-Closing Inkstand Company of 
Milwaukee, finding that business is developing to size- 
able proportions, is operating a light delivery truck 
in Southern California. Salesman A. J. DeMerritt uses 





a a 


- Ned. we - 
SALESMAN A. J. DeMERRITT AND HiS NEW SENGBUSCH 
TRUCK 


this method further to promote the friendly feeling 
existing between the company and its Southland deal- 
ers. The truck is a handsome piece of machinery, 
and useful withal, especially in the handling of adver- 
tising display material with which to service the 


* * * 

Barnum Takes New Place.—N. H. Barnum, for some 
time in the employ of the Zellerbach Paper Company 
of Los Angeles, is now associated with the firm of 
Barnum & Flagg at San Bernardino. He is in charge 


* * * 


Pratt Now with Stockwell & Binney.—R. L. Pratt 
has taken the position formerly held by Ralph Graham 
as manager of the Stockwell & Binney organization 
Mr. Graham has become asso- 
ciated with the Schwabacher-Frey Company of Los 
Angeles as assistant general sales manager. 

* * * 

Kuffer Takes Over Management of His Monrovia 
Store.—Mr. Kuffer, heretofore in charge of the sta- 
tionery department of the Parker Typewriter Com- 
pany at Pasadena, is now spending his entire time 
in his own store at Monrovia. While he was in Pasa- 
dena, Mrs. Kuffer conducted the store at 414 South 
Myrtle avenue, Monrovia. 

* * * 

Tiernan Moves Pomona Store.—The Tiernan Type- 
writer Company recently moved from their former 
location at 228 West Second street, Pomona, California, 
to Third and Thomas streets, that city. Here they 
have an attractive corner store. 


* * * 


Mr. Bernstein Goes Visiting.—Mr. Bernstein, owner 


| of the Commercial Office Supply Company, 701 Ana- 
| capa street, Santa Barbara, recently returned from a 
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STOP! 


oT eS) NOT PLACE 


any orders for your Fall 






line of lamps until you 
have seen the new catalogue and reduced 
prices now featured by The Calvert Lamp 


Company. 


The Calvert Lamp Company is featuring a 
new low priced line to retail at $1.95 and 
$2.95. We have also added a line of Office 
Torchiere and Floor Lamps which embody 
the usual high quality, excellent finish and 


workmanship. For more information write 


(Calvert Lamp (ompany 


300 E. Federal Street Baltimore, Maryland 











SUPERDEX 
ROLL LABELS 


Made by the special WARSHAW 

scoring method, SUPERDEX Roll 8 PASTEL 
Labels always part evenly—always COLORS 
look neat and trim. Well gummed BUFF 
for quick, permanent application. ip = agg 


; : CHERRY 

Made by automatic machinery, SALMON 

they are always uniform. Prices are GREEN 

attractive. Quality is excellent. — 
' U 
We'll gladly send a sample and uate 


prices. Write Now! 


WARSHAW MFG. CO., 


| MAIN ST., BROOKLYN, N. Y. 


INC. 


GUIDES PROTEX STICKONS 
INDEX CARDS MENDING TAPE 
FOLDERS GUMMED INDEX TABS 











TABLEs 


FOR SEVENTY YEARS 
That’s St. Johns’ Story 














St. Johns Office Table No. 24 







Solid Northern Grey Elm; Office 
Golden Finish. Also School Brown 
Finish. Top is %-inch thick. Legs 
2\% inches square. Six sizes, from 
24x36 to 30x72. 






Since 1868 we’ve been making America’s favorite office tables 
here in the world’s largest table factory. No wonder they are 
the fastest and most profitable sellers. Write today for our 
catalog and price list showing our complete minimum-inventory 
line. All the best selling colors and sizes, with sturdy dove- 
tailed drawers with 3-ply bottoms. A line designed for turnover, 
profit, and customer satisfaction. 


Office Furniture Warehouse Company, 
573 Broadway, New York 


ST. JOHNS TABLE COMPANY 
CADILLAC, MICHIGAN 








TYPEWRITER 
RIBBONS 


AND 


DUPLICATOR 
INKS 


Judging by the many letters of 
commendation we are constant- 
ly receiving from our customers. 





TYPEWRITER 
RIBBONS 


"= 
We are confident that 
we make the BEST QUALITY 


Our prices are extremely low. 
Send for our new price-list. 





Carbon Papers 





and Stencils 
DUPLICATOR ; : 
INKS at Special Prices 


QUALITY INK & CARBON CO. 


311 N. DESPLAINES ST. CHICAGO, ILL. 
OO ee 
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Opportunity 


Alert Salesmen 


You ambitious office supply and equir 
ment salesmen will be interested in the 
K vy Calac Plan 
Amberg paies rian 

Sell direct for the manufacturer. Utilize all 
the advantages of owning your own business 

The Amberg File & Index Company mar- 
kets through this plan a most complete line 


Filing Office Loose 
Supplies Furniture Leaf 
Indexing Filing Cabinets Catalog covers 
Folders Desks Proposal covers 
Guides Tables Price Books 
Filing Pocket: Chairs Celluloided 
Record Cards Steel Shelving Indexes 
Transfer Case Portfolios 
Vis quit Printed Forms 











* LOOSE LEAF COVERS - PAPER SPECIALITIES = STEEL OFFICE EQUIPMENT 
Pactory Direct Since 1868 






FILING SUPPLIES 





1400 Fulton St. Chicago, Ill. 








EXTRA 
PROFITS — 





DARNELL 
PRODUCTS 


Reminding your customer of the increased 
efficiency and savings he can enjoy by 
using Darnell Double Ball-Bearing Casters, 
Noiseless Glides and other Quality Darnell 
Products, will bring you Extra Profits and 


create a customer-confidence that will add 


WRITE FOR LATEST materially to your prestige 
DARNELL MANUAL and permanent good-will. 


DARNELL CORPORATION, LTD. 


BOX 4027,.STA. B, LONG BEACH, CALIF. 
36 N. CLINTON STREET, CHICAGO, ILL. 
24 E. 22nd STREET, NEW YORK,N. Y. 
DARNELL CORP. OF CANADA, LTD., TORONTO, ONT. 





OFFICE APPLIANCES 


NEW MODEL 


With Error-No it's a sale 
everytime! Customers 
that you contact regu- 
larly are your best pros- 
pects. Just call this copy- 
holder to their attention 
and demonstrate its easy 
operation and outstand- 
ing features! 


WAVE YOU SENT FOR 
YOUR PICNIC ICE BOX 


DIVISION OF THE 


HALL-WELTER CO, INC. 


181 ST. PAUL ST. ROCHESTER, N. Y. 











In all this talk about 
relief for business— 


don’t forget about 


PROTECTION 


for Business Records 





TRUE enough, safes like life insurance have to be 
sold. But, bankers and business men know that their 
records must be preserved and that safes and vaults 
of antiquated or unknown quality ought to be re- 
placed with modern, dependable equipment. 

Profitable opportunity awaits the dealer who goes 
after this business with energy and determination to 
succeed. With SCHWAB SAFES he can fill every 
record protection need and supply safe equipment 
for furriers, jewelers, postoffices, banks, etc. And with 
the help of the Schwab sales plan, he can‘ approach 
every problem intelligently and work it out satisfac- 
torily. Write for details. 


THE SCHWAB SAFE CO. 


LAFAYETTE, INDIANA 
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vacation spent at Denver, Colorado, his “old home 


town.” 


His stay was too short to enable him to do | 


much fishing for the trout which abound in the | 


streams of the Silver State. He hopes to have a longer 
vacation next summer, when the wary trout and other 
game fish will meet their master. 


* * * 


Light Without Glare.—So impressed are the mem- | 


bers of the California Desk Company of Los Angeles 
with the value of Polaroid desk lamps that they have 
employed a competent salesman to handle the line 
exclusively to their trade. The man selected is W. E. 
Preston, an experienced specialty man, who is en- 
thusiastic over possibilities of the new device. 


* * * 





Chamberlain Visits Old Friends.—Late in July W. G. 
Chamberlain, formerly for many years manager, vice- | 
president and president of the Wholesale Typewriter | 
Company of the Pacific coast, paid a visit to old | 
friends in the Los Angeles trade. He spent a day with | 
Manager Charles Harris of the Smith-Corona office | 


and with others. Mr. Chamberlain has retired from 
active participation in business. 
ra 


* * 


Amateur Wrestler on Oriental Good Will Tour.— | 
Charles Weebe of the Stationers Corporation, Los | 
Angeles, is an amateur wrestler of ability. He is now | 
in Japan as a member of the good will aggregation | 


sponsored by the Los Angeles Athletic Club. 
mn * a 


Retires to Lemon Ranch.—After thirty-seven and 
one-half years with the sales force of the Pacific 


Manifolding Book Company, Mark Hanna has retired | 


to his lemon ranch near Los Angeles, where he will 
continue producing fruit of top notch quality. His 
former position with the Pacific Manifolding Book 
Company has been taken by Robert L. Hiles, a sales- 
man of experience. 

* * * 

Stationery Concern Moves.—The Bniiggs Stationery 
Company has moved to 824 Golden avenue, Los 
Angeles. 

* * * 

Bates Man Visits L. A.—Hendrix C. Lyles, who repre- 
sents the Bates Manufacturing Company, spent June 
in Los Angeles calling on the trade. 


* * * 


Silvershield T:kes New Position.—Duncan Silver- 


Shield of Chicago is now resident manager of the | 


Pacific Carbon and Ribbon Company, whose office is 
at 486 South Main street, Los Angeles. 


* * * 


Spencerian Pen Man Calls.—Elmer G. Stacy, sales | 


and advertising manager of the Spencerian Pen Com- 
pany, was recently introduced to the Pacific Coast 
trade by E. U. La Follett, local representative at Los 
Angeles. 

* * * 

Shriners.—The following members of the Order of 
the Mystic Shrine were among those in this field who 
attended the big Shrine convention in Los Angeles: 
Walter P. Funck, The F. S. Webster Company, Bos- 
ton; R. D. Buckley, Automatic Pencil Sharpener Com- 
pany, Chicago, and John Vincent, vice-president, 
Tablet and Stationery Company, St. Joseph, Missouri. 
Mr. Vincent is Past Potentate of Moila Temple, 
St. Joseph. 


Oe 
“HULETT DAY” BREAKS G-E SALES RECORD 
From Thursday noon, June 30, to Friday noon, July 


1, General Electric refrigeration distributors and deal- 
ers throughout the country celebrated a new holiday 


| 
| 
| 


| 








| 


by establishing the greatest single day’s sales of com- | 
mercial refrigeration in the company’s history, accord- 


ing to all records recently released. The occasion was 
known as “Hulett Appreciation Day” in honor of 


Harold T. Hulett, completing his first six months as | 


manager of the section. 
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hot sales tips 





on these MURPHY Zas¢ sellers! 


H ERE are two of our largest selling numbers—a matched chair and 
table for portable typewriters! And here are three ways that dealers 
cash in on them: (1) Increase portable typewriter sales by a combina- 
tion offer with one or both pieces. (2) Sell both pieces together as a 
matched set for homes, for students (timely’ right now), or for small 
| offices. (3) Sell either piece separately for any 
number of uses. 
Both pieces are sturdily built of tough pecan 
wood, in popular streamline design, and finished WRITE 
in walnut or mahogany. Chair has upholstered 
seat. Their amazingly low cost will give you sur- FO R N EW 
prising volume with neat profit. Ask for Portable 
Typewriter Table No. 6200; chair No. 6330. M U R P HY 
MURPHY CHAIR CO., OWENSBORO, KY. CATALOG! 


MURPHY CHAIRS 


~ method o 
‘ae Fastening, 


1. Never requires refills. Uses paper itself instead of clips 
or staples. 

2. Never ''jams.'' Nothing to clog, stick or jam. 

3. Neat, attractive in appearance—see above. 

4. Saves filling space—adds no bulk to papers. 

. Saves postage—adds no weight. 

6. Fastened papers may be released quickly and easily with- 
out defacing. 


Dealers—write or 
wire for full de- 
tails. 


aper < < 
Welder 


Service Industries, Inc. 


1078 Boylston St., Boston, Mass. 




















STARK 
CALENDARS 


Present 


AComplete Linein Desk 
Calendars for 1939 


The STARK line of Desk Calendars will appeal to 
the most discriminating. Stands are so constructed 
as to give the utmost in writing ease and are equipped 
with rubber bumpers to prevent scratching of desk. 
Our refill pads are printed on QUALITY bond paper 
and inserted in attractive cartons. 


Stark Calendar refills and stands 
are interchangeable with those | 
of other manufacturers. / 


Write today for our cata- 
log and price list. 


STARK ge ; 
CALENDARS, INC. Fgh a me A Xe. 400 


» No. 508 

525 S. Dearborn Street L 
CHICAGO, ILL. dbove 
No. 7 











WHAT THE STENOGRAPHER 
WANTS 


Stenographers are interested in Clarotype because it is the 
best method of cleaning typewriter type. It gives value 
because it cleans quickly and thoroughly from top to 
bottom of the bottle. That is what stenographers want, and 
that is why Clarotype creates more repeat sales than any other 
type cleaner on the market. Increase your type cleaner sales 
with Clarotype. Order from your jobber or direct from 


The Clarotype Co., Inc., 16-J Hudson St., New York City. 


CLAR:O-TYPE 


THE MODERN TYPE CLEANER 


THE BEST KNOWN— KNOWN AS THE BEST 


| its products. 








OFFICE APPLIANCES 


SPRING SHOWING INCLUDES OFFICE FURNITURE 


Manufacturers of office furniture and equipment took 
a prominent part in the Spring furniture exhibition 
which opened last month in the Furniture Mart, Chi- 
cago. During the two weeks of the show it was esti- 
mated that nearly 4,000 buyers and representatives of 
dealers visited the Mart and an unusual number of 


| orders of a substantial nature were recorded. 


Among office furniture manufacturers who displayed 
their products at the show, were the following: 

The Howell Company, St. Charles, Ill—Showing a 
fine display of office smokers, kitchen furniture and 
chrome steel reception room furniture under the direc- 
tion of William McCredie, secretary and treasurer of 


| the company. 


Imperial Desk Company, Evansville, Ind.—Office and 
home desks, and bookcases in many styles and sizes 


| were the feature attractions, in a brilliantly lighted 
| display room. N. A. Gerth was in charge. 


Murphy Chair Company, Owensboro, Ky.—R. J. 


| O’Malley was in charge of a display of attractive uphol- 
| Stered posture chairs, with an abundance of colors 


available and a series of executive swivel and side 
chairs. 

Mutschler Bros. Company, Nappanee, Ind.—Kitchen 
furniture and equipment in a well-arranged ensemble 
was the feature attraction of this showing. The exhibi- 


| tion was under the direction of Carlyle Mutschler and 
R. C. Chapman. 


St. Johns Table Company, Cadillac, Mich.—Dinette 


| suites and living room tables of every description and 
| grade were shown here in an attractive setting. H. N. 


Petrie was in charge. 
Nor-Cor Manufacturing Company, Green Bay, Wis.— 
A fine array of furniture with the featured number 


| being a new school chair built to include a desk top 


and posture back. The item is of steel and is movable. 


| Steel movable tablet arm chairs, angle steel straight 


posture chairs and channel steel folding chairs were 


| also shown by S. E. Zeigler in charge of the display. 


Nagel-Chase Company, Chicago, Ill.—This display 
featured a specialized line of Ash-Away smokers of 
every style and description, with stress laid upon a new 


| color known as French antique, which is a gold finish 


made to blend with any color scheme. E. B. Seaborg in 


| charge. 


Troy Sunshade Company, Troy, Ohio.—George W. 


| Fraley in charge of a splendid showing of settees, desks, 
| chairs and tables in modern chrome, with every color 
| in upholstering available. The show was visited by sev- 


eral officials of the company, including Bond Houser, 


Sr., and Bond Houser, Jr. 


Gaylo Manufacturing Company, Chicago, Ill.—Utility 


| tables capable of supporting any type of office machine 


and finished in an attractive finish formed the prin- 


| cipal item which was flanked by several sets of bridge 


tables and chairs in modernistic and handsome fin- 


| ishes. W. L. Nave was in charge. 


High Point Bending & Chair Company, Siler City, N. 
C.—F. J. Boling showed fine suites of club furniture as 
well as numerous office chairs, desks and bookcases. 

Indiana Desk Company, Jasper, Ind.—This display 
consisted of juvenile desks and a series of fine book- 


| cases, chests and many novelty numbers. A. F. Krieg in 
| charge. 


New Indiana Chair Company, Jasper, Ind.—Chairs in 


| every variety of wood for practically all uses were on 
exhibition, with fine upholstery predominating. Mr. 


Beckman was in charge. 
The Faultless Caster Corporation, Evansville, Ind., 
maintained an office in the Mart, but did not display 


—~—-e. 


VARAT DISPLAY IN: CHICAGO HOTEL 
The Murray Varat Company, 25 South Market street, 
Chicago, last month staged an exhibition of its entire 
line of merchandise in the Morrison hotel, rooms 1122 


| and 1123. Max Stiefel was in charge. 





the Duplicator 


tet we EVERYTHING 
DEALERS KNOW 

THEY CAN SELL 

SPEED-0-PRINT 

DUPLICATORS 


~oenjienee! 


This new achievement in 
duplicating machines 
offers Speed, Simplicity 
and Convenience such as 


you have never known 





before in any duplicator. 
Check the Sp2ed-O-Pring 
Pointforpointagainstany 
quality - built duplicator 
in the world selling at or 
near its low Price, and 
you will soon see why 
it has become America’s 
fastest selling duplicator. 
Wire or write 
for dealers 


THE SPEED-0-CABINET 


For beauty and 
" utility the roomy 
: SPEED-O-CABINET 
sa pages in is the ideal base for 
i aising pr 
lowering or r 
sition . . . Instant r 


Kaprettion roller . 


your duplicator. 


' Substantially made of electric 
welded steel — 
inforced — a 
rs adequately rein 
rain mi for ie joints and seams entirely 
ine '. cl: welded. § 18.75 
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Add to your Sales...make extra profits 


e @ e with these unconditionally guaranteed Investigate the profit possibilities Speed-O-Print 


Quality Products. Every original Speed-O-Print offers to stationery and office supply dealers 


sale leads to continuous and profitable repeat in every town and city. Write today for illus- 





business on Speed-O-Print Supplies. trated catalogue and full details. 


SPEED-0-PRINT CORPORATION.,..153 N. MICHIGAN AVENUE, CHICAGO 








CANADIAN NEWS NOTES 

Instruments Ltd., Ottawa, Ont., has taken over the 
office and general stationery business of Commercial 
Office Supplies in that city. The new business is lo- 
cated at 240 Sparks street and occupies three floors. 
Instruments Ltd. took over the Elliott Fisher stationery 
business in Ottawa in 1935. 

* * * 

In keeping with modern progress, various Canadian 
stationery manufacturers and importers have com- 
menced the making or distribution of special air mail 
stationery lines of commercial papers. The new addi- 
tion to the stationery field was made following the 
long awaited air mail and parcel service across Canada 
which began to function in July. In addition to the 
great essential of lightness the new stationery will 
also be unusually smart in appearance. Barber-Ellis 
Company, of Toronto, is making its own line of air 
stationery in Canada. There will be two standard 
weights, one estimated at twelve sheets and an en- 
velope to the ounce and the other at approximately 
twenty-four sheets and one envelope to the ounce. The 
Copp Clark Company, Ltd., and Menzies Company, 
both of Toronto, will import their various assortments 
from England, where the long-established air-mail 
service has resulted in the making of a wide assort- 
ment of such postage saving paper. 

* a * 


The Viceroy Manufacturing Company, Ltd., has 
moved into new offices on Royce avenue, Toronto, Ont. 
* * * 

Foster Brown & Sons, office stationers, Montreal, 
Que., for a long period of years, has recently changed 
its name to Foster Brown Ltd.—SJL 

SS 


N. J. FAIR TRADE LAW PASSES OVER GOVERNOR’S 
VETO 

Price-cutting on retail stationery and office supplies 
sales will be curbed in New Jersey under a new statute 
banning advertisement, sale or offering for sale of 
merchandise at less than cost. The new fair sales 
measure became law last month when passing over 
Governor Moore’s veto. 

The bill, as drafted by Assemblyman Lawrence H. 
Ellis, Camden County Republican, applies to all retail- 
ers, who are prohibited from selling at less than cost 
plus a two per-cent delivery charge. Violations are 
punishable by a fine of $50 collectible by district court 
action. The only exemptions to the bill’s major pro- 
hibitions are bona-fide clearance sales, marked and 
advertised as such; disposal of imperfect or damaged 
merchandise, so advertised; sales upon final liquida- 
tion of a business and sales under court direction.— 
NJNS 

HALE PLANS CALIFORNIA OFFICE 

Joseph D. Hale, former president of the Rite-Rite 
Manufacturing Company, Chicago, will shortly open 
an office in Los Angeles, Calif., where he will carry four 
or five outstanding lines in the stationery and drug 
trade. As a nucleus of an organization he proposes to 
build up, Mr. Hale is taking with him Bob Walker and 
Al Wilson, two experienced salesmen in the office sup- 
ply and equipment field. His present lines include 
David Kahn fountain pens, Plymouth rubber bands 
and Arthur E. Wilson stationery. 
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MASTER EMHARDT ARRIVES 
J. Emhardt, Philadelphia representative of the 
Columbia Steel Equipment Company, is still receiving 
congratulations upon the birth of a son, J., Jr., born 
to Mrs. Emhardt on July 4. The young man weighed 
six and three-quarter pounds, to which he has added 
several ounces since his arrival. 





STATIONERS / 175 your 
LINE.. EXCLUS/VELY/ 


“STEEL-STRONG”* PRODUCTS ARE SOLD 


THROUGH DEALERS ONLY. 


Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable .. . 
secure . . . with the guaranty of Members of The 
Nat’l Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, ete. ... and each product 
has been developed to the highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 








STEEL STRONG “PRODUCTS 


BILL STRAPS 


THE C.L.DOWNEY CO. cincinnatio. 

















70 |b. by oz. 


Heavy Duty Parcel Post 
self-computing, 
all zones 


No. 1577. $17.50 

















EASY to use 
and to read 


HANSON 
SCALES 


Better service for shipping and mailing departments. No 
beams nor weights to manipulate, no mechanical attention 
nor oiling needed, no time lost—just put the package on and 
read the answer. 

Construction: Case of heavy sheet steel, mechanism extra 
heavy, accurately machined parts with springs of specially 
tempered Swedish steel. Tested with official weights for ac- 
curacy and provided with indicator adjusting screw. 
Dimensions: 6 inches high, 10 inches wide, 16% inches long 
—platform 14% by 10 inches—weight 19 Ibs. 

More Sales for Hanson Dealers: It’s worth while to replace 
old equipment when you consider the saving in time, con- 
venience in use and assurance of accuracy now offered. Full 
details of the new scales and the Hanson merchandising plan 
on request. 


Hanson Scale Company 
574 N. Ada Street Chicago, Illinois 


100 Ib. by '/2 Ib. 
HeavyDutyExpress 
No. 1585 $15.00 


250 Ib. by | Ib. 

HeavyDuty Freight 

No. 1500 $12.50 

(indicate weight 
only) 
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BUYERS WANT QUALITY 








IF PRICE IS THE ONLY 
CONSIDERATION 
‘QUALITY 
MUST BE 
SACRIFICED 


MUNSON SUP- 
PLY CO. FOR 
THE PAST 33 
YEARS HAS 
BUILT THEIR 
BUSINESS ON 
QUALITY AND 
SERVICE 


INTERNATIONAL 


CGOGB000060608 


MUNSON SUPPLY Co., 348 Hudson St., New York City 


Please send information about the New Key 
—New Package and Counter Display to 
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A New Profit ITEM! 
The Gaylo Utility Table 


FOR— 


Typewriter 
Telephone 
Adding Machine 
Dictaphone 
Special Filing 
Cabinets 








Colors— 


Mahogany, Green, 
Walnut 


A new GAYLO product that is proving to be a real seller—a 
utility table entirely new and different, made by the manufac- 
turers of the famous GAYLO line of seating chairs. Serves many 
office and home purposes. 


UPHOLSTERED TOP 


Three-ply wood veneer top covered with Spanish leatherette 
to make it noiseless. Can also be furnished in a plain metal top. 
Baked synthetic enamel finish—frames shaped for the comfort of 
the user. 

The GAYLO table is priced remarkably low. Be the first in 
your community to offer this outstanding table. Write or wire 
for more information. 
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THE GAYLO MFG. CO. 


820 NORTH MICHIGAN AVE. CHICAGO, ILL., U. S. A. 
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Austin, Texas.Clay L. Price, proprietor of the Typewriter Exchange, 
on July 5 moved his business into newer and larger quarters at 118 West 
Fifth street, where he will continue to feature Royal typewriter sales and 
service. Besides the Royal, Mr. Price’s organization also handles Mar- 
chant calculators, Ohmer cash registers, Speed-O-Print duplicators, Tykar 
electrical device for typewriters, ribbons, carbons and a general line of 
factory rebuilt office machines, 

Phoenix, Ariz._W. F. Fetterly, state representative of Remington Rand, 
Ine., last month moved his office and display room from 27 South First 
street to 128 South Central avenue, where he has secured larger and newer 
quarters in which to display the entire Remington Rand line. 

Richmond, Va.— Bill Jones, supply salesman for the Royal Typewriter 
Company, has returned to work after an illness. 

San Antonio, Texas—J. Grady Gray has joined the local branch of the 
Royal Typewriter Company as a salesman for the San Marcos territory. 

BCR 

San Francisco, Calif... EK. F. Russ, manager of the western branch 
of the Royal Typewriter Company, Inc., will attend the annual meeting 
of Royal district managers to be held in New York August 1. He re- 
ported an exceptional volume of business for July, exceeding quota set 
by the home office. 

Wilkes-Barre, Penna.—Warren G. Saul has been appointed to sell Royal 
typewriters in Scranton City. 








ADDING MACHINE S 


Indianapolis, Ind.—The Adding Machine Service & Sales Corporation, 
36-38 East Maryland street, has recently acquired the local agency for 
the Friden calculator. The firm also handles Allen Wales adding machines 
is well as a complete line of rebuilt office machines. 

Newark, N. J.—S. L. Zweck Bronner of the Monroe Calculating Machine 
Company is the new first vice president of Newark Chapter, National 
Association of Cost Accountants. The new officers are arranging an 
active Fall and Winter program.—NJNS 











OTHER MACHINE $ 


Columbus, Ohio.__P. P. Blackwell, for nine years district representative 
for the Addressograph-Multigraph Corporation, Multigraph division, re- 
cently celebrated his twenty-fifth year with the company, having become 
issociated with the firm in 1913 in the Atlanta agency, later being trans- 
ferred to St. Louis and Omaha and coming to Columbus in 1919.—A.K. 

Columbus, Ohio. Repairs costing $3,800 are being completed in the 
building at 44 West Naghten street, which was purchased recently by 
J. C. Whitmer, owner and operator of the Whitmer Cash Register Ex- 
change, who moved his business into the building from his previous loca- 
tion at 686 North High street—AK 

Hartford, Conn.John H. Garsden is the Nestor of the Underwood 
Elliott Fisher Company, and is hale and hardy. He is assistant works 





manager, 

Los Angeles, Calif._.A. G. Orton, 1108 South Hope street, is completing 
a two-month tour of the Western territory signing up factory distributors 
for the Fastener Corporation, Chicago, Ill. Before leaving the city Mr. 
Orton reported advance indications on the Pacific Coast point to steadily 
increasing business for the balance of the year, especially in the line ot 
fasteners and tackers manufactured by the company he represents. 

Philadelphia, Penna.—L. H. Hiliard, supply manager of the Underwood 
Elliott Fisher Company, won the Tri-City supplies sales contest. 

San Francisco, Calif.—C. C. Fiske, president of the Business Show 
of Progress, Ine., announces that the fourth business show will be held 
at the Palace Hotel, November 1-5. Details are being arranged by 
Mr. Fiske with the aid of the following officers of the Association 
Walter Knight of the Do More Chair Company, the vice president; 
Ray Oliver of the Pacific Manifolding Book Company and Ward Harris 
of the Ediphone and A. B. Lanning of Ditto, Inc., director. 

St. Louis, Mo.—The local branch of the National Postal Meter Com- 
pany has recently been moved from its former location at 423-25 Louder- 
man building to suite 722-25 in the same structure. W. J. Genot is 
service manager of the branch. 

Southbridge, Mass._-Roland E. Dufault, for eleven years salesman and 
serviceman for the Royal Typewriter Company, has recently opened a 
business of his own under the name of the Dufault Typewriter Company, 
it 23 Hamilton street. Mr. Dufault, who for the last year has worked a 
southern Worcester County territory, has taken a Royal franchise and 
will handle office supplies and equipment in addition to Royal typewriters. 


el oe 


Typewriters in Switzerland 

\ recent Foreign Market Bulletin issued by the Specialties Division of 
the Bureau of Foreign and Domestic Commerce reads, in part, as follows: 

Although Switzerland has a well developed typewriter industry of its 
own with rapidly expanding export markets, the absorption capacity for 
imported typewriters continues practically unchanged. The indications are 
that imports will continue at the present level of approximately 10,000 
units annually. 

The United States and Germany supply over 90 percent of the demand 
for foreign typewriters. Most of the imports from the United States 
consists of standard size machines, while Germany supplies mostly portables. 

Imports of typewriters in 1987 and the comparative figures for 1936 
are given in the tables at the end of this report. In 1937 the United 
States supplied 50 percent of the total imports of typewriters in number 
of units and 64 percent in value; Germany 42 percent of the units and only 
0 percent of the value. 

Of the other sources of supply, Italy shows a considerable gain, though 
the imports from that country are relatively small. A new Italian type- 
writer is steadily gaining ground in the Swiss market. The increase in 
imports of typewriters from Italy consists almost entirely of this make. 
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a Rishel Chi ppenda | € The name “ESTERBROOK” on any pen 
In Genuine American Walnut and adds a premium to its worth in your 
Genuine Mahogany customer’s mind. 


ee For over 79 years, Esterbrook has main- 
Distinctive in Style and Beauty 


tained world leadership in the pen indus- 


Ask for New Catalog of Complete Line try through successful interpretation of 

the varied needs of users. 

Some Desirable Territory open mn ; : : 
for Experienced Salesmen Chat is why Esterbrook Pens are easier 





to sell— any time —in any store. 


J. K. RISHEL FURNITURE COMPANY ESTERBROOK STEEL PEN MFG. COMPANY 


86 Cooper Street ‘ Brown Bros., Ltd. 


Williamsport, Pa. Camden, N. J. °” Toronto, Canada 

















Drawn steel end-caps, Eyelets inserted and 


d hight Standard inner sections fastened in  counter- 
COOL and COMFORTABLE | | #2" cate oii Sine uh Rae 
an after binding and fast- to increase capacity. metal after binding. 


ened in place by means 
fluted 


Ventilated by rivet. 
REeEspiraTIoN 














Thimbles to guide 
chain- posts in and 
out of tube. 











U. S. Patent “ 
No. 2,025,712 Right-and-left-hand Right - and - left - hand 
blocks to move screw-rod to move 
chain-posts in and chain-posts in and 








out. Made of rust- out. The threads are Hinge lugs have 
proof metal. produced by rolling, four projections 
CHAIN which makes smoother which pass thru 
surfaced a: A — holes in tube = 
Don’t wait for your customers to ask for a seat cushion working threads than are very securely 
7 rs r “ POST METALS cut (or chased) ones. clinched inside 
before showing them a Respirator Cushion, but instead A : A ; the tube. 
explain and demonstrate Respirator Cushions whenever you és New Service for Manufacturing Stationers 
h tunit d ill be surprised at the num- Strength, security, light weight and economy 
ave an opportun i and you w surprit recommend this new metal. It is becoming more =f — 
ber of Respirator Cushions you will sell. and more in demand among bookkeepers and 
: p accountants. It is furnished with protruding or non-protruding 
A SATisfied customer and a SATisfactory profit for the posts, in eleven stock sizes with % inch posts and seven stock 
dealer is a mutually SATisfactory transaction. sizes with ; inch posts. Special sizes are also obtainable. 
We manufacture an extensive line of metals for memo and price 
Manufactured by books, loose leaf catalogs, ledgers, transfer binders, etc. Stationers 


who operate their own binderies should write for our illustrated 


Bi M. BICKETT COMPANY catalog and price list. 
WATERTOWN, WIS., U.S. A. LOOSE LEAF METALS Co., INC. 


6816 Arsenal Street St. Louis, Mo. 




















Are You Interested In 


Protected Territory? 


We are seeking established dealers in 
unassigned territory to act as exclusive 


distributors of the Cesco Line. To 
such, we have a most interesting prop- 


osition carrying full territory protec- 
tion, an advantageous discount ar- 
rangement, and special datings on 
stock orders. Send for details and 
catalog. 


THE C.E. SHEPPARD CO. 


4401-4429 TWENTY-FIRST STREET, 
LONG ISLAND CITY, N.Y. 








A continual flow of 
profitable repeat orders 
on MARKWELL improved 
PATENTED staples follows 
every MARKWELL sale. 


Attractive displays, leaflets, mats, elec- 
tros, and many other sales helps FREE 
to all Authorized Markwell Dealers. 


Inquiries invited from Select Dealers 


MARKWELL MEG.C inc. new vork.n.v 








OFFICE APPLIANCES 











Popular Office Chairs 


QUALITY CRAFTMANSHIP ... 
MODERN STYLING... 
EXTRA COMFORT 






Office furniture dealers can 
make greater progress and 
do more business with 
Jasper Seating Co. chairs. 
Keyed up to present day 
demands in points of style, 
construction and comfort, 
their self evident value often clinches the sale for 
the entire ensemble—desk, 
table, cabinet, etc. Good 
furniture .. . prompt ship- 
ments. Catalog and de- 
tails on request. 


Jasper Seating Co. 
JASPER, INDIANA 


CHICAGO: L. H. Farber, 529 So. 
Wabash Ave. Phone: Webster 3217 


NEW YORK: Office Furniture Ware- 
house Co., 573 Broadway 














Can You Give Them? 


Conditions are changing daily in the Industry. Are 
YOU keeping pace with them? Timely information 
will help you plan sales, act decisively, push profitable 
items, keep your stock up to date. 
“The information your Service Bureau gave us 
was just what we needed and placed us in a posi- 
tion to secure additional business that otherwise 
we could not have gotten.” A. R. Taylor Co., 
Memphis, Tenn. 
OFFICE APPLIANCES brings you the latest styles, 
news and trade gossip every month. The Service Bureau 
helps you gain information, lists and data gratis, almost 
impossible to gain elsewhere at any price. 
Ask for your FREE copy of OFFICE APPLIANCES 


and subscription particulars. 


THE OFFICE APPLIANCE COMPANY 


20 North Wacker Drive Chicago, Illinois 

















AUGUST, 1938 








rFeCweitie ee 


Oklahoma City, Okla.—L. B. Stites, salesman for the Western Bank & 
Office Supply Company, 205 West First street, who until recently resided 
in Lawton and traveled the ‘‘southwest territory,’’ has been transferred 
to Oklahoma City. Mr. Stites’ former territory has been divided with 
Otis Hobbs, who also travels the eastern and southeastern section of the 
state; Mr. Stites adding northwestern Oklahoma to his coverage. Both 
are now working out of Oklahoma City.—EVH 

Oklahoma City, Okla.—An office supply department has been added by 
the D. W. Collins Desk Company, Inc., 204 Northwest Second street. 
H. A. Webb, who has had more than twenty years’ experience in office 
supplies and furniture, is in charge of the new department, which will 
handle nationally advertised lines. Among the lines already stocked are 
Wilson-Jones loose leaf, Eureka blank books, L. E. Waterman fountain 
pens, and Carter’s Inks.—EVH 

San Antonio, Texas—J. 0. Mueller, formerly with the local branch of 
General Motors, and a graduate of the University of Texas, has joined 
the branch here of Remington Rand, Inc., as a salesman in the systems 
division.—BCR 

San Francisco, Calif.—Miss Edna Davis, of the Oxford Filing Supply 
Company, called on the San Francisco trade for the filing supplies lines 
produced by that manufacturer. She returned to Los Angeles the middle 
of the month. Early in August she will start on a tour of the North 
west Pacific states. 











MAREIiNG BEVICES 


San Francisco, Calif.—The Louis Melind Company, 593 Market street, 
is introducing the Par stamp pad and the Par rubber stamp ink, offering 
some new features. 

Toledo, O0.—The Toledo Stamp & Stencil Company, Toledo, has com- 
pleted removal of its equipment and now is installed in its newe home 
at 125 North Erie street, in quarters almost double the size of its former 
location at 542 North Erie street.—AK 
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Baltimore, Md.—The Calvert Lamp Company on July 11 and 12 held its 
1938 premiére showing of its lamp line at the New Howard hotel. Both 
days saw unusually large crowds in attendance and the exhibition was 
considered a success in every respect. 

Chicago, #1.—On July 26 the Cleanereno Chemical Company was incor- 
porated under the laws of the state of Illinois with an authorized capi 
talization of $500,000. The incorporators are Ruth Denzer, president; 
William F. Jensen, treasurer, and Helen Denzer, secretary. For the past 
eighteen years President Denzer was president and treasurer of the C. & D. 
Ink Company, Inc. Mr. Jensen has had forty years’ experience in the 
business world and for twenty-six years was a director of the Du Page 
Trust Company, Glen Ellyn, Ill. He was also connected with Jerrems for 
more than thirty years. Secretary Denzer was employed for five years as 
head of the mail order department of C. & D. Ink Company. 

San Francisco, Calif.—A. L. Treadway, manufacturers representative, 
834 Baker street, has been appointed Pacific coast representative of the 
Standard Record Company, Brooklyn, N. Y., makers of dictating ma- 
chine records. 

San Francisco, Calif.— Harold G. Roehm of the western office of the 
Eaton Corporation returned the first of the month from his annual 
trip to Hawaii. He reports business good, but other islands could not 
be visited because of labor difficulties. 

San Francisco, Calif.—G. R. Norton, coast manager of the Eaton Cor- 
poration, 770 Mission street, left July 9 on a trip of two weeks through 
Oregon and Washington. 

San Francisco, Calif.—Miss Rose Cushman, secretary of Charles P. 
Garvin, general manager of The National Stationers Association, spent 
some time at Los Angeles, and visited the Yosemite on her way north. 
In San Francisco she renewed the acquaintance of Miss Alice Christopher- 
son, associated with Wobber’s, Inc., an old time friend. Miss Cushman 
expressed great pleasure with her first visit to the Golden State. 











PEtws AND FPEWCTLS 


Hoboken, N. J.—Plans have been completed for the erection of a one- 
story modern factory building on the Bergen Turnpike, North Bergen, 
for the Paramount Pen Company of Weehawken. Construction work will 
begin immediately. 

San Francisco, Calif.—_H. C. Connersmann, representative of the Eagle 
Pencil Company, Rialto building, returned late in June from a trip of 
two and one-half months through the northwest 

San Francisco, Calif.—Walter C. Otto, comptroller for The Wahl 
Company, made a trip to the coast, which combined business and 
pleasure. 

San Francisco, Calif.—H. E. Waldron, vice president and general sales 
manager of the W. A. Sheaffer Pen Company, recently spent a week 
with the salesmen calling on the trade in San Francisco and Oakland 
to assist them in the introduction of table sets for the fall trade. 
The line was placed on display at the Palace hotel. Mr. Waldron went 
on to Portland and Seattle. 

San Francisco, Calif.—Charles Schmieder, manager of the stationery 
department of the White House, is making improvements in his depart- 
ment. A new display card for pens and pencils will be an additional 
feature. 

San Francisco, Calif.—Western salesmen of The Parker Pen Company 
gathered at the Palace Hotel July 2 for a sales meeting. The meeting 
was conducted by C. L. Frederick, vice president and sales manager; 
James N. Black, assistant sales manager; W. A. Rucker, wholesale sales 
manager, and Carl E. Priest, Western division manager. 








29 YEARS OLD— 
YET NEW! 


Occasionally we are asked, “Will ‘U.S.’ ribbons 
dry out)?” We emphatically answer “NO” and 
prove our point: 

Ata recent Business Show we tested one of 

our ribbons that had been made a quarter- 


century ago.....and it wrole like new! 


Our secret formula allows no drying out, which 
means maximum service—one of the reasons why 
our dealers can count on repeat orders! 

And, you can count on us to send our Dealer’s 
Price List and Samples if you will drop us a card. 
Write today! 


U. S. TYPEWRITER RIBBON 
MANUFACTURING CO. 
TENTH & SANSOM ST. 
PHILADELPHIA, PA. 
**Established 1895”’ 








You can sell more—by demonstrating the 
better service for executives and bigger out- 
put for desk workers—offered by 





Men who are “‘tied down”? by office de- 
tail realize the need for loosening up 

the advantage of getting out fre- 
quently among the trade. Show them 
how to use ZEPHYR for a better work- 
ing day—easier to get set, get the 
work done, and get away. 

ZEPHYR is designed in the spirit of 
ready, willing service—it impresses 
the visitor and reflects credit upon the 
user. Available in both three and four 
drawer double pedestal flat top, also 
single pedestal and typewriter desks 
in walnut and oak. Full details on 
request, 


Jasper Office Furniture Co. 


JASPER, INDIANA 
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CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 





Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. You 


can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS “» STATIONERS | 


Complete details on request 


ALLEN & COMPANY 
DEPT. Mm 
11-13-15 Vandewater St., 
New York, N. Y. 





2: 











STEADY SALE 
STATIONERS’ SPECIALTIES 


“Burro” PAPER g 


CLIPS 
At your 


The ‘‘aristocrat’’ fasten- 
ing for letters, invoices, 
enclosures, etc Four 
sizes including the Cling 
Clip ““‘Burro’’ Paper 
Clips have special 
tongues, which prevent 
side slip of papers. 
jobbers 









“Burro” INDEX TABS 


Detachable for cards and ledgers. Patent 
tongue insures firm grip. Of spring steel 
well nickeled Supplied with alphabets, 
days of the week, numbers 1-31 and months 
Also available with blank inserts 


’ . ~ 
“Bull Dog” PAPER CLIPS »—> 
.. - AND VACUUM CLIPS 
**Bull Dog’ clips for classifying work, holding 
stacks of papers, etc., are made of tough spring 
steel in five sizes Jaws brightly nickeled 
Body in three standard colors in addition to Send for 
regular black finish. ‘‘Vacuum Cup Clips’’ are catalog 
regular No. 1 ‘Bull Dogs’’ fitted with rubber price 
suction cup for attaching to glass or other non h 

. sheet 
porous surfaces. 


Also STAINLESS STEEL FILE SIGNALS 
FOR EVERY MODERN FILING NEED 


30 PID 20 21 22 23 24 20 ET) 34 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN- 






“ONE HUNDRED PERCENT DEALER PROTECTION" & 





NEW TRADE LITERATURE 





(Catalogues, pamphlets, broadsides, folders and other publicity 


material recently released) 


Alma Desk Company, High Point, N. C.—Effective July 18 and 
specifically canceling all previous lists, a new price list has recently been 
sent to dealers by this company. The new list covers all of the desk 
lines manufactured by the firm and contains a telegraph code for the 
convenience of dealers when ordering shipments. 

Art Metal Construction Company, Jamestown, N. Y.—This company has 
recently published a sixteen-page combination booklet-catalogue featuring 
its Planfile filing device for drawings. The Planfile is described and illus- 
trated elsewhere in this issue. The booklet is amply illustrated with 
pictures of the device, its operation and its parts. A page insert describes 
fifteen reasons for the use of Art Metal Planfiles. 

The Jasper Chair Company, Jasper, Ind.—This company has recently 
published its Catalogue No. 25, a thirty-one page book measuring 12xs%4 
and enclosed in a decorative two-tone brown and yellow cover. Featuring 
the firm’s slogan of ‘‘The Right Chair at the Right Price,”’ the catalogue 
illustrates several new numbers including chairs Nos. 886 and 887, both 
of which are described and illustrated elsewhere in this issue. Pictured 
besides the many leather upholstered straight and swivel chairs, is the 


Jasper line of settees, semi-upholstered posture chairs, stools, tablet arm 


chairs, and stationery chairs. A repair diagram occupies an entire page 
in the back and is a guide to purchasers buying parts for repairs, etc. 

National Brief Case Manufacturing Company, Chicago—This firm has 
recently published a new catalogue enclosed in an attractive orange and 
black cover, and containing many new and novel ideas in zipper style, 
fan style and executive cases. Many illustrations are in color and fea- 
ture browns, russets and analine russet cases in their natural shades. 
Copies of the catalogue are available to dealers. 
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The Swiss Office Furniture Market 


{ reeent Foreign Market Bulletin issued by the Specialties Division of the 
Bureau of Foreign and Domestic Commerce, reads, in part, as follows: 

The situation with regard to office furniture continues unchanged. Metal 
stands for typewriters, calculating, and accounting machines constitute the 
principal item of office furniture imported from the United States. Owing 
to the high transportation cost and a relatively high duty American office 
furniture of the heavier type, such as desks, large filing cabinets, etc., 
cannot compete successfully with the products of several domestic manu- 
facturers 

Imports of office furniture, the principal component of which is steel, 
are subject to restrictions. For imports within the allotted quota the duty 
is 40 franes per 100 kilograms gross weight; for imports in excess of the 
quota or by individuals or firms not entitled to a contingent the duty is 100 
francs. Office furniture is still classified in the Swiss import statistics 
together with other furniture of steel and wood. 

In 1937 imports under this heading amounted to 98,370 kilograms valued 
at 383,594 francs. From the United States alone 9,536 kilograms valued at 
46,113 francs were imported. Apart from some garden chairs, practically 
all of the steel furniture imported from the United States is for office use. 
These figures, therefore, offer a fair indication of the share of the market 
for office furniture of American origin. Compared with 1936 imports from 
the United States show an increase of approximately 10,000 franes, this 
being due chiefly to the higher import price as a result of currency devalua- 








tion 
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Trail Blazer for Sales 


“Your Man Friday,’ issued by the Ames Supply Company, pictured the 
office machine service man as an ambassador—a representative of his 
business, with entreé to the innermost offices and capable of exercising 
diplomacy in making suggestions to the stenographer or her superior. 
He can use his eyes and ears while at work, and discover points where 
equipment and supplies can be used to advantage. Back to the shop, 
he can offer suggestions for repairs, new equipment and supplies. 


——- > —— 


Irish Printer 
The Irish Printer (Dublin) reports that the MeCorkindale Machine 
Company, Holyoke, Mass., is manufacturer of a paper making machine 
which ean make good imitation of hand made sheets, of any size. 


I 


Duplicator for Church Use 


The High Standard, published by the duplicating machines division of 
the Standard Mailing Machines Company, Everett, Mass., discussed the 
use of spirit duplicators in church work, to which this type of device has 
special application. 

a ee 


Austrian Patent Office Abolished 
According to Commerce Reports an ordinance abolishing the Austrian 
office was effected April 28, 1938. Applications for patents and 
trade marks can no longer be filed in Austria. Applications filed in 
Germany, however, are effective for Austria. Section 2, Paragraphs 2 
ind 3, of the ordinance permit certain applications filed in Germany 
prior to May 15, 1937, will be extended to include Austria, within a 


patent 


certain unspecified time. 
> —- 


Franklin Statue Unveiled 

In May a statue of Benjamin Franklin was unveiled at the Franklin 
Institute, Philadelphia, Penna Very appropriately the mechanism of 
the unveiling was effected through the medium of the photoelectric cell. 
Little Miss Louisa Johnstone, fifth great-granddaughter of the American 
inventor, turned the rays from an electric flashlight on a photoelectric 
relay and tripped a small platform hidden in the rear of the statue 
4 rope was led through pulleys to the top of the platform. From the 
weight a rope was led through pulleys to the top of the veil. As the 
weight dropped the shroud was raised from the statue. 


— > ——- 
Air Line—France to Peru 


L’Organisation (Paris) reported that a new air line has been instituted 
between Lima, Peru, and France The line had its first flight in Sep- 


tember, 1938 
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GENUINE F. B. 


LOOSE LEAF HOLDERS 


























The least expensive Transfer Binders for all Office Rec- 
ords. Adjustable top and bottom slides in two sizes: 
FB-RS for centers up to 8% inches, and FB-LS for 
centers from 8% inches to 16% inches. Posts may be 
had in 5, 6, 8, 10 and 12 inch lengths, accommodating 
papers up to 11% inches in thickness. All parts are 


plated to resist rust. 


PARROT SPEED FASTENER CORP. 


37-18 Northern Blvd., Long Island City, N. Y. 











Make Your Bank Contacts Profitable 


SELL NATIONALLY ADVERTISED 


POCKET CHECK CASES 


and BANK BOOKS 


Get the facts about our local distribution plan 
that ties in with our National Advertising. 


Write for complete details today. 


Slilliam (Gxline Sne: 


M2 HAMILTON AVENUE 


Cleveland Otiw 
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Rass Hooks 7 J 


Qheck Cases 
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Our 1939 Catalog 


Shows several new numbers we have added in 
the last two years. The line is COMPLETE 
in every detail on all styles and sizes of desk 
calendars, stands with rubber bumpers and pads, 
“DAILY DATE” pads and “TODAY-IS” 
calendars for resale commercial uses, as well as 
for advertising. High grade materials and work- 
manship, plus unusually long runs in our fac- 
tories, create a remarkable combination of quality 
and low price. A three cent investment will 
convince you that these statements are facts. 


Perfect Peerless Calendar Co. 
203 South Dearborn St. Chicago, U.S. A. 
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They’re 


KIND 


to the 
Operator! 





Because they save her eyes! her time! her energy! With the 








-_ “ sali cai margins and scales printed right on the stencil, the operator not 
only sees what she types or draws, but where. Thus she saves 
time, avoids errors and eliminates all fatigue from eyestrain. 
Such advantages are kind to the operator! Result: better work- 

KH y manship. Here is an opportunity for dealers. Introduce Tempo 
ave Ou Surprinted Stencils and you are sure to increase sales. Mail 
coupon for samples and details today . .. for an early start. 
_ 
@ Friend or business sais | § MILO HARDING CO. LTD 
; ; : ? 
ance who might like to keep in touch : . . 
: with office equipment by reading : Manufacturers of Tempo Duplicators, Stencils, Ink, etc. 
. . @ * : 
Of ice Appliances? \f SO, send US 3 PITTSBURGH ST. LOUIS * LOS ANGELES 
- ls 
the name, address and business and 2 MILO HARDING CO., LID paar 
we will send a sample copy with our $ 617 Commonwealth Annex { Dealers \ 
. > i ; pe ng 
compliments. $ Pittsburgh, Pennsylvania | Solicited 

5 - * . 

: THE OFFICE APPLIANCE COMPANY 3 Send Free Samples Tempo Surprinted Stencils [] 

: 20 NORTH WACKER DRIVE, CHICAGO, U.S.A. $ Also include details of your Dealer Plan (] 

: $ (Please pin to your Letterhead) 8-38 
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IT’S VERSATILE! 








THE AMERICAN 
“5 IN al 


MODEL 110 
5 MOVEMENTS IN 1 MACHINE 


PRICE $9.00 RETAIL 
WRITE FOR DISCOUNTS 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 











Does This Look Sensible to You? 


Then It Will to Your Customers 





The Modern Device That Creates New Business 
WAGEMAKER CO. Grand Rapids, Mich. 











NEW 
MAILBOY , 


MOISTENS 
ENVELOPES, 
STAMPS, 
LABELS, 
ETC. 


ONLY 2 ws 


Sensatio al new scientific brush vis oo “xr makes gummed surfac stick 
tigh fz Speeds up mailing! Ne na te Cleaner! San itary! Stream-lined, 
ckel pls ated, enameled. Sells on sight, at unhe ard of low price 
4 standard, guaranteed sisal t manufactured “i 


BETTER PACKAGES, INC. 
SOLE DISTRIBUTOR 


A. W. KELLOGG SALES CO., Waltham, Mass. 


DEALERS: Write for liberal discounts! 








Self Fitting Posture Chairs 
by HARTER 


Harter Dealers know from experience that these 
new posture chairs—absolutely self adjustable 
are received with enthusiastic approval 
wherever they are shown. They know that this 
interest is easily turned into genuine desire 
Mart er — ale ‘rs know that these wonderful new 
ure chairs are easy to sell to a public al 
y the oroughly sold on the value of posture 
seating 
Other alert dealers—the type who are making 
sales and profits the Harter Way—are invited 
to join us 


THE HARTER 
CORPORATION 


STURGIS, MICHIGAN 
MODERNIZE—HARTERIZE 



































* SoOMooeeccecccorscsese$e$e5 8a aoe 5252 5°5e52 
1 The “Aluminum” Pocket Seal 
3 and other MARKING DEVICES 
: 
; : 
Y ! 
f POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS f 
§ MEYER & WENTHE- CHICAGO § 
% OFFICE & FACTORY - 24to30 S. Jefferson St. 
i LOOP STORE - 31 North Clark Street ' 
" rcs SIDE cee - 30 see Jefferson St. " 

















C. L. BARKLEY & CO. 


517 S. JEFFERSON STREET 








ESTABLISHED 1921 
cManufacturers of Filing Supplies 
CHICAGO, ILL. 











The 


ADAMS 


Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 
ponies aairage ways right side up. No need to hunt 





soe paps fle or _— and fumble to find the place where 
ep en the ring opens, if it’s an Adams ring 
Eight Sizes Here is the simplest, quickest-operat- 


ing and most satisfactory ring ever 
invented for perforated sheets or 
binders of all sorts. Allows binder or 


inside Diameters: 


No. 00, % in. No. 2, 1% in. 


No. 0, % in. No. 3,2 in. or 9 lie = ha er vPro 

. 0In 12 “ é re ) i 3h 
om 0,6) 8, OG aes rounded and smoothed, keeps ring 
Me. 1, 1% in No. 6,3 in. right side up in position to be in 


Come also boxed assorted stantly unlocked. 
in seven sizes. Order through your wholesaler We also 


manufacture inexpensive loose leaf metals 





Henry T. Adams Mfg. Co. &¥',5° Minots aie 











Chair 
Cushions 


Posture 
Chairs 











— 


Ay’ All Steel 
> eaten CHAIRS 


1417 McGee Street Kansas City, Missouri 
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FOREMOST FOR 
MORE THAN 50 YEARS 


TO EVERY FILE DEPARTMENT 


FOREMOST FOR MORE THAN 50 YEARS 


The "Y and E" Sorter is the key that takes you right into the 
heart of your customer's every filing problem @ It is a service 
to them that creates good will—leading to system and equip- 
ment sales of every type. @ The "Y and E" Sorter is just one 
of the thousands of profitable items that make the "Y and E" 
Franchise so valuable. 





YAWMAN“®D FRBE MFG.(C. Rochester, N. Y. 








NEW PRICES 
adding + billing + 
bookkeeping + 


calculating machines 


TYPEWRITERS CHECKWRITERS 


MIMEOGRAPHS DICTAPHONES 
AND OTHER OFFICE DEVICES 


Rough and Rebuilt Write for Latest Price List 


Ri cliable TYPEWRITER & ADDING MACHINE CORP. 


303 W. MONROE ST. CHICAGO, ILL. 





<a 
ie 


THE NAME FOR WRITING 


51.00 Fountain Pen 


Guaranteed Point 
lridium-Tipped—flexible 
Beautiful Design 
Bevelled shape, witha choice of 8 handsome colors. 


Colorful counter card free with firstassortment. Usual discount. 


SPENCERIAN PEN CO., 434 BROADWAY, DEPT. P, N. Y 











GET DEALER PROPOSITION 


The ELLIOTT ENVELOPE SEALER 
is the fastest office appliance in the 
world and easily automatically 
feeds, seals and delivers 400 
envelopes per minute with an 
thickness of 









average 
contents. It was greatly 

changed and im- 
proved in 1937 


S | and is a desirable 
TSX item for station- 


ery stores. 


THE ELLIOTT ADDRESSING MACHINE CO. camundge Mass. 











SPEED-MO 
The only 
SWEAT PROOF 


Speed-Mo Pads will not perspire to 
disrupt a full, rich inking of rubber 
stamps for perfect impressions. 
They're Silent, Sag Proof, Sweat 
Proof. A model and size (up to 
20 x 20) for every office and industrial 
need. Send for Catalog 138. DEAL- 
ERS—for attractive offers, write 


RIVET-O MFG. CO. 


65 Jason St. Orange, Mass. 
or LOUIS MELIND CO., Western Repr., 


THE WORLD 362 W. Chicago Ave., Chicago, III. 


THEY LEAD 














WRITE OR TYPE SUBJECT ON INSERT- 
CUT TO SIZE -MOISTEN ano APPLY - 


1 Main Street 


CEL-U-DEX CORP., BROOKLYN, N. Y. 


LOOK for the GREEN LINE / 














DR. SCAT 


A Guaranteed Product 
for the Typewriter 





6 BETTER LETTERS 


Not Only Cleans Type— | 
Refinishes the Rubber Platen— Pedi wn a 
Stops Paper Slipping— lew il 
Prevents Rusting— 
Protects and Polishes the ii] 
Enamel and Nickel. S)8 Bas 
Sold from Coast to Coast by the Best a I 


Dealers—Selling Stationery—Office Sup- vaca co. 
plies—and Typewriters. rs |i o eal cre 


years = 











Manufactured by 


DR. SCAT CHEMICAL CO, -ReFmsuee- 


178 N. Franklin St. -!- 


RB U.S. Pat. Off. 
Chicago, Il. = ' 








} 
| 
h 
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OFFICE APPLIANCES 





How to Offer More 


Service Thru Your Typewriters 


+--+ Sel METALSTAND 


Convenience and safety are money 
words — they make any equipment 
worth more. Real estate men will tell 
you about them: Automobile distribu- 
tors talk you all over the showroom with 
these two big words. And they should 
be your watchwords when selling type- 
writers. METALSTAND makes for 
convenience and safety. It carries the 


METALSTAND CO. 






typewriter everywhere you want it. It 
provides a_ stable, secure support. 
Fitted with large, quiet casters finished 
olive green or in walnut, mahogany or 
oak grained finishes and fitted with 
side leaves at slight additional cost, the 
14x17l4 size lists at only $5.00 retail 
and is shipped subject to customers 
approval. Full details on request. 


135 North 22d Street 
PHILADELPHIA, PA. 




















FREE DIES 
FREE PROOFS 





Genuine Engraved 
Letterheads—Envelopes—Business Cards 
$9.00 per |,000 (less discount) 
"LETTERHEAD SAMPLE BOOK FREE _ 

Social Engraving Sample Book mailed for deposit of $1.00 which is Tefunded 
after receiving $25.00 net of engraving or return of sample book. 


NATIONAL ENGRAVING COMPANY 


BIRMINGHAM, ALABAMA 














A set-up that dealers like: 


We make, you sell. Oxford does not sell 
direct. And filing supplies are ALL we make. 
That’s why quality is higher, why we give 
extra service, why the Oxford line is complete 
—everything you need to meet any compe- 
tition. 

There’s profit in selling filing supplies— 
when you handle the line of “your filing sup- 
ply specialists” — 


OXFORD FILING SUPPLY COMPANY 
340 MORGAN AVENUE BROOKLYN, N. Y. 
125 South 8th Street St. Louis, Mo. 














Your QUESTIONS 


ANSWERED free 


Subscribers to Office Appliances have free access to 
a competent service bureau which is prepared to 
answer almost any question relative to office equip- 
ment. 

A considerable number of our readers have found 
that this service in itself is worth many times the | 
subscription price. 





The Office Appliance Company, 20 North 
Wacker Drive, Chicago, U.S. A.32 32332: 


a 































No. lL holds 2 to 10 papers. 
No. 2 holds 10 to 20 papers. 
No. 3 holds 20 to 50 papers. 


The VISE CLIP has 
been called the perfect 


ae Povoping) 


Points 











paper clip. It lies flat 
and grips tightly. Sup- 
ply your customers 
with samples and literature. 
Watch the sales grow. 


KLING KLIP 


for holding a few 





papers where a per- 


fectly flat clip is 
” ' , GEORGE B. GRAFF COMPANY 


lesired. 
a 64 Washburn Ave., Cambridge, Mass. 











“SPECIALS” 


PEN RULED - PRINTED - LITHOGRAPHED 





Let us help you solve those special order problems in car- 
bon copy books, unusual record and accounting sheets, 
loose leaf sets, numbered work, Lithographed Business 
Stationery. 


Quality Work - Attractive Prices -Dependable Service 


Write for samples—Send all special copy for pricing. 


STATIONERS MANUFACTURING CO. 


DAYTON, OHIO 


800 E. MONUMENT AVE 
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| a 
B E N T S O N Standard Steel 
Office Desks 
Good quality and moderate price recommend this line 
of desks and tables to your consideration. In it, you 
can offer your trade good service, long life and economy 
both of first and after cost. Made in three sizes flat top, 
55, 60 and 66 inches long by 34 inches wide, also 
double face flat tep, single pedestal flat top and type- 

| writer, drop front and pedestal typewriter desks, and 
five sizes of tables. Stain proof linoleum top—easy, 
noiseless operation. Full details in the Bentson Desk 
catalog. 


All Bentson 
Steel Files 






Neeeesoeemnpecbedit Die 


BENTSON MFG. CO. 


AURORA ILLINOIS 





es 








You can Actually Staple 
from 2 sheets up to 

a Pile of Paper 

This Thick (*%%”’) 


with the New 


ACME No. 1 


Heavy Duty 
Hand Stapler 














ACME 
STAPLE 
COMPANY 


1643-1647 Haddon Ave. 
CAMDEN, N. J. 


CLOYES 


REPLACEMENT PARTS for Adding 
Bookkeeping and Calculating Machines 
Over 500 items now available from 
stock. All new parts manufactured 

in our own plant. 
Fast Service ... Quality Parts Only 
Write for our new revised catalog. 


CLOYES GEAR WORKS 


17214 Roseland Rd. N. E. Cleveland, Ohio. 
CABLE ADDRESS “CLOYESGEAR” 

















Th. JE. IB.” 


BINDER CLIPS 


The original and genuine clips, 
in all four sizes, 


No. 2, No. 5, No. 6, No. 10 


These clips are so well tem- 
pered, they will expand to the 
capacity of the clip or will se- 
curely hold two or three sheets 
of paper. 


Write for revised price list. 


CUSHMAN & DENISON MFG. CO. 


241-243 West 23rd St., New York City 
Established 1884 




















DISTINCTIVE FURNITURE — 





Good territories still 
open for alert dealers. 
Write today! 







@ Sturdily built, correctly designed, guaran- 
/ | \\ teed furniture for the modern o ice, reception 
and rest room. Royalchrome is both popular and profitable. 

Write for catalog. Attractive brochure showing selected reception 
room groups sent free on request. 
1107 S. Michigan Ave., Chicago 


ao @i| METAL MFG. co, New York 
ja “ Metal Purniture Since 97” Los Angeles Toronto 








een RADIAL Dist, 
\9) 70, 
s 


Efficient and economical. 
Will keep  correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 
















Stanley R.Bristow 
24 Central Ave.West Orange.N.J. 








Che Star Stands Out! 


In the movies it's Carole Lombard. In the ribbon and carbon 
industry it's OLD TOWN, famous for its star performance 
in offices throughout the country. Write for full details. 





COMPANY INCORPORATED 
MANUFACTURERS 


Johnson and Prince Streets 


Brooklyn, New York 
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Collier-Key worth Company IN) © ww 


MORE THAN EVER 


K DY=Yo] (Vasey ileltl le Mt tela (4 
€ KOH-ILNOOR DRAWING PENCILS 


MEPHISTO COPYING PENCILS 








Office Chair Irons and 
and Hardware other members of L. & C. Hardtmuth’s quality line 


~~ 
— Poa 











+ 


CXXXIIAAAAAAAAAAAAI AAA AAAAAATAAAAAIIAIII 


WANTED 


Dealers 


‘is ie i 


Addressographs, Multigraphs, Mimeo- 
graphs, Adders, Typewriters, Check 
Wniters, Dictaphones. Big Profit—No in- 
vestment. Write 


Pee. Le a” 


CXXXXXX XXX XX XXX XXX XX XXXII XX XXXXXXXXXIXE: 


AUTOMATic 


EXECUTIVE 
FILE 


—KNOWS NO SEASON” 











The hot summer 
days ahead will 
not slow up your 
sales on this pop- 
ular personal fil- 
ing unit — Let us 
tell you why—Just 
write: 


AUTOMATIC FILE & INDEX CO. 


629 W. WASHINGTON BLVD., DEPT. 788, CHICAGO, ILL. 





XXXXXXIXIXIXXXXXXXIXIXXIXXYX) 
CXXXIXXIXIAAXAXXXXXXXXXXXYYY) 








200 | 
series 
$6.25 
list | 


TWIRLIT 
DRILLS 





































CAPACITY 
k esrsoitage 150 | 
s Post | 
ngers & Maptack Evening SHEETS AT | 
i Pushless Ha im leading magazines © a ONE 
; - vertising « creating 
| Consistent eo carculations i 4 Identify Better some OPERATION 
i poth mas and cla by the thousam’ en by dis- & Garde 
MOORE customers oy onal campaign ars The 200 series 
; MO with this big nat Pushless Hanger & shown here has 
| re -Pins, e ~abinet- two drill heads, 
per Le MOORE Push-l awd MOORE Cabinet TIME adjustable ‘trom 15 inch minimum center 
' plays ks in an attractive * -t one REE. to center distance to 41% inch maximum. 
| and Maptac bk chow you can £¢ e . Etched scale pS ures ghee 
| jobbe ’ -xact register. is also made in ° 
geht 4 H-PIN co. Woman ° the 300 series with three adjustable heads Mitchell Binder Co. | 
EE PU Home at $10.75 and the 100 series (without 
| MOOR ELPHIA, PA. N guide and scale) at $2.50. Ask about VIRGINIA & BOWER AVES. 
PHILAD OMPANIO TWIRLIT counter display demonstrator or 
' 113 BERKLEY ST. ” c write for descriptive folder. HAGERSTOWN, MARYLAND 
' nt 4a it hy Sg Ree , | 
: . PRM Pe lh Se ow Rede 4 rere TIE 











naa waned] TY PEWRITERS 


(One in a territory) 


For a spring cushion CONVENTION SPECIALS— 
permanent pure white ON ALL MAKES 

h ea ill 
ory ei Tadidens Thousands of typewriters for immediate de- 


by selling livery at rock bottom prices. Buy your stock 


MASTER now bee die Fall consan. 
SPEED hEYS WHOLESALERS FOR OVER 25 YEARS 


(no rubber to wear out) 


Write for our interest- ‘ie oF MORSE TYPEWRITER od © I 


ing proposition. 529 BROADWAY, NEW YORK, U. S. A. 
290 Columbus Place CABLE: TYPEMORSE, N. Y. 


opeed hey Mfg. Co. BROOKLYN, N. Y. 





























AUGUST, 


1938 










Card-cases, any size; loese-ieat envelopes, punched; 
menu covers, factory record protectors; ‘ag holders, 
bill-fold envelopes; stamp containers, etc. Made of 
acetate (slow-burning) transparen‘ cellulose. We 
build to fit your particular need. Write us for details. 


MARKILO COMPANY, Mfrs. 
F 3633c S. Racine Ave. Chicago, U.S. A. 


a The Handy Vial Style 
Dip-No-More INK ERADICATOR 


Eradicates Blots & Stains 


Display this 
speedy eradica- 
tor in your inks 
dept. and add to 
your sales. Made 
by the makers 
of genuine HA, 
and sold _ by 
leading station- 


ers. 


H. A. INK 
ERADICATOR CO. ¢ 
1707 Zerega Ave. @ 
New York, N. Y. e 

Cable: ERADICATOR @ 
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A SMART ITEM 
FOR 
SMART DEALERS 


— 
THE ROCKIT ARCH 


Reasonably priced, it meets 
the demand for “something 
better” @ Attractive design 
@ Handsomely finished ®@ 
@ Only one moving part @ 
Arch rocks, not swings @ Pat- 
ented @ Fits standard boards 
and punchings. @ Sell the 
best and hold customers © 
Dealers write today for prices 
@ Territories for agents. 


ARMSTRONG & WHITE PITTSBURGH, PENNA. 
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>9ECIAL PURPOSE DESKS 
JOCATIONIE DESKS 
DESKS *« SAFES 
ROBES *« TABLES 
¢ BOOKCASES 
¢ DESKETTE 
* HIGHLINE 
ECTIONS 
R FILES 
CARD 


AIRLINE DESKS »* SJ 
DYNAMIQ : E DESKS * 
EXECUTIVE DESKS * 1500 LINE 
PROTE ae VARDR 
BOOKSTACKS 
SHELVING + 
PLANFILES ¢ Jamestown Ne sw York 


iin. == 
a cen WR rie be 
) R TRAYS * 












ILES « 


POC TIALS 
x VAOE ry FUOTING 


Ty} 


ISE EE 
¥Oi 


TRAN 


INDEX CABINE] JECTO CABINETS 
POSTINDEX VISIBLE FILES * VAULT TRUCKS 


= === =hL—___hh=== SS Saez 
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TECHNYGRAPH ANNOUNCES ie | 
Five New Clear Vision Shading Wheels. 
DEALERS: Write for latest circular. 

THE TECHNYGRAPH, TECHNY, ILLINOIS 

>] =| =L—_]T"_"hh_ SS SS 


ROLLING UP PROFITS FOR YOU 


A A ee No. 2479 Double Ball Bearing Caster is in 
if use in most of the country’s leading indus- 
trial and professional offices and institutions. 
It is a leader to sales of other Faultless floor 
protection equipment shown. Write for Cata- 
log and facts about this profit-earning line. 


FAULTLESS CASTER CORPORATION 


Evansville, Indiana 


oa a 
















(above) Faultless Unbreakable Rockite 
and Ruberex Cups. Round or Square. 
Uf) Faultless quiet Cushion Chair 


Glides are mounted in live rubber. 


FAULTE@es CASTERS 











SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


FREIGHT 


INTEREST, DISCOUNT, LUMBER, COAL, 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised| Write 
for details nowl 


PAYROLL, 






Simply tip 
the card 
and copy 


3468 N. Clark St. 





Meilicke Aystems, Inc. Chicago, Ill. 





. for MORE 
summer sales, 


show the NEW 


DE LUXE Convertible 


1% and 2 inches thick, boxed 
17x18 inches and No. 3 





OFFICE 
CUSHION 


One piece sponge rubber filler, 
edges. Two sizes, No. 5 regular swivel, 
steno size 14%x15%™% inches. Five colors: brown, green, maroon, 
taupe and blue. A well made cushion neatly upholstered—rich 
pile velour on one side and fibre on the other. 
Dealers: Write for full details on this profitable item. For an 
early display place your order at once and be assured of prompt 
delivery. 


The Perfect Rubber Seat Cushion Co. 


1412 UNITY STREET PHILADELPHIA, PENNA. 
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THE (LTS 


A COMPLETE | LB. POSTAL SCALE 


Always Sells: 


STURDY 
ACCURATE 
LEGIBLE 


Priced Right at Only $1.50 Retail 


ORDER NOW 
MARVEL SCALE CO., Inc. 


3010 W. Wells St. Milwaukee, Wis. 


= 














| LOOSE-LEAF 
The (BGYEE) Line 


Offers exceptional advantages to Progressive 
Dealers in Loose Leaf Merchandise— 
| Quality, Completeness, Service, Co-operation, 


Responsibility and Profit. 


Ask for Catalog and Proposition 


A. E. BOYCE COMPANY 


Wholesale Manufacturers 


Boyce Building MUNCIE, INDIANA 















MAK-UR-OWN °* 
ALL TRANSPARENT 
INDEX TABS 





Write now for samples and prices 


THE VICTOR SAFE & EQUIPMENT COMPANY, Inc. 


NORTH TONAWANDA, N. Y. 











Ss 4 . 
PP 
é ' 
t | All large 
’ —— 4 users should 
n . : ; buy in bulk 


cans, Grippit’s economy invites you 
to use it wherever you require adhesive that never wrinkles 
paper . . . that keeps work and workers unsoiled . . . that 
holds permanently, yet can be peeled off without damage. Write 
for Free Tube and Profit Story to Harriman-Welts Products Co., 
200 Summer Street, Boston, Massachusetts 





IN EVERY COUNTRY 


You will fine ONE leading office equip- 
ment trade journal of national importance. 


IN FRANCE 





First and foremost office equipment maga- 
zine dealing with office and factory manage- 
ment and efficiency is the ideal advertising 
medium for U. S. Manufacturers desiring to 
increase their export trade, particularly with 


FRANCE 
BELGIUM 
SWITZERLAND 
ETC. 


, 

Include ‘‘METHODES” in your ad- 

vertising appropriation: It pays. 
Send for free copy today. 





“METHODES" 
SUBSCRIPTION RATES 


To France, Colonies, Belgium and Luxem- 
50 Francs 


Countries adhering to the Stockholm Con- 
Kanha d usd iden acksvaene ses nn 55 Francs 


Countries not adhering to the Stockholm 
Convention (including the U. S.)....... 60 Francs 











METHODES 


27 rue des Petites Ecuries 
Paris X° France 
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1938 








interested in | 
trade doings in 


GREAT 
BRITAIN 


A 





nee 


If so, there is only one way of keeping 


abreast of the times and that is by the 
regular monthly receipt and perusal 


of the 


BRITISH | 
OTATIUNER 


—a monthly journal for the Stationery 


—e 


and Allied Trade whose editorial pages | 





are unique for news, instruction, orig- 


inality and general interest. | 
| 
| 


SEND US THIS COUPON =9=====-, 








To the Proprietors THE BRITISH STATIONER, 

Grand Bldg., Trafalgar Square, 

LONDON, ENG. 

Send to the address below FREE SPECIMEN COPY of 
British Stationer’’ for examination. 


“The 


Name ........ a 
(Please attach your business card or letter-head) 


Address . 


i ctoickcasictsncs 
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“Most for Your Money Line’ 
PROFIT 








on 
SCHOOL 
BUSINESS 


i We manufacture a 
complete line of qual- 
ity ring binders and 
\ if zipper cases for every 
i} school, business and 
i, professional use. Fea- 
ture the Varat Quality 
line for more profits 
and satisfied users. 


YOU WILL LIKE OUR SERVICE, 


Murray Varat Co. pth wegen 











CHICAGO, ILL. 
rt a 


Carbons & Ribbons 


products of high 
quality giving better 
| service—easier to sell 
and resell. Better 
typing—better letters 
result from use of 
Codo Carbons and 
Ribbons. If you are 
interested in the op- 
portunity offered as 
distributor of truly 
satisfactory mer- 
chandise, let us hear 
fron you. 


Codo Mfg. Corp. 


Coraopolis, Penna. 
New York Chicago | 











Step Up Your Filing Cabinet 
Business 


featuring these time 
saving improvements 


Natural Touch Handle | 
(replaces old thumb latch) 
Synchronized all ball bear- 
ing roller extension slides. 
Floating Follower Block 


and many others. 








"I YVusxegon 








ANNOUNCING 


TO DEALERS 
"#€ ORIGINAL-ODHNER 


CALCULATING MACHINES 


Our Model No. 7 is Now Ready for Distribution in the 
U. S. A. For particulars address 





ORIGINAL-ODHNER DIVISION OF THE 


GUARDIAN TRADING CORP. 


1540 Eldert St. Brooklyn, N. Y. 
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More Royal Portable Sales This Month 
More Royal Prospects for September! 


ROYAL’S PHOTO CONTEST is going over with a bang. Already 
—fans everywhere are hot on the trail for interesting shots. 

And it’s only the beginning! August camera magazines—as well 
as Life and Look—will carry the story of Royal’s $2000 Photo 
Contest to millions more readers. 

All this means business for you. You havea chance to sell a Royal 


Portable—or win a prospect every time you sign an entry blank. 


Will they be seeing YOU? 


Students will buy Royal Portables 
this fall. No question about that! 
Where they buy depends on you. Sep- 
tember business is what you make it 
—in August. Start your selling now 
—talk to parents—line up prospects! 





“WHATEVER I SELL MUST BE RIGHT” 


... says T. Dorsey Rhodes, pro- 
prietor of Typewriter Sales and 
Service Company, 104 West Fayette 
Street, Baltimore, Md. “I’ve built 
this business on good-will—I’ve a 
reputation to uphold—that’s why 
I’m for Royal and the Royal Port- 
able. Experience has taught me that 
I can depend upon the product— 
upon complete cooperation of the 
Company and its representatives.” 














signet Sables * 


sLANK 
ENTRY Bee ® 


This 
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ag 


GNATURE 





si 
DEALER'S 


pm § AME 






ADDRESS 
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OYAL BOOMS AUGUST 


ROYAL’S PHOTO CONTEST 
WILL PUT MONEY 
IN YOUR POCKET 


Follow these simple steps — 


1. Put the Contest Poster up in 
your windows. 

2. Display the Counter Card. 

3. See that everyone who comes 
into your store takes away an 
Entry Blank. 

4. Get in touch with stores that 
sell cameras, films, do develop- 
ing and printing. Supply them 
with Entry Blanks with your 
name on them. Make prospects 
come to your store for signature. 





FOR INFORMATION about any of Royal's plans or activities, address Royal 
Typewriter Company, Inc., 2 Park Avenue, New York City. World's larg- 
est company devoted exclusively to typewriters. Factory: Hartford, Conn. 
























LETTERGRAPH 
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MODEL C 










Prints 

CLEAR, SHARP COPIES 

OF ANYTHING WRITTEN 
TYPED OR DRAWN... 


COMPLETE 
WITH 
SUPPLIES Ti 


rae MEY GR conroration-.cuicaco 





John Duvieilh 
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SEVEN BIG 
TALKING POINTS 


] New Sealed Action Frame pro- 
viding quieter operation and 
maximum protection against 
dust and injury. 


2 The Champion Keyboard... 
kinder to typing fingertips . . 
saves broken fingernails. 

3 ‘Tuned to the Fingertips”. . . 
two adjustment features assure 
supreme ease of touch. 


100% Typing Visibility. 


5 Complete accessibility to type- 
bars and ribbon spools. 





6 Keyboard Controlled Ribbon 


Shifting Device. 


7 Back spacer on left hand side & 


—normal typing position. 





John Duvieilh & Bro., progressive 
dealers of New Orleans, with more 
than twenty years’ experience back of 
them, know typewriters. And when 
they place their knowledge back of 
the new Underwood Typemaster 
Portables, you can depend upon their 
judgment. 

The Typemasters have struck an entirely 
new note in Portable history. They not only 
are outstanding in sheer typewriting per- 
formance but they loom high in eye appeal 
as well. 

Check their features point by point with 
any other Portables you have ever known. 
Keep in mind the fact that year by year 
more Underwoods are produced and sold 
than any other typewriter in the world. 
And if you are not already stocking the new 
Underwood Typemasters, write us at once. 
It is good business to push the machine the 
world is buying. 
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TYPEMASTER PORTABLES 





Underwood Typemaster Portable 
Champion Model, retailing at $64.50 
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Underwood Typemaster Portable 
Universal Model, retailing at $54.50 








DEALERS FIRST... 


In the Underwood Portable sales 
policy the Dealer always comes 
first. Underwood Portables are 
sold “over the counter” through 
Authorized Underwood Portable 
Dealers. All Underwood promo- 
tional activity is designed to send 


customers into the Dealer’s store. 








Portable Typewriter Division 
UNDERWOOD ELLIOTT FISHER COMPANY 
Typewriters, Accounting Machines, Add- 

ing Machines, Carbon Paper, Ribbons 
and other Supplies 
One Park Avenue New York, N. Y. 
Sales and Service Everywhere 
Underwood Elliott Fisher Speeds the World’s Business 
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